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reports upon articles of office equipment, supplies names of manufacturers of any article 
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service, all without charge. 


Subscribers in every land 


have made, and are making, good use of this 
bureau; manufacturers in every section of the 
field have had evidence of the service. 
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My Country 


ds 
GRIOUR COUNTRY IS ALL THAT 


4 surrounds you, all that has reared and nourished 

you, everything that you have loved. That land 
you see, those houses, those trees, those smiling girls that 
pass, that is your country. The laws that protect you, 
the bread which rewards your toil, the words you ex- 
change, the joy and the sadness which come to you from 
men and the things amid which you live, that is your 
country! The little chamber where you once saw your 
mother, the recollections she has left you, the earth 
where she reposes, that is your country. You see it, 
and you breathe it everywhere! I imagine, my son, 
your rights and your duties, your affections and your 
needs, your recollections, and your gratitude, all united 
under one name, and that name will be 


“*MY COUNTRY!’’ 


® 







EMIL SOUVESTRE 


French Author, Soldier 
and Patriot 


otis otis 
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Let Us Keep Aloft the Torch 


IFTY thousand Americans sleep today in the sacred soil of 

France. Their work is done and done so well that none of 

any race or aay time could have done better. The remainder, 
nearly three million strong, are coming home, for their work, too, 
is finished. They went—the dead and the living—to keep aloft 
the torch of liberty in the world—to make the world a fit place 
for men and women and little children to live in and work out 
their individual destinies. Because of their heroic efforts and the 
heroism and steadfastness of their alli d comrades in arms who had 
borne burdens inconceivable for more than four years of a war 
whose savage cruelty and destructiveness surpassed those of aay 
other war in history, the might and arrogance of a world-threatening 
tyranny have been brought in humility to the just terms which our 
allies and ourselves have imposed. His might of force is gone, and 
his future recovery depends upon the adoption and practice of those 
principles of fairness and justice on which the world’s leading nations 
base their security. 


Our young men went forth to war with high and noble ideals. 
In their minds was the fire of a great crusade for right. Like all 
true American; they did their work as well as they could, not count- 
ing the cost. They fought and won for principle, knowing that 
right is the only reality. It is for us, the people of America, to take 
home to ourselves the spirit and the ideals of our fighting men. It 
is our privilege to get those principles into our daily lives—to live 
them and let them shine forth from our faces—for our son, perhaps, 
or our neighbor’s son, died on the field or returned a cripple for 
principle’s sake. 


For love of their countries and their fellow men millions 
have paid the final price. Let us, the living, love our neighbors 
as ourselves, for this, as the Man of Galilee said, is the law and 
the gospel. 
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VOT! 
printed in English, 
tain things by way) 
know and ponder upon. 


French and Spanish 


The first article by H. W 


The three articles which follow were written especially for the Office Appliance Exporter, and were there 
They are reprinted here in the English only, for the reasom that they contain cer- 
of information and suggestion which readers of Office Appliances, particularly manufacturers, should 
Martin of the staff of Office Appliances presents certain matters which 


Americans should keep fresh in their memories, for we shall all live better and go farther on the long trail if we don’t for- 


get the living sense of unity, relationship and common responsibility with our fellows. 
be carefully read and manufacturers should absorb its vigorous optimism, 


gestions of the closing paragraph. 


increasingly 


The article by Mr. Cutler should 


while not forgetting to heed the sensible sug- 
The article by Mr. Barrett is an inspiring statement of the possibilities which lie m the 
Its sound advice should guide the thought of 


every exporter 
He are under obligations to Mr. Cutler and Mr. Barrett for these excellent articles whose preparation involved care 
and no little labor, and once again extend to them the expression of our cordial appreciation. 


America Brother to the World 


By H. W. Martin.—Reprinted from The Office A ppliance Exporter. 


OUR hundred and_e twenty- 
seven years ago the Western 
Hemisphere was peopled in 
its northern continent by 
bands of nomadic savages, and in 
the southern and sunnier lands by 
races who had attained considerable 
civilization and some skill in the 
arts. Nowhere was the population 
numerous in proportion to the vast 
areas awaiting development, and of 
these aboriginal inhabitants only 4 
few remain, surviving by the adoption 
of the customs of the white races. 





The history of the Americas is one 
with that of mankind generally. It 
reveals the same motives, the same 
struggles: the same oppressions to 
be triumphed over by Liberty; the 
same reaching upward toward better 


things; the same _ snail’s progress 
lagging behind men’s ideals. 


The spirit which conquered the 
American wilderness and established 
Liberty in the new world is the same 
as that which drove the enterprising 
Phoenicians into uncharted waters 
in search of lands unknown; it is the 
spirit which made free cities of Ven- 
ice and Genoa: which hurled the arms 
of Spain with resistless might against 
the Moorish invader; which steeled 
the brawny Norseman in his age-long 
warfare with the icy seas. 

We are a part of the fruit of all 
nations. 

We share the mystery of the East 
with the pilgrim who prays with his 
face to the rising sun; we have 
helped to gather the grain in the 
rice fields; we have plucked the pop- 
py and the chrysanthemum; we have 
eaten our food on bamboo mats in 
the shade of the fronded palm. A 
thousand years ago we played in the 
shadows that drifted along the slopes 
of the Swiss Alps, or sought sweet 
springs amid the rugged mountains 
of Serbia and Montenegro. Far, far 


back, in the remote, mysterious past 
we ate our bread from corn that grew 
in the Wallachian plain and estab- 
lished eternal kinship with the bitter 
struggles of Roumania. With the 
revolutionists of ’48 we froze in the 
fields of Germany, gnawed roots for 
food, and hid in wayside ditches to 
escape the fury of the tyrant’s sol- 
diery. We have known the bearded 
moujik in his sheepskins on the Rus- 
sian slopes and have seen with his 
eyes the panorama of his country’s 
landscapes. Less than three centu- 
ries ago we trod Dutch decks amid 
the roaring guns of Van Tromp. We 
have listened breathless to the tales 
of the fairies as we sat beside the 
peat fires of Erin, while the sweet 
and pungent odors of the Scottish 
moor and fen are not strange to our 
nostrils. "Neath Snowdon’s lofty crest 
we thrilled at a glance from a Car- 
narvonian maid, and for sweet Eng- 
land’s sake we bent the bow and 
drave the cloth-yard shaft. We have 
fought in the wars of France, shared 
bed and bread with the kin of the 
Bersaglieri and left our bones’ to 
whiten in the battle-torn soil of Bel- 
gium. 

Wherever the sun’s beneficent rays 
bless and warm the earth we are at 
home, for we, as Americans, claim 
blood brotherhood with the world. 

We claim for ourselves no virtue 
we do not gladly accord to others. We 
came to the United States in the per- 
sons of our ancestors and here built 
a nation dedicated to political and 
religious freedom. For the first few 
centuries the people of North America 
had tremendous natural difficulties to 
overcome. They were busy conquer- 
ing a continent from wild men and 
wilder nature, and, having done this, 
had to provide for a growing, but 
scattered population. Not until a 
time within the memory of still vigor- 


ous men has ocean travel been any- 
thing but unsafe and full of incon- 
veniences, therefore, most Americans 
were cut off from first-hand knowl- 
edge of the old world, obtaining im- 
pressions through books and by per- 
sonal contact with immigrants, newly 
arrived and still hesitant on the brink 
of the unknown. 


But as our country grew in wealth 
and power the problem of production 
became acute. A wide expanse of 
farm land ready for the plow invited 
cultivation, but of what use would 
cultivation be if one lacked the physi- 
cal machinery with which to gather 
the grain? Of human hands there 
were not enough. So came the ma- 
chine, and the first one drew in its 
wake thousands of other machines for 
almost every conceivable purpose, 
until today the United States of 
America is known as the land of 
quantity production by the machine. 


Perhaps it is hardly desirable for 
a nation to be driven forward by too 
great an opportunity. We have 
missed much of the romance of crafts- 
manship, of fine and beautiful artistry, 
by the sheer necessity of turning out 
finished articles to satisfy a clamor- 
ing domestic market. With competi- 
tion keen and with a liberal law pro- 
tecting inventors, it came to pass that 
American manufactured products took 
on an excellence and a finish thereto- 
fore unknown except in the more ex- 
pensive lines. Necessity forced us 
to multiply our hands by mechanical 
aids, by which we first survived and 
then prospered. 

Ideas are at one and the same time 
among the strongest and the most 
delicate forces in the world. They 
withstand the shock of armies, the 
machinations of courts and the 
tyranny of the mob, but often die 
from the poison of ridicule or the 
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crushing weight of indifference. The 
force of a thousand custom-laden 
years and a careful regard for hered- 
ity and hereditary methods precluded 
the rapid and genera! adoption of new 
and revolutionary systems in the 
older commercial countries. The lamp 
of experience is a reliable guide and 
it is hardly to be expected that the 
average man will at once distinguish 
between what is unsafe and what is 
merely untried, preferring the old, 
long, sure way to the shorter, but per- 
haps more hazardous method. 

Thus, our European cousins have 
come to the idea of production by 
machinery more slowly than we, part- 
ly from a perfectly sane desire to be 
sure of results; partly from an _ in- 
herited disposition to resent radical 
innovations; partly from carelessness 
and unpardonable inattention on the 


OFFICE APPLIANCES 
part of American manufacturers who 
have sometimes selected unfit men to 
send abroad, and partly, we surmise, 
because the dense populations of 
European countries provided inexpen- 
sive labor, while at the same time 
hand craftsmanship in many lines had 
become not only an art, but a iegacy, 
maintained in families, guilds or com- 
munities for generations. 

America wishes to learn and needs 
to learn a great many things about 
conditions abroad. The physical sit- 
uation of different peoples has much 
to do with what they can use, since it 
determines the character of their 
commerce. In the past we have dis- 
regarded many essentials, thus miss- 


ing opportunities for pleasant and 
profitable relations. But the war, we 
believe, has had much to do with 


freeing us from narrowness and creat- 
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ing a profound desire to learn more 
of our friends abroad. America hopes 
to increase her commerce, for com- 
merce is the cement which binds na- 
tions together day by day, creating 
understanding and mutual good will. 

The future is bright with promise 
for all the nations which hold aloft 
the torch of Liberty. Now, when new 
nations are finding their voices, it is 
opportune that all should strive for 
the fullest possible measure of inter- 
course and understanding. Conscious 
that we are the new family 
among the nations, yet knowing we 
have not lost sight of old principles 
in striving for better things, we of 
the United States offer our products 
for the consideration of a_ world 
which, we hope, will give us credit for 
our merits and deal charitably with 
our mistakes. 


American Ingenuity and Service for Sale 
Abroad 


TH 


VERY nation of industrial sig- 
nificance has something 
characteristic to sell abroad. 
England has her textiles and 

ships, France her wines, toilet articles 

and women’s clothes, Germany her 
chemicals and electrical equipment, 

Sweden her tool steel, Norway, dried 

fish, and so on. The most characteris- 

tic products of United States indus- 
tries are her labor-saving devices. 


The cotton-gin, the automatic reap- 
er and binder, the sewing machine, 
the telegraph, the steam-shovel, im- 
mediately occur to one as products of 
American genius, among other great 
inventions. But there is probably no 
field so well covered by American in- 
ventions as that of office labor. Our 
typing machines, our machine calcu- 
lators, our filing systems, our loose- 
leaf accounting methods and our effi- 
cient furniture, to say nothing of 
other office inventions, are known 
in every commercial quarter of the 
globe as products of Yankee ingenu- 
ity and factory. Representatives of 
the manufacturing concern of which 
the writer was president not long ago 
have seen U. S. A. typewriters on the 
laps of turbaned Bedouins in remote 
villages of Turkestan; they have 
seen them in the haciendas of the 
Argentine. a thousand miles from the 
coast, and Department of Commerce 





officials traveling in Egypt have 
seen American roll-tops far up the 


Nile. 

Do not these articles typify the pe- 
culiar aspirations of American busi- 
ress? It appears that they sprang 
from an insistent demand for speed, 
accuracy and economy: speed in exe- 
cution, accuracy in results, economy 
in time and labor. The constructive 
vision of our successful business man 
leaps the barriers of clerical labor 
and demands a mechanical means to 


By Hon. Burwell S. Cutler, Chief, Bureau of Foreign 
mestic Commerce, Washington, D. C. 
Appliance Exporter. 


his end. Who today thinks of keeping 
his sales plan on the dead level of let- 
ter-writing by long hand? Or what em- 
ployer is content with a restriction 
on the size of his force imposed by 
inability to count the payroll by hand 
when machines for the purpose can 
put up hundreds of envelopes an 
hour? These are elemental cases, 
through which we may arrive at the 
time when the laborious process of 
double-entry accounting is displaced 
by a quick and simple register of 
credit or debit balance, and when 
merchants will talk with one another 
by wireless from their desks at the far 
ends of the earth. 


So long as our attitude of splendid 
impatience endures, so long the world 
abroad is going to learn of us and buy 
of us. They will buy our super- 
methods. And in that is the lesson. 
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When a foreign importer buys a 
typewriter, or a desk, or an address- 
ing machine, he does not gauge its 
value by the amount of steel or wood 
in it, nor by the labor cost involved. 
He judges his purchase chiefly by its 
mechanical performance. It is service 
he wants, although design and finish 
do influence him in competition. He 
is not, in the last analysis, buying ma- 
terial, because material has no intrin- 
sic value until it is touched by the 
genius and hand of man. It must be 
molded into some useful shape or con- 
trivance hefore it can minister to 
human needs. 


The Himalayas are full of metal- 
bearing quartz: the Urals of Russia 
conceal gold and platinum beyond 
calculation; pure white marble lies 
deposited in the Andes; timber stands 
in great forests in parts of Russia, 
Canada and Brazil; the far distant 
and unpeopled plains of Patagonia 
yield a fodder splendid for cattle; the 
continent of Greenland is rich in fur- 
bearing animals; the Alps abound in 
hydro-electric possibilities; but who 
buvs these materials until they are 
located, sorted, prepared, adapted, put 
up in packages, shipped, stored and 
labeled? Thus, and in no other way, 
is merchandise created. 


So long as the constructive mind of 
industrial America continues to sense 
the latest needs of mankind and con- 
sistently seeks new shapes and uses 
for the raw materials of the earth, we 
need not worry about home or foreign 
trade. 

Of course we must, also, learn and 
practice the diplomacy of fine service 
—c. i. f. deliveries and liberal credits, 
for instance—and then our position as 
both producers and merchants will be 
unassailable by any competition yet 
encountered. 


The United States and Latin-American 


By Hon. John Barrett, Director-General, Pan-American Union, 


Countries 


F THE exporters of the United 
States and the importers of 
Latin America will approach 

each other in the right spirit 
there is no limit to the _ possibili- 
ties of Pan American trade exchange. 
If the exporter of the United States 
is determined that Latin America shall 
accept from him only those things 
which he wishes to sell, and without 
any modification whatever to suit the 
field, or, on the other hand, if the 
Latin American importer will fail to 
budge at all in accepting improve- 
ments or changes, there may be seri- 
ous difficulty. But, if both try to be 
of advantage to each other and get the 
best results, a most favorable new 
condition of Pan American commerce 
will develop. 





There is no question whatever 
that the United States and its sister 
American republics are entering upon 
an era of vast development in their 
exchange of commodities. There was 


an astonishing advancement along 
this line before the European war 
broke out, but Pan American trade 


has grown so rapidly during the war 
that it has reached proportions almost 
beyond realization. In the ten years 
prior to the war, the commerce of 
the United States with Latin America 
grew from about $500,000,000 per an- 
num to between $750,000,000 and $800,- 
000,000. From the last fiscal year be- 
fore the war, 1913-1914 until the last 
fiscal year, 1917-1918, this commerce 
jumped to $1,750,000,000, or an in- 
crease of nearly one billion dollars in 
four years. This unprecedented and 
remarkable growth was due, not only 
to the complete absence of Germany 
and several] other countries from par- 
ticipation in the trade, but to a new 
relationship that grew up as a result 
of the war, between the commercial in- 
terests of North and South America. 
Undoubtedly the war has done more 
than any other influence in history to 
make the American republics realize 
their financial and commercial, as well 
as political interdependence. It has 
proved to them that there can and 
should be solidarity of trade inter- 
ests, as well as solidarity of political 
union. 


The war has brushed aside all kinds 
of clouds and cobwebs that disturbed 
the viewpoint of Latin America in 
considering the United States, and, 
in turn, it has given the United States 
a new conception of Latin America. 
All sorts of prejudices in favor of 
European trade, and about inability of 
the manufacturers and financiers of 
the United States to care for Latin 


Washington, D. C., 
Panama, and Colombia. 


Exporter. 


America, and differences of language 
and race, have been removed or de- 
stroyed, and a new era of mutuality, 
co-operation and reciprocal effort is 
dawning. 

If there is anything that I would urge 
upon the manufacturers, exporters, 
and financiers of the United States, 
it is that they should study the coun- 
tries of Latin America, visit them if 
possible, and endeavor to familiarize 
themselves with their language, his- 
tory and resources. There is nothing 
like individual contact and acquaint- 
ance in promoting trade. The more 
men of the United States, of standing 
and responsibility, who can go to Latin 
America, or the more high class re- 
sponsible agents who can be sent 
down there, with a proper apprecia- 
tion of and regard for the peoples 
of Latin America, the more rapidly 
will the exchange of trade develop. In 
turn, it is to be hoped that the Latin 
Americans will study more carefully 
the United States, will travel here 
more, and wil] find that this country 
provides them with business, social, 
and educational opportunities which 
before they always sought in Europe. 

It is a magnificent thing to contem- 
plate that the war has prepared the 
way for a new Pan America and a new 
Pan Americanism, which will make 
the Western Hemisphere an actual 
united, potential force for the advance- 
ment and preservation of the princi- 
ples of democracy, civilization and 
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Christianity. It is often said that 
commerce is the life-blood of nations. 
If this is so, it can be said that Pan 
American commerce is the life-blood 
of Pan Americanism, and, consequent- 
ly, every effort should be made by the 
commercial and financial interests of 
the United States and Central and 
South America to work together for 
their common good. The Office Appli- 
ance Exporter, therefore, has my best 
wishes for success in its new field, 
and I hope it will be a real factor in 
promoting Pan American trade. 

For the information of the readers 
of the Office Appliance Exporter who 
are not familiar with the Pan Amer- 
ican Union, I would define it in a sen- 
tence as follows: 

The Pan American Union is the offi- 
cial international organization of the 
twenty-one independent American re- 
publics—the United States and its 
twenty sister American republics—de- 
voted to the development of commerce, 
intercourse, friendship, and peace 
among them; controlled by a Govern- 
ing Board composed of the Secretary 
of State of the United States and the 
diplomatic representatives of the Latin 
American countries in Washington; 
maintained by the joint contributions 
of the constituent governments; and 
administered by a Director General, 
who is elected by this Board and, 
therefore, is an international officer, 
and who, in turn, is assisted by a com- 
petent staff of experts in international 
affairs. 

The Pan American Union is housed 
in a building costing over one million 
dollars, which has been described by 
the greatest living French architect as 
“combining nobility of purpose, beauty 
of architecture, and practical useful- 
ness more than any other public build- 
ing in the world.” It is, in a sense, the 
Capitol of all the American republics 
in the Capital of the United States. 
The Pan American Union has a prac- 
tical library of 40,000 volumes of up- 
to-date Pan Americana; 150,000 in- 
dexed cards of information; a collec- 
tion of 25,000 photographs; 2,000 maps 
and atlases; while upon the tables of 
its reading room can be found the 
newspapers and other publications of 
all the American republics. It pub- 
lishes a monthly Bulletin in English, 
Spanish, Portuguese and French, and 
it issues pamphlets and reports de- 
scriptive of every American republic. 
It conducts a correspondence of infor- 
mation with men of all parts of the 
world, averaging hundreds of letters a 
week. Its facilities are always at the 
disposal of the readers of the Office 
Appliance Exporter. 











Turning The Man Who Is Sold into The Man 


W ho Buys 
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Note.—Office Appliances has just recetz ved the published proceedings of the conference of the Better Letters 
The book is a valuable contribution to the art of business correspondence. 


tion, held in Chicago last October. 


the full text of the ten principal addresses presented at the meeting; a reproduction of W. 


An Address by Edward Hall Gardner, Associate Professor of 
Business Administration, University of Wisconsin, Before the 
Second Annual Convention of the Better Letters Association, at 
Chicago, October 9-12, 1918. 


Associa- 
It contains 
O. Rutherford’s letter of March 


1, 1919, accepting the presidency of the association (Mr. Rutherford is second vice-president and sales manager of the B. F. 


Goodrich Rubber Company, of Akron, Ohio); 


demand for which has been such that the supply has been completely e¢ -hausted. 
cester, Mass., says that orders and inquiries for these reports have come from practically every part of the world. 
even went to the trenches in France in response to definite requests. 
“Win-the- War Spirit in Business Letters,” 


the preceding year cover the following subjects: 
Department of Commerce; 
Chicago; “The 
ness Letter-Writing, La 


Agent for Commercial Education, 
Worcester, Mass.; 


Elwee, Federal 
Norton Company, 


lil; “Turning the Man Who Is Sold Into the Man Who Buys,” 
“Women Versus Men as Correspondents,” 


Administration, University of Wisconsin, Madison; 


Department of Business Administration, La Salle Extension - niversity; 


Purpose of the Better Business Correspondence Convention, 
ton Company; “Developing the Right 
ment, Larkin Company, Buffalo; 


John F. Tinsley, General Manager, Crompton & Knowles Loom Works, 
McQueen, Correspondence Critic, The B. F. Goodrich Rubber C ompany, 
“The Goodyear Tire & Rubber Company; 
Prof. Paul T. Cherington, Harvard University Graduate School of Busi- 


Cramer, Correspondence Critic, 
ness Organisations Obtain Better Correspondents,” 
ness Administration ; 

Agency, Inc., Boston; 
Correspondence Supervisor, Norton Company; “The 
Vice-President, Thomas A. Edison, Inc., Orange, N. J.; 


“Relations Between Correspondents and Salesmen,” 

"lace of Technical Grammar in the Training of Correspondents,’ 
Salle Extension University, Chicago; 
Advertising Director, Chicago Paper Company, Chicago, IIl.; 
1 Washing ton, D. C.; 
“Credit and Collection Letters,” 


Attitude Among De cnedeeiea™ 
“The Important Part Which Correspondence Plays in the 


“The Sales Attitude—Its Place in Every Letter,’ 
“Scope of the Work—Description of the System in Use 
Dictating Machine as an Aid to Better Letters,’ 
“Training Letter Writers,” 


reports of business sessions, a digest of the association’s 1917 report, the 


W or- 
Copies 
The 1918 report and the digest of the report for 
George |W. Doonan, U. S. 
Darnell Corporation, 
Department of Busi- 
Robert C. Fay, 


Secretary-Treasurer H. N. Rasely, 


J. C. Aspley, The 
Dr. F. W. Dignan, 
“Psychology of Business Letter Writing,” 


“Building Foreign Trade by Correspondence,” Dr. R. S. Mac- 
“Adjustment Correspondence,’ IV. P. Butler, 
Harold C. Bodman, A. W. Shaw Company, Chicago, 


Edward Hall Gardner, Associate Professor of Business 
William Bethke, Director, 
and digests of the following 1917 reports “The 
H. Fish, Chairman, Employee Relations Committee, Nor- 
C. R. Wiers, Manager, Correspondence De *part- 
Progress of an Organization, 
Worcester; “Getting Better Letters;’ L. 
Akron; “The Goodyear Better Letter Course,” E. P. 
“What the University Might Do to Help Bust- 
John J. John J. Morgan Advertising 
Company,” H. N. Rasely, 
Nelson C. Durand, 
New York Uni- 


Morgan, the 
at the Norton 


George B. Hotchkiss, 


versity, School of Commerce, Accounts and Finance, New York. 


The address of Professor Gardner is presented below: 


HERE is not one of us here this morning who 

does not feel that the air is electric with the 

thrill of great events. The magnificent deeds of 

our boys upon the battlefields have made every 

man here more proud than ever to be an Ameri- 
can. I should not feel justified in coming before you to- 
day if the message which I had to deliver could not in 
some way be related to the great, fundamental principles 
on which we are fighting this war. 

“It is my honest conviction that the field in which you 
and I are engaged, and which forms the subject of this 
talk, is very intimately related to the spirit of democracy. 

“Some time ago, a writer, whose name I cannot recall, 
put a great thought into my mind. It is that the hall 
mark of democracy is the ability of free men to express 
themselves, and that so long as this ability continues, men 
cannot be enslaved. In all democracies the power of ora- 
tory, of free and vigorous public expression, has been 
nearly synonymous with liberty, political and social. 
While that power is confined to a few, the opportunity for 
autocratic repression exists; but when that power is wide- 
spread, despotism crumbles. Now, the reason for the sig- 
nificance of the power of free expression, and for the 
admiration which has always been accorded the man who 
can express himself, is that it is through expression that 
one human soul touches another human soul. We cannot 
exist without the opportunity of clasping hands with men 
in whom we feel confidence, secure in the assurance that 
they are our friends, and that what we say is intelligible 
to them, and strikes in them a responsive chord. In a 
word, the reason why men desire power of expression is 
that they desire to imprint in the minds of other men a 
confidence in them in order to secure action for their 
common good. With that confidence, miracles can be 
achieved; all things are possible. The mind of the mul- 
titude and the action of that multitude may over night 
be changed, with results which no one in his most san- 
guine moments could have anticipated. 

“Now, gentlemen. if the work of the sales letter writer 
be to get the better of the other fellow, to cheat him, to 
take his money away from him without giving him value 
received, then what I have said is without significance, 
save possibly that it gives evidence of the power of good 
expression to deceive even when it is actuated by the 
wrong spirit. The dishonest man, if he talks like an 
honest man, will be believed for a time, so great is the 
force of honesty. But you and I know that the task of 


the sales letter writer has a significance because it is 
bound up with a great and necessary function of American 
life, and of all life, the function, namely, of distributing 
articles from the producer to the hand of the consumer. 
It is this great economic function which gives fundamental 
significance to the work of the man who does business by 
mail, whether that business be done solely by mail or only 
in part. 

“Now, is the function of the letter writer in helping to 
achieve this gigantic task of distribution the function of 
the man who renders honest service in the interest of all 
concerned, or the function of a cheat? To ask the ques- 
tion is to answer it. If there ever was a day when dis- 
honesty in the field of advertising held sway and was 
admired, that day is past, and many of the men here pres- 
ent deserve the thanks of their country for helping to put 
an end to that day. 

“We are aware that the man who is helping in the 
process of distribution by means of his letters is perform- 
ing a service of great economic value; that if he performs 
this service well, the chief factor in his success is his 
ability to inspire confidence in the man to whom he writes 
—confidence based on the recognition of service rendered. 
While this is true of all distribution, whether accom- 
plished by letters or by visits of the individual salesman, 
it is peculiarly true that in letter writing the factor of 
distance intervening between the buyer and seller makes 
the production of confidence especially necessary, and per- 
haps especially difficult. 

“This does not need emphasis. We are all aware of it. 
There is no marvel greater in the field of merchandising 
than the fact that you or I can sit down and write to a 
firm a thousand miles away, relying utterly on their good 
faith, and they, in turn, relying utterly on us, can conduct 
business with us over the intervening space. Confidence 
has been established, but not without effort. 

“I have recently completed an investigation covering 
the letters from all departments of great business houses 
in many representative ies. The ideas which I have just 
been expressing to you were present in my mind, though 
somewhat vaguely, when I began. As the rese: arch pro- 
gressed, these ideas became intensified, until, when the 
survey was completed, including an analysis of many 
thousands of carbon copies of the daily correspondence of 
the houses to which I referred, my impression was inten- 
sified, and I became convinced that the great task which 
must be constantly before the business correspondent, and 
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especially betore the sales correspondent, is the task of 


securing confidence. 


‘Suppose we adopt the language of the salesman and 
say that the job of securing confidence is the job of con- 
verting the man who is sold into the man who buys. 

“Some time ago I was honored by the visit of a friend 
who came to cane with me on a problem of the manu- 


which he is a member. He told me 
mail, to dealers, an 


facturing house of 

that they were about to market, by 
article which had never before been marketed in this 
fashion. It developed during our conference that the 
dealers in question were most of them not good business 
men; that they were accustomed to rely very largely on 
the word of the salesman for their judgment of what their 
trade demanded, and what they ought to stock. The prob- 
lem, consequently, was to put into the letters which were 
written to the dealers the same sort of confidence- creating 
factors as were represented in the personal visits of the 
salesman 

“Tt was not desired to make a frontal attack upon these 
dealers, or to allow them to realize the handicap and the 
friction under which the new method of selling would be 
obliged to proceed. My friend planned, and has since 
successfully executed his plan, to build letters so friendly 
and so simpie-sounding, and yet so wisely adapted to the 
goods and to the purchaser, that the dealer would feel 
no jar when the salesman locomotive slipped its coupling 
and went off on a switch, and was shipped to France, 
while the train continued to run under the wireless control 
of salesmanship direct by mail. 

“In analyzing my friend’s letters, you would have been 
struck by the absence of spread-eagle language. There 
was no suggestion that a great new task was being under- 
taken. There was a great deal of deference to the opin- 
ion of the dealer addressed. Suggestions were made to 
him; plans were outlined, and presented for his approval; 
the opinion of other dealers was quoted. Indeed, a great 
deal of testimony was introduced into these letters, in 
such a way that by reading them one gained the impres- 
sion of a vast volume of merchandise flowing from the 
factories out to dealers who supplied a recognized de- 
mand of customers; gained also an impression of custom- 
ers who needed these goods and consumed them, and of 
dealers who were supplying, with profit to themselves, 
the demands of their communities: a vast tide of busi- 
ness following natural laws, controlled and guided through 
the co-operation of the manufacturer and the dealer. You 
felt that the business was on the skids and that my friend 
in his letters was simply helping to keep it moving. 

‘Another vital factor in turning the man who is sold 
into the man who buys is the factor of maintaining his 
pride. If you upset his self-respect by trying to domi- 
nate him and push him against his will, he will probably 
avoid you and refuse to buy your goods, merely in order 
to maintain his own self-respect. Just ask yourselves 
whenever you buy whether you do not like to have your 
pride undisturbed when making your purchase. Is not 
this the reason why a great many people refuse to buy 
on solicitation and then, perhaps months or years after- 
wards, will turn around and take the action which they 
refused to take when approached in such a way as to 
disturb their own self-respect? 

‘The general manager of a large Chicago wholesale 
house, the largest of its line in this section of the country, 
told me that although he himself is a thorough convert 
to the gospel of better business letters, his efforts in his 
own establishment were impeded by the unfortunate case 
of a youngster who had tried to put some of the new 
gospel into execution. The result of his efforts was that 
the experienced men in the place laughed at him, and 


laughed the principles which he was supposed to rep- 
resent. The experiment was a fizzle. an 
“Now, what was the trouble? Why did the ill-timed 


efforts of that enthusiastic young sales letter writer throw 
a monkey wrench into the gear box? On examination of 
some of his letters, it was easy to see the trouble. The 
boy had never glimpsed the truth which, as I have said, 
was impressed upon me by the survey of these letters that 
I have recently completed. 

“He wanted to hammer his customers into submission. 
= wanted to make a direct frontal attack on them. The 
fact was, that those customers were nearly ready to buy 
Ww aon he approached them, and that what they needed was 
not a great deal of effort, but just enough of the right 
kind of effort 

“Let me illustrate again: 

“The head of a great publishing house told me of an 
experience which happened many years ago. One day he 
received a letter from the head of a public school system 
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in a prominent city, saying that this school desired to 
begin the study of a certain subject, on which my friend’s 
firm had prepared texts. The school was, however, with- 
out appropriations to buy texts for the class. Would the 
publisher supply sample texts? 

‘he sales manager wrote a letter of reply about two 
pages long—perhaps it was three pages—and he brought 
it in to my friend saying, ‘I think after they have read 
this letter they will see all the advantages of that text. 
Of course, | am sending them the supply they want.’ 

‘My friend told me that he read the letter, and then, be- 
fore the eyes of the astonished sales manager, tore it in 
two. 

‘Jack,’ he said, ‘write them this letter: “We take pleas- 
ure in sending you by express, prepaid, twenty-five copies 
of Blank’s text, for use with your new class, as requested 
in your letter of such a date. When you have progressed 
further with the experiment, we shall be glad to learn of 
your success. Yours very truly.” 

‘You see,’ said my friend, ‘if I had written a long let- 
ter it would have looked over-anxious. They would have 
said: “This is a piker concern. A big house dealing with 
big men would have handled the matter more simply.”’ 

“Another experience: 

“One of the most valuable lessons I have received was 
taught me by a young fellow recently graduated from my 
classes. He came down here to Chicago and entered 
the employment of a manufacturing concern. He was 
selling to the purchasing agents of very large companies. 
| need not tell you how difficult this class of buyers is to 
impress through correspondence. Moreover, his superior 
officer was dead set against anything but cut-and-dried 
correspondence. What the boy did, he had to work in 
edgewise, and working under that severe repression, he 
learned that one word spoken in season, and spoken with 
an air of confidence, produces more effect than volumes 
of words which betoken anxiety lest the other fellow may 
not believe it. He applied his lesson so well that his let- 
ters produced astonishing results and converted his supe- 
rior officer. 

“l am always much impressed by letters which adopt a 
point of view somewhat deferential to the buyer. Some- 
times we call this flattery. But it is not the open praise 
of the good judgment or the good taste of the buyer that 
I have so especially in mind; I am thinking rather about 
making careful suggestions; about presenting plans for 
approval; about quotations from the opinion of others. 
I admire the quiet confidence which breathes from the 
letter which gives a few of the most vital facts, and wins 
through under-statement, rather than through over-state- 
ment, 

“Do not misunderstand me. There is a time to speak 
and a time to keep silent, and the man who speaks from 
a position of authority, like the sales manager of a great 
corporation, or the advertising expert in charge of a cam- 
paign which must break open difficult territory, may need 
to use a abundance of language in order to convince and 
to secure action. But you have in mind this morning the 
letter writers in the sales departments of the organiza- 
tions which you men here represent. They are writing, 
perhaps, not circulars reproduced in the thousands, but in- 
dividual letters, perhaps many of them sent in answer to 
inquiries, or writing to dealers within the territory over 
which the salesman letter writer has command. 

“Is it not true that the first consideration of those men 
should be the production of confidence and of a spirit of 
co-operation between them and ‘the men to whom they 
write? I believe that in this way they can convert the 
man who is sold into the man who buys. 


wow, is not this an accomplishment worth while? 
You know, it’s this way, in doing business by mail: if it 
weren't for the sales we make, the sales we lose would 


drive us crazy. When you are in direct contact with a 
customer you can see when you are losing sales, and can 
understand why; but the writer of letters, who does not 
see his customer, often forgets that he is driving away 
potential trade, or he consoles himself by thinking that he 
is finding new customers to replace his losses. 

‘Ladies and gentlemen, I submit that this is an unsound 
attitude, and one which leads to great economic waste. 
It makes for a more rapid turn-over of customers, it re- 
quires the continued héavy expense of soliciting new busi- 


ness, instead of the far lighter expense of retaining old 
business, and, consequently, it retains prices at a higher 
level. 


‘The letter writer who holds this mistaken attitude, or 
the house which holds it, is doing our country an ill 


(Continued on Page 103.) 
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ING THE BOSTON NATICNAL BUSINESS SHOW, GIv- 
THE TASTEFUL AND HANDSOME SCHEME OF DECC- 


Boston National Business Show Presents Timely 


Exhibits 


The Fourth Boston National Business Show opened at 
one o'clock, April 14, at Mechanics Hall, Boston, the 
scene of past successes in this field. 

There was a notably large attendance the first day and 
despite the effect of most inclement weather a part of 
the week, Holy Week and the telephone strike, business 
men and their employees attended to an extent most satis- 
fving to the many manufacturers represented. 

To savy that the exposition was successfully carried 
through by the National Business Show Company and 
that it stimulated business and interest in the field, is 
not sufficient. From the reports of many of the exhib- 
itors the show made business. The interested public 
came to see what was on display, saw the splendid man- 
ner in which the exhibits were made and then apnarently 
decided the post-war season was at hand and began to 
buv and are still at it. 

The exposition certainly gave a fine opportunity to put 
the many different office appliances before the interested 


attendance. The great hall was decorated in a most 
tasteful manner and the artistic and attractive result 
secured brought out many favorable comments from 
both visitors and exhibitors. 

The exposition was designated by one of the local 


papers as “a week of service by the leading manufacturers 
of office equipment.” 

The floor arrangement was such as to distribute the 
attendance to better advantage than the floor plan of 
past shows and give a better opportunity to the exhibitors 
to demonstrate their devices. The entire display was in 
the nature of an exhibition of the best products of the 
field with many added features of an educational value. 


Brilliant Business Exposition in Massachusetts’ Capital, Brings 
Out Many Novel and Practical New Conveniences for the Office. 
It was by its very nature practical for the complete range 


whether 
articles 


of office equipment in all its details on display 
machinery, specialty or system, was composed of 


all actually in use over the country and on the market 
for those who wish to buy and take advantage of These 
shows are given and designed especially for the purpose 


business executives and office workers an 


of allowing 
opportunity to inspect andj compare at one time and in 
one place the best the industry of the United States has 
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One lesson of the war that appeared in evidence was 
the increased respect for the expert knowledge on the 
part of those to whom is given the supervision of detail 
activity in industry and commerce. 

The speeding up of the war period has taught us to 
eliminate non-essentials and increase working power 
With competitive conditions growing more active again 
from day to day there must come a reduction of overhead 
and a speeding up of production with no loss time 


This applies to detail in the cenduct of office matters in 
no small measure. The National Business Show is in 
strumental in educating the business world 
»f machines and devices that aid in increasing efficiency 
in the office and New England business men came and 
sent their employees to the show to take advantage of the 
opportunity afforded. No better opportunity to ob 
operations and service is ever given than at tl 
ness expositions and the character of the attendance at 
Boston was convincing proof of the recognition of the 
value of this service rendered to the business world 
\merican genius has come to the fore and “Made in 
America” goes hand in hand with the complete science 
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practical methods and effic‘ent systems for the office. 
America has demonstrated the fact that one sane rem 
yr every ofhce worry—machinery. A specific 


machine for every ofthce ill 


d exists 


ypliance o1 
Special Days and Events. 


\t this. as in previous expositions, certain days were 
cet apart for certain classes or divisions of people. Exec 
utives’ Day. for instance, was especially devoted to the 
heads of large t] chiefs of depart- 


xe busivess concerns, the 
ents, etc., and exhibitors and the show company made 





FRANK E. 
Annual 


TUPPER 


Show 


President Business Company 


intensified efforts to interest such men. The attendance 
at these special sessions was composed of a most satis- 
factory representation of real business men. Students’ 
Day, Monday, was given over to the students of commer- 
cial and high schools. 

An event of much interest to typists, typewriter men 
and others was the New England championship type- 
writer contest, held on Monday evening, April 14, at 7:30 
o’clock, under the auspices of the Annual Business Show 
Company and the personal direction of Professor J. N. 
Kimball. An account of this contest, written by Prof. 
Kimball, and the official record of the event appears on 
a following page. 

Among the appliances which the various manufacturers 
showing in the many booths were seen multiplex 
and noiseless typewriters, bookkeeping and accounting 
machines of various kinds, adding and calculating ma- 
chines, big and little; addressing and duplicating ma- 
chines; metal and wood furniture; metal and wood filing 
equipment: filing supplies of all kinds; envelope sealers, 
stamp affixers, stenciling machines, loose leaf devices and 
every conceivable special aid to make one pound of effort 
lo what two did before. 


were 


The handsome steel furniture used in Office Appliances’ 
booth was loaned by the General Fireproofing Company 
of Youngstown, Ohio, to whom we extend cordial thanks. 

Che photographs of various booths were taken by N. L. 
Stebbins of Boston. These pictures are reproduced in 
the following pages. Not all of the booths were photo- 
graphed, however 


Many Friends Visit Our Booth. 


\pplances’ 
Show disclosed the 


Office register in its booth at the Boston 


Business names of the following 


friends who called 
G. W. Spahr, general sales manager; E. L. Gagg, vice- 
resident and metropolitan manager, and F. L. Benedict, 
eastern district manager, all of the Elliott-Fisher Com- 
anv, Harrisburg, Penna.: Lee A. Smith, general sales 
anager, Youngstown. Ohio, and G. F. Palmer, north- 


eastern district manager. The General Fireproofing Com 
pany, Boston, Mass.. and Master Howard M. Palmer and 
Master Philip D. Rising, both of Boston; D. M. Alkire, 
general sales manager, Roval Typewriter Company, New 


York: W. H. Beardsley, General Typewriter Exchange, 
Brooklyn; Harry Bates, advertising manager, Under- 
vood Typewriter Company, New York: J. E. Colton, 
Eaton, Crane & Pike Company, Pittsfield, Mass. Prof 
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|. N. Kimball, New York; E. D. Dorsey. Office Device 
Company, Philadelphia; Mr. and Mrs. W. F. Sroufe, 
Corona Typewriter Company, Washington, D. C.; E. B. 


erry, Mailometer Sales Company, Chicago; N. E. Terry 
of the same company, New York; P. M. Hensel, secre- 


tary O. K. Manufacturing Company, Syracuse, N. Y,; 
Graff, Geo. B. Graff Company, Boston, Mass.; 
Drouet, president, Standard Envelope Sealer Man- 
Company, Somerville, Mass.; F. W. Storck 
tloskyns of the same company: Leon L. Allyn, 
Kalamazoo Loose Leaf Binder Company, Kalamazoo, 
Mich.: A. N. Smith. general manager H. S. MacLean, 
sales manager, and G. L. Rogers, Northeastern manager 
of the Wales Adding Machine Company, the first two of 
Wilkes-Barre, Pa., and the last of Boston; F. W. Hey- 
thekker, Itd. Liab. Co., Prakta, Amsterdam, Holland; 
J. F. Soby, assistant general manager of the Hammond 
Typewriter Company, New York, and F. W. Heater, 
Northeastern manager of the same company, Boston; 
Peter Nicholson, Northeastern manager. and C. Potter 
Palmer. Boston manager, Ellis Adding Typewriter Com- 
pany, Boston: C. A. Peck, Northeastern sales manager 
Lineatime Manufacturing Company, Boston, Mass.; F. E. 
Tupper. managing director National Business Show Com- 
pany, New York; J. E. Tate, secretary of the same com- 
pany: Messrs. Oden. Oswald and Simmons and Miss 
Margaret Owen, Underwood Typewriter Company, New 
York; Peter Waters. Remington Typewriter Company, 
New York; N. L. Gregg, Gregg Publishing Company, 
New York: Daniel E. Paris, Smith-Paris Company, Bos- 
ton: J. A. Stafford, Northeastern sales manager American 
Multigraph Sales Company, Boston, Mass.; J. Brooks 
Crosby. secretary Thorp & Martin Company, Boston; 
R. P. Todd of the same company; J. W. Marsh. presi- 


George B 
| ( 
ufacturing 
and H. §S 


dent Ideal Stencil Machine Company, Belleville, Tl; 
G. E. Burleigh, Rapid Addressing Machine Company, 
New York: C. A. Powers, Library Bureau, Boston; 
Ralph Poole, district manager Kalamazoo Loose Leaf 


Binder Company, New York; Deane A. Reynolds. Office 
\ppliance Company, Boston; James FE. Feeley, Spring- 
held Office Supply Company. Springfield, Mass.: G. H. 


Hartlev, sales manager F. S. Webster Company, Boston; 
\. L. Davis, Boston manager, Addressograph Company; 
F. W. Barkley. Multicolor Sales Company, Boston, Mass.; 
Fred IT. Brown, president, and J. Frank Dunleavy, vice- 
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Director of 


,rown-Howland Company, Boston, with Mrs. 
J. Frank Dunleavy, Miss Susanne Dunleavy and Miss 
Emily Dunleavy; J. C. Liggett, president Costmeter Com- 
pany. Boston; H. P. Elliott, Elliott Addressing Machine 
Company, Cambridge, Mass.; M. A. Thometz, general 
manager, Kohlhaas Company, Chicago; SR O’Connor, 
Comptometer Company, Boston; Walter B. Peabody, pres- 
ident Boston Index Card Company, Boston, E. ow- 
ler, sales manager Costmeter Company, Boston; C. F. 
Murphy. sales manager Ever-Ready Company, Boston; 
FE. Ennis, Eastern manager Kohlhaas Company, Phila- 
delphia; and the following representatives of the General 
Fireproofing Company E. S. Pierce and F. L. Jeffers, 
Pierce. Inc.. Hartford. Conn.; H. Kavanaugh, Keystone 
Office Appliance Company, New Bedford, Mass; C. J. 
Baatz, Boston, Mass.; L. Frank Perkins, Haverhill, Mass.; 


president | 
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James J. Sheehan, Office Appliance Company, Provi- 
dence, R. I.; and John Lee, R. B. Crooker and R. J. Moul- 


ton, all of Boston. 
The Exhibits. 


The exhibits included ribbon print hand addressing 
machines, ink print universal addressing machines, graph- 
otype machines for embossing typewriter type on metal 
plates, likewise drawers and cabinets, in steel and wood, 
for the reception of address plates. 

Stencil machines were shown in various models. Their 
adaptability, efficiency and service-giving qualities were 
amply demonstrated. <A _ stencil machine in connection 
with fountain stencil brushes was put forward as the only 
certain method of safeguarding one’s shipments. 

Filing furniture was shown in a very wide variety of 
styles, in steel and wood, with equipment for applied 
indexing at hand. 

A new type of equipment for handling business records 
was shown, combining many desirable protective features 
of cabinets with a simple and easy method of finding 
cards by the plain-sight method. 

One of the interesting booths at the show was that of 
a widely-known duplicating machine, having three dis- 
tinct departments of its exhibit. The-first covered meth- 
ods supplementing newspaper and magazine adver- 
tising in stimulating business. The second covered meth- 
ods of solving special printing problems-by means of the 
machine, thereby reducing printing costs, and the third de- 
partment was one devoted to welfare work, showing meth- 
ods which have been successfully used in the company’s 
extensive Cleveland factory. A number of new features 
were shown with special demonstrations showing how 
factory printing can be done, thereby adding considerable 
saving. 

Among the 
towels, served 
proof cabinets. 

From Jamestown, N. Y., 
exhibit of steel! office furniture, 
tional cabinets, horizontal sectional cabinets, undcerwrit- 
ers’ light-weight safes, roll-top desks, tellers’ trucks for 
banks, waste baskets, letter trays, and other specialties. 
A file for plans, largely used by architects and engineers, 
was demonstrated. 

Manifolding devices had their innings in an exhibit of 
autographic registers. One line of machine shown pro- 
duced copies printed and numbered in exactly perfect 
alignment, producing pen and pencil work up to five or 
six copies. With the flat-bed typewriter there is a device 
which will make typewritten copies up to nine or more, 
if required, at one operation. 

Steel equipment for modern offices, including files, 
safes, steel desks, chairs, shelving, lockers, etc., was on 
exhibit at Booth No. 75. F. W. Barkley exhibited several 
remarkable office machines, including a well-known dupli- 
cating machine or office printing press, capable of print- 
ing in several different colors, reproducing typewritten 
letters, letterheads, office forms, printing from halftones 
and electrotypes and, in fact, doing a very wide range of 
printing work. This press is rapid and can be equipped 
with a self-feeding mechanism, if desired. The exhibit 
included a mailing machine, which seals, stamps and 
counts the envelopes. Also a check endorsing machine, 
used by banks and large business houses, and a well- 
known rapid and accurate calculating machine. Mr. Bark- 
ley was in charge of the booth in person. 

An interesting exhibit was that of the Boston Univer- 
sity, which showed its college course for accountancy, 
domestic and foreign commerce, banking, insurance, ad- 
vertising, salesmanship, secretarial position, etc. This 
educational exhibit created wide interest and was in 
charge of Professor T. Lawrence Davis, the first graduate 
of the College of Business Administration. 

An automatic cash handling machine, known as an 
automatic cashier, was exhibited at the east half of Booth 
83. These machines included bank machines, payroll 
and changer machines used by stores, etc. A _ storage 
tray makes it possible to carry surplus coins within reach 
of the operator. 

The Brown-Howland Company, office equipment deal- 
ers, exhibited a very extensive line of office equipment, 
office machinery, office furniture, filing devices, etc. A 
voice recording and reproducing dictating machine was 
one of the features of the exhibit. This machine is a 
finished product of the genius of Thomas A. Edison. 

A leading cabinet safe was exhibited. Also a well- 
known line of steel files, built in Michigan, with index 
desks, built in sectional form to take care of records and 


smaller specialties was a line of paper 
from white enamel or gun metal dust- 


came an especially interesting 
including vertical sec- 


IgTo. 


to develop so as to put in sixty thousand 3x5 cards within 
reach of the operator. 

Card indexes, loose leaf and manifold forms with a new 
type of inset celluloid guide were also featured. Likewise 
a new bookkeepers’ tray, invented by E. W. Davis. 

The west half of Booth No. 83, which was the exhibit 
of A. W. Buckwell, showed a typewriter computing ma- 
chine, manufactured in St. Louis, and extensively used 
for billing, bookkeeping and like work. The typewriter 
and the computing mechanism of this machine can be 
used interchangeably on any line of work. The machine 
is electrically operated and provides different models for 
different kinds of accounting. 

The latest models of a widely-known line of adding, 
bookkeeping and calculating machines were exhibited ex- 
tensively at Booths 1 to 8, inclusive. This included a 
duodecillion machine, with a _ forty-column calculator. 
Pedestal lamps were used in each corner of the exhibit, 
fitted with transparent slides which depicted the history 
of the problem of handling figures from the stone age 
down to the present. An illuminated bird’s-eye view of 
the company’s plant at Detroit showed the immense fac- 
tories as they are by day and night. 

Booth No. 23 showed a rapid reference file, indexed 
visibly. This is a simple mechanism which holds cards 
or sheets securely so that any desired one of an extended 
list can be instantly exposed in a position which permits 
it to be read, written upon, reclassified, offset, or re- 
moved with little time and less labor. The panel labels 
of this file are always visible, but the documents are 
never visible except when the file is open. The file is 
made in three sizes. 

Booth No. 90 contained an 
well-known ten-key adding machine, manufactured at 
Cincinnati. A number of these machines, electrically 
driven, showed separate unit construction of machine and 
motor drive making hand driven machines interchange- 
able with the motor driven machines. Particular stress 
was laid on the multiplication value of this machine. 


interesting exhibit of a 


Stencil cutting machines and shipping room supplies 
were exhibited at the east half of Booth No. 88. Three 
models of the machine—the Housed model, the model 


known as the Vulcan and one known as the Jumbo—were 


exhibited. Other devices for shipping rooms included 
stencil and marking ink. fountain brushes, stencil paper 
and oil board, stencil filing cabinets, marking brushes 


marking pots, tape sealing machines, crate openers, etc. 

Berkshire typewriter paper products were exhibited at 
Booth 63. The feature of the booth was a handsome win- 
dow display plan here shown for the first time. It is 
intended for the use of stationers throughout the coun- 
try An ingenious electric sign was used to attract 
attention to the booth. 

Booth No. 15 contained an interesting display of regis- 
ters, manifolders, roll records and sundries pertaining 
to register use. A new express receiver system was the 
feature of the exhibit. The system provides for the issu- 
ance of express receipts in sets of the required number 
over a manifolder in one operation and in one writing 
without interleaving carbon paper or changing stationery. 
The forms are arranged in combinations best suited to 
the requirements of the business for which they are 
intended. 

A comprehensive system of addressing machines was 
shown at Booth 34. Much printed matter was distributed 
clearly describing the different devices in the line, and 
these machines and devices were demonstrated in actual 
work. How the machines are used in the different de- 
partments of business was definitely shown. 

Booths 30, 31, 32 and 33 contained a comprehensive and 
educational exhibit of bookkeeping by machinery. The 
booths here included were among the features of the 
show. An artistic effect was secured by the arrangement 
of the furnishings. One of the high lights of the exhibit 
was a sectional display rack with graphic charts showing 
the course of detailed transactions in office work accom- 
plished on the machine which was the central feature of 
the display. The applications made covered a wide range 
of business and the clear and comprehensive demonstra- 
tions showed the remarkable results that can be accom- 
plished by the machine bookkeeping method. More than 
one machine was demonstrated—in fact, the machinery 
part of the display included bookkeeping machine with 
computing mechanism; billing machine with and without 
computing mechanism; book-recording machine without 
computing mechanism. 

At Booth No. 40 there was an interesting demonstra- 
tion of the labor-saving possibilities of a well-known 
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adding-typewriter. Billing and ledger posting machines, 
bank transit machines and others were shown. These 
machines cover ledger posting and the writing of state- 
ments at one and the same operation. The system is 
adapted to cards or to loose leaf ledger sheets. 

Booth No. 14 contained a showing of an all-steel dupli- 
cating machine and fiber-back gelatin rolls. A new ma- 
chine was shown called the Electric Hektograph, oper- 
ated by electricity. The regular all-steel machine is a 
hand-process duplicator with a printing surface of the 


gelatin roll type. It gives from five to one hundred clear 
copies. 

The west half of Booth 81 contained an interesting ex- 
hibit of paper fastening devices. The machines shown 
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working devices. The different articles were exhibited in 
olive green and mahogany finishes. This exhibit was one 
of the feature points of the exhibition. It never failed to 
interest visitors and to provoke complimentary remarks. 
A steel duplicating machine for a large variety of uses 
was exhibited at Booth No. 59, west half. This device is 
of the sensitized negative film type and will reproduce up° 
to fifty clear copies of anything typewritten and up to 
one hundred copies of any matter penned by copying ink. 


Booth No. 24 contained an extremely interesting type- 
writer exhibit. This consisted of a multiplex tyecensia 
machine in different models and for many classes aad 
styles of type, all interchangeable upon a single machine. 


Changes from one style of type face are effected in a 
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THE BOSTON NATIONAL BUSINESS SHOW 
THE BOSTON HERALD OF APRIL 15. THERE IS 
NOTE A COUPLE OF ERRORS, WHICH ARE EVIDENTLY 


NOT J .W., AND MR. DAU IS MANAGER OF THE DALTON 
DRESSING MACHINE COMPANY 

make their own staples from specially prepared metal 
tape in rolls, each roll providing 5,000 fasteners. The 


device is widely adaptable. 

A well-known Chicago computing machine company 
presented an interesting exhibit at Booth 92. This adding 
and calculating machine is desig oe to meet exacting re- 
quirements in speed and accuracy. The exhibit occupied 
a prominent place at the front of the hall and fine taste 
shown in the arrangement and decoration of the booth. 

At Booth No. 59, east half, was shown a line of auto- 
graphic registers and roll printing machines. The auto- 


graphic register takes printing in roll form. Numerous 
copies may be made up in longhand at a single writing 
without handling carbon paper. 

Booth Nos. 67, 68, 71 and 72 contained a display of 
steel office furniture, made by a well-known office furni- 
ture manufacturing concern at Youngstown, Ohio. The 
exhibit included office filing cases in steel, safes, desks, 
tables, counter-height files al card index cabinets. A 


part of the exhibit was of particular interest to bank offi- 
cials, illustrating a bank cage complete with all necessary 
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second. Different type segments may be added at will in 
a moment. The company manufacturing this machine 
makes a machine which will write oriental languages, 
going from right to left instead of from left to right. This 
machine is provided with the regular multiplex feature. A 
new multiplex variable line spacing machine was of par- 
ticular interest. 

A visible indexing system was exhibited in Booth No, 
91, consisting of a special exhibit of more than three hun- 
dred separate and distinct form cards used by the United 
States Navy Department during the war. Another fea- 
ture of the exhibit consisted of approximately one hundred 
special visible index personnel form cards as used by in- 
dustrial engineers. 

It will be observed that there were several automatic 
registers exhibited at the business show. Another exhibit 
of this kind was situated in the east half of Booth No. 82 
where a machine, known as the R Style, a perfect aligner, 
was featured. This machine automatically keeps the loom 
in proper alignment and stops the operator at the proper 
place. From two to five copies at one writing of bills of 
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lading, invoices, dray tickets, order blanks, shop orders, 
etc., are secured on these registers. Different types are 
designed for particular lines of work for office, store or 
factory. 

An interesting loose leaf exhibit was that shown in 
Booths Nos. 19 and 28. A wide range of types and sizes 
of loose leaf books was here exhibited, adapted to the 
requirements of all accounting systems. The loose leaf 
devices here shown were of the thong style of mechanism; 
that is, made with leather thongs in place of metal posts. 
Current and transfer binders were shown, also a full me- 
chanical bookkeeping line. <A light binder line, well- 
known all over the world. was carefully demonstrated to 
interested visitors. A new catalogue binder was one of 
the features of the exhibit. 

A Chicago bank and office system company exhibited its 
devices at Booth No. 87. All the members of what is 
known as its sight systems line were shown and in addi- 
tion a newly developed device was exhibited, consisting of 
a bookkeeping system which requires but one entry for 
each item. When the account is settled the customer 
receives a receipted bill and the merchant has on a ledger 
card a duplicate receipt, together with the sales slips. The 
various devices shown at the booth included a letter sorter, 
signature file and check sorter, likewise various other 
applications of the principle. 

Booths Nos. 9, 10, 16, 17 and 18 contained an interesting 
display of filing and card systems and equipment in both 
wood and steel. A special exhibition of automatic indexes 
for filing correspondence was featured. Counter height 
units and a combination of counter and filing cabinets, 
made in both wood and steel were featured, likewise a new 
roll cover type wood card record desk, and steel card 
record desks. Card ledger equipment in steel for machine 
ledger posting was another important part of the display. 
Another system consisted of an automatic index used in 
connection with tab cards and registered cards for ledger 
work. A new type of reinforced folders was featured as 
well as an installation of sectional steel shelving, steel and 
wood transfer cases and many other specialties. 

One of the interesting points at the business show was 
that of a Boston typewriter inspection house which exhib- 
ited and demonstrated one of the best known light port- 
able typewriters, a machine weighing only six pounds 
without its case. Luggage for carrying the machine and a 
suitable supply of stationery was also shown. This little 
machine was in very active service during the war. A 
feature of the display was a machine of this type, No. 
82,932, in its original case, which was purchased by Frank 
B. Sibley, war correspondent for the Boston Globe, in 
June, 1916. It was carried by Mr. Sibley through the 
Mexican campaign on the border and later went to France 
and was used during the many months of service over 
there. 

Booth No. 58 contained a calculating machine of great 
interest. A striking feature of the exhibit was the demon- 
stration of the machine by a young lady, who showed 
what can be done in handling calculations even if the most 
complicated kind with only forty-eight hours’ instruction 
in the use of the machine. 

At booth No. 57 mimeographs, mimeoscopes and simi- 
lar office appliances were shown. Likewise a line of add- 


ing machines and rebuilt typewriters. The adding ma- 
chine exhibited was a desk machine. The adding ma- 
chine company’s main offices are in New York and 


branch in Boston. The machine is small and simple, yet 
very efficient in operation. It is portable and inexpensive. 
so that every bookkeeper may have his own individual 
machine. The mimeoscope demonstration was a source of 
much interest because of the practical value of the de- 
vice and the wide scope of the work covered by it. The 
many useful features of the mimeograph type of ma- 
chines are well known. 

Booth No. 8&5 contained the exhibit of this magazine and 
was a place where old friends met and where new friends 
were made. The latchstring of the home office was 
stretched to Boston. By the courtesy of -Lionel G. F. 
Palmer, New England district manager of the General 
Fireproofing Company, our booth-was fitted out with a 
handsome layout of steel furniture. Mr. Palmer attended 
to every detail, even placing the well-known mason jar 
in the desk ready for use. 

An interesting line of stationery specialties, including 
paper fasteners, erasers for typewriters and pencil fillers 
to fit eraser holders, letter openers, in hand and power 
models, and other devices were shown at Booth No. 88, 
west half. These devices are well known to the trade and 
are manufactured at Syracuse, N. Y. 
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A Tonawanda, N. Y., manufacturer, at Booth No. 42, 
exhibited a visible indexing equipment and a line of time- 
saving devices, which evoked much interest. The indexes 
shown are excéedingly accurate, are visible at all times. 
and the difficulties of handling complicated systems are 
reduced to a minimum. ’ 

A machine for the rapid addressing of envelopes, circu- 
lars, catalogues, stock lists, filling in checks, statements. 





EASTERN TYPEWRITER CHAMPICGNSHIP CUP 
Won by Miss Margaret F. Loughran. 
etc., was exhibited at one of the prominent booths. This 
is known as the Belknap system and is adapted to every 
phase of the addressing machine field. Two standard 
stencils, known as the Fibertype and the Indexograph, are 
used and either can be cut on any typewriter. Both hand 
power and electric drive machines are provided, many dif- 
ferent styles of machines being included in the line. 

At Booth No. 81 an automatic 
ribbon life device was exhibited, which is claimed to make 
available for use all of the ink in a typewriter ribbon. The 
result is accomplished by the operation of the typewriter 
itself during which the ribbon is moistened. 

Envelope sealing machines and stamp affixers 
shown at Booth No. 13. These included both hand 
motor driven models, as well as a stamp affixer, known as 
Modei E. The different models shown afford a variety 
that provides a machine for practically every office. 

Representative selections trom eighty odd styles and 
sizes of automatic registers were shown at Booth No. &6. 
The company specializes on the study of individual needs 
in developing forms and systems to use in these registers. 

A well-known line of ten-key adding machines, manu- 
factured in Rockford, IIl., was exhibited at Booth 36. Sev- 
eral types of machines were shown. This machine is an 
adding-listing machine, for which special features of speed, 
portability, etc., are claimed. 

Booth No. 64 contained the exhibit of the “System Mag- 
azine,” where the service of the magazine itself was ex- 
plained and the various useful business educational books 
published by the company were freely shown to visitors 

The display at Booth No. 41 included some very inter- 
esting things, such as the latest devices in machine post- 
ing equipment and loose leaf binders, manufactured by a 
widely known Cincinnati house. Other devices shown 
were a steel tray and binder for use with bookkeeping 
machines in ledger posting work. A flexible line of loose 
leaf binders, manufactured by a Milwaukee house was 
likewise shown. A special exhibit was made of what is 
known as No. 66 ink. It is put out in a variety of package 
sizes and colors. 

One of the best known lines of typewriters occupied an 
extensive space covering Booths Nos. 49, 50, 51, 52, 53, 
54, 55 and 56. Here were shown a complete line of type- 
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writer, bookkeeping and billing machines. Machines were 
seen here operating on all classes of work, such as con- 
densed billing, ledger posting by the double-computing 
method, which gives automatic proof of the amount post- 
ed and trial balance without the necessity of lasting ap- 
pliances and statement and ledger posting at one opera- 
tion. Among the features of the exhibit were speed type- 
writing exhibitions by several of the foremost experts 
in the world and a beautiful illuminated historical series, 
showing the development of the art of writing from the 
quill pen to the present writing machine. The booth was 
under the direction of the company’s general sales man- 
ager, J. E. Neahr of New York. 

Sooth No. 92 showed an exhibit of adding and calculat- 
ing machines, demonstrated by a staff of experts under the 
direction of the manufacturers’ Boston office. The ma- 
chine is designed to meet exacting requirements of speed 
and accuracy. It is used on all forms of figuring and its 
use is widely distributed throughout the world. The ex- 
hibit occupied a very prominent booth at the front of the 
hall. 

Booths Nos 
chines, manufactured at 
of this exhibit was the visible model No. 
ing machine, class C, and the visible twin-counter 
tractor, Model No. 30. 

A York, Pa., manufacturer exhibited in Booth No. 60 
a patent manganese bank safe, claimed to be the strong- 
est safe in the world. Other features included safes with 
interchangeable unit compartments and home 
use 


65 and 67 housed an exhibit of adding ma- 
Wilkes-Barre, Pa. The -feature 
20, ledger post- 
sub- 
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The Typewriting Contests. 


By Prof. J. N. Kimball, of New York 





One of the most successful typewriting contests ever 
held was that of April 14 at Boston. The question of 
holding a contest was held in abeyance fot so long that 
only one week remained when the management of the 
business show made its decision and for at least one day 
the contest manager had his hands full 


The Boston contest was unique in one way—all profes- 
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sionally trained typists were barred and only those ad- 
mitted who had received no training at the hands of the 
machine companies 

[wo classes were provided, an amateur, open to any 
amateur operator in New England, and an amateur-novice, 
or school class, admitting typists who began using the 
machine on or after September 1, 1918, and who received 
all their training at the hands of the school from which 
they entered. In this class a silver trophy was provided 
by Mr. Tupper which went to the school entering the 
winnine novice, to be retained by that school until the 
next New England contest, and to be suitably engraved 
with the name of the winning school and that of the 
operator 

Practically no time was allowed for schools to prepare 
entries as the notices of the contest reached the schools 
less than four days previous to the contest, and yet nearly 
thirty schools sent representatives either as amateurs or 
novices. The novice class was won by a pupil of the 
Bryant & Stratton school, Providence, and a pupil of the 
same schoo! came in second on the novice list. 

More than three thousand persdéns, mainly teachers and 
students, were present when the trophy was delivered, and: 
one and all declared that at the next contest they would 
give the present holder a run for his money. Hundreds of 
letters were received by the contest manager to the same 
purport, some of them from schools two hundred miles 
from Boston, which makes it certain that the next New 
England. contest will be one of the largest, if not the 
largest, contest ever held. 

The New England contest was something in the line 
of an experiment. For some time the contest manager 
has been busy mapping out the United States into twelve 
or fifteen districts, each covering a territory like that of 
New England, with the intention of providing a similar 
trophy in each district and the holding of an annual con- 
test in each under practically the same conditions as those 
of the New England contest. Each district will consist 
of states so placed geographically and numerically as to 
form separate and distinct localities, as, for instance, New 
York, New Jersey, Pennsylvania and Delaware for the 
North Atlantic championships, and Virginia, North Caro- 
lina, etc., for a South Atlantic group, the amateur winner 


Official Record 


New England States Typewriting Contest Held at National Business Show, Boston, Mass., April 14, 1919. 


Stenographers’ Amateur Championship 


Thirty Minutes. 


Locatior Machine Namie 
New Haver Underwood Rav E. Newgeon.. 
New Haven Underwood Emma Seibold 
Boston Underwood Ina Anderson 
Boston Remington Marion A. Fitch 
Rumford, R. | Underwood Wm. Ogrean 
Providence Underwood Helen M. Towne 
Lowell Royal Marie R. Dion 
Sharon Underwood Anna M. O'Leary... 
Sharon Underwood Mary Nugent 


Alberta M. Carrington 
Alice B Swasey 


Henry J. Conner. 


Underwood 
Underwood 
Royal 


Malden 
Somerville 


Brookline 


Words 

Net per 

Gross. Errors. Pen. words. min. 
3,589 37 370 3,219 107 
3,452 35 350 3,102 103 
2.904 44 440 2,494 82 
° 2.478 27 270 2,208 74 
2 834 77 770 2,064 69 
2,085 27 270 1,815 60 
2,528 89 890 1,638 55 
2.067 44 440 1,627 54 
1,898 60 600 1,298 43 
1,667 56 560 1,107 37 
2,057 103 1,030 1,027 34 
2.045 140 1,400 645 22 


School Championship 


Fifteen Minutes. 


Location Machine Namie 
Providence Underwood Viargaret | Loughran 
Providence Underwood Wm. J. Nairn.... 


Remington Grace A. Laing 
Underwood Miriam E. Poole 
Underwood Sylvia Burack 
Underwood Eugene Snow 
Underwood Charles 
Underwood Vida D. Burhart.. 
Royal Dorothy M. Booth... 
Remington Vivien R. Bowen 


Be ston 
Dartmouth 
Sharon 
Boston 
Be ston 
Somerville 
N. Billeric: 


Boston 


Sharon Underwood Helen Sheldon 
Bristol, R. | Underwood Jos. J. Langello.. 
Boston Underwood Albert L. Grammer 
Braintree Royal Leslie C. Crocker.. 
Sharon Underwood Marion Prince 
Boston Remington Barbara Foley 


Boston Remington Caroline Porter 


Green.. sha 


V/ords 

Net per 

Gross Errors. Pen. words. min. 
1,223 12 120 1,103 74 
1,167 27 270 897 60 
1.063 29 290 773 52 
1,195 44 440 785 50 
97 i8 180 717 4&8 
896 23 230 666 44 
746 13 130 616 41 
RI 29 290 591 39 
R45 27 270 575 38 
929 36 360 569 ES 38 
643 6 90 535 37 
1,095 57 570 525 35 
677 19 190 487 32 
737 26 260 477 £ 32 


732 28 280 452 + 
985 55 550 435° 2B 
1,026 6! 610 416 28 
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to be amateur champion of that group or district and the 
novice winner to be novice champion, with a trophy to go 
to the school furnishing the novice winner. 


If the results at Boston can be used as a gauge there 
seems to be no question that in some districts, such as 
Illinois, Wisconsin, Michigan, etc., a contest can be held 
that will tax the seating capacity of any place obtainable. 
Had the Boston contest been scheduled three months in 
advance the stage at Mechanics Hall would have had to 
be filled and emptied many times before the entry list 
could be exhausted in relays, and what will happen there 
next time is a thing which troubles the contest manager 
o’ nights. 
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There is an immense amount of labor involved in the 
district plan above referred to, and while the work is 
going forward as rapidly as possible it will probably be 
September | before definite plans can be announced to 
cover carefully every portion of the country As soon, 


however, as those plans have been perfected they will 
appear in full in Office Appliances. 

The district plan has immense advantages over any 
other. This year contests are being held in Kansas, IIli- 


nois, Michigan, North Dakota, Wisconsin and many other 
states, each requiring a deal of work on the part of teach- 
ers who are giving their time and energy to make the 
contests successful. With the district plan the contest 

















May, 1919. OFFICE 





manager can do the work systematically and with much 
less call for help, while the general results will be fully 
as satisfactory. The Boston contest showed, what has 
been the belief of the contest manager for some time, that 
schools would rush in to compete where they did not have 
to put their pupils up against those specially trained by 
the machine companies. 

Probably the principal advantage from the scheme is 
that schools will be able to do better machine work be- 
cause of the contests. The dates will be announced long 
beforehand and every student will, of course, wish to be 
a representative from his own school, thus keeping the 
enthusiasm at a white heat during the entire school year, a 
thing to be desired as all teachers know. 
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The Exhibitors. 


Booth No. 
Addressograph Company, Chicago................. 29, 
Allen, Doane & Co., Bostom... ...:ssebesssanaue teen 
Amberg File & Index Company, New York. .73, 74, 77, 78 
A. P. W. Paper Company, Albany, N. Y............... 46 
\merican Multigraph Sales Company, Cleveland, O.39, 48 
American Kardex Company, Boston............ees+e: 47 
\utographic Register Company, Boston............. .35 
Automat Check Endorser Company................ 76, 80 
Art Metal Construction Company, Jamestown, N. Y. 
sec ccgess66b 5 esp mes 0d « 0n Remmnae enn 43, 44 
Bank & Office Equipment Company, Boston.......... 75 
F. W. Barkley, Bostor.’.. ..0.-ss0+ks4e00 epee 76, 80 
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Brandt Mfg. Company, Boston. sone ce eet half S3 


Boston University, Boston ........... shui ds isa Sel 
Brown-Howland Company, Boston....20, 21, 22, 25, 26, 27 
a Wa MUO, POQOROM Ss < ock bi ccec dice adv cs West half 83 


Burroughs Adding Machine Company, Detroit, Mich. 
1 to 8 inclusive 
{ ; 37 
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Costmeter Company, é. 
.20, 27 


Cutler Desk Company, Buffalo, N. Y............ 
Dalton Adding Machine Company, Cincinnati, Ohio. . .90 
Diagraph Stencil Machine Corp., Boston .East half 88 


Eaton, Crane & Pike Company, Pittsfield, Mass.......63 
Edison, Thos. A., Inc., Orange, N. J......... .20, 27 
Egry Register Company, Boston.................6.2.195 
The Elliott Company, Cambridge, Mass................34 
Elliott-Fisher Company, Harrisburg, Pa.....30, 31, 32, 33 





Ellis Adding Typewriter Company, Newark, N. J 


Evans Products Corp., Boston........... Pt 
Manufacturing Company of Boston. 
rer 


Felt & Tarrant Manufacturing Company, Chicago 


Eveready 


General Fireproofing Company, Youngstown, O 


Cks tas ebhewe ene bawece ss dine ee se ee 68. 
The Globe Register Company, Boston . East 
Graphic Duplicator Company, New York City... 

Terre +ee oe) Oa ee eee rere re eee ee West 
J. B. Hall, Boston...... East 


The Hammond Typewriter Company, New York 


Ideal Stencil Machine Company, Belleville, IIl.. 
Index Visible, Inc., New Haven, Conn..... 4 
K & B Register Company, Boston..........East 
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Kalamazoo Loose Leaf Binder Company, Kalamazoo, 


Mich. yet Nees , ] 
Kohlhaas Company, ( *hicag Oo. 
Library ce au, Boston.... ...-9, 10, 16, 
Marchant Calculating Machine Company, Bost 


~ 3 “ena Company, Detroit ime 
Model Typewriter Inspection Company, Boston 
loon-Hopkins Company.... - Wes 
Monroe Calculating Machine Company.. 
Multicolor Press : 

Office Appliances, (¢ hicago. 

Office Appliance Company, Boston 


O. K. Manufacturing Company, Syracuse, N. Y..... 


Wes 


Rand Company, Tonawanda, N. ¥ 


9 and ?8 Rihbon Life 
‘ els 87 Safe 
17 and 18 Shaw- Walker 
yn. .76, 80 Standard 
.76, 80 Somerville, 
oe The 
t half 8&3 Sunstrand 
.....58 System Magazine, 
76, 80 Thorp & Martin 
R5 Underwood 
57 ee Sg 
Van Dorn Iron 
t half && Wales Adding 


Aree 


Rapid 


.42 York Safe 
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Cabinet Company, 


Standard Register 
Adding 
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The Peace Treaty. 

EFORE another issue of Office Appliances goes to 
B press the war may be formally over, as it has been, 

in fact, since November 11 of last year. The repre- 
sentatives of Germany will be quite likely to sign the 
peace treaty presented to them by the Paris conference. 
They have no choice except to sign or take still more 
unpleasant consequences. The terms proposed are not 
easy, nor should they be easy. While Germany loses 
important territory, the indemnity she is called upon to 
pay will not be such as necessarily to impoverish her to 
the point of crippling industry. It is not intended to lay 
on an insupportable burden. The treaty as drawn is in- 
tended to safeguard the future of the world so far as Ger- 
man aggression is concerned and to indemnify to a certain 
extent those nations which have suffered the most from 
invasion. ‘There are certain provisions dictated by mili- 
tary necessity and which will be subject to further action 
according to conditions which may arise in the future. 

The treaty provides in its first part for a League of 
Nations and in its second defines the terms upon which 
Germany may again come into peaceful relations with the 
allied powers. Treaties of peace with Austria-Hungary, 
Turkey and Bulgaria are not included in the treaty which 
Germany will sign, but will follow after the conclusion of 
the main issue. 

The future of Germany depends upon the Germans— 
upon their adoption of certain national principles and 
ideals which have been the bed rock of strength to other 
nations. Nothing less than these ideals and principles 
will make any nation great. 

<*> 
The Yardstick of Success. 


READER who is much interested in the develop- 
A ment of foreign business wrote to this magazine 

on receipt of a copy of the Office Appliance Ex- 
porter, and among other things he said what the United 
States shall eventually accomplish in the export field will 
to a great extent be determined by the measure and spirit 
with which Americans live up to the quotation from the 
writings of Ruskin on page 52 of the Exporter: “He who 
has truth in his heart need never fear the lack of per- 


suasion on his tongue.” 
<-> 


A Business View of the League of Nations. 


ILL the League of Nations aid in the development 
W of international commerce? This, according to 
George Ed. Smith, president of the American 
Manufacturers’ Export Association and of the Royal Type- 
writer Company, is not the way the question should be 
put. It should be asked—Will not the present develop- 
ment of international trade make some sort of a league 
of nations necessary? Mr. Smith believes that it is merely 
a question as to whether we shall have an informal, hap- 
hazard understanding amounting to a league or shali have 
a formal, well-defined and well- understood league which 
will perform definite work in composing world interests. 
“The world is today so thoroughly sick of war,” said 
Mr. Smith, “that if there had been no suggestion of any 
formal league such as is being formed in Paris I believe 
that at the first hint of a new conflict inside of a week 
there would be a practical working league to stamp out 
militaristic ambition. I am convinced that after the 
embers of this war have died down there will be no more 
war for fifty years. The next half century of the world’s 
development will be centered around the thought, not of 
militarism, but of trade. 

“We have reached a stage in history where the devel- 
opment of international trade has brought the world per- 
force to an era of commercial co-operation. America 
must in the future play her full part in world politics, 
world finance, and world trade. The doctrine of provin- 
cialism is obsolete. We may take it for granted, there- 
fore, that there is to be a league of nations either in crude. 
unspoken form or in an open and elaborate agreement. 
The question whether there is to be a league of nations 
or not is archaic. The question that is real is, What can 
the League of Nations do to develop international pros- 
perity, to insure to the peoples of the earth the greatest 


R 


possible benefits from the natural resources of all lands 
and the development of civilization in all quarters of the 
globe? 

“Looking at it from a business point of view, | would 
say that a League of Nations 1s an absolute necessity if 
we are to go on with the development of our world 
civilizaticn as we should. Without some sort of higher 
tribunal for adjudication of international disputes world 
commerce will be reduced to the level of blind bargaining 
for advantage, secret understandings, enforcement of com- 
mercial advantage by military power, and the constant and 
threatening danger of new wars springing from the clash 
of economic interests. 

“This does not imply my unqualified approval of the 
present covenant of the league as written at Paris, and 
it decidedly does not mean that I think the league should 
enforce iree trade among its members or otherwise inter- 
fere with their right to develop their internal policies as 
they please. It simply means that today, with the exten- 
sion of international communication and international 
trade, with wireless telegraphy, fast steamers, and the 
extension of railroads, the world has become so small that 
a policy of you-mind-your-own-business-and-I’ll-mind- 
mine between the nations has become an absurd an- 


achronism.” 

OST of us are familiar with the little irritations of 
M life. Some of these appear not so little, but those 

we have in mind are really not important, yet they 
often serve as the excuse for expressions of dissatisfac- 
tion. We would better be “saving our steam,” so to 
speak, for the most of life’s little irritations, when not 
purely imaginary, are inevitable in the sense that most 
of us are powerless to change them. We complain of 
high prices, yet we know that prices must be high; we 
growl about prohibition; but we know it is going to be a 
fine thing—for the other fellow. We rail against women’s 
skirts when they are short and condemn them when they 
are long—yet we know that we have precious little to do 
with the styles. We bemoan the rising tide of co-opera- 
tive profit-sharing in industry, yet the tide still rises. 

Should we not drop our complaints and face facts 

squarely? If we are going to give up a little that the 
other fellow may have a squarer deal for his wife and his 
boys and girls, let’s do it now and do it with a grin. We 
shall feel better and be better because of it. Let us not 
wait till the rising tide engulfs us, struggling and sputter- 
ing, but meet it, ride with it, be a part of it, knowing that 
democracy itself is not safe until every man, woman and 
child has a square deal. 


.—-—> 
Don’t Wait to Be Driven. 


<> 
Investment Trusts and Foreign Credits. 


HE National City Bank of Chicago in its May | letter 
T makes the following timely and pertinent remarks 

concerning investment trusts for the development 
of foreign trade: 

The etforts under way to organize investment trusts in 
this country for the purpose of securing American capital 
for investment in foreign securities should be encouraged 
provided the necessary safeguards are supplied in the way 
of adequate capitalization, competent management, and 
the most painstaking investigation into the merits of all 
foreign investments. At the annual conference of the 
National Foreign Trade Council just held in this city the 
necessity of promoting the investment of American cap- 
ital in foreign securities and the creation of larger accept- 
means of with 


ance credits as a stimulating our trade 
other nations was emphasized by various speakers. It is 
of the highest importance that these credit operations 


should be developed along safe lines hence it is apparent 
that the foreign countries with which we desire to extend 
our business relations will not be in position to adjust 
their indebtedness to us in the normal way through the 
exchange of “goods and services.” The burden of 
financing the economic readjustment and the expansion 
of peaceful pursuits must fall chiefly upon the United 
States and Great Britain. With the flotation of the Vic- 
tory Liberty Loan out of the way, it will be possible for 
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the markets to undertake new financing that is urgently 

needed. But it is imperative that vangsets should pro- 

vide as soon as possible the re-establishment of railroad 

credit upon a basis which shall insure the solvency of the 

greatest transportation system possessed by any nation. 
<--0 > 


The United States and Foreign Trade. 


LL activities are set for foreign business. Meetings 
A are being held by groups of manufacturers, banking 
interests and various associations, all of whom 
show appreciation of the desirability of and the necessity 
for foreign trade. One of the biggest associations inter 
ested in business abroad held a meeting last month. Fif- 


teen hundred or more men were present from every part 
of the Union. The discussions and addresses were inter 
esting and in the main helpful, but one of the keenest 


minds in the export trade so far as this industry is con- 
cerned voiced in our office a few days ago a criticism 
which is fairly applicable to the proceedings of most large 
associations where —— interests are involved. “It is a 
fine meeting,” said he, “but the speakers give us too many 
generalities. Yesterday I met Dick Jones, Tom Sawyer, 
Bob White and one or two others in the lobby. We got 
to talking about our troubles and honestly I got more 
practical ideas out of our thirty minutes’ talk than I got 
out of the whole morning’s session of the convention.” 

To get specific information and practical, day-to-day 
ideas, smalier groups should form. It would be a good 
thing for the manufacturers of office appliances to have 
an export experience meeting. The exchange of ideas 
here would advance our interests abroad. The demand 
for information, suggestion and practical how-to-do-the- 
work knowledge is general and insistent. Non-competing 
manufacturers could get together and compare notes; 
they could share the expense of the most efficient foreign 
traveling salesmen to be found. Some idea of the keen 
and widespread interest in American goods may be gath- 
ered from the large number of dealers who are coming 
to the United States now in quest of European agencies. 
Many of them co-operate—why can we not do the same? 

We know a gentleman in Copenhagen who handles 
several good American lines. A friend of his living in 
Christiana has several other American lines. Both agen- 
cies cover the Scandinavian countries. But each saves 
much time and money by representing the other when- 
ever possible. By this sort of co-operation the field is 
better covered at less expense. These men have a large 
turn-over each vear compared to the number of possible 
customers and have demonstrated the value of team work 
to thir own entire satisfaction. 

<-> 


Welcome to Friends from Abroad. 


FFICE APPLIANCES extends a cordial welcome 
O to the friends from abroad who have recently come 

to the United States. A number of them have fa- 
publication with visits which have been most 
interesting and gratifying to the members of this or- 
ganization, and we extend to all members of the trade 
abroad a cordial invitation to come to the United States 
when possible and to make our offices their own during 
their stay. We derive from these calls much benefit and 
pleasure and it is our effort to serve to the best of our 
ability the requirements of our friends, all of whom are 
doubtless acquainted with the functions of Office Appl- 
ances’ service bureau, whose usefulness jt is our constant 
effort to increase. 


vored this 


<--> 
The Typewriter and Reconstruction. 

ECONSTRUCTION is the live topic of the day, and 
R vitally concerns everyone. The reconstruction of 
business and the social structure has its bearing with 
varying degrees on business and individuals. The recon- 
struction of maimed soldiers has its sentimental side, and 
the office appliance field has already played a large part 
in fitting the blind to be self-supporting, and therefore 
self-respecting. The war’s toll of that most precious 
thing, eyesight, has been indeed heavy, and it is grati- 
fying that our own rather prosaic industry should exalt 
itself in bringing a means of livelihood to the blind. 
These columns have recorded from time to time the 
accomplishments of individuals, bereft of sight, who have 
learned the typewriter, and its indispensable adjunct, the 
dictating machine. Now the full value of this combination 
becomes manifest, and the spectacle of a blind operator 
wiil be a testimonial to the versatilty of the office appli- 

ance field. 
A dreary round of 
awaited those blinded by 


heretofore 
associations 


semi-usefulness has 
accident. Kindly 


Arf si 


ANCES 25 


have trained the sightless along the lines best adapted to 
their handicaps, but at best the results were trifling to a 
man or woman of ambition. That same ambition directed 
into office channels has produced some wonderfully effi- 
cient operators. That they are happy in their new-found 
occupation need not be emphasized. We can readily im- 
agine one who had had no chance in industry to rise 
above the bench; who has served in the war; blinded and 
helpless. Our wonderful reconstruction hospitals have 
first mended the hurts, built up the physique, given train- 
ing in language and writing, and then completed the struc- 
ture by giving the education necessary to operate the 
typewriter. Then, to work, to earn a decent living, and 
to disprove the age-old idea that to be blind is to be out 
of step with the world. 

The other side of the picture is familiar. The blinded 
veteran of the Civil war, selling lead pencils or gum on 
the street, largely dependent on the charity of the street 
for the pseudo “sale” of his meager stock. Thanks to 
the foresight of those in charge of the education of the 
blind, we shall have few blind peddlers on the street to 
remind us of the ravages of war. Instead, we shall wan- 
der into the office of some friend, and watch the work of 
a blind operator, happy at his work. And to us there 
shall come the glow of pride in being a part of this altru- 
istic and efficient civilization.—K. 

<---> 

eo} without expressing its profound appreciation of the 

article by Lieutenant Charles Mamet, manager of 
La Compagnie Real, a leader in the stationery field of 
Paris, France. This article begins on page 33 and we 
venture the assertion that anyone who commences its 
perusal will not lay down the magazine until he finishes 
Lieutenant Mamet’s story. 

Never before have we published so vivid a personal 
narrative of a man’s experience as a prisoner of war, nor 
have we read an article which more powerfully impressed 
us with the buoyant and undefeatable courage of the 
Frenchman in adversity. 

We venture to say, in passing, that Office Appliances 
enjoys a peculiar distinction among trade papers in that 
it once published an article smuggled from a German 


fortress in the hollowed-out back of a hair brush. But 
read the story. 


A Remarkable Narrative. 
FICE APPLIANCES cannot let this issue pass 


<---> 
Statement of the Ownership, Management, Circulation, Etc., 
Required by the Act of Congress of August 24, 1912, 
, os e Appliances, published monthly at Chicago, IIL, for 
Apri ,» 1919. 

State of Illinois, County of Cook, ss.—Before me, a notary 
public in and for the state and county aforesaid, personally 
appeared C. F. Malatesta, who, having been duly sworn accord- 
ing to law, deposes and says that she is the secretary of the 
Office Appliance Company and that the following is, to the best 
of her knowledge and belief, a true statement of the ownership, 
management etc., of the aforesaid ag ag ee for the date 
shown in the above caption, required by the Act of August 24, 
1912, embodied in section 443, Postal Laws and Regulations, 
printed on the reverse of this form, to-wit 

That the names and addresses of the publisher, editor, 
managing editor and business manager are: 

Publisher—The Office Appliance Company, 417 S. Dearborn 
St., Chicago, Il. 

Editor—Evan Johnson, 115 N. Kenilworth Ave., Oak Park, 
Ill 

Managing 115 N. Kenilworth Ave., 
Oak Park, 

Business Manager—Evan Johnson, 115 N. Kenilworth Ave., © 
Oak Park, Il. 

2. That the owners are: (Give names and addresses of in- 
dividual owners, or, if a corporation, give its name and the 
names and addresses of stockholders owning or holding 1 per 
cent or more of the total amount of stock.)—Bvan Johnson, 115 
N. Kenilworth Ave., Oak Park, IIL; A. H. Hitchcock, 3425 W. 
Adams St., Chicago, Ill.: C. F. Malatesta, 822 E. 45th St., Chi- 


eago, Ill 

Ss. That the known bondholders, mortgagees and other se- 
curity holders owning or holding 1 per cent or more of total 
amount of bonds, mortgages or other securities are: (If there 
are none, so state.) None. 

!. That the two paragraphs next above, giving the names of 
the owners, stockholders and security holders, if any, contain 
not only the list of stockholders and security holders as they 
ippear upon the books of the company but also, in cases 
where the stockholder or security holder appears upor the 
books of the company as trustee or in any other fiduciary re- 
lation, the name of the person or corporation for whom such 
trustee is acting, is given; also that the said two paragraphs 
contain statements embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which stockholders 
and security holders who do not appear upon the books of the 
company as trustees, hold stock and securities in a capacity 
other than that of a bona fide owner; and this affiant has no 
reason to believe that any other person, association or corpora- 
tion has any interest direct or indirect in the said stock, bonds 
or other securities than as so stated by her. 

Cc. F. MALATESTA, Secre 
Sworn to and subscribed sees me this 3d day of April, 1 1919. 
(Seal.) OBERT 8S. WALLACE 
(My comma expires Jan. 16, 1922.) 


Editor—Evan Johnson, 
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The Machine in the Office—Its Efficiency All- 


E mbracing 


AYLSTDRNISAOASOOUEEONURUOOLGOUAURLLOOA ONEONTA lil i IM 


OW THAT the war is over, and we are entering 
N upon the period of reconstruction of -old industries 

and the establishment of new ones, while our man 
power is depleted and our rivals are straining every nerve 
to capture the trade which will spring up as conditions 
return to nermal, and while the business of commerce and 
government becomes daily more complicated, it behooves 
us to see that we enter the hsts unhandicapped by 
weapons inferior to those of our adversaries. 

The office is the nerve center of any organization, be it 
of government or of a commercial firm, in which _ policy 
is evolved and whence it is directed, in which effort is 
co-ordinated and results examined and where permanent 
record is kept of all the various business transacted, yet 
too often is this nerve center neglected and business car- 
ried on by antiquated methods and with inefficient imple- 
ments. It is proposed in the following article to consider 
how we can remove the burden of office drudgery from 
the shoulders of our office staff leaving them free for 
creative work and how we can carry out this mechanical 
work more quickly, more accurately and more cheaply 
than before if we avail ourselves of machinery. 

Let us take as our maxim: 

“A man ought not to be employed at a task which a 
machine can perform.” 

Before proceeding further it is advisable to mention 
one factor which sometimes militates against the adop- 
tion of labor-saving devices—the solid opposition so often 


met with, especially in this country, from the clerical 
staff, who fear them as a means of throwing themselves 
and their relations out of employment. This attitude 
can only be remedied by getting the worker to realize 


that there is plenty of work for every efficient man and 
that the role of the machine is simply to free him for work 
beyond its scope. 

The Day of th: Office Machine. 

Let us imagine a day in an office where the machinery 
has come to its own; it is not suggested that all or any of 
the devices described are either necessary or desirable in 
every oftice—discretion is, of course, as essential in the 
introduction of labor-saving devices as in any other field 
of activity. 

The machine starts its good work as soon as the mail 
comes in, when the letters are all placed in a box fitted 
with a cutting device which slices a thin-strip off the side 
of the envelope, leaving the letter free ‘to drop out and 
saving the old laborious slitting with a paper knife. The 
letters are then registered with the help of an automatic 
date and number stamp and passed to the manager or 
head of the department concerned, who gives his orders 
into a voice machine, which records them on a phono- 
graphic record which is passed out to the copyist. The 
latter in his or her turn places the record on a repro- 
ducing machine, which is fitted with earpieces like those 
used by a wireless operator so that others in the same 
room are not troubled with the noise. The machine is 
all the time completely under control whatever the pace of 
the dictation, and passages can be erased at will. 

Should the manager wish to consult his heads of de- 
partments or others on any point the telephone is at his 
hand, while a call-board communicator will enable him to 
summon any individual to his presence at will. If he 


wishes to give an appointment his card diary tells him 
at once when he ‘s free, whether a day or a year ahead. 
Should any calculation be necessary the slide rule or 


calculating machine will add, subtract, multiply, or divide 
for him in the time ordinarily taken to write down the 
figures of the sum. If a check has to be sent out risk 
ot loss can be avoided by the use of a check protector 
which so prints the amount of the check across its face 
that alteration or addition is impossible. 

Typewriter with Special Features. 

The day of handwriting is past; nowadays all individual 
letters are typed but, though there are as many tastes 
in typewriters as there are machines on the market, it 
may be noted that in some machines the style of the type 
can be changed in a few seconds, enabling, say, draft 
agreements to be typed up with additions or alterations 
in a different type or changes to be made in the type to 
suit any language which may be used. 


Being a Reprint from *‘Indian Business’ of Calcutta, Signed 
“Lars”, and Shcwing a Fine Appreciation of the Importance of 


Labor-Saving Office Machines. 


Should it be necessary to issue a circular or other 
communication to many correspondents they can be re- 
produced in exact facsimile of the typewritten individual 
letter by a stencil rotary copier which will make about 
one hundred copies a minute without the use of the 
water or damp rag of time past. The machine feeds in 
its own paper, inks itself, and finally counts the run 

The service of the machine does not end with the re- 
production of the letter: a machine folds it, 
it, a third addresses it, and yet a fourth fixes the 
stamp on the envelope. 

\ mechanical contrivance for printing addresses on 
envelopes is on the market; ail usually used 
are reproduced on metallic plates which are kept in alpha 
betical or other order like the cards of a card index and 
are fed into the machine with envelopes on which the 
addresses are printed off at the rate of about one thousand 
an hour by means of a ribbon somewhat similar to that of 
a typewriter. Any address can be chosen and among a 
number of addresses any one can be printed as many 
times as required. The machine can also be set to print 
up names one below the other, which facilitates the mak- 
ing up of pay sheets, lists of ledger balances, etc. 

In the case of a letter of 


a second seals 
postage 


addresses 


more than one sheet a ma- 
chine will bind the sheets together without the use of 
pins or staples by a tongue of paper cut out of, and 
tolded through, a slit in the sheets themselves. 

This ends the actual work of receiving and despatching 
correspondence, but there remains the important task of 
putting away the various papers so that they may be 
instantly available when required. Here again the ma- 
chine in a lower form plays its part. The modern filing 
cabinet is fitted with extensions and ball or roller bear 
ings so as to minimize the effort of opening and shutting 
of the many drawers which a large eibemnahenes neces 
sitates, while a mechanical contrivance enables many 
drawers to be locked at one motion \ll drawers are 
numbered or lettered or both to enable the clerk to put 
his hand immediately on any paper of which he has found 
the whereabouts from his card index. When papers are 
asked for from the record-room a pneumatic tube or 
electric lift takes them to the floor where they are 
required. 

Efficiency Available to Many Departments. 

Although this sketch confines itself to the work of the 
correspondence office it goes without saying that the same 
devices are of equal, or of even greater, value in ot! 
departments—for instance, the calculating machine in the 
accounting branch for totaling invoices, making out pay 
rolls, and all the various costing work, etc., the coin- 
counting machine for treasury work, and so forth The 
limits of this article preclude a more detailed 
the possibilities of such mechanical contrivances. 

In conclusion, however, one vital point must be urged 
—though these machines are simple enough to operate, 
yet proper training in their use is essential if they are to 
be introduced with success. Technical training has been 
greatly neglected in India in the past and in no branch 
more so than in the training of clerical labor. It is true 
that there is an almost unlimited supply of clerks, but the 
quality leaves much to be desired and in most cases their 
real training 1s at the expense of their employer's time 
and equipment. Office efficiency in the modern sense can 
only be attained if proper training in the use of modern 
methods and equipment can be given to the office staff 
and this fact India 


Survey oft 


must be recognized if the offices of 
are adequately to play their part in reconstruction 


True Americanism. 


\mericanization, published by the Bureau of Education, 


Department of Labor, is authority for the following item 
A flag raised over a worsted mill at Jamestown, N. Y 
was made of wool from an American sheep The wool 


was sorted by an American born, carded by an Italian 
born, spun by a Swedish born, warped by a German born 
dressed by an English born, woven by a Belgian born, 
supervised by a French born, inspected by an American 
born, scoured by an Albanian born, dyed by a Turkish 
born, examined by an Irish born, pressed by a Polish 


born—Americans all! 
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Development by a Manufacturer of a Foreign 


Sales Organization 


deal (and briefly) with the 
company in the intro- 
\merican spe- 


HIS PAPER will only 
actual experience of our 
duction to foreign countries of an 





cialty which necessitated a method of treatment 
dittering materially from that which would be 
employed in the marketing of staples 


great! A skepticism inherent 
in older communities long settled in their methods had 
to be over: Conviction as to the time and labor- 
saving merits of the device, as well as the dextrous brush- 
ing aside of many a quaint and fanciful notion, was the 
inevitable companiment of.every sale. Service had to 
be supplied. The direct personal supervision of the manu- 
facturer over the performance of his product, which could 
be exercised at home, was not possible abroad. Local rep- 
resentatives’ were absolutely essential. 

found with difficulty; chiefly among the most 
and progressive local merchants. The system 
business in the United 


The initial difficulties were 


ome. 


They were 
enterprising 
originated in the early days of the 
Dealers 


States, was adopted. (not agents) were ap- 
pointed; the distinction between the two terms lying in 
the fact that the appointee entered into a contract to pur- 
chase outright, at a generous discount price from the list 


price in the United States, a certain quantity of machines 
and supplies delivered free on board vessel in New York, 
ration of definite arrangements conceding to 
for specified couniries or districts, at 
conditions as to credit. Cre.. 
business to be conducted on 
his own account and at his own risk. Such arrangements 
avoided the necessity of very large financial arrange- 
ments on the part of the company; and by avoiding the 
term “agent” we were relieved of responsibility for the 
conduct of people. But the dealer looked princi- 
pally for immediate profit, extortion of the highest 
sible rendering a minimum of instruction or serv 
ice, and making no investment for the future. Even the 
protection of long term contracts failed to overcome 
the inertia of the dealer. Advertising, propaganda work, 
facilities were all hindered. Even the most 
enterprising of them developed the field easiest of opera- 
tion. The dispatch of a trained American salesman to 
work in the business of the dealer did not materially affect 
results: the newcomer was open to suspicion of having a 


in conside 
him rights of sale 
such prices and under such 
is he might establish, the 


these 
pos- 


prices, 


extension of 


divided allegiance. He was badly hampered by local in- 
differences and jealousies. 
The necessity of some better plan soon became appar- 


ent. A different plan was adopted. The dealer’s business 
was purchased outright where it amounted to anything 
worth having and branch houses were established in the 
great commercial centers as fast as trained and enthusi- 
Americans could be found to head them. A begin- 
England by opening our own branch 
This was placed in charge of a 


astic 
ning was made in 
house in London in 1899. 


young American trained in the business, and who had 
been at the head of one of our American branches. Imme- 
diate results became apparent in a rapid expansion of 
the business. Interesting facts regarding the product 
itself were also learned. When suited the American mar- 
ket did not answer so well in England. A special model 
adapted to European requirements was quickly developed, 
and put upon the market. As the business increased, and 
the need of additional service facilities developed, sub- 
branches tributary to, and under control of, the main 


office in London were opened. until the United Kingdom 
was covered with a network of thirty-three branches fully 
equipped to deal with all local needs. 

of expansion inevitably required a system- 
atic process of education of managers, salesmen and other 
emploves to manage and serve in local branches. The 
never lost sight of—was pursued with the most 
first under the direction 


This policy 


necessity— 
successful results in England—at 


of trained American leadership, until our working staff 
there is now entirely made up of native material. 

The policy so successfully applied in the United King- 
dom has been carried out in other countries also, with 
equally satisfactory results. Progress has naturally heen 
slower where the difficulty of a foreign language and 


other customs 


With 


fferent laws and mercantile and 
» encountered and have had to be overcome. 


widely di 
have heer 


McClain, Vice-President and Director of 
Typewriter Company, Before The 
Export Association, October, 1918. 


Address by John F. 
Foreign Sales, Remington 
American Manufacturers’ 


some variations due to such causes the same policy has 
been pursued. Even in distant India we possess a loyal, 
and highly efficient organization operating some seventeen 
branch offices, devoted entirely to the handling of our 
product, and which includes a large number of native sales- 
men, mechanics and other employes who have been care- 
fully trained in their respective duties under the direc- 
tion of an American general manager of long experience. 

The upbuilding of an organization in France followed 
closely upon the English one, and with equally satisfac- 
tory results. The experience, energy and enthusiasm of 
an American leader laid the foundations of a successful 
business which is now largely confided to native hands 
controlling and directing—before the present cataclysm— 
some thirty salesrooms, which will promptly resume their 
insofar as they have been interrupted, at the 
first favorable opportunity. 

Even as the great magnitude of the business in America 
brought about a change from individuai ownership to cor- 
porate organization, so a variety of legal and other con- 
siderations have rendered the organization of variety 
of corporate bodies in various European countries neces- 
sary; but the ownership and control of the business re- 
mains vested in the parent company in the United States, 
under a system which will now be briefly described. 
field of operations of our representatives, 
dealers, is carefully defined. Natural 


activities 


In all cases the 


whether branches or 


limitations and commercial relationships are carefully ob- 
served. In more remote countries of large commercial 
importance, such as Australia and South American coun- 
tries, direct relations with the New York headquarters 


In others natural geographic or national 
connections are observed. The French colonies of Africa, 
for instance, are under the jurisdiction of Paris. Every 
part of the world is thus covered in a manner commen- 
surate with its present commercial importance. The evo- 
lution of the business is continual. Not all parts are yet 
equally developed, but everywhere some method of push- 
ing sales and furnishing service is provided. From the 
capital of Iceland to the Straits of Magellan representa- 
tives of our business may be found; the total of foreign 


are maintained. 


salesrooms being 446, with machines adapted to 156 lan- 
guages. 

The combination of expert leadership and American 
‘push” with the knowledge of native employees has pro- 
duced marvelous results in the way of adapting our ma- 


chines to the multifarious needs of different nations. From 
the days when we first learned that the briefs of a British 
barrister must be on a certain sized sheet of paper, lest 
the constitution of the Empire tremble on its base, and 
that the Frenchman or Italian persisted in the use of 
certain accented letters unknown to our English alphabet 
down to the present day, when we have successfully mas- 
tered the intricacies of many Oriental scripts, the devel- 
opment of the business has been aided by the constant 
efforts of the local organizations to succeed in their own 
particular fields. In this way we have to an extent avoided 
the rock upon which so many American efforts to build 
up foreign trade have been wrecked—the disinclination 
to adapt American products to the needs (or to the tastes 
or fancies, maybe) of the foreign user. 

The steady growth of the business, due to the policy 
described, naturally involved extension at home and a 
marshalling of executive forces adequate to the task of 
controlling and directing. This proceeded upon two lines: 
First, getting the business, making sales. and organizing 
the service upon which profits devended. Second, ques- 
tions of general policy. administration and finance. 

The organization of the sales forces may be partly 
inferred from what has already been said. The first man- 
agers sent abroad to foreign fields were trained men, 
familiar with the business in the home market; men who 
knew the goods and were able to demonstrate their ad- 
vantages personally and who were full of enthusiasm. 
Upon them was placed and upon the managers still re- 
mains. the responsibilitv for building up an efficient sales 
force in the territory allotted to them. At first a general 
supervision of their efforts was exercised by the visits of 
officials, or of authorized experts in various departments. 
Satisfactory at first, the continued expansion of the busi- 
ness called for some better method. Questions of 


soon 
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personnel of management, of trade relations with adjacent 
countries, of administration, arose too frequently and too 
urgently to be dealt with satisfactorily by occasional visits 
from the home office authorities. This condition led to 
the appointment of one—then two—directors general res- 
ident abroad, having jurisdiction over related groups ot 
countries or territories, who are fully empowered to deal 
authoritatively with such questions, and who are held 
responsible by the officials of the company at headquar- 
ters in New York for the general conduct of affairs in 
their respective districts. 


More recently another subdivision of the duties of 
supervision has been accomplished by the appointment 
of a deputy comptroller residing at London, who exer- 
cises supervision over all questions affecting accounting, 
expenses, collections and general financial policy in Eu- 
rope, and who reports direct to the comptroller in New 
York. This relieves the directors general of much detail, 
allows greater freedom to deal with the actual promotion 
of trade, and confines their responsibility and reports to 
the department of foreign sales in New York. In this 
way the foreign trade of the Remington Typewriter Com- 
pany has been developed. It presents today a composite 
of all the various stages of progress described. Not all 
parts of the world are yet worth, or could adapt them- 
selves to, the highest development mentioned—where our 
product and representatives have become practically na- 
tive to foreign lands. Each part of the world is dealt 
with according to its present capacity for producing busi- 
ness, but always with a forward-looking eye to the future. 
We are still demonstrating the superiority of the type- 
writer to the pen—not now in England or France, but in 
the new Arabian empire which is even now arising on the 
Mesopotamia plains, as well as in Central India, where 
the typewriter has been adapted to the ancient characters 
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of the various languages of that region. Dealers are still 
extant, but they are either in small or isolated markets; 
or, in a few cases, they are large concerns having capital 
and enterprise sufficiently great to have followed our lead 
and adopted our methods. Independent foreign offices 
there are directly controlled from New York; as, for in- 
stance, in Buenos Aires. They are considered as outposts 
located at strategic points about which future extensions 
may cluster. 

Concluding, it is almost unnecessary to add that the 
organization for handling foreign trade at the home office 
in New York has kept pace with the developments abroad. 
The sales and promotion features of the foreign depart- 
ment are entirely separate and distinct from the domestic 
sales and manufacturing organizations. The foreign busi- 
ness is in the hands of a staff trained in the handling of 
foreign affairs and equipped to conduct correspondence 
in the principal foreign languages. Our experience shows 
that it is impossible to successfully conduct foreign busi- 
ness on the lines of domestic trade. This is especially 
true when the article is a manufactured specialty of novel 
and very varied usefulness such as ours. Foreign markets 
cannot be made the dumping ground of “left-over” surplus 
stock of the domestic field. Numberless details, in them- 
selves seemingly of little consequence, require careful 
attention, and are vital to success. 


It is the aim of our foreign department to make our 
representatives in foreign lands feel that they have the 
sympathetic aid and backing of the home office at all 
times. Everything possible is done to make them feel 
that they are integral parts of a great and powerful or- 
ganization whose knowledge and resources are at their 
command, when needed, to aid them in surmounting diff- 
culties encountered in their own local fields. The results 
have justified the policy we have pursued! 


Training for Industrial Arts a National 


Necessity 
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York City, made this address as the fifth of 

the Scammon lectures given by him under the aus- 
pices of the Institute. These have dealt with the necessity 
of arousing national interest in the development of the 
applied arts. 
“The war 
to attention. 


D R. HANEY, director of art in the high schools of 
New 


has pressed the term ‘Industrial Art School’ 

Our art industries have begun to feel the 
lack of trained talent. The war has acted to curtail their 
supply of needed designs. Skilled artists and artisans 
have been taken from their studios and they have heen 
unable to find others to fill the vacancies. Many of these 
workmen were born abroad and trained in art schools of 
foreign states. These schools are now emptied of young 
men, and in their place women students have been taken 
into training. 


“But these women students, when trained, will not be 
available for our American studios, nor will the men 
now that they have returned from the trenches. They 
will be needed in their own countries in a hundred differ- 
ent industries. France and England are now doing all 
that they can to conserve every ounce of their own talent 
and prepare it for the commercial struggle coming with 
the peace treaty, and information which has leaked out 
indicates that Germany, also, is doing everything possible 
with selected pupils in her three score of industrial art 
schools, to enable her art industries to enter the commer- 
cial field in the shortest possible time after peace is 
signed. 

“It is the adolescent, the young high school boy and 
girl, who is now looked upon through European countries 
as one of the most precious assets of the state. The adult 
adapts himself with difficulty, but the adolescent can be 
shaped and formed to meet new conditions. These new 
conditions are coming in different ways within the next 
decade, and that state is wise which uses its mobile youth 
to meet these changes. Now is the time to train our 
talented. 

“America in the years to come will have to depend 
upon her own resources in the industrial arts. Foreign 
states can no longer supply her with designers, but for- 


Being Selections from an Address by Dr. James P. 
Haney at the Art Institute, Chicago, on April 15 last. 


show the steps by which these 
designers may be trained. England is covered with a net- 
work of great industrial art schools, some forty in all 
France is similarly provided with over thirty large city 
schools, and scores of local schools of design. Paris alone 
has a dozen craft schools, headed by the great institute of 
design named after Bernard Palissy. 


The varied organizations 
unnecessary for us blindly to experiment. We have be- 
fore us, if we only choose to see, the newest and best- 
planned buildings, the most ingenious arrangement of 
courses, schemes for scholarships, and well-planned co- 
operating trade committees. We have for model the 
whole machinery of two well-developed industrial art sys- 
tems perfected through nearly sixty years of experimen- 
tation. A host of the suggestions one should not copy, 
but should adapt to our own needs. 


eign states can and do 


of all these schools make it 


“An examination of our art institutes shows more than 
one hundred trades that require trained designers. Cer- 
tain of these will be found in a great group under the 
heading of textile workers, rug and carpet weavers, and 
linoleum makers. Another group will be found under 
graphic arts; printing, lithography, commercial design, 
makers of posters and of book covers. The metal work- 
ing division includes silver and goldsmiths, bronze work- 
ers, and designers of lighting fixtures. The wood work- 
ing group takes in carvers, cabinet makers, and designers 
of furniture and picture frames. 
designers for boxes, toys, 
Christmas cards, and leather work, while costume design 
includes large group, with tailors and dressmakers on 
one side and theatrical costumers on the other. 


“Novelty work embraces 


“The interior decorators form a division in themselves 
with a dozen departments, all requiring trained talent. 
There are besides a score of miscellaneous trades: china 
decoration, lace making, enameling, wallpaper making, mil- 
linery, embroidery, stonecutting, and mosaic work. Each 
one of the trades has a design technique of its own, and 
for each the designer must have some general preparation 
followed by specific training in the business itself. 





Office Appliances in Great Britain. 


Exclusive Correspondence of “Office Appliances.” 


London, April 10, 1919. 
IGURES are now published which render it possible 
F to make a little comparison of British imports and 
exports of typewriters for the whole of the war 
period. Some extraordinary fluctuations are necessarily 
shown and, amongst other things, a rise in the importa- 
tion from Germary is seen to be ninped in the bud. Pretty 
full figures are available for the years 1913 to 1917 inclu- 
sive, whilst for 1918 we only have some totals. Still, they 
are sufficiently illustrative. 
<--> 
imports for the six years we get 
49,288 typewriters imported in 1913; 41,226 in 1914; 52,451 
in 1915; 59,348 in 1916; then a siump to 23,309 in 1917; 
and a further substantial decline to 13,920 in 1918. It is 
perhaps interesting in passing to note that the 1918 im- 
ports, when weighed, amounted to 321 tons. Another 
interesting comparison is in values which, as will be un- 
derstood, owing to the war do not always follow exactly 
the fluctuations in quantities. The value of the total type- 
writers imported into this country in 1913 was $2,562,850; 
in 1914, $2,340,020; in 1915, $2,899,540; in 1916, $3,051,445; 
in 1917, $1,327,330; and in 1918, $992,155. 
<--> 
\s to where these typewriters came from there is per- 
haps not much need to enquire. The United States has 
been the great supplier. Germany was second in quan- 
tity, but a tremendous long way away, with 1,241 machines 
in 1913 and 1,785 machines in 1914, after which year, of 
course, a total eclipse occurred. Total typewriters im- 
ported from other countries than America in 1917 
amounted to only 1,070 in number 
<—o-—> 
This country also has been a regular exporter of type- 
writers, and government figures distinguish between the 
typewriters that are classed as foreign and colonial mer- 
chandise and typewriters that are classed as produce and 
manufactures of the United Kingdom, the latter, one pre- 
sumes, meaning typewriters actually made in this coun- 
try. This latter category is the smaller, but the figures 
may be given first. In 1913 under this heading 4,386 type- 
writers were exported; in 1914, 2,760; in 1915, 1,763; in 
1916, 1,419; in 1917, 697; and in 1918, only 96. It will be 
seen, therefore, that the export of British-made typewriters 
practically ceased by the end of 1918, except for a few 
machines sent out under special license. 
<-> 
Now we come to typewriters that rank as foreign and 
colonial merchandise and which it is to be presumed are 
typewriters imported from other countries (and again 
one may presume that to mean the United States) and re- 
exported from the British Isles. Some very interesting 
details are given with regard to the destination of these 
exports for the years 1913 to 1917, but again in 1918 we 
only have totals. First, with regard to totals, these par- 
ticular exports in 1913 amounted to 10,803 typewriters 
valued at $675,450. In 1914 the number dropped to 8,096 
worth $560,795. The number rose slightly in 1915 to 8,844 
of a value of $578,925. In 1916 a substantial drop made 
itself apparent, these exports in that year only amount- 
ing to 6,751 machines worth $448,110. In 1917 there was 
a further drop to 2,742 machines, valued at $188,150, whilst 
in 1918 the number dropped to the infinitesimal one of 101 
machines, valued at $11,070. 
<--> 
Turning to the classified places of destination and tak- 
ing the year 1913 as the last complete peace year, out of 
the total exports of 10803 machines 1,564 went to British 
India, 1,414 to Spain, 886 to Russia, 761 to Australia, 520 
to the Straits Settlements and the dependencies there, 421 
to Germany, 357 to the Netherlands, 352 each to Italy and 


Taking the total 
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Egypt, 337 to New Zealand, 319 to the United States and 


306 to the Union of South Africa. Exports to other places 
were below 250 machines per country. 
<-o-—> 


The field both for an import and export trade is shown 
to be nowadays a very greatly diminished one, owing to 
the prolongation of hostilities and also to the slow way 
things have been waking up since the armistice. There 
is tremendous room for development and the typewriter 
houses are fully alive to all the possibilities. They have 
their schemes and their organizations ready. The only 
things they want now are machines in sufficient numbers 
and at prices that will attract, ready transport and an 
entire abolition of all restrictions and controls, a com- 
plete and far-reaching Paris peace, no labor troubles and 
then a fair field and no favor. 

The Board of Trade has extended the current license 
issued to the typewriter companies to hold good for six 
months after this April. This license, however, is very 
limited, representing only permission to import some- 
where about 20 per cent of the average pre-war quantities 
of machines. It may not be out of place, in view of this, 
to supplement the above figures by the figures for the 
three months of the current year. In these three months 
ended March 31, 5,571 complete typewriters were imported 
into this country, together with ten tons of “parts there- 
of.” This compares with 1,962 typewriters and seven tons 
of parts in the corresponding three months of last year 
and 12,855 typewriters and fourteen tons of parts in the 
same three months of 1917. A recovery from the worst 
is therefore shown, and it is hoped that this will proceed. 

<> 


Exports of typewriters (produce and manufactures of 
the United Kingdom) continue on a very small scale. For 
the three months of this year 120 machines in this cate- 
gory were sent away and seven tons of parts, these 
figures again being improvements on twenty-three ma- 
chines and five tons of parts exported in the correspond- 
ing three months of 1918, but still showing a substantial 
tall from the 348 machines and fifteen tons of parts 
shipped out in the three months ended March 31, 1917. 

<-> 


\cain, turning to exports from the United Kingdom of 
typewriters classified as foreign and colonial merchandise, 
for the three months ended March 31, 1919, we have only 
twenty-seven complete typewriters exported and no parts, 
as compared with sixty-one typewriters and no parts in 
the three months of 1918 and 1,583 typewriters and one 
ton of parts in 1917’s first three months. 

<-> 


A certain authority gives it that the average annual 
demand for typewriters in this country in the years imme- 
diately preceding the war was between 35,000 and 40,000 
machines. Owing to government purchase this demand 
grew considerably during the first two years of the war, 
but fluctuations since have been great and supplies have 
dwindled away to very small extent. 

<---> 


The question of typewriter prices still continues to 
evoke a lot of attention. The scarcity of machines, as I 
have said, is acute and this is perhaps rendered artificially 
more intense by the way the government is sticking to 
all the machines it bought. It has always declared that it 
has no more than it can do with. The result is that at 
another recent auction sale of typewriters, including all 
the well-known makes and with all the machines second 
hand, although in very good condition, prices of round 
about $200 per machine were again secured. This makes 
some of the optimists in the business again start talking 
of new machines being worth $350 each. 

<--> 

With prices talked about in this luxuriant fashion it is 
not surprising to hear in the trade from time to time 
tales about the coming manufacture of typewriters on a 


(Continued on Page 113.) 
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Miscellany 


PRESENTING THE IMPORTANT NEWS OF THE MONTH 
WITH AN INTERESTING REPORT OF THE NOTABLE 
ACTIVITIES IN EVERY SECTION. OF THE FIELD 


Sales of Government Surplus Stock. 


Government Obtains Fair Prices for Goods. 





An encouraging feature of the steps taken for the dis- 
posal of Government surplus stocks of materials pur- 
chased for war purposes, is the high percentage of orig 
inal cost which is shown by the figures reported by the 
War Department. The Government gets on an average 
of ninety per cent of the original cost, which in many 
cases represents materials on which a premium was paid 
for rapid production, or in the manufacture of which ma- 
terials were used which are not required for commercial 
products. The reports also show that the materials are 
being absorbed by the market at about the commercial 
cost, which is assurance that there is little possibility of 
the sales demoralizing the commercial market. 

Sales of office equipment from March 15 to March 21, 
inclusive were $46,348.28; March 29 to April 4, inclusive, 
were $13,748. More recent sales have not been reported in 
detail. The sales of office equipment are relativel ysmall 
when contrasted with recent aggregates of $8,000,000 for 
textiles, and $4,500,000 for animals. From January 1 to 
April 25, sales of War Department surplus material to- 
taled $158,381 ,356. 


Big Jersey City Company Holds Annual Meeting. 

The stockholders of the Joseph Dixon Crucible Com- 
pany held their annual and regular meetings on Monday, 
April 21 The following directors and officers were 
elected: 

Directors—George T. Smith, William G. Bumsted, J. 
H. Schermerhorn, George E. Long, Edward L. Young, 
Harry Dailey, Robt. E. Jennings. 

Officers—George T. Smith, president; George E. Long, 
vice-president; J. H. Schermerhorft, vice-president; Harry 


Dailey, secretary; William Koester, treasurer; Albert 
Norris, assistant secretary and assistant treasurer. 
Of the 20.000 shares of stock 19,512 were voted. Un- 


doubtedly a greater number would have been voted had 
it not been that a number of shares are held by estates, 
the executors of which do not feel at liberty to vote in an 
election. 

The report made by President Smith and the remarks 
made by him on the business of the company were re- 
ceived by the large number of stockholders present as 
most satisfactory and pleasing in every way. 

The American Graphite Company, incorporated under 
the laws of the State of New York, is a subsidiary of the 
Joseph Dixon Crucible Company, and its annual election 
was held on the same day as that of the Joseph Dixon 
Crucible Company, and resulted in the election of the 
following officers: 

George T. Smith, president; George E. Long. vice- 
president; J. H. Schermerhorn, treasurer; Harry Dailey, 
secretary; William Koester, assistant secretary and as- 
sistant treasurer. 

The directorate is the same as that of the Joseph Dixon 
Crucible Company. 








A number of items were removed from the British list 
of prohibited mmports late in April. Among these are 
wood rules, with the exception of twelve-inch school rules, 
which may be admitted by special license when necessary. 
The existing ration of gold pen nibs is continued. 





Important Deal in Cleveland. 
The Forman-Bassett Company Acquires the 
Burrows Brothers Company. 

The Forman-Bassett Company, stationers, printers and 
lithographers of Cleveland, Ohio, have acquired the con- 
trolling interest in the Burrows Brothers Company of 
that city, lifting the receivership that has prevailed at the 
latter establishment for fourteen months. Both 
will be continued at their present locations as separate 
enterprises. 

The Burrows Brothers Company was for years one of 
the foremost commercial stationery houses in the Middle 
West. In addition to its office equipment and stationery 
lines the company was at one time a leader in the book 
business 

The officers of the refinanced and reorganized com»nany 
are as follows: 

E. H. Schneider, who has been with the Forman-Bas- 
sett Company as treasurer for a number of years, is presi- 
dent; H. Fred Gaertner, for thirty years with the Burrows 
Brothers Company, is vice-president and general man- 
ager; G. B. Bingham, for seventeen years Cleveland rep- 
resentative tor the Dennison Manufacturing Company, is 
secretary and sales manager, and Albert Burkhardt, long 
with the Burrows Brothers Company, is treasurer. 


stores 


Change in H. S. Crocker Company Organization. 


Of decided interest to the stationery trade in 
was the recent change in the control of the H. S 


general 
Crocker 


Company. The entire organization, including the local 
house, the stores in Oakland, Sacramento and Los An- 
geles, the firm in the south being conducted under the 
name of Cunningham, Curtiss & Welch Company, is now 
in the hands of the new owners. The president of the 
new corporation is Sylvian S. Kauffman, former vice- 


president and general manager of the M. A. Newmark 
Company, Los Angeles, grocery jobbers. The controlling 
interest of the Crocker company is now in the hands of 
Mr. Kauffman. John Gilmartin, for many years identified 
with the Crocker organization, will continue his interest in 
the company as vice-president in the new firm. Eugene 
Kauffman, brother of S. S. Kauffman, is the new secretary 
and treasurer. He is also associated with the local firm 
of Greenebaum, Weil & Michels. W. H. Lowe, general 
manager of the Paraffine Companies, is on the Board of 
Directors, as well as C. H. Crocker, who retains a minor 
interest in the business. The company has been re-incor- 


porated with an authorized capital of $1,500,000, with 
$1,000,000 common and $500000 preferred stock. The 
title of the concern remains the same. The vear 1869 


marked the beginning of the organization. 


Typewriter Men Hold Sales Conference. 


During the week of the business exposition in Boston, a 
conference of the New England sales force of The Ham- 
mond Typewriter Company was held at the company’s 
Boston office. Those in attendance included J. F. Soby, 
assistant general manager, from the home office, and F. 
D. Mason, W. Joice, Clayton Knox, A. Ottison, G. Gaudet 
and F. McDonald, members of the New England sales 
force. F. W. Heater, the Boston manager of the com- 
pany, was also in attendance a part of the time. 
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Export America Gathers in Force. 


National Foreign Trade Council Meet 


Chicago Important {lddresses Delivered 


- - Fam ? 
HE best minds of America, specialists in export work, 
gathered in Chicago April 24, 25 and 26 to contribute 


their experience and skill to the program of the 
Foreign Trade Council. The meeting was timely, coming 
as it did when considerations of export trade were upper 


most in the minds of manufacturers [The meeting was a 
symposium of actual, hard-won experience, and not a 
eathering of theorists. 

Ed Smith, president of the Royal Typewriter 
presided at the initial meeting, and made the 
Some extracts foilow 


Creorge 
Company, 
opening address 

“It would be 


posed to our 


unworthy of our national ideals and op 

fundamental principles of sound 
to assume that we can afford to build up our foreign trade 
ruthlessly indifferent to the progress of other nations,” 
said Mr. Smith. “At this particular moment in world 
affairs, with the nations of the world endeavoring to repair 
the ravages of war and with the old landmarks of inter- 
national commerce tottering, it would be the height of 
folly for us to develop our foreign trade without regard 
to the necessities of other countries. Before we can afford 
to think of our own advantage we must think first of the 
world as a whole. Our foreign trade 
today represents more than an opportunity. It represents 
a responsibility which we cannot shirk or evade 


business 


necessities of the 


Common Sense Should Govern Situation. 

“Do not misunderstand me. I do not mean that, 
through a mistaken notion of what our foreign com- 
merce represents in the present situation, we should re- 
to develop our foreign trade. There is a feeling 
in some quarters that, because we are prosperous while 
the rest of the world is in difficulties, we should lie 


ruse 


back and wait for other nations to resume their nor- 
mal activities before we push out into foreign mar- 
kets. With this feeling, I have little patience and no 


sympathy It proceeds from a failure to understand the 
essential meaning of international trade. \ distinction 
must be drawn between selfish aggrandizement and assist- 
which is 


ance, intelligent and effective, even though it 
happens to be profitable. 
“It is great,’ said Shakespeare, ‘to have a_ giant’s 


strength, but it is tyrannous to use it like a giant.’ I be- 
lieve that I speak for the enlightened business man of 
America, when I say that American business does not de- 
sire to take unfair or selfish advantage of the difficulties 
of other nations. It does not believe that we should use 
the gigantic strength of America to crush out the indus- 
tries of other nations or to destroy their opportunities. 
It believes, rather, that our resources and our materials, 
great as they are, should be employed intelligently to 
bring the world back to normal basis. 

“Those who talk of holding back our foreign trade for- 
get that time is the most important factor in the rebuild 
ing of the world. If the nations of Europe win back to 
normal in the next five years the loss to us and to the 
world wiil be infinitely less than if it takes fifty. 

America to Hasten Restoration. 

“The products of American factories can and must 
hasten this restoration. Our farm machinery can restore 
agriculture, our industrial machinery can restore industry. 
And the time saving and labor saving devices which stand 
at the forefront of America’s manufactured exports can 
do infinitely more to hasten the resumption of stagnant 
business than all the mistaken idealism and mistaken al- 
truism in the world. 

“When a flood devastates one of our cities, we do not 
wait for that city to rebuild without assistance. We do 
not believe it the part of wisdom to wait for the domes- 
tic industries of that city to perform the work slowly 
and laboriously themselves. We rush supplies from every 
factory, we draw on the industries of other cities to fill 
the temporary gap, and, by restoring the implements of 
trade, we enable the devastated city to resume its nor- 
mal place in a minimum of time. 

“American machinery and inventive genius belong to 
the world more than ever at this particular time And 
quite apart from our own domestic considerations, it is 
important that our exports shovld be carried forward, to 
those who need them. with intelligence and dispatch. 
This is a time above all others when both sound business 
judgment and our duty to the world command us to be- 
come a real exporting nation 
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Undeveloped Countries Need Attention. 
“We shouid give thought at this time, not only to the 


nations which have been disrupted by the war, but to 
those portions of the world which are still undeveloped. 
Today, we are the greatest creditor nation in the world 
is well as the greatest producing nation. We offer a 
market for the raw materials of half the earth, and we 


sufhcient quantities the necessities of 
civilization portions of the world demand. 
We have responsibility, not only to Europe, but to all 
the rest of the world, which we can only discharge by the 
intelligent and united development of our foreign trade. 
e proper discharge of this responsibil- 


alone can supply in 


} } +} 
vhich these 


“The fact that tl 


ity is also good business does not alter the responsibility 
in any respect. The war has cleared the shelves of the 
world. Already we are answering the call for food. And, 
second, only to this first and most imperative de- 
mand is tne need which everywhere exists for the 


products of America’s factories. It is for us to say 
whether those products shall be carried to the people who 
need them in a way which will give them the quickest and 
surest assistance or whether we shall hold back and com- 
pel the foreign buyer to come to us rather than to have 
us to go to him 

“The manner in which we discharge our present respon- 
sibility will be the measure of our future commerce. We 
can either be emergency exporters or permanent export- 
ers, depending altogether upon the vision which we show 
as a nation in the new field of activity which now lies 
open before our eyes . 

Mr. Smith pointed out that as in our own domestic 
affairs the interdependence of communities and common- 
wealths has mutualized the interests of every part of the 
United States, so the close relation with the countries of 
Europe during the war has extended our responsibilities 
in carrying the burdens of foreign trade. He touched on 
the railroad situation, and showed that a Governmental 
guarantee of profits to the railroads would involve a finan- 
cial reorganization of the roads, which would ultimately 
result in Government ownership. Mr. Smith’s conclusions 
on the solution of the railroad problem are summarized 
thus 

Railroad Problems Summarized. 

‘|. Adequate revenues on which the railroad credit may 
be strengthened and the new capital attracted; 

“2. Concentrated, responsible national regulation, sep- 
arated as between its executive and administrative func- 
tions, and its judicial functions, and founded on equitable 
legislation, that will require our regulators to insure 
strong transportation systems, and not weak railroads; 

“3. All railroads under public regulation to be author- 
ized to lease, acquire or consolidate with any other rail- 
road corporations, and reasonable co-operation permitted 
in facilities, equipment, and train service; 

“4. Regulation of security issues; 

“5. Regulation of wages, with the employe, the em- 
ployer and the consumer represented; 

“6. Funding of the capital debts incurred during Gov- 
ernment control 

“7. Rehabilitation of revenues of the existing railroads 
should begin immediately while they are under Govern- 
ment control.” 

Sketches of Some Addresses. 

Lack of space prevents the printing in full of the many 
excellent addresses presented at the convention of the 
Foreign Trade Council. A few highlights from the princi- 
pal addresses will show the tone of the meeting. 

J. W. Hook, president of the Allied Machinery Com- 
pany of America: “America must immediately enter upon 
the serious business of building a foreign sales organiza- 
tion. She must not operate through foreigners any longer. 
She must lay the foundations of complete independence 
from every nation in the world in all matters involving 
her export trade.’ 

James A. Farrell, director of the United States Steel 
Corporation, and a chairman of the Foreign Trade Coun- 
cil, emphasized the importance of the convention, and 
stated: “The abrupt termination of the war in Europe 
has brought the United States suddenly face to face with 
certain questions of grave concern to American foreign 
trade and industry. Now, as never before, the United 
States must rely upon foreign trade to make certain full 
employment of labor and to provide investment of cap- 
ital.” 

Competent Help Hard to Secure. 

Delgado. export manager of the Eastman Kodak 
laid stress on the difficulty of securing com- 
handle export business successfully. The 


D. E. 
Company 
petent help to 
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export manager should have a good command of foreign 
languages; control his credits independently of the do- 
mestic credit manager; be skilled in the us of cable 
codes; know the legal and custom requirements of pack- 
ing and invoicing; and be in intimate touch with all the 
factory departments handling his orders. 


William Smith Culbertson, member United States Tariff 
Commission, advocating a more flexible tariff system, and 
one of value in bargaining with other .countries, re- 
marked: “Desirable as such a measure was before the 
war, it has now become essential to our commercial de- 
velopment. Our new and influential position in foreign 
commerce and finance makes imperative a_ bargaining 
tariff for the protection of American commercial interests 
in foreign countries.” 


Export Work Demands Efficiency. 


Wiiliam Pigott, of the Seattle Car & Foundry Company, 
made a plea for efficiency in planning and executing or- 
ders from other lands. His thoughts on this subject led 
to the manufacturer’s producing organization: 

“The higher-ups and supervising class should accom- 
plish at least 25 per cent more actual work and could cut 
down their office room and expenses at least 33% per 
cent. The laboring man could increase his efficiency and 
output at least 33% per cent without either inconvenience 
or injury. Cut out the present unreasonable waste of ma- 
terials.” 

William H. Knox, of William H. Knox & Company, im- 
porters and exporters, New York, urged that the crying 
need of the day is trained salesmen: “Send your young 
men abroad, but see to it that they are properly equipped 
to produce the results desired. The ‘bustler,’ ‘live wire’ 
and some other business freaks may have their place and 
time, but the educated, tactful American business gentle- 
man is your best and most productive trade winner. If 
necessary to choose between knowledge of language and 
knowledge of goods, by all means give preference to the 
latter. If conditions permit, establish your own foreign 
agencies and branch offices.” 


Functions of Freight Forwarder. 


W. J. Riley, export manager of the Judson Freight For- 
warding Company, New York, analyzed the situation as 
regards the freight forwarder: “Briefly, then, a freight 
forwarder is one who is able to handle in every detail any 
kind of a shipment from any point in this country to any 
point in any other country, which can be reached by any 
form of recognized transportation. 


“He must know, or be able to find out very quickly, 
what articles our Government will permit to be exported 
and what the Governments of other countries will permit 
to be imported. If there are any restrictions, he must 
know the character and extent of such limitations and 
how to overcome them. 


“He must know all about the permits, licenses and dec- 
larations which are required and how to obtain them. 
He must have a thorough knowledge of all banking re- 
quirements and collection facilities in this country and 
other countries; he must be able to quote instantly ap- 
proximate figures and quickly to quote actual figures of 
cost to handle a shipment of any commodity from point 
of origin to final destination, including all of the elements 
which form a part of that cost. 

“He must know all about the various kind of insurance 
covering marine, war, theft, pilferage, loss and damage, 
and be able to quote cost of coverage against these risks. 

“He must know the customs regulations at home and 
abroad, as well as the most favorable trade routes at dif- 
ferent seasons and under varying conditions, in order that 
the promptest, most economical, most satisfactory service 
may be secured not only for the consignor in this country, 
but for the consignee in a foreign country.” 


Europe’s Financial Situation. 

Maurice Coster, managing director of the Westinghouse 
Electric Export Company, had recently returned from a 
personal survey of European conditions. He urged the 
necessity of an exhaustive analysis of the market, because 
of the peculiar conditions attending the close of the war. 
He found that: “No one who has not talked at first hand 
with the business men of the allied nations can have an 
accurate understanding of their present situation. In the 
first place, the war, while it may have brought prosperity 
to individuals in the allied countries, has left the nations, 
as nations, practically bankrupt. 

“Great Britain, for instance, in addition to the enormous 
debt which she incurred during the war, has sold almost 
all her foreign holdings with the exception of two billion 
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pounds sterling of South American securities, which she 
has retained to prevent the severance of her trade rela- 
tions in that quarter. 

“The debt of France is so great that it has been esti- 
mated that every man, woman and child in France now 
owes the rest of the world one thousand dollars 

“Italy is laboring under an enormous burden of debt, 
and without adequate natural resources of her own, such 
as coal and iron, is in even a worse position than Great 
3ritain or France.” 

Among those in attendance at the Foreign Trade Coun- 
cil conference who are affiliated with the office appliance 
field were: A. E. Ashburner,. American Multigraph Sales 
Company, Cleveland, Ohio; L. H. Bartlett, Eastman Ko- 
dak Company, Rochester, N. Y.; Robert Barstow, Corona 
Typewriter Company, Groton, N. Y.; G. S. Bollensen, Felt 
& Tarrant Manufacturing Company, Chicago; D. E. Del- 
gado, Eastman Kodak Company, Rochester, N. Y.; Mayne 
R. Denman, Victor Typewriter Company, Scranton, Pa.; 
Frank H. Dodge, Burroughs Adding Machine Company, 
Detroit, Mich.; Frank Kellogg, Burroughs Adding Ma- 
chine Company, Detroit, Mich.; Geo. W. Kepler, Com- 
puting Scale Company, Dayton, Ohio; A. C. Marquardt, 
Conklin Pen Manufacturing Company, Telodo, Ohio; J. S. 
Martin, Remington Typewriter Company, New York, N. 
Y.; Carl S. Leopold, Leopold Desk Company, Burlington, 
lowa; V. I. Montenyohl, B. F. Goodrich Rubber Company, 
Akron, Ohio; G. A. O’Reilly, Irving National Bank, New 
York, N. Y.; Geo. S. Parker, Parker Pen Company, Janes- 
ville, Wis.; Mark Seigel, National Cash Register Com- 
pany, Dayton, Ohio; Walter Stevens, Thos. A. Edison, 
Inc., New York, N. Y.; E. H. Waterman, L. S. Waterman 
Company, New York, N. Y.; Frank D. Waterman, L. S. 
Waterman Co., New York, N. Y.; Edward S. Wood, 
Esterbrook Steel Pen Manufacturing Company, Camden, 
N. J. 


Imports from Europe Insignificant. 

The poverty of Europe in the line of exportable raw 
materials and finished products is shown in the falling 
off of exports to this country. They are the smallest in 
value in the last twenty years. 

Imports into the United States from Europe in the 
fiscal year 1919, which ends with the month of June, will 
be only about $300,000,000, against more than $900,000,000 
in the calendar year 1912, and an average of nearly $900,- 
000,000 in the three years preceding the war. The total 
from Europe in the eight months ending February, the 
latest available figures, is less than one-third that of the 
same period of 1913, the figures for the eight months 
ending with February, 1919, being but $187,800,670, against 
$628,497,666 in the eight months ending with Febru- 
ary, 1913. 

On the other hand, the imports from all other parts 
of the world show a marked increase. From North Amer- 
ica the imports of the eight months ending with Febru- 
ary, 1919, are $662,768,967, against $230,150,912 in the 
corresponding months of 1913; from South America, 
$371,266,945, against $159,978,626 in the 1913 period; from 
Asia, $532,432,400, against $183,432,193 in 1913; from Oce- 
ania, $139,871,602, against $128,281,587 in the 1913 period, 
and from Africa, $309,248,017, against $18,008,501 in the 
same months of 1913. 


Babcox Returns to This Field. 

The many friends of Edward S. Babcox, formerly con- 
nected with the Yawman & Erbe Manufacturing Company 
of Rochester, N. Y., and later sales manager for the Fire- 
stone Tire & Rubber Company, will be pleased to learn 
that he is about to return to the field as sales manager 
for the Rubber Products Company of Barberton, Ohio. 
On resigning from the Firestone Company’s service a 
couple of years ago Mr. Babcox became secretary of the 
Christian Herald. This position he relinquishes to take 
up his new duties. 


Some Speed in Underwood Deliveries. 


The Philadelphia office of the Underwood Typewriter 
Company recently sent a typewriter to a customer by 
aeroplane. Lately a rush order was received to fill in 
Ocean City, and in order that the customer might not 
be inconvenienced the salesman made an aeroplane flight 
to Ocean City, taking a new No. 5 along for his customer. 
The delivery was made in a very few minutes after his 
arrival there, and he picked up the exchange machine and’ 
brought it to the office via the same means of trans- 
portation. 
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My Experiences as a Prisoner of Warina 


German Fortress 


is an old proverb which says there is noth- 
ing so bad but that it carries with it some good. 
For myself after four long years of captivity 
passed behind the bars of a German fortress, I am 
able strike a balance between the unpleasant 
things and the good things, and if the debit side of the 
account is heavily loaded down with sufferings, on the 
credit side I find on the other hand many comforting re- 
sults and the joy of repatriation. 
The greatest of these joys has been without doubt that 
returning, the feeling of liberty regained, the contact 


HERI 


to 


of 


with my country sobered perhaps, but victorious, and 
covered with glory and the manifestations of sympathy 
and love with which I have been surrounded by my par- 


ents and my friends. The very cordial letter of the sym- 
pathetic editor of Office Appliances brought me one of 
these joys of friendship, and it is with the greatest pleas- 


ure that I have accepted for my 
friends of America and for the 
readers of Office Appliances the 
opportunity of telling here what 


happened to me during these four 
years of captivity in Germany. | 
hope thus to impart to American 
readers a knowledge of the enemy 
whom we have recently nobly 
fought upon our soil. 

During the first days of the war 
I entered the army as a lieutenant 


so 


of the Two-Hundred Eighty-third 
regiment of infantry and was tak- 
en prisoner near Verdun at Eton 
in Lorraine, with ten men who 


survived out of the sixty-four who 
composed my company. We had 
received an order to hold the line 


at all costs and those among us 
who were not killed were seized 
and disarmed by the enemy who 
advanced with an increasing nu- 
merical superiority. 

As soon as I fell into their 
hands I became acquainted with 
the ferocious spirit of the Boches 
My comrade, Second Lieutenant 
Pujol, was taken alive and shot 
immediately. All about me, from 
this time forth disarmed and im- 
potent, groups of German soldiers 
examined the bodies of French 





soldiers which covered the ground. 
In order to make sure that these 
men were really dead they hit 
them on the head with the butt of 
a gun or they took them by the feet and arms and threw 
them in the air, observing if the bodies showed any reflex 
movements in falling. Formed into a group and taken to- 
we met with a German general who could 
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ward the rear, 
not hide his dissatisfaction at seeing German troops “en- 
cumbering themselves with prisoners.”” And as they had 


added to our group eight unhappy old men and a French 
priest dragged from the village, I made a protest on the 


subject to the German officer who was conducting us. 
“I’m going to show you, sir,” he answered, “how we 
make war!” He whistled, the convoy stopped and the 
old men and the priest were taken out in the field and 
shot immediately. 

You can imagine what state of mind I was in during 
the interminable trip from the front to the fortress of 
Ingolstadt (Bavaria) where I was interned. The trans- 


portation of the prisoners was effected under the worst 
possible material conditions, without regard to the rank or 
age the prisoners. In a group w hich preceded mine, 
forty officers, one of whom was a general and one a state- 
major, were carried in a cattle wagon from Belgium to 
Ingolstadt during forty hours of the trip. It is true that 
three years later we saw ariving at Ingolstz dt English 
prisoners without shoes; they had been taken from them 
by the troops who had captured them. 

Fort No. 8 at Ingolstadt where I was interned is an old 
piece of construction fortified in 1875 and since complete- 
ly dismantled Our location consisted of subterranean 
vaulted quarters into which water seeped night and day. 


of 





MAMET, 
Prisoner 
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Two windows covered with strong bars gave light at one 
end; at the other end a heavy gate made the corridor 
always dark. The furnishings consisted of six camp beds, 
six baggage shelves fastened above the beds, six 
tabourets, two tables, a jug for water, a basin, a small 
stove, and a small oil lamp. Each bed was furnished 
with a straw mattress and its cover, a sheet and two bed 
covers. (In 1914 these mattresses were filled with straw, 
but in 1918 we found in the concentration camp at Heidel- 
berg mattresses filled with wood chips, crumpled pieces 
of paper, etc.) The sheets were changed once a month, 
in reality eleven times a year. Each officer received a 
towel which was changed each week. 

The fort is surrounded by a large moat full of water; 
under our barred windows passed back and forth un- 
ceasingly the armed sentinels. At night other sentinels 
kept watch over the corridor inside and strode back and 
forth before the gates. We had to 
answer four roll calls each day for 
which we were grouped and count- 
ed in the interior court of the fort. 
At night we were no longer al- 
lowed to leave our quarters. At ten 
o’clock every light had to be put 
out. No communication whatever 
with the outside of the fort was 
permitted. 

It is well to note that during the 
same period (August-September, 
1914) German officers who were 
prisoners in France were encoun- 
tered promenading freely in our 
large cities, where they stirred up 
scandals by the insolence of their 
attitude in public places. 

Food was furnished us by the 
German authorities through an 
obligatory reciprocal arrangement. 
Almost sufficient at first, though 
coarse, this food became worse 
and worse and more and more re- 
duced in quantity. From 1917 one 
might consider the quantity as nil. 
We were then reduced to the 
strait of having to feed ourselves 
entirely with provisions which we 
received from France in packages 
which were sent us by our fami- 
lies. We prepared our food our- 
selves on cooking stoves which we 
installed at the quarters. It may 
be stated that prisoners died of 
hunger in Germany without the 
packages sent them by their fam- 
ilies and the biscuits sent by the French government. 
Here is a sample official menu for - hat such as we 
have often seen at Ingolstadt fort No 


PARIS. 
Fortress. 


in a German 


Morning: Coffee. 
Noon: Soup, potatoes. 
Evening: Tea 
Daily bread rations: 7.7 ounces. 
Let us consider the feast somewhat in detail. The 


coffee was evidently not coffee, but it was lukewarm and 
one could drink it upon arising from bed. The soup was 
indescribable—an artificial and troubled watery mixture 
in which floated a few grains of barley. The potatoes 
were cooked in water and were always rotten and the 
ration was at times reduced to one little potato for the 
repast. The tea was a concoction of rose leaves (prob- 
ably), never fit for drinking. 

The bread was atrocious; it contained a certain propor- 
tion of potatoes which were unfit for food and the inside 
of the loaf was always soggy. One can well understand 
that tuberculosis made enormous ravages among the 
prisoners, who were reduced almost exclusively to this 
nourishment when they arrived at the prison camp. As 
for the Russian and Roumanian prisoners, who received 
no aid whatever from their respective countries, death 
by starvation found numerous victims among them. I 
must say that during the four years I became an excellent 
cook. Forced to prepare my own food, I acquired in this 
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useful occupation a skill entirely foreign to the business 
of a typewriter dealer. 

The first months were terrible. Reduced to a purely 
material life, it seemed as if our spirits, crushed down 
by the shock of our misfortune, were, like our bodies, 
kept prisoners between walls and bars. The German 
papers, which were the only ones which reached us, 
blazoned forth German victory and the “Vormarsch nach 
Paris.” It was only after several weeks that we were 
able little by little to decide after many misgivings, that 
Paris had been saved, that the Boche had been thrown 
back to his front where he had intrenched, and that our 
Jofire had won the victory of the Marne and had been 
the saviour of the world’s liberty. For two months all 
correspondence with our families was prohibited and to 
our own sufferings were added the knowledge that our 
families were in absolute ignorance of our fate and often 
believed us dead. The wife of one of my comrades of 
the regiment, Lieutenant Costard, a prisoner with me, 











WHERE 


QUARTERS OF 
PRISONER OFFICERS WERE LOCATED. 


CORRIDOR OF CHAMBERS 


Sketch by Captain Cheval, 35th Infantry Regiment. 


was imposed upon by a new official, falsely however, and 
for one month she wore mourning for her husband, when 
she received his first letter from Germany. But it is true 
that the mental tortures which we endured during this 
period were but a little thing, compared with the physical 
tortures which these executioners inflicted in many other 
cases upon those who fell into their hands. 


Our impression of it all, once we came into contact 
with such conditions of life, was that no human being 
could be capable of resisting them for a long time with- 
out being driven either to insanity or death. And yet, 
such was the confidence which we had in the strength of 
our arms that we were able to believe that the war could 
not possibly last more than a few months. My captivity 
lasted for four years! I am neither insane nor dead; 
and such is the marveious resourcefulness of the human 
spirit that. once having passed over the initial shock, we 
adapted ourselves to this life from which I personally 


Al 


>~PLIANCES May. 1 


have, like my comrades, drawn considerable moral and 
intellectual profit. 

Under these conditions of life in which we 
selves, inactivity would have been fatal to both body and 
spirit; nevertheless, the instinct of self-preservation a: 
tively revolted in us and fought against inaction, and alli 
our powers of imagination set themselves to the task of 
inventing occupations which would provide a semblance 
of activity. But work which does not have a well de- 
termined object nevertheless bears its own fruit, and it 
is to this work that I and many of my comrades owe the 
maintenance of their physical and moral integrity during 
their captivity. 
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PRISONER CFFICERS 
Sketch by Captain 

But what work could one do under such circumstances 
The ingeniousness and spirit of initiative for which the 
French have always been known had an opportunity fo: 
full play. 

The class of work which was most highly 
and from which the best results were obtained was that 
of the study of languages. Some of my comrades who 
were particularly gifted studied as many as seven or 
eight foreign languages. As for myself I was occupied 
with the study of English in view of my business rela- 
tionships with my American friends. There were at the 
fort regular courses in English, Spanish, Italian, Russian 
and Arabian. That is to say that comrades who were 
qualified regularly gave real instruction in these lan 
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Sketch by Captain Cheval. 
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euages. For the Engiish for more than one year our 
good comrade Commandant Briggs of the English navy, 
the valiant aviator who was forced to descend during 
the bombardment of Friedrichshafen, conducted the 
course with great devotion. Furthermore, all of our 
English comrades helped us to learn their language with 
extreme willingness and greatly enjoyed the improvised 
role of professors. Likewise, our Russian comrades 


taught their students. 
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Present improved quality as 
compared with pre-war 
standards 


For the past few months we have been using our advertising space for 
a series of circulars describing the conditions in our business, so as to 
give our trade and the user some knowledge of the facts relating to the 
manufacture of Typewriter Ribbons and Carbon Papers as the result of 
war conditions. 

In this circular we wish to direct particular attention to the present 
standard of the goods. It is still quite common to refer to “pre-war stand- 
ards,’ which is somewhat misleading as that would indicate that the top 
notch had been reached in the quality of the goods made at that time. We 
would not like to apply that principle to our own business; in fact, dur- 
ing the entire war period, although raw material was very scarce and 
often hard to get, we, nevertheless, continued our experimental work 
with the idea that when normal conditions were fairly well restored, we 
could then avail ourselves of the experience secured in this way and cre- 
ate an even higher standard than previously. We feel that we have been 
very successful in doing this, with the result that the quality of our Type- 
writer Ribbons and Carbon Papers as made today represents a very 
high standard, and our users will derive much benefit from this fact. 

While raw material continues high in price (and as it will for some 
time to come), there is a notable improvement in the quality of this ma- 
terial. Colors of American manufacture are being steadily improved. 
We mention this particularly as pre-war we might say it was a lost in- 
dustry so far as America was concerned, — this applying particularly to 
the aniline colors used and to many of the fine lakes. America, therefore, 
has made a notable achievement in the manufacture of nearly all of the 
important colors. The same may be said of other raw material which 
was formerly imported. This assurance as to the quality of our goods 
should be most satisfactory to our large stationery trade, and, in turn, 
an assurance to the user that in adopting our goods they are securing 
the very best quality. We say this with considerable satisfaction. And 
remember our slogan, “The write from our ribbons and the copies from 
our carbons are seen the world over,” and in addition 
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with dealers is the understand- 
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I greatly regretted never having met any American 
officers among our comrades in captivity. On the other 
hand, during more than a year I was in the company of 
Englishmen; and, generally speaking, the relationships 
between the French and the English became so cordial 
that the German authorities took advantage of the fact 
and separated us completely. 

It was then that the English officers were concentrated 
at Crefeld, near the Holland frontier. During the trip 
my good friend Briggs succeded in jumping from the 
train and passing into Holland with two other officers, 
Lieutenant Ratcliffe and Captain Morgan. All three of 
them gained their way back to England, were received 
by the King, decorated, and promoted in military rank. 

On the whole, a perfect comradeship and a deep feeling 
of solidarity found its inception in our common efforts to 
employ our time profitably and give our minds the com- 
forting influence of sane diversion. 

Devoted and competent comrades organized a series of 
instructive and interesting conferences, for the speakers 
always dealt with subjects of which they themselves had 
an intimate practical knowledge. 

Lawyers treated with legal questions, of commercial 
and industrial laws; engineers explained to us the tech- 
nical questions which came within their field; officers 
who had made a career of army service dealt with mili- 
tary questions; and officers of the colonial army described 
to us their travels in far-away countries. 

The conference hall was most modestly furnished: a 
bare chamber, a table, also a chair and speaker’s table 





LIEUT. MAMET, MANAGER LA COMPAGNIE REAL, 
PARIS, AND HIS CO-WORKER, LIEUT. MAURICE, 
WORKING IN CAPTIVITY WITH LITTLE CORONA. 


painted black. The only light was from a small oil lamp; 
and into this dimly-lighted room we crowded to listen. 
He who wanted to sit down had to bring his chair with 
him. Nevertheless, those were good meetings. The 
atmosphere was soon pervaded with the spirit of France 
called forth by the impromptu orator who recalled to our 
memories our lives of other times, our former activities, 
memories which were only a regret now. 

Considerable impetus was given the mental lives of the 
interned men by the establishment of a magazine, “Les 
Tablettes du Fort 8,” composed and printed entirely at 
the fort. To this end we had sent from France a dupli- 
cating device which made possible the reproducing of 
handwriting and sketches to the extent of several hundred 
copies. We also had sent the necessary paper and ink. 
The journal appeared in the form of budgets of eight to 
twelve pages, 85gx13 inches, printed in several colors, and 
all our artistic talents were allowed full play. Poetry, 
sketches, music, and articles dealing with current events 
of all sorts at the fort were printed in the issues of 
“Tablettes,” and the collection was to us a precious 
souvenir not of a detested captivity but of the comrade- 
ship and solidarity which helped us to endure it. 

Sports held a position of honor at Fort 8; at least such 
of them as could be engaged in so limited a space. Each 
morning many devotees of gymnastics took their exercise 
in the briefest of costumes, on the running track, at box- 
ing, shot-putting, jumping, etc. We likewise managed to 
set up a horizontal bar and parallel bars. Two tiny tennis 
courts were laid out in the court of the fort. And all the 
day, when time permitted, athletes measured their skill 
against each other. 

Each summer was held what was called a “Grand Ath- 
letic Meet.” There was arranged a “Week of Sports” 
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under amateur rules. The illustrated programs were 
printed in special issues of “Tablettes.” For one week 
aspiring champions competed ardently to the entertain- 
ment of their onlooking audience of comrades, while the 
demonstrations of the meet were enlivened by the faith- 
ful help of the orchestra of Fort 8. 

Yes, we had an orchestra. A number of our gifted 
comrades got together for the purpose of buying and 
borrowing musical instruments and giving concerts at 
which all the officers interned at the fort were invited 
guests. An artistic program was printed in “Tablettes” 
and the proceeds of the sale of these programs was ap- 
plied toward covering expenses. 

Among the most remarkable creations of the ingenuity 
of the interned officers must be mentioned the theater. 
The scenery, the decorations, and the costumes were in 
every part assembled at the fort with the means at our 
disposal. Among the mechanical pieces there was even 
an electric motor made entirely at the fort. With such 
means our artists succeeded in producing a great number 
of plays from Parisian theaters—such as “La Belle 
Héléne” and the feminine roles were not the least well 
taken. Our English comrades, piqued into emulating the 
example, organized a troupe which acted with great suc- 
cess that charming product of Oscar Wilde’s pen, “The 
Imnortance of Being in Earnest.” 

Thus we had many good times, with conferences, con- 
certs, and plays causing us to forget for a few hours the 
unhappiness of our situation and the deadly monotony 
which threatened so many of us. Sorrowful spirits—and 
there were some—were astonished and indignant at the 
fact that we who were captives should seek such amuse- 
ments while our brothers were dying on the field of bat- 
tle. In realitv, though, one should admire and recognize 
for their worth those men who, having spent many weary 
hours in a German prison, should under such circum- 
stances nevertheless sufficiently preserve their morale to 
distract and amuse their comrades and often with what 
effort on their part! 

While it is true that the boches did not subject the pris- 
oner officers to the acts of violence of which enlisted men 
were too often the victims, it must not be supposed that 
we were spared vexations. But we took the attitude of 
laughing at these things, often to the great astonishment 
of our captors. They could never comprehend this phase 
of French courage which manifested itself in laughter to 
hide tears of anger and sorrow. We met every act of 
reprisal with a serenity of spirit which disconcerted them. 
Searchings, examinations, making us stand in the rain 
for long periods, more often than not were mere incidents 
in which the boche burst into rage and we into laughter. 
The visit of a German general was never broucht to a 
close without our being deprived of part of the space 
which was assigned to us for a promenade. or an increase 
in the number of officers assigned to a room, or the set- 
ting of an earlier hour for “lights out,” etc. Thev even 
contrived at one time the scheme of making us deposit 
our boots every evening in a certain place so that we 
could not recover them until the morning of the next day. 
Petty persecutions which today leave no trace other than 
contempt and hatred for those who lowered themselves 
to inflict them upon us. 

What exasperated them most, because they could not 
understand it. was attempts at escape. They could not 
see why men who were safely away from where the bul- 
lets fly should brave fatigue and dangers in attempts to 
return to the field of battle. 

There were attempted escapes without number, verv 
few of them successful. Some of them had lamentable 
results, such as in one case when an officer being trans- 
ported on a train leaped out of the window and the in- 
furiated guard for an object lesson killed one of a group 
of the officers seated in the same compartment. Some 
of the attempted escapes were amusing. as, for instance, 
that of one of our comrades who, disguised as a German 
soldier, for four hours walked back and forth outside the 
fort pretending to be a soldier carrying mattresses. After 
each escape the boches redoubled their disciplinary and 
vexatious measures, but their furor was to us a sweet 
thing. 

It was often a very diverting ocurrence for us to ap- 
parently concur with them in grotesque manifestations of 
their arrogance and vanity, their total ignorance of the 
vast world which surrounded them, and their anger when 
they found out that the ideal of humanity outside the con- 
fines of Germany has nothing in common with the Pan- 
German ideal which can bloom beneath a spiked helmet, 

Let me give a modest example of this ignorance which 
I thought quite significant and which may be compared 
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with the famous opinion of the kaiser’s staff as to the 
“contemptible little English army.” 

It was at the time when the United States declared war. 
One of our comrades sneeringly called to a German 
soldier, “Ah, hah! Here’s an ugly wallop for you!” 

“What's that?” 

“Oh, America has intervened. It’s going to be a lively 
party!” 

“Pooh!” said the German, “we'll give them what Rou- 


mania got.” 

Although we held our distance we never let slip any 
opportunity of showing the boches by personal arguments 
the benefits of a republican form of government and the 
disgracefulness of the slavery under which they were 
living. Such arguments were assaults, and they always 
carried. In particular, it was always easy to awaken in 
the Bavarians the old feelings of hatred and rancor which 
they nourish down in their hearts against the Prussians. 

[ remember that one day during the course of such a 
conversation a furious Bavarian said to one of us: “It’s 

shame for France to bring to Europe black men, sav- 
ages, for use against Germany!” 

gut,” responded the Frenchman, “the Prussians are 
using you Bavarians to advantage to fight against 
France!” 

Generally speaking our life dragged along monoton- 
ously and became lively at times of a great offensive 
when, the issue hanging in the balance, predictions and 
comment stirred our spirits to movement and often to 
fever heat. Or perhaps some boche reprisal enlivened 
things for a time and then came a heavy calm. Only 
some methodical work, an occupation which called for 
constant and serious application, was capable of rescuing 
our spirits from ennui and discouragement. 

Personally, I was constantly occupied with questions 
of commercial organization, the study of which is inti 
mately connected with my business; and since destiny 
had placed me far away from the field of battle, it was 
most natural that my mind should revert to the things 
with which my previous life had been occupied. 

Certain it is that the results of these thorough and 
methodical studies which I was able to make under the 
circumstances constitute a worth-while compensation for 
the loss of the four years which were subtracted from the 
ordinary activities of my life. 

My state of captivity gave me the leisure time and per- 
mitted the meditation which I had never found in my 
ordinary life and which, indeed, were most propitious 
for my studies. Furthermore, I had the good fortune 
to meet among my comrades in captivity a particularly 
valuable co-worker to guide my studies in organization: 
Mr. Maurice, lieutenant of reserve artillery, before the 
war manager of a metal construction plant. He is a 
graduate of our noted school of engineering, L’Ecole 
Polytechnique, at Paris, which is known particularly for 
the most thorough higher mathematical training which it 
gives its students. Maurice and I soon became a pair 
of close friends with his previous training and profes 
sional experience, and his positive manner of approaching 
the study of the subject of organization. Together we 
pursued our studies of French needs from the standpoint 
of organization and working methods with that sense of 
national duty which we considered the basis of the public 
well-being and prosperity of our country \t the same 
time we made a study of the organization and extension 
of my Paris business, La Compagnie Réal, and for this 
purpose my friend Maurice became my co-worker. Our 
ybject is to educate the French buying public to the view- 
point of organization, giving them at the same time an 
example of the means by which it is effected 

\t the fort we extended the circle of our studies so that 
it embraced others of our comrades in captivity. We 
held discussions which greatly assisted our comrades, 
who were reserve officers, the heads of business estab- 
lishments. managers, and technical engineers in peace 
times. We set before them the principles of modern 
organization, working methods which would tend to get 
from their business the best possible results and effect 
economies, the use of systems, mechanical devices, adver- 
tising, sales, and accounting methods: in fact, anything 
which would be of benefit to business in any of its many 
ramifications. Our initiatory efforts were met with real 
enthusiasm and we all gained the greatest of profit from 
our common studies. 

Our studies were fortunately assisted by the numerous 
vorks and publications which we procured easily enough, 
tor they were sert us by our families in our parcels. Par 
ticularly were we able to profit from the help of Office 
\ppliances for some time, since it reached us quite reg- 
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National Combination Type- 
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ularly. We found it a precious collection of facts. But 
from the time the United States declared war against 
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Germany the German censor refused to pass the publica- 
tion through to us, and the German authorities destroyed 
a certain number of the issues which belonged to us. 
This act ot the Germans was an addition to the martyrol- 
ogy of the great war and to the glory of Office Appli- 
ances. 

In spite of this petty persecution Maurice and I were 
exceedingly happy to be able to get over the frontier an 
article which the editor of Office Appliances asked us to 
write concerning the conditions in the office equipment 
market in France. The article having been refused trans- 
mission by the boche censor, we hit upon the idea of 
recopying it on tissue-paper and hiding it in a groove cut 
in the back oi a hair brush. One of our comrades who 
left the fort for Switzerland as a man incapacitated by 
sickness carried the object with him and succeeded in 
passing it over the frontier in spite of probings, and it was 
thus that we were able to give to our friends the readers 
of Office Appliances, the article which appeared over our 
signature in the March, 1917, number of your magazine 

Our being sent to Switzerland in September, 1918, in 
accordance with the Berne agreement interrupted our 
work. Then we were on the point of taking it up again 
in Switzerland, for we were charged by Colonel Roche- 
frette, chief of the internment division at the French em- 
bassy, with the duty of establishing on Swiss soil a school 
of commerce for interned Frenchmen. We had applied 
to Mr. Kent, American consul at Berne, with the object 
of getting facilities for buying from American manufac- 
turers office equipment for use in this school. Mr. Kent 
had inserted in Commerce Reports a “trade opportunity” 
item to this end. The signing of the armistice upset the 
project. 
the time I 


the that 


For me there remains certainty 
spent in captivity was not lost, since it resulted in a big 
accomplishment, in that I established excellent friend- 


ships among my comrades and there found a friend and 
co-worker. While in Germany we compiled a great quan 
tity of notes, typewritten by means of the Corona which 
[ had had sent from France in a parcel post package 
In order to protect these notes from the curiousness and 
thievery of the boches, twenty of my obliging comrades 
had the patience to recopy them-on tissue-paper and hide 
them among the leaves of books: and it was thus that 
the fruit of an enormous work of writing could be brought 
back from Germany to France in spite of the probing of 
our jailers. 

Liberty, we do not recognize thy worth until we lose 
thee! The crossing of the frontier at Constance in the 
train which took us to Switzerland was to us the most 
beautiful moment of our lives. Such emotions are undy 
ing. At thirty miles from the German frontier groups of 
Swiss people cried “Viva la France” when our train 
passed. This was at the time of the Bulgarian débacle. 
Since then victory has come as on wings from the four 
corners of the earth. The sufferings endured in German 
prisons remain but a little thing; the only thought which 
persists clearly is that of having seen these men at close 
hand, of having put one’s fingers as it were on the base- 
ness of their spirit in a thousand occurrences of every- 
day life. One shudders even now with hate and indigna- 
tion at the thought that their brutal force and their in- 
sensate vanity have cost so much shedding of blood and 
might have cost the liberty of the world. 

There is nothing so bad but what it carries with it some 
good. Personally I have drawn from it all proofs of the 
highest moral lessons, the fruit of reflection and deep 
meditation. I have turned the circumstances to profit in 
working out a plan which will permit me to resume busi- 
ness with a definite objective, a perfected organization, 
and efficient co-operation. 

France herself from these four years of conflict has 
learned a lesson of energy; she has proved her vitality 
and powers of resistance before the eyes of the world; 
and likewise she has learned much by contact with the 
peoples who as brothers came to fight at her side 

Methods of organization, given but little study in 
France before the war, are beginning to assume a wid- 
ening horizon in the public mind, and it is partly due to 
contact with the Americans that this result has come to 
pass. It now devolves upon us, professionally, to take 
advantage of the results which have already been obtained 
and to apply all our efforts to the education of the French 
public along these lines. From it ought to come national 
prosperity in general and the prosperity of our industries 
in particular. 

The future is bright! 
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A Mummy Has 
¢ a Good 


for placid inactivity—for failure 


to adapt himself to changed conditions. 


He can’t be blamed because he doesn’t keep abreast 
of modern progress. He doesn’t have to figure costs or study 
charts of sales or worry about the overhead expense of the 
Pyramids where his body lies. For he’s been dead for some 
six thousand years or so, and that’s a perfectly good alibi. 
And anyway he isn’t walking round consuming food or occu- 
pying space that better men could use to good advantage. 








ixcuse 











But there is no liv- 


ing man whose blood 
stillcirculates and whose brain 
cells still are on the job, who 
can furnish any alibi for not 
meeting changed conditions with 
CHANGED METHODS, for not 
filling any gaps that may occur 
with other things to take their 
place. 


There is no alibi for 


any man who does not 
use electric juice and steel, 
andotherthings that twentieth 
century genius has provided, to 
take the place of human labor to 
the utmost possible extent. There 
is no alibi for any man in charge 
of sales who does not make the 
printed word make up for losses of 
experienced salesmen in the field. 


You Can’t Buy a Multigraph Unless You Need It 


More speed and 


still morespeed is urgent- 
ly required of every man who 
wants to be a leader in his line- 

or who even wants to hold his own- 

and there is no alibi for any man 
who tolerates DELAYS or who 
uses methods that take DAYS in- 
stead of HOURS. There is no 
alibi for any man who gets his 
printing done by old-time methods 
when he could get it done at a 
FRACTION of its present cost by using 


modern methods. 


There is no alibi for 


any man who doesn’t at 
least INVESTIGATE the 
workings of the MULTIGRAPH, 


to see just what it does in releasing human 
labor,in keeping private new ideas and 
plans, in giving SPEED where speed is 
needed most and in cutting down 
UNNECESSARY COSTS. 














THE MULTIGRAPH 
1830 E. 40th St., Cleveland, Ohio 





Tell me what we could reasonably expect to accomplish , 
with a Multigrarph in cur business. HE Multigraph pro- 
duces real printing 
Our line is ie eee - and form typewritingin 
the privacy of your own 
Name —__._—s estabiishment. Large 





Official Position 
Firm 


Street Address __ 








snd small equipments 
for any size business. 
Easy payments, if 
desired, 



















































































42 OFFICE APPLIANCES 





RGEIR 


Transfer 
Units 


Built stronger than necessary 
for ordinary use. 
You can stack them as high as you like 








This year a tremendous volume of records will 
be transferred—records belonging to the war 
period. 


People who are now using Berger Steel Trans 
fer Units will need more this vear than ever be 
fore, and those who are not using Berger Transfer 
Units will want them after seeing them in your 
store. 

It is only necessary to sell Berger Steel Transfe1 
Units once. Your customer will specify “Berger” 
when he needs more. 


Are You Readyto meet the Big Demand? 


Prepare and place yourself in a position to make imm« 
diate delivery to your customers. Send your order for ; 
stock of Transfer Cases to the nearest Berger Office. W* 
carry large stocks in all Branches. 


The Berger Mfg. Co., Canton, O. 


Branches: Boston, New York, Philadelphia, Chicago, St. 


Louis, Minneapolis, San Francisco. 


Export Dept.: 516-24 W. 25th St., New York City, U.S. A. 


BERGEIR 


STEEL FILING CASES -LOCKERS- BINS AND SHELVING 


fa- 17775 


y eee 
—_— Th (\ Or... _ 
I THE ARMOR//’ (=) zZ\\ MODERN 


pLate or \“\_ >= 7) BUSINESS] 
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Dixon Co. Takes New Philadelphia Offices. 


The Joseph Dixon Crucible Company of Jersey City, 


N. J., have announced the removal of their Philadelphia 
sales office from 1020 Arch street to Rooms 801 and 802 
the Finance building, South Penn Square, Philadel- 


hia, Pa., May 1, 1919. 

The Philadelphia sales district comprises Pennsylvania, 
Southern New Jersey, Delaware, Maryland, District of 
Columbia, Virginia and West Virginia. 

The Philadelphia office was started in 1881 at 
North Fifth street with C. W. Brown as manager. Shortly 
after it was moved to 40 North Fourth street and W. J. 
Coane was made manager in 1890 upon the retirement ot 
C. W. Brown 

At the 


No. 6 


rapid developments and ex 
pansion necessitated another change to 38 North Fourth 
street. History repeated itself and in 1898 the Phila- 
delphia branch was moved to 1020 Arch street with larger 
quarters, where it has been for the last twenty years. 


end ot 


five years, 


one 


In the earlier days at North Fourth street only a small 
j was required to handle the business, which 


rorce otf tour 
then comprised stove polish, crucibles, pencils, axle 
grease, machine grease, lubricating graphite, foundry 


From this small force 
gradually more 


facings, and traction belt dressing. 
this office grew to what it is today and 
products were added to the line. 

The removal of the Philadelphia office from a store to 
an office building is also a change in policy, but as the 
trade in the Philadelphia district carry large stocks a 
still greater dependence will be placed on them in the 
tuture. 

The Dixon sales organization in Philadelphia is under 
the able management-of W. G. Stringer, who entered the 
employ of the Dixon Company in 1898 and succeeded W. 
J. Coane as the Philadelphia district sales representative 
in 1912. 


New Officers for Geo. W. Millar Company. 

George W. Millar & Company, New York, recently 
changed to corporate organization, although the business 
was established in 1860. The style then was Manahan & 
Millar. In 1863 the firm of Geo. W. Millar & Company 
was formed, the members being Geo. W. Millar and Wm. 
D. May. The business continued thus until 1910, when 
ownership was assumed by W. D. May, L. W. May and 
W. D. May, Jr. 

The present officers are: W. D. May, chairman of 
board; J. C. Mallalieu, president and general manager; 
F. W. Bascom, vice-president, with the company eleven 
James F. Levens. vice-president, with the company 
years; John J. Dillion, vice-president, with 


years, 
twenty-three 


the company twenty-one years; L . May, treasurer, 
with the company twenty-one years; W. D. May, Jr., 
assistant treasurer, with the company sixteen years; 
Oliver D. Hyde, secretary, with the company twenty- 


eight years 


Latin-American Year Book. 


The 1919 Latin-American Year Book, which has just 
been issued, supplies in condensed form current facts 
about Mexico, Cuba, Central and South America, as well 


is information about American investments, trade and 
enterprise. The book is published by the Criterion News- 
paper Syndicate and contains a new map showing the 
latest political divisions of Mexico. It reviews the coffee 
situation in Brazil, the changes in the production of ni- 
trate in Chile, and the economic troubles in Argentina 
Space is devoted to financial reorganization of Nicaragua 
by the United States: oil situation in Mexico, and the 
guayule industry and its bearing on the rubber market. 


New Concern in Marquette, Mich. 


lhe Upper Peninsula Office Supply Company is a new 
oncern just organized at Marquette, Mich. It is headed 
'y John J. Guelff, who has just returned from military 
service. Mr. Guelff was formerly with the Guelff Print- 
ing Company of Marquette. Associated with him in the 
new company is Norman J]. Dobson, also former asso- 
ciate of the Guelff Printing Company 

Advertising space to the value of over $600,000 was 
donated by business publications, newspapers and mag- 
azines to push the Victory Loan. It aggregated 2,000 


pages of space 
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Typewriter Emporium, 
34-36 W. Lake St., Chicago, Ill. 
Send me at once a copy of your Confidential Price List 
No. 1 to dealers, describing and pricing your Typorium 


Rel t Underwoods 


t Trrirer i. Tt ee coe BACs cc cc cccvsvce . 


7 


Lacy sa> a> cx case asm ease ennattneiiesaislinn 


FIRST send: the coupon, and 
we will put in your 
hands full information about 
Typorium Rebuilts. 


SECOND Typorium Rebuilts 

are stripped to the 
frame, and worn parts are replaced 
by new ones. If any part shows 
signs of wear it is discarded, and 
a new part installed. All type, 
type bars and important bright 
work are re-nickeled. The frames 
are re-enameled, relettered and re- 
striped. The machines look like 
new, and are practically as good 
as new—like they were when they 
left the factory. We guarantee the 


quality as well as the price. 
"THIRD Now go back to the 
beginning, and send 


us the coupon, if you have not yet 
mailed it. We will give youa line 
on a new and profitable develop- 
ment of your business. 
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Satisfactory Chairs 
Arouse Appreciation 


that is manifested in future business. 
It extends not only to orders from 
general stock, but to that time in the 
future when more chairs are needed. 


a 


ten ee rte WE Area 
" 





A 375-1 + 


Nichols & Stone Chairs 


‘ank high alike, in quality and com- 
fort. The line is compact, well-chosen, 
and built to standards in keeping with 
the best desks and other office furni- 
ture which you handle. 


We carry big stocks, and make 
prompt shipments. Write for our cat- 
alog and learn more about Nichols & 
Stone chairs. 


Nichols & Stone Company 
Gardner Mass. 
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Typewriting for Blind Soldiers. 


Being an Account of the Remarkable W ork 
of Sir Arthur Pearson of London, in Devel 
oping Industrial Usefulness Among the Blind 


HE current number of “Remington Notes” contains 
(3 a remarkable interview with Sir Arthur Pearson, 

Bart., the blind typewriter director of St. Dunstan’s 
Hostel, London, an institution which is training for lives 
of usefulness thousands of British soldiers who were 
blinded in battle. This story is of interest to all office 
equipment people, including stenographers and typists, 
because of the manner in which the typewriter figures in 
the training of the blind. The work of Sir Arthur Pear- 
son has not only helped the blind, but better still it has 
enabled the blind to help themselves. 

“We teach industries,” said Sir Arthur. “Our aim is 
to inake blinded soldiers self-supporting. Up to Decem 
ber, 1918, 654 men had passed through St. Dunstan’s and 
90 per cent of these had been set up in occupations we 
have taught them. At that time more than 700 others 
were in attendance and more were coming.” 





SIR ARTHUR PEARSON, DIRECTOR, ST DUNSTAN’S 
HOSTEL, LONDON, WHICH IS TRAINING BLINDED 
SCLDIERS FOR INDUSTRIAL LIFE 

Che list of occupations included cobbling, mat-makin; 


basket-making, joinery, massage, chicken farming, tele 
phone operating, and stenography and typewriting 

“But these,” continued Sir Arthur, “are occupational 
subjects. There are two things that everyone at St 
Dunstan’s is taught, irrespective of any occupational 
training. One of these is the Braille print, by which the 
blind are taught to read, and the other is typewriting 
Typewriting is not merely an advantage to the blind, it is 
a necessity.” 


Taking a sheet of writing paper and fitting it over a 
frame of parallel wires, with one wire for each line of 
writing, Sir Arthur said: “This is what the blind must 
use when they write with a pen, and at that it isn’t satis- 
factory. bf we happen to ‘lose our line’ we can't find it 
again, and it’s the same with words and spaces between 
words. The human hand has no automatic spacing 
mechanism like the typewriter and that’s what the blind 
man needs. Two things every blind man must be able to 


do—he must be able to read and to write. He can read 
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The DICTAPHONE— 


Always Ready for Letter-Writing 






The convenience of The Dictaphone is the conve- 
nience of the telephone— 


Always ready—day or night. 


One man keeps a Dictaphone in his home so that he 
can dictate at night the notes, instruction-memos, etc., 
that were sidetracked during regular hours. 


Another—on the eve of an extended business trip— 
dictates a mass of letters, final instructions and sugges- 
tions while waiting for the midnight train. 


But, to the average business man, The Dictaphone 
means free nights and Sundays, because its time-saving 
convenience generally clears his desk before closing 
time. 





Arrange for 15-Minute Demonstration in your office, 
on your work. 


CTAPAVANE 


Registered in the U. S. and Foreign Countries 


Dept. 119-E, Woolworth Building, New York City 


Branches Everywhere Write for Booklet, ‘‘The Man at the Desk’’ 
There is but one Dictaphone, trade-marked “The Dictaphone,” made and merchandised by the Columbia Graphephone Company 


“The Shortest Route to the Mail-Chute”’ — cl t—(‘(tsis*@Y 
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EETOR 


Adding: Subtracting 
Listing Machine 
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Four Features to be Found Only in the 




















Direct addition and subtraction = 





| 
] accomplished by the machine oe SS wo me - 
; EETOR without preliminary mental cal- 436 416 
; : culations or the introduction of 45485 
Specifications complicated or indirect mechan- a ae 
ical operations. 3 a i 
Positive Lever Control for oe. 7 § 95 0.0 0 
non-add, repeat, sub- A simplified unit or sectional 2O3S 05 - 
total, total}and add- system of construction making 869 7 
b ‘ : ti all parts quickly and easily ac- 62.00 
substract operations. cessible for adjustment and re- 59000 - 
= . pair if necessary, assuring to the a 
Visible Adding Wheels. owner practically uninterrupted 1, 9 O oe a 
Column Correction Keys. service. c ‘ 0 C Z 
Electric Drive. No spacing stroke necessary §6.0 § 
Carr; Shift before taking total or sub- $7204 0 9 
arsenge =. total. Non-add item with mixed debits and 


credits listed as they occur. 


Single and double vertical Credit items are distinguished py 





spacing, or no spacing 
for tabulating. 


a 


All operating levers are under the 
span of the right hand, leaving 
the left hand free to handle 


minus sign and subtract automatically. 
When all items have been entered the 
machine shows and prints the net balance. 





















































ledger sheets, checks, etc. —_ 








Dealers and specialty men*who can point to a successful record in the Adding Machine or Mechanical 
Accounting field and are’capable of managing territory can make a very profitable connection now. 


Teetor Adding Machine Company 


Des Moines, Iowa 
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only the Braille print and he can be taught to write with 
facility only the typewriter.” 

Nearly a century before the invention of the first com- 
mercially practical typewriter in 1874, a writing machine 
had been built for the special use of the blind, writing 
embossed printed characters. This machine was built 
in 1784. 

St. Dunstan’s teaches the all-finger method of operation, 
for this is believed to be the only way a blind person 
can be taught to operate the writing machine. The all- 
finger method, which is only another name for the touch 
method, is a gift of the blind typist to all other typists of 
the world. The first touch typists were the blind typists 
and the only way for them is now known to be the best 
way for everybody. 

St. Dunstan’s does not merely teach typewriting It 
insures to every soldier when he leaves the continued 
means of writing. In other words the soldier receives on 
graduation a present of a typewriter from the institution 
Sir Arthur described the examination which the gradu- 
ates must pass. They must typewrite from dictation two 
full pages in half an hour, one page to constitute a letter 
bringing into use every character on the keyboard and 
the other page of general matter, and the student fails if 
the two pages contain more than one error. The seem 
ing stringency of this last requirement was mentioned. 

“The blind typist,” Sir Arthur answered, “has got to be 
accurate because he has no chance to correct his mis- 
takes . 

What a moral there is in that for every sighted typist! 
How natural it is for us to think that errors after all are 
no great matter because they can be corrected! And yet 
the time lost in correcting needless errors is enormous 


It 


It makes one wonder what would happen if all typists 








TYPEWRITING CLASSROOM, ST. DUNSTAN’S HOSTEL 


were forced to work under the same conditions as the 
blind: in other words, if the use of erasers and erasing 
shields were prohibited and all work had to stand as 
written or be entirely rewritten. Wouldn’t we have a 
more accurate roll of typists? It is certain that we would 
The fact is that the average blind typist far surpasses in 
accuracy the averave sighted typist, and now we know the 
reason. But is there any reason why the sighted typist, 
who received the idea of touch writing from the blind 
typist, cannot learn from him this other great lesson of 
accuracy: 

One can easily imagine how this gift of a typewriter is 


prized | 


by the men of St. Dunstan’s, and how hard they 
strive to earn it, no matter what the handicaps. “One 
man,” said Sir Arthur, “who had one hand blown off, and 
all but his little finger removed from the other, learned to 
use the typewriter at about half the usual speed. Another 
case, that of a soldier named Bocking, is typical. I came 
down the hall one day and heard a typewriter going at a 
fair rate of speed. I asked who it was. ‘Bocking, sir,’ 

ume the answer. ‘I am writing to my mother.’ ‘How 
long have you used the typewriter?’ I asked. ‘Five weeks, 
sir, and | have never seen a typewriter.’ ”’ 

Most interesting of all are those blind soldiers at St 
Dunstan’s who take shorthand and typewriting as an 
occupational study. Sir Arthur stated that forty-five of 
these had already graduated and an equal number are now 
studying. Shorthand for a blind soldier looks even more 
difficult than typewriting, but this difficulty has been sur- 

ounted by means of a small machine on which Braille 














VICTOR STANDARD | 
TYPEWRITER 





“The World’s Best Writing Machine’’ 


Not because of age, name-plate, 
or wealth, but because of superior 
merit, the Victor Standard Type- 
writer occupies its position as the 
best of all visible writing machines. 


In every vital part the Victor is 
not only ‘as good”’ but better. 


It has the best and most simple 
escapement. 


The best and most easily oper- 
ated variable line spacer. 


The best and only properly 
located back spacer. 


The best and only typebar that 
will give and maintain alignment. 

The only bichrome ribbon mech- 
anism that will not blend colors. 


The best and least tiresome key 
action. 


The machine you will certainly 
buy if merit is the deciding factor. 


Victor Typewriter Company 


General Offices and Factory 
Wyoming and Poplar Avenues 


SCRANTON, PA., U.S. A. 












































A letterhead should be 


the most serviceable 
tool in the business 
builder’s kit. It should 


have every advantage that 


may be obtained by the utmost 
care in the selection of the 
paper upon which it appears. 


BERKSHIRE 
TYPEWRITER 
PAPER 





not only means the best that can be 
bought but includes so wide a range 
of differing types that they place at 
your disposal just the right paper to 
meet any requirement. 


THE EATON, CRANE & PIKE Co. 
TYPEWRITER PAPER DEPARTMENT 
PITTSFIELD, MASS. 

me 




















OFFICE APPLIANCES 








May . 


IQfg. 


in its most condensed form can be taken down at a speed 
equal to that of the ordinary shorthand writer. These 
graduates of St. Dunstan’s are taking positions and are 
giving entire satisfaction. Think of it! A typist who 
must “feel” his notes as he reads them, and who cannot 
correct his errors, nevertheless gives perfect satisfaction. 
The explanation is that accuracy solves his problems, as it 
must solve every problem in typing. 

One more thing that Sir Arthur says may sound almost 
startling. “The men at St. Dunstan’s,” he says, “acquire 
these industries in a quarter the time that is usually sup- 
posed to be necessary to teach a blinded man a trade. 
The principal reason is the employment of blind teachers. 
The whole outlook of a man becomes different when he 
finds himself in the hands of a teacher who works under 
the same handicap as his own.” 

The spirit of this wonderful institution was expressed in 
Sir Arthur Pearson’s closing words: “St. Dunstan’s is 
one of the most cheerful places in England.” And well it 
may be, for St. Dunstan’s, to quote Sir Arthur’s own 
words, “is helping these men to achieve their dearest 
ambition, which is once again to become normal citizens, 
like others in their capacity for happiness, like others in 
fruitful effort.” 

There are other features in this issue of “Remington 
Notes” of especial interest to the typist. These include 
two stories, both of them inspirational, an account of the 
origin of the “blocked” letter, which is unknown to most 
typists, and another important collection of “practical 
points for typists.” 


Trade Survey Shows Sub-Normal Conditions. 


A survey made by the National Association of Manu- 
facturers through a questionnaire to its 4,400 members, 
shows that five divisions of the organization report pros- 
perity—jewelry and silverware, vehicle and automobile, 
rubber, musical instruments and tobacco. Twenty-five 
groups show a business activity of between twenty-five to 
fifty per cent of normal. 

An analysis of the questionnaires show the chief ob- 
stacles to the full resumption of business activity in the 
general order indicated: (1) Delay in signing the treaty of 
peace; (2) General high costs of labor and materials; (3) 
Sudden cessation of war buying operations by the United 
States and foreign governments; (4) Hand-to-mouth buy- 
ing by jobbers, retailers and consumers awaiting expected 
price reductions; (5) Continued Government control, man- 
agement and operation of railroads, etc.; (6) Sudden im- 
position of heavy war revenue tax burden on industry; 
(7) Labor unrest, agitation and industrial strife; (8) High 
prices of wheat, due to Government guarantee; (9) Unem- 
ployment and poor distribution of labor forces released 
from military or naval service; (10) Delay in settlement by 
Federal Government of claims for payment under informal 
war contracts; (11) Partial shutting off of important Eu- 
ropean markets due to import trade embargoes by Great 
Britain, France and Italy. 

Distributors’ Stocks Small. 

The industries reporting are practically unanimous in 
stating that the stocks of manufactured goods in the hands 
of jobbers and retailers are far below normal. Generally 
speaking, purchasing activities by jobbers and retailers 
have been limited, and have been virtually on a hand-to- 
mouth basis since the armistice. This suggests an over- 
whelming flow of orders when the uncertainty of this day 
is supplanted by the assurance which will follow the sign- 
ing of the armistice. 

In iron and steel the replies indicate that these im- 
portant trade factors are in a comparative state of leth- 
argy, due mainly to market and price conditions, as well 
as a general lack of buying on the part of the railroads. 
Food products industries also show a predominating note 
of business uncertainty. 

Machinery manufacturers, bearing a direct relation to 
the iron and steel trades, also report a high percentage 
of comparatively unsatisfactory present business condi- 
tions. A preponderance of optimistic feeling concerning 
trade prospects for 1919 and reports showing a general 
condition of prosperity are noted in the finished drug in- 
dustries, jewelry and silverware, musical instruments, rub- 
ber and manufactures, tobacco and vehicles. 

Domestic Market Most Inviting. 

Replies received to the question concerning the relative 
importance of foreign and domestic market demands clear- 
ly indicate that, with the single exception of the brewing 
and distilling industries of America, the opinion over- 
whelmingly prevails that domestic market requirements 





MAIL TO NEAREST OFFICE 
: New Era Mec. Co., OA-5 : 
: Chicago Office, North Am, Bldg. 
Gentlemen: You may show me 


: how the New Era Checkwriter gives | 
: 100% protection. 


Salesmen, Here's Your Opportunity! 
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This Checkwriter 





Sells for Only $2752 


A NEW checkwriter at a new price 
4 X —sold in a new way. That’s the 
idea behind the New Era Check- 
writer. Itnotonly gives you protection 
against all checkraisers—amateur and 
professional alike—but it gives you this 
100% protection at a price you can 
afford to pay. 


Why is the price of the New Era 
only $27.50 when other machines cost 
so much more? Because old wasteful 
methods of manufacture have been 
eliminated. New, specially built, high 
speed machinery, which makes each 
part with unvarying exactness, is used 
to manufacture the New Era in large 
quantities. 

Instead of extravagant sales methods 
a simple policy of selling for cash saves 
you the costly overhead charges that 
are added to machines sold on the 
installment plan, through charge 
accounts, by trial offers, or heavy 
exchange allowances. 


New Era Mfg. Co., 450 Fourth Ave., New York 


Canadian Distributor? 
MENZIES & CO., Limited, 439 Kimg St., 


COUPON ---- 


450 Fourth Ave., New York : 






Toronto, Can. 


The New Era Checkwriter is sold 
direct from salesman to you. No waste 
in manufacturing—no waste in selling. 


It is handy, and compact. It writes 
your checks safe/y. Tiny steel points 
force a brilliant, acid-proof ink through 
the fibres of the paper as you write each 
word. Any attempt to alter such writ- 
ing immediately destroys the check. 


The New Era Checkwriter operates 
easily and quickly without a single un- 
necessary operation. There is nothing 
complicated to get out of order—to 
hinder its efficient, postfive action. 


Every New Era Checkwriter is sold 
under the personal guarantee of Robt. 
H. Ingersoll. 


$27.50 is indeed little to pay for the 
security you feel after you begin to write 
your checks with the New Era. Decide 
today to get that security. Fill in the 
coupon and mail it for samples of New 
Era-written checks. 






$272 


$35 in Cuba 
and Canada 





XX} TEN DOLLARS TWENTY FIVE CENTS CXxa] 
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Checkwriter 


“You See What You Write As You Write It” 
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With ROYAL J/nbuilt Card Devices 
the Typist Can Write ona Postage Stamp 





The three inbuilt card devices of the 
“Royal”—the Overhead Card Holder, Sta- 
tionary Center Scale, and Twin Aligning 
Scales—assure the neatest and most exact 
typing on the smallest cards, envelopes, 
labels. And the typist can do this as quickly 
and easily as she handles correspondence. 
















‘Compare 
the Work” 







“Royal” construction enables the typist to 









a ty & 
ee feed and guide any form of material simply, 
ee eS swiftly. “Royal” ribbon spool guards do 
a “Ie away with the soiling of the fingers in re- 
' Bee placing ribbons; “Royal” geared carriage 
ii tracks insure perpetually perfect alignment. 
Re 
cath ROYAL TYPEWRITER COMPANY, Inc. 
BY vat isk Royal Typewriter Building, 364-366 Broadway, N. Y. 





Branches and Agencies the World Over 





Chief European Office, 75 Queen Victoria Street, London, fF 
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far more attractive for the immediate future than any 


vhich might arise from the reconstruction needs of the 


peoples of Europe. 
\ majority of the manufacturers 
concerning their opinions on 
private ownership of public utilities record themselves as 
heing in opposition to any form of government ownership 
f railroads or other public utilities, and strongly in favor, 
is an alternative, of returning the railroads to their private 


replying to the 
government 


ques- 
versus 


\s a means of aiding the private development of an 
American merchant marine, the manufacturers recorded 
hemselves as being heartily in f a proposal to 
repeal the La Follette seamen’s law 

Opinion Divided on Legalized Resale Prices. 

Legalizing by enactment of a specified Federal statute 

fixed resale prices on trade-marked articles is one .f 
the few current commercial problems on which opinion 
among manufacturers in the United States appears to be 
closely divided The results of a canvass on legalized 
fixed resale prices on trade-marked articles shows that in 
some of the industries where commodities are already 
ing produced and distributed under registered trade 
marks, and where it might be expected that opinion would 
be predominating in favor, a rather surprising note of 
opposition is discovered. For example, in the food prod- 
cts industries two-thirds of the manufacturers express 
themselves as opposed. 

With important qualifications and conditions a 
sood proportion of the members of the association declare 
themselves as being in favor of the organization by law of 

national adjustment board, predicated upon voluntary 
agreement, for the settlement of labor disputes. 

Placing of statutory responsibility on trade unions for 
their contracts and for the acts of their agents as a means 
of eliminating or restraining many of the irresponsible 
elements among labor organizations is a proposition that 
\merican manufacturers heartily favor 

Ribbon and Carbon Prices Won’t Drop. 

The Columbia Ribbon & Carbon Company, New York, 
N. Y., has addressed a communication to the trade~-re- 
garding the status of prices on ribbons and carbons. 
Many requests have been received regarding the possi- 
bility of a reduction of price on those commodities. In 
reply the Columbia Ribbon & Carbon Company quotes 
from two authorities indicating that we cannot expect 
prices to come down in the near future. 

Vice President Thomas R. Marshall, in “Leslie’s” Feb. 
“Prices are not coming down in America. The 
manufacturer who is halting upon the theory that the 
bottom is going to drop out of raw material will find 
the bottom out of his business before it is out of raw ma- 
terial. The retail merchant who is waiting until he can 
purchase cheaper goods will have his store closed by the 
sheriff and no way to get the cheaper goods upon his 
shelves. The man who has denied himself and stinted 
himself during the period of the war and is now husband- 
ing his reseurces upon the theory that prices are going 
to take a tumble may succeed in washing his shirt to 
shreds before he can buy a much cheaper one.” 

Prof. Iriving Fisher, of Yale university, remarked: “The 
iain reason why business is not going ahead is that most 
prices to drop. Re-adjustment waits be- 
cause we keep on waiting for it * We are ona 
permanently higher price level and the sooner the busi- 
ness men of the country take this view and adjust them- 
selves to it. the sooner will they themselves and 
the Nation from the misfortune which will come, if we 
present false hopes Falling prices 


tavor oft 


some 


22, said 


people expect 


save 


persist in our 


make hard times for the individual and for the Nation 
ind everyone resists the tendency Business 
nen should face the facts. To talk reverently of 1913-14 


a dead language today. The buyers of 
since the armistice, have made an unexam 
prices through their waiting attitude, 
have insignificant The 
high price level, which will 
e found a stubborn reality. Business men are going to 
find out that the clever man is not the man who waits, 
ut the one who finds out the real situation and goes 


rices is to speak 
the country 
pled attack 

yet price 
reason 18 we are on a new 


mwpot! 


recessions been 


1¢ ad 


P. J. Bailey Manages Sunstrand Advertising. 


Paul J. Bailey has been appointed advertising manager 
f the Sundstrand Adding Machine Company, Rockford, 
HI He was formerly connected with the advertising 


department of Montgomery Ward & Company, Chicago. 
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famous 
ELLIOTTYPE £ oy 
Address Card 4 
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c So 2 pas 





Remove the Sieben from YW 
any typewriter an yg 
insert the Elliottype Ly is to be addressed, 
——- card. like 4, 

is 











\ 


ED stencil an address in 
the center of ‘ 
the address 
card, like 
this 





4 | File the address card 
in alphabetical Wy 
order in the Wify 
Elliott filing 

tray 


Then you slide a tray yj) 

of these address cards “YY 
into addressing ma- ti Yo 
J chine, like this 77 





Bookkeepers - address Monthly Statements 
Paymaster’ - address Time Cards, Pay Envelopes. Pay Sheets 
Advertising Dept’ - address circulars, Form Letters, ete. 
Shippers - address Tags and Labels 

Sales Managers - address Bulletins and Price Lists 
Treasurer's - address Dividend Cheques and Notices 


Eiliott Addressing Systems cost trom ‘G0up, 
to the number of names on your list - full particulars from 


The Elliott Company ¢220vi3.'022: 















52 OFFICE APPLIAN NCES _ May, 1919 








WY, WED a vay . Yi 
W us Yyy, Wy WY Uyyfy/nwW"W"- iy, Yi) wy idle Yj WY Yi; Yo Uy YY Wy YY 
Slfttl* ” on ate ~ 4 


UUM YI"”"“"ddiddyy yy PLUM C AM ed ~=“M MY 


PROTECTION 








GF Allsteel Vertical Files in the offices of the 
Connecticut Fire Insurance Co., Hartford, Conn. 


66 A LLSTEEL” Filing Equipment is y 
always a good investment. After j 
you have bought the first unit or 


the first battery installation, you will feel i7 
as safe in sticking to “A lIsteel”’ there- A 
after as in adding one Liberty Bond to G 
another. L 
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| ™ GENERAL FIREPROOFING: 
STEEL FILING EQUIPMENT—SAFES 
OFFICE FURNITURE-SHELVING CZ 4 
YOUNGSTOWN, OHIO. , 


NEW YORK - BOSTON — CHICAGO — WASHINGTON — ATLANTA — SEATTLE 
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| MEETS EVERY TEST 


HENEVER “‘4//steel’’ Filing Equipment ts fairly 
measured against the requirements of modern of- 
fices and modern business practice, it commands prefer- 
*‘Allsteel’’ 1s made to render a complete service, 
in protection of documents, convenience, permanent 
beauty, and permanent investment value. 





FILING EQUIPMENT 


(I It resists fire. It repels rats and vermin. It is not 
affected by humidity, climatic variations, nor heating 
systems. It is always easy to operate, space-saving, 
wear-proof, and spic-and-span in appearance—in 
full harmony with the dignity of your business. 


dL The “‘A4//steel’’ Line is complete in all the forms 
of Filing Equipment which experience indicates as 
useful. You can build your system of filing with 
** Allsteel’’ units to suit your needs; and add more 
sections of letter files, document files, card indexes, 
etc., from stock, as desired. 


dQ, Why not write today for the ‘‘ 4//stee/’’ Catalog? 
It will give you complete data about Safes, Desks 
and Tables, Busses, Shelving, etc., as well as the 
full line of Filing Devices. 


] = GENERAL FIIREPROOFING<- 





, STEEL FILING EQUIPMENT~ SAFES , 2 
CE alee FURNITURE~-SHELVING ¥& 
YOUNGSTOWN, OHIO. 


NEW YORK - BOSTON — CHICAGO — WASHINGTON — ATLANTA — SEATTLE 
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J. MILNE GREIG, BERGEN, TH. BJERKE GRUNER, 
NORWAY. CHRISTIANA TRYGVE UNTIEDT, BERGEN 
NORWAY 
Our Visitors from Abroad. his seventh trip to the United States. Shortly after land 


ing on April 2, he purchased a “Cadillac”, and accom 
panied by Mr. Griiner and Mr. and Mrs. Alf Johnsen. 
toured along the Atlantic coast, visiting Boston and 
number of other interesting coast cities. They will re 
main in this country until May 24. 

eer 


Nearly a Score of Office Equipment Men from 
Other Lands Visit Office Appliances During 
Past Month. 


Alf G. Johnsen, a manufacturer and wholesale distrib- 


uter of office appliances, of Christiania, Norway, has been \mong the visitors from abroad who called « Office 
spending several weeks in the United States. Mr. John- Appliances last month were J. Milne Grieg of Moderne 
sen crossed on the same boat with a number of other Forretningsutstyr A/S and Trygve Untiedt of the sam: 
gentlemen from Scandinavian countries. All were in quest company. Both are young men, but both are well know: 
of agencies for various lines. While in this country Mr. to the office equipment trade of the Scandinavian coun 
Johnsen called on Office Appliances and visited a number’ tries. They spent several days in Chicago and visited 
of the well-known manufacturers of specialties. He was umber of well-known office specialty houses. Befor 
accompanied on his trip by Mrs. Johnsen, this being her their return to Norway they will cover the field quite 
first visit to the United States. thoroughly and will doubtless take back a number ot 
. 3 Ss good agencies for American lines. Mr. Grieg is a son oft 
Mr. and Mrs. Th. Bjerke Gritiner, Christiania, Norway, J. Milne Grieg, head of the company, who died last yea 
spent several days in Chicago recently. Mr. Griiner called Mr. Untiedt spent several months in this country a few 
on Office Appliances and later met a number of specialty years ago. While here he worked in the mechanical dé 
manufacturers, some of whose lines he will represent in partment of one of the well-known office machine manu 
Scandinavian countries. Mr. Grtiner represents the Un- facturers for the purpose of learning the constructiv: 
derwood Typewriter Company in Scandinavia. This is features. 























ALF. G. JOHNSEN, CHRISTIANA. ee : : / CIS 
(From a Passport Photograph.) AL L. ZADIG, STOCKHOLM. FP, W. HEYTHEKKER 
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See what the sunshine can 


do! From tar-away Japan 


comes the soft 





snowy fabric from 
which we build up our tough and almost 
indestructible stencil paper 





In this mar- 
velous transformation sunlight plays the 
important part. No known artificial light 
will do. It is sun-power that gives the remark- 
able printing-power to Mimeograph stencil paper. 
Developed by us for exclusive use on the Mimeograph 


this thin, dark-blue sheet has made anew the fine art of 
duplicating. 


It delivers exact copies by scores of thou- 
sands without renewing. Typewriting, handwriting, 
drawings, etc.; 1 


it reproduces at high speed and low cost. 
Our booklet ‘‘T” tells about this sun-saturated paper 


Ask for it. A. B. Dick Company, Chicago—and New York 
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Model 8 


Silent Smith’ 


is the 100% 
Typewriter 


This standard machine for general use is 
equipped with conveniences for all kinds 
of work. Amonég the features are these: 


Single keyboard, 84 charac- 
ters. 

Takes paper 10% inches 
wide. 

Writes line 83 inches long. 
Ball-bearing typebars, car- 
riage and capital shift. 
Writing completely visible. 
Silence of operation. 
Decimal tabulator. 
Variable line spacer. 


Two-color ribbon (key 
control). 

Removable platen. 

Protected type. 

Automatic ribbon reverse. 

Flexible paper feed. 

Typebar guide. 

Lightning escapement. 

Equipped with any style 


type. 


Back spacer. 


Free catalogue on request 


L. C. Smith & Bros. Typewriter Company 


Home Office and Factory, Syracuse, N. Y. 


Branches In All Principal Cities 
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F. W. Heythekker cf Amsterdam, Holland, called at 
the office of this magazine on April 24. Mr. Heythekker 
has changed the name of his company to Ltd. Liab. Co. 
Prakta, of which he is the delegated member of the board 
of directors. He came to this country to renew old 
friendships and to strengthen his lines for representation 
in Holland and neighboring countries He went from 
Chicago west and before his return to Holland expects 
to visit Japan. He will come back by way of the United 
States and expects to stop in Chicago a few days on his 
homeward journey. Conditions in Holland during the 
war were very trying, for it was impossible to obtain 
shipments of the kind of goods that were wanted. Since 
the termination of hostilities, however, the wholesale 
dealers of Holland have apparently taken in considerable 
merchandise. Prices are somewhat uncertain and busi- 
ness men in Holland are apparently not clear as to what 
the future has in store. Buying on an extensive scale will 
depend on future conditions. 

* ok * 

Leslie Dobell of Sydney, Australia, visited the office of 
this magazine on May 6. Mr. Dobell says that since the 
armistice conditions have become somewhat easier in 
Australia, but during the war it was difficult to get ina- 
chines. However, Australian typewriter houses managed 
very nicely and did not suffer the acute shortage of ma- 
chines which was felt in European countries, being able 
occasionally to get a shipment through from the Pacific 
Coast. Conditions as to supplies are now approaching 
normal and the business outlook is very bright. He ex- 
pects that when the treaty of peace is signed and the 
world begins to get back to normal conditions there will 
be a vigorous advance in the prosperity of Australia and 
the surrounding islands. Mr. Dobell’s brother is in mili- 
tary service, having been a member of the Australian 
forces in France during the war. 

* * > 


\. W. van der Heiden and J. Bartels, directors of Ruys’ 
Handelsvereeniging, Rotterdam, Holland, arrived at New 
York on the “Nieuw Amsterdam” May 2, and will remain 
in the United States about six weeks. They came to this 
country for the purpose of visiting the concerns they now 
represent. These are among the leading companies in 
the office equipment field. Another object of their visit 
is to make arrangements with other American manufac- 
turers in this industry who desire to extend their busi- 
ness in Holland. German manufacturers have always 
made strong efforts to hold the business there, but Amer- 
ican goods are preferred and rank ‘first in the estimation 
of the people of the Netherlands. General conditions in 
Holland are improving, and the situation presents a fine 
opportunity for extending the distribution of American 
goods, without the likelihood of German competition tak- 
ing the greater volume of the business, if American man- 
ufacturers are willing to cooperate with their agents in 
Holland and give them the necessary support. If this 
cooperation is not forthcoming in Holland and elsewhere, 
the United States will lose whatever advantages it might 
have enjoyed from participation in the war in so far as 
the European trade is concerned, for it will leave the way 
open for Germans to enter and again build up commercial 
prestige as of yore. The hope was expressed that we in 
\merica will not drive our customers into the hands of 
German producers. Both gentlemen are optimistic as to 
the future of Holland-American trade. provided the 
\merican manufacturers will extend to their agents on 
the other side the same support and cooperation given to 
agents here Minor differences in business customs, 1n- 
dividual preferences, the construction and appearance of 
machines and devices, should be given consideration and 
provided for whenever possible. Mr. Bartels and Mr. van 
der Heiden desire to get in touch with manufacturers in 
our field who wish to develop their trade in the Nether- 
lands Office Appliances has full particulars as to their 
organization and standing. Mr. Bartels has visited the 
United States before, but this is the first visit of Mr. van 


der Heiden. They are stopping at Bretton Hall, Eighty- 
sixth street and Broadway, New York City. 

* * ok 
_Ad. L. Zadig, a prominent office equipment man of 
Stockholm, Sweden. is now in the United States on busi- 
ness He visited Chicago last month and called on a 


number of manufacturers. During his stay he visited 
Office Appliances and told many interesting things about 
conditions in the Scandinavian countries during the war 
and since the signing of the armistice. Mr. Zadig is now 
at the Fairmont hotel in San Francisco, where he will 
remain up to June 15. He will then return to New York, 
where he will stop at the Commodore hotel until July 10, 
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*“MONOGRA PDI” 

CARBON PAPER 

and TYPEWRITER 
RIBBONS 


Our Monogram carbon paper in the 
three weights, 7, 5 and 4 lb., represents 
the very best carbon paper that can be 
made. Now, what does “the best” mean? 
The most important from the users’ 
standpoint is durability. This grade pos- 
sesses durability to an exceptional de- 
gree. It is non-smutting, therefore leav- 
ing your carbon copies clean, clear and 
distinct. There are so many carbon pa- 
pers on the market that we do not blame 
the dealer for being disinterested as long 
as he has been handling a line which has 
been giving him satisfaction. However, 
by not giving “Monogram” carbon a trial 
you are denying yourself the advantage 
of selling what we will guarantee to be 
the most satisfactory carbon paper made, 
and if you see such a sheet you will ap- 
preciate that your sales are going to in- 
crease considerably. 

Our “Monogram” typewriter ribbons 
represent the highest possible production 
in a typewriter ribbon. On a wear-down 
test with any other ribbon we can show 
to you that we have the right to adver- 
tise and claim that in this rtbbon we have 
something which has no competitor, for 
we have convinced ourselves and can also 
convince you that in a competitive wear- 
down there is no other ribbon in its class. 


We offer the dealer an unusually at- 
tractive line and wish you would write 
us for our catalog. We believe we can 
show you the way to make more money 
and build up a better business for you in 
typewriter ribbons and carbon papers, 
and it will be the kind of business that 


sticks. 


NEIDICH PROCESS CO. 
BURLINGTON NEW JERSEY 
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when he expects to sail for home. American manufac 
turers who desire to distribute their goods in the Scandi 
navian countries may communicate with Mr. Zadig at San 


TWINS gerne 
Word Office that Arthur A. 


has reached Appliances 
Campbell, of W. W. Campbell & Company, Ltd., manu 


|, fo tege - Meaty Sag “ee facturers’ agents and general importers, Sydney, New 
Clean and faultless as is the face ot South Wales, expects to arrive in New York early next 
each piece of mail that has made its bey ae Ave te ate Pion venga, Boo 2 a tinte. Seeenee 
ee V Né acturers of omce equipment, steel hing cab 
Sswitt passage through the Roneo inets, roll-top desks, typewriters, carbons, et He will 
Copiet t there has been left behind The house of WW. Sau: Temes is octakae 
Opler, ve ere nas pee : *t ie house of W. W. Campbell & Company is prepared 
nee RE. a 7 oe to accept sole agencies for any approved lines on either 
the most pel rect duplication of its text an agency or a warehouse basis. Correspondence may be 
conceivable—a Ronco copy addressed to A. A. Campbell, care of the Guaranty Trust 
‘ : = oy Company, New York 
Though no indefiniteness of outline, G. Josse, an expert attached to the Civil Tribunal ot 
. » nee Minin Feamce 4 - S the Gem ao osse 
no blur or smudge or crease in the let- the Seine, Paris, France, and head of the firm of G. Joss 
‘ . : & Co., concessionaires for France and the Colonies for 
ter, betray the fact, vet—ior just two . woeneee peas pyearers, paid a visit to New 
¥. P : ork last month t was his expectation to come to Chi 
seconds+—it was subject to a mechan- cago during his stay, but found himself under the neces 
‘ aes : tracted ¢ lic sity of returning home before this wish could be realized 
ical process that extracted a modicum Office Appliances hopes that Mr. Josse will make other 


visits to America, when we shall hope to have the privi 
lege of making his personal acquaintance 
“i 


of matter from its every impression, 


‘hether tvpe or hand made with pen ; 
ng hethe *} A. E. A. Mc Dougall. a subscriber to Ottice \ppliances 


or pencil. residing in Dunedin, New Zealand, called at the New 
York othce of this magazine last month on his way home 
The result is a signed copy, an au- from military service in France. 
su! f b A 


thentic and convincing document, a 


Office Appliances’ Domestic Callers. 
copy that can be depended upon—-and 


\mong those from other portions of this*country who 
put their signatures in Office Appliances’ Guest Book were 


sworn to, if need arise. ie Ietcote: 


For security’s sake, such copies are Charles C. Walden of the Walden Publishing Company, 

: : p ‘ publishers of Walden’s Stationer & Printer, New York 
delivered by the Roneo in pad form, calied on April 11. 

all cut to one size. They are thus Frank S. Cummins, general manager; and R. M. Winger, 

: 3% - oy es general sales manager of the Teetor Adding Machine 

equally available tor cabinet filing or Company, Des Moines, la., called at the office of this 


: : agazine 2 18 »f las 1. 
foe ere _ Roneo Letter Rook. aernr on the 1 - of la , montl : | 7 
J. C. Chapeck, director of sales of the National Type 
. " . ¢ , “CO ° ac lis Ci led Oo! ri 4 
All who value accu “ACV and respon- writer Company, ron du-Lac, Wis., called on April 21 
Jerome J. O’Keefe of Penn Yan, N. Y., visited our office 


sibility, all who appreciate economy for a short time on the 2ist of last month 

of time and money in office pre cedure, John T. Shields of the Polar Manufacturing Company, 
~ > - R ‘ New York, discussed business conditions in the East with 

should get particular s of the oneo members of Office Appliances’ staff on April 24. 

Copier. W. C. Waddell of the Fox Typewriter Company, Grand 


Rapids, Mich., called late last month Mr. Waddell 
attended sessions of the Foreign Trade Conference held 
at the Congress Hotel and Orchestra Hall during his stay 
in Chicago. 







NO WATER 


H. R. Jacobs of the Typewritorium, San Francisco, Cal., 
is now visiting Eastern points. He called at the office of 
this magazine on April 30, and spoke interestingly of con 
ditions on the Pacific Coast, where the business outlook 
seems to be growing better daily. 


NO CARBONS 


Mr. and Mrs. E. E. Blankemeyer of Toledo, Ohio, called 
early this month. Mr. Blankemeyer was on one of his 
There are 20,000 in use. regular trips in the interests of the Weis Manufacturing 
Company and Mrs. Blankemeyer accompanied him by way 
of a brief vacation. 

Our booklet, “Modern Methods,” 
On Us. 

The April issue of Office Appliances presented an ite 
to the effect that F. W. Beck, formerly manager of the 
Cincinnati district for the Remington Typewriter Con 


9 pany, had been made manager at Indianapolis Chis 
statement was erroneous. W. F. Held remains manager 
' 
é hich h 


sent free on request. 


at Indianapolis as heretofore, a situation whi he has 
ons filled to the company’s satisfaction for some time. M1 
Roneo Building Beck has charge of a portion of the company’s busines 
in the city of Indianapolis. 
117-119 Leonard Street 3 I 


If Indiana is now entirely “dry” we hope that both gen 
NEW YORK tlemen will, before July 1, find it convenient to come to 
Chicago, where we will see that they “have one on us 
amid comfortable surroundings. 
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How Standardization Builds Profits 
for Art Metal Agents 




















When a firm begins to use Art Metal 
they usually begin to standardize on 
Art Metal— 






Because Art Metal is the one line of 
steel office furniture on which they can 
standardize for all their needs, both 
present and future. 








| Many Art Metal agents are cashing in 
on the completeness of the Art Metal 
line, and thousands of firms have 
already standardized completely on 
~ Art Metal. 





— 
$2 | 














; It pays to be the Art Metal Agent 
im your city 





A “700-line’ Art Metal 
Steel File—Edison has 


standardized on this line 








ART METAL CONSTRUCTION CO. 
JAMESTOWN NEW YORK 


atal 


World's largest makers of steel office furniture 
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MOTION SAVING 


in the performance of every mechanical task is 
the “‘big idea’’ in this day and age. 


The Smith Premier 
‘Typewriter 


has been justly called “‘the motion saving’? 
typewriter. 

Because om/y ome motion is required to print 
any character on the keyboard—whether capital 
or small letter. 

Because only one motion—quick as a wink— 
is required to bring the carriage to the exact 
starting point for writing any indented line. 

These two Smith Premier features—the 
SINGLE KEY and the SELF-STARTER— 


are triumphs of motion saving in typewriter 


mechanics. 
Smith Premier Typewriter Co., Ltd. 
6 and 7 Queen St., Cheapside London, E. C., England 
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‘ Nation’s Associated Commercial Bodies Speak. How good are you at 


The seventh annual meeting of the Chamber of Com- 


merce of the United States met in St. Louis April 28 to e “ e 
May 1. It followed closely the conference of the For- ing rain-gaps 


eign Trade Council at Chicago, and many of those who 


























were active at Chicago took part in the deliberations at 
St. Louis. The mornings were devoted to general ses-  dimntiel Put dows (EJ 
sions, and the afternoons to group meetings. The delib- 9 times 4 is (7c) and (7) eneee (371, 
erations of the body resulted in twelve resolutions, briefly 9 times 3 is (p 7)} and (2) make [Jo] 
stated below: 9 times 6 is ('/) and (FZ ) mm 
sta : ; . 9 times 4 is JZ) and (F) 
Resolutions to Quicken Business Adopted by Chamber. P  Sieiad thes 
Revision of Federal Trade Laws.—We recommend con- ddmen2o[7>] Pet dewnlt | 
.3 : f Ee ‘ F al laws deal itl > times tis [+ 7) and (7) make 57) 
sideration of revision of all Federal laws dealing with 6 times 3 io CE )and (woke a} 
business conditions, to the end that by proper readjust- 6 times 6 ie (Zz) and [17] make (27) | 
ment of their provisions and of the functions of Federal 6 times 4 is 7) and (J) make 7) 
agencies industry and commerce in the United States pena Sins vm Se 
"las , — P : —_ ai nine Se . EE + Putdown are 
may clearly know at all times their powers, rights, lim Peden} epesteot Fh) ies 
itations and obligations. ; , Pudown [7] Jand¢are(/7) Pet 
Victory Loan.—Every American is urged to make it a Land2ere(Z] Purdows [7] ‘ 
matter of individual honor and patriotism to continue to nck: as Sala. 
support the Government in its call for war loans and to Stas fa 6 “ates” of Chet 9 ‘alee 
respond with such liberal subscriptions to the Victory —— : sg 
Loan as will further demonstrate the unity, strength and \ See how can do this 
ry f > ic 4 Ina series of eper d tests made among 
— or —— republic. ’ > 7 mae 58 chances to make business and professional men doing 
Soldiers and Sailors’ Employment.—Employers gen- ‘ ‘ : thix problem, results showed :——from 
erally adopted a policy of re-engaging soldiers, sailors a mistake in this 15 to 0 seconds ix excellent, from 20 
‘ 7 : to 30 seconds !s good, more than 30 


and marines formerly in their employ, and this Chamber : 

2 or ° % reconds Is poor. 

recommends a continuance of this policy, to the end that simple problem The average of 6 $63 
‘ollege graduates ri 


every soldier, sailor and marine shall find employment in multiplication! Se 9 
in the community where he was employed when he "Try it yourself, “—"——~ 
Y6z2d/2 X69? = ? 


entered the service. 
Readjustment Problems Dominant. 
Importance of Readjustment Problems.—Problems of 











the greatest importance in the country’s domestic read- ~ACH one of these 58 steps represents a fig- 
justment from war to peace await the attention of our ', ure space—a “brain-gap”—to be filled in by 
Government They require for their solution executive 

, the mind—and is therefore a chance for 


consideration and maturely developed legislation. While ; : 
many of these problems are now receiving private study, error. We have shown here only an example in 
which should continue and be intensified in order that we | Multiplication. Division is even more complex. 
may be prepared to co-operate intelligently with the Gov- Addition and Subtraction constantly invite 
ernment, still the final responsibility before the country in awe : oo 
these matters rests with the constituted Federal 
authorities. 

Government and Business.—The very essence of civili- 


errors. 


All over the world today men and women go 


zation is that there be placed upon the individual only through these laborious mental operations which 

that degree of restraint which shall prevent his encroach- are but a means to an end—the Answer. No 
> Le y ~ ors : > Ss y e a . . 

ment upon the rights of others, thus releasing to the doubt you yourself waste many precious minutes 


utmost individual initiative in every proper direction. 7 ' ' Ete 
Encouragement of Foreign Trade.—The stimulation and with pencil and scratch pad—multiplying, divid- 
development of the nation’s international trade is vital ing, adding, subtracting. So does everyone else. 
to the country’s prosperity and the solution of its eco- 
nomic and industrial problems. The members of this Any owner will tell you that a Monroe 
chamber, all business, agricultural and industrial associa- ° . ° 
tions and organizations, should direct the attention of Calculating Machine quickly pays for 
their members to the importance of*this subject and the itself in the prevention of losses through 
necessity for encouragement and support of all meas- 
ures which will facilitate and enlarge American trade errors alone. 
with other countries. _ P 
Investments Abroad.—The position of the United States The above problem, which takes the average 
as a creditor nation tends to stimulate American invest- man 28 seconds to perform with “brain and pen- 
ment abroad. The United States should enunciate and cil,” is solved in five seconds or less, with a 
enforce a firm policy for the protection of American citi- Monroe Calculating Machine which—“net only 
zens and legitimate American enterprises and investments Jame a 
adds, but multiplies, divides and subtracts as 


in foreign lands. 
Public Construction Urged. easily as other machines add.” 


_ Construction.—The interests of the public require an The Monroe gives you direct operation and a 
immediate resumption of construction activities in order vistbl heck Wwe eS. ll bl 

that the housing and other construction needs of the OOS CHECS OF SCCUSACY OR ee 
nation necessarily deferred by the war may be provided 
and that labor may find ample employment. The Federal 
Government, especially the Railroad Administration and 
the Treasury Department, as well as state, county, and 
municipal authorities, should proceed with public work 
wherever possible. 


eo ” 
Street Railways.—Street and interurban railways have Calculating Machine 


such a fundamental place to all important communities, 
and conditions of war have disclosed such acute situa- MONROE CALCULATING 
MACHINE Co. 


tions in the affairs of this class of public utilities that 
the Chamber’s committee on public utilities should pro- 

Woolworth Building, New York 
Offices in all principal cities 


iP 








ceed with its hearings and studies to the end that it may 
soon place before the board of directors a report with 
recommendations respecting the procedure which should 
be followed to place these important facilities upon a 
basis which will assure their efficient service. 

The telegraph and telephone properties are now being 
operated by the Government and Congress is urged to en- 
act such legislation as will permit, by voluntary agreement 








Cut Out and Mail This Coupon TODAY 


' 

! To Monroe Calculating Please send me further 

{ Machine C facts concerning the 

|” Woolworth Building, Monroe and how It will 
233 B'way, New York work ph hh 


(Use space below for your name and adress) O. A. 5-19 
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and under proper Federal consent and regulation, dny 
consolidation of companies or joint utilization of facili 
ties that may be found to be of economic advantage and 
in the public interest. 
Improvement of Internal Transportation. 
Highways.—That highways are an integral part of our 


AY) ligner” 
oupa igner Oo nation’s system of transportation has been emphasized 


by the war and an enormous development is at hand, so 


qomaianuni & é > important as to require a comprehensive national policy 





— under which Federal appropriations for highways will be 


aman e applied to national needs for interstate commerce, agri- 
culture, postal delivery, common defense and general 
welfare. 


Waterways.—We urge that the Government speedily 
complete river improvement projects already authorized, 
and that Congress provide for a comprehensive system 
of water-ways with co-ordination with the service of 
The Only Automatic All Size Positive Alignment waterways and railways. We recommend to the directors 


and Measured Delivery Manifolding Devices of the Chamber the appointment of a special committee 
to study these questions and to invoke national legisla 


tion, where necessary for the accomplishment of the 
above purposes. 


, 
AMERICA’S SERVICE National Budget.—A _ national budget will introduce 
DURING THE PERIOD standards of business in correlating income and outgo 
and afford information as to the disposition and sources 
OF RE-ADJUSTMENT of public funds. Expenditures of the Federal Govern 
ment have reached sums beyond all earlier contemplation 
Taxation and borrowing have assumed _ proportions 


lies mainly in our ability to meet the greatly hitherto unknown. The budget system should be accom 
increased demands from the rest of the plished by a central governmental agency which will be 

‘ . permanent and properly equipped for proposing stand 
world, hence the accomplishment of this ardization, simplification and increased efficiency in Gov 
becomes ernment offices. 


A NATIONAL DUTY _ C. Slemin Returns from European Trip. 


Slemin, managing director and treasurer of the 
Office Specialty Manufacturing Company, Ltd., Newmar- 


This, in turn, means increased production ket, Ont., returned a few days ago from Europe, where he 
and the elimination of waste through the had been on business for the Yawman & Erbe Manufac 
. f d th turing Company and its Canadian branch, the Office 

conservation of man-power and the em- Specialty Manufacturing Company, Ltd. 
ployment of increased practical efficiency. Mr. Slemin makes interesting comment upon the great 
opportunity for America in the field abroad. He strongly 


recommends that manufacturers who intend to market 


This period demands men who are firm and ommends ctur irke 

; their lines in other countries should have their own direct 
steady; men who can see things as they representatives on the ground to make a careful study 
really are and act accordingly; men whose of the business practice in each country and to learn at 


: : first hand just what goods are in demand. 

feet will remain on the ground under all Mi we Reali 

conditions. Intrepretation of Fountain Pen Tax. 

The office of the Commissioner of Internal Revenue 


WHENEVER and WHEREVER it is pos- has furnished the National Association of Stationers and 


Manufacturers with the following interpretation of the 


sible to reduce several operations to one new “luxury tax” as it applies to the fountain pen and 
and it is not done, such omission constitutes propeller business: . 

b h ‘ * 1. A fountain pen ornamented with precious metal 
a breach against this bands or covered entirely with precious metal or imita 


tions thereof, is taxable. 


NATIONAL DUTY 2. A plain fountain pen, consisting of a rubber holde 


and containing a gold pen or nib, is taxable 
> 


3. A gold pen or nib sold separately from a holder for 
replacement in a fountain pen holder, is taxable 


A proper analysis forms the basis of every 


enterprise and becomes, especially at this 4. A gold nib sold for use in a regular pen holder is 
time, a NATIONAL DUTY. taxable eae eer 
5. A fountain pen with precious or imitation precious 


metal self-filling device and a precious or imitation pre 
cious metal attachment to hold it in the pocket, but not 
ornamented in any respect, is taxable. 

6. A metal pencil made or covered with precious met 


‘*The responsibility of maintaining what 
the public has been led to expect from 


SHOUPERIOR SERVICE als or any imitation, in any size or dimension, whether o1 
is your guarantee for SYSTEM AND not there is a ring or ioop attached thereto, is taxable. 
SERVICE furnished by us. You are further advised that tax may be included in 


selling price and need not be specifically mentioned to 
customer at time of sale. But if the price of an article 
SEND FOR OUR CATALOGUE SHOWING MANIFOLD. is increased to cover the tax, the tax is upon such in 

ING DEVICES OF ALL DESCRIPTIONS. creased price. However, if a dealer adds to his invoice 


as a separate item the exact amount of the tax. stating 
it to be the tax, such amount may be excluded in deter 
mining the price for which the article is sold 


Autographic Soby—Zima. 
Register Co. On the afternoon of April 24 Mr. John F. Soby and 


Miss Mary A. Zima, of New York, were joined in wed 











UPERIO 


cTionw TO You 





Hoboken, lock. Mr. Soby is assistant general manager of the Ham 
N. J mond Typewriter Company, and there are but few bette: 
7“ known men in the office appliances field. For many years 


Mr. Soby was associated with the Remington Typewriter 
Company as assistant domestic sales manager 
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| The Barrett Portable, Model 12, is the only real calculating machine 
1e . ° . ° “ee 
r- that automatically furnishes a printed proof of its work—proof that re- 
he mains after the machine is cleared. 
ce Absolutely no need of repeating an operation or of back-checking! 
” lhe printed slips can even be attached to the invoice, statement or other 
a hgure work—to give those “at the other end” the original proof of cor- 
et rectness. Which means time, labor and errors saved all along the line, 
dy \nd— 
at : } 
The Barrett Portable will handle difficult combination 
_——-_—. problems, involving Multiplication and Division, or Multi- 
ue plication and Subtraction—all in one continuous operation. 
nd ‘ P — : . 
he There’s a world of interest in the whole story of the 
ee aiid Barrett Portable. Write for it. And, if you have the facili- 
tal PRINTING ties for handling so live a proposition as the Barrett Portable, 
om CALCULATING we have another interesting story—of money- 
TWELVE DEVICE 
ler VSIBLE \. making—to tell you. 
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Everything lost but the records filed in 
“VY and E” Fire-wall Cabinets—this 
was the experience of The Marine 
Equipment Company of Norfolk, in 
their recent $100,000 fire. The blast- 
ing heat that welled in through the 
windows behind the cabinets could not 
penetrate the Fire-wall Construction. 





Pale 
Drawer Latches 
Big . _— 
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— | 
| 
| 
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NO.5804 


LETTER -SIZE 


Built Like Sates 


Yet Priced as Cabinets 


“Y and E”’ Fire-Wall steel filing cabinets 
are the only cabinets built like safes — with 
double steel walls, insulated with asbestos, all 
around, to neutralize the effect of heat on steel. 


These are also the only cabinets built 
with automatic safety latches to hold the 
drawers closed. 


And the surprising thing is that in spite 
of these exclusive features, ‘““Y and E”’ Fire- 
Wall cabinets cost no more than the better 
grades of ordinary files. 


4,000 CA products 


Fire-Wall Cabinets Filing System Supplies Blueprint Fi 
Efficiency Desks Card Record Systems Steel S 
*Y and E”’ Wood Cabinets Record Filing Safes Shannon Arch File 


YAWMAN 4»> FRBE MFG.(0. 


555 St. Paul Street, Rochester, N. Y. 
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A Promising Young Patriot. 
William H. Sherwood, Jr., son of W. H. Sherwood, 


dealer for the L. C. Smith & Bros. Typewriter Company 
at Wheeling, W. Va., eleven and a half years old, is one 
of the Victory Boys whose slogan is “A million 





WILLIAM H. SHERWOOD, BOY SCOUT AND WAR 


JR., 
WORKER. 


a million fighters.” He recently gave two weeks’ earnings 
fromm the sale of the Saturday Evening Post and the Coun- 
try Gentleman to the Wheeling war chest. The sum 
amounted to $37.63. This sum he made in two 
W 


S. S. Some boy! 


Edison Man Talks Sales Engineering. 


The Advertising Affiliation at Buffalo a little while ago | 


A! 


listened to William Maxwell, vice president of Thos. 
Edison, Inc., Orange, N. J., on “Engineering a Sales Cam- 
paign.” He pointed out the responsibility of advertising 
men in furthering the reconstruction of the business 
the United States. 
Rumpel Leaves Office Equipment Field. 

P. S. Rumpel, for ten years advertising manager of the 
Weis Manufacturing Company, Monroe, Mich., has joined 
the Hummel & Dowling Company, Milwaukee, Wis. 
While at Monroe he was also sales manager of The Weis 
Fiber Container Corporation. 

National Association Resale Recommendations. 

Since March, 1918, the products of 122 manufacturer- 
members of the National Association of Stationers and 
Manufacturers have been listed, and recommended retail 
prices published in National Association News. Eight 
lines of miscellaneous products have been listed. 


Sheaffer Pen Company Protects Dealers. 

Dealers selling fountain pens made by the W. A. 
Sheaffer Pen Company sometimes receive very substan- 
tial evidence of how the company protects their interests. 
Whenever customers order direct, the dealer into whose 
territory the pen is sent receives a special check for the 
amount of his profit on the sale. He is notified that “This 
is the biggest check you have ever received,” since the 
credit memorandum is about 8x12 inches. 


Cabled Encouragement to Yanks. 

Several stationers of St. Louis addressed a cablegram 
to General Pershing pledging that St. Louis boys who 
return from foreign service shall have their old jobs. 
Among those who committed themselves were a 
\dams Stamp & Stationery Company, George D. Barnard 
Stationery Company, Blackwelder-Wielandy Book & Sta- 
tionery Company, Buxton & Skinner Printing & Station- 








ery Company, Frederick Printing & Stationery Company, | 


Charles E. Golterman, Skinner & Kennedy Stationery 
Company, and Woodward & Tiernan Printing Company. 
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behind | 


weeks, | 
less two days, investing the extra two days’ earnings 1n | 


of | 


G. | 
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No Other Typewriter Can 
Write as Beautiful Copy 


as the 








| 


Multiplex Hammond 


‘‘Writing Machine”’ 








Two things you are en- 
titled to when you buy a 
typewriter are uniform- 
ity of type impression 
and perfect align- 
ment. 


MULTIPLEX HAMMOND'S 
Instantly changeable type 
| Many tata many Languages 
Two types or | anguages al ways In the machine 


Many styles of type and many languages 


LATEST MODELS 


To Meet the Demands of Every Dealer 





Regular Multiplex: Meets the special re- 
quirements of executives, authors, clergy- 
men, physicians, druggists, professors and 
students. 


Mathematical: Writes all the characters 
required for Mathematics. All other type 
shuttles usable on this model. 


Reversible: For writing Oriental as well 
as Occidental languages; from right to left, 
or from left to right. 


Variable Type Spacing: The only type- 
writer made having variable type spacing. 
Condenses typewriting from % to % space 
usually occupied for loose-leaf manual 
sheets, index cards, records, etc. 


Multiplex Copywriter: Variable spacin 
model for writing advertising copy. A 
sizes of type from 6 point to 24 point, “Dis- 
play” type, with spacing to suit each. 


Portable—Condensed—Aluminum 


for the traveller and home, weighing but 
ll pounds. Carrying case included. Has 
full capacity of regular Multiplex. 


DEALERS IN TYPEWRITERS 


No Dealer can meet all demands without Multiplex 
Hammond because of its many exclusive features. 
It cannot interfere with any other make of ma- 
chine which may be handled. 





Let us send you free our interesting booklet, fully 
describing the unique features of this extraordi- 
nary machine. Write your name, address and 
occupation on margin of this page and mail to / 


Hammond Typewriter Co. 
69th St. at East River New York, N. Y. 
REPRESENTATIVES FOR THE BRITISH ISLES 


The Hammond Typewriter Company, Ltd. 
Queen Victoria S8t., London, England 


io 
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Important Adding Machine Enterprise 
Brief Story of One of Iowa's Newer Industrial Organiza- 
tions. 

manufacturing concerns is gradually 
increasing in the Middle West.. This is true of the office 
equipment industry as well as of others. One of the 
younger corcerns in this field had its inception thirteen 
years ago when Martin Teetor, an lowa man with a 
genius for applied mechanics, commenced work on a fig- 
uring machine to work forward or backward, adding in 
one process and taking away or 
subtracting in the reverse process. 

It is said that the first adding 
and listing machine ever brought 
to Des Moines was purchased by 
the lowa National Bank. There 
were no service men in the city at 
the time} and when the machine 
broke down they called on Mr. 
Teetor, who was an expert watch- 
maker with the Marquardt whole- 
sale jewelry house. He repaired 
the machine and immediately be- 
came interested in adding machine 
construction. For some time after 
this event he acted as a district 
service man, taking care of all the 


The number of 


adding machines in the vicinity. 
From this experience arose the 
idea that the general design of 


such machines could be simplified 
and that a subtracting device was 
necessary to enable the machine 
to handle both debits and credits. 
During the next ten years, with 
the aid of some lowa capitalists, 
Mr. Teetor designed and built the 
Teetor adding and subtracting ma- 
chine. 

On December 18, 1916, the Tee- 
tor Adding Machine Company was 
formed and in January, 1917, Frank 
S. Cummins was elected vice pres- 
ident and general manager. The company is now capital- 
ized at $3,000,000, the plant is well located, covers about 
20,000 feet of floor space and employs 130 people. 

In principle the machine manufactured today is iden- 
tical to that of the early model designed by Mr. Teetor. 
It has been improved and the machine changed in size 
from a seven column to a nine column. It has never 
been either necessary or desirable to make any radical 
changes in the principle of the machine. 

Mr. Cummins was formerly vice president of the Harrv 
H. Polk Company. This company is a large operator in 
the real estate field, especially in apartment houses and 
subdivisions. Previous to that he was traffic manager of 





FRANK S. CUMMINGS, R. M. 
Vice President and General Manager. General 





MARTIN TEETOR, PRESIDENT, 
Teetor Adding Machine Company. 


WINGER, 
Manager. 


Sales 
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the Interurban Railway of Des Moines and chief engine: 
of the Des Moines City Railway. 

R. M. Winger, general sales manager, was for sev 
years with the National Cash Register Company as tra 
eling auditor, sales agent and office manage1 He spent 


vokkeening 


approximately one year as salesman in the 
and nine 


inachine department of the Underwood compar 


years as salesman and division sales manager of the 
American Multigraph Sales Company of Cleveland, Ohio 
Miles H. Mann, the factory superintendent, has e1 
joyed a long and successful experience in the production 
of mechanical specialties on a 


quality basis. 


Boosting Chicago Furniture 


Market. 
The Chicago Furniture Market 
Association has been organized to 


promote Chicago as a_ furniture 
market. An office has been opened 
in the Monadnock block, in charg: 
of Irving L. Brown The Chicago 
furniture market is being promote 

by display advertising space, an 
by a mail campaign, which worl 
is calculated to increase the at 
tendance at the June and January 
furniture exhibitions The Chi 
cago Association of Commerce is 
aiding in the campaign. It is be 

lieved that the plan will bring 10 
OOO dealers to the Chi 
each season, instead of the 2,500 
which have been 
any concerted action 


coming 


Ex-Soldier Takes Connecticut 


Post. 
John A. Piisanen has recently 
been appointed district manager 
for the American Kardex Con 


; + 


pany with branch office 
647 Main street, Hartford, Connecticut. 

Mr. Piispanen was on the Kardex sales forces in Bos 
ton, but upon being discharged from the army was sent 
to Connecticut to handle the “nutmeg” trade 


located a 


Opens Office for Export. 


The Kee-Lox Company, manufacturers of 
ribbons and carbon papers of Rochester, N. Y., has 
opened an office for export trade at 61 Broadway, New 
York. Geo. Steele is in charge and will handle all the 
foreign business. 


typewriter 





MILES H. MANN 
Factory Superintendent. 








t 


, © OWS 


O 


d 


O 
a 
d 


7-1 


OFFIC! APPLIANCES 


mT, 
Ser” .. sEAl02 





Sales Offices 


make address plates in your own office if preferred: 


Albany 
Allentown 
Atlanta 


Balt more 
B mingham 
Be 





Same Machine—Same Operator 
Speeds Up Sales—Cuts Clerical Expense! 


ROM Card Index Plates made by your clerk, EVERY 

form on which you copy names, addresses, dates, figures, sym- 

bols or other data can be ‘‘Addressograph-ed”’ 15 TIMES FASTER THAN 
PEN OR TYPEWRITER—without mistakes! 


It’s surprising how much you can do with an Addresso- 
graph! The same machine that gets business by speedily filling in 
etters, addressing envelopes, circulars, etc., also cuts re ord- ae ing expense in 
| lit , payroll, shippin mad other departments. 


If you wish, every plate will print—or certain plates can 
be automatically skipped. Same plate can be held at printing pom 
for one, two, or more impressions. Lines or parts of lines of tvpe can be ‘‘cu 
off’ when printing certain forms. Sheets, bills, etc., can be AUTOMA7 
ICALLY fed and properly spaced when listing or printing data on them. 


The utility range of 1 
limited 


he Addressograph is practically un- 
That’s why it is used by thousands of concerns everywhere 


FREE TRIAL Representatives will call with $60.00 
Ribbon Print Addressograph; demonstrate it at 


and if desired, leave it for FREE TRIAL. 


1 


Just mail the coupon! 


aph. 


New York 


vour desl 


Alddresso 
Chicago Pr sth FROM TYPE 


and Service Stations at these cities——or you can 








Des Moines New Orleans Salt Lake City 






Detroit New York San Antonio Ww P , ‘ 
Duluth Omaha San Francisco = — 
El Pas Oklahoma City Seattle ; | I nl R S 
( rand Rs ipids Ottawa, Ont. Shreveport ; : 
Har Peoria Spokane | R oI of U 
Houston Philadelphia Syracuse St ent Er 
ndianapolis Phoenix Toledo} : ‘ 

s City Pittsburgh Toront | ) Dag 
a if Reno Wash nton > I Dp 
Milwaukee Richmond Wichita | : she N 
Minneapolis Sacramento Williamsport k I R 
Montreal St. Louis Winnipeg, Man ' 
Newark St. Paul Book 












This Card Index 
Addresses Itself 
»n everp form. Hand, foot, lever or 
motor operated models to suit your 
requiremehts. 
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HASKELL & SaRKER CAR COM PANY ime. 
BA0GENO SEO = 
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ie 
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Mail to nearest office—or phone for representative ifglist opposite names your city. 


ADDRESSOGRAPH COMPANY, (903MI) Chicago 


Wi 


F 


thout cost or obligation, please give us: 


acts about trial offer 
T 
Le 


monstration in our office 
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INSPECTED INSULATED CABINET ———t 












Vouchers 

Miscellaneous 
Personal papers 
Private locker 
Checks -Notes 
Special correspondence 
Personal correspondence 
Maps 
Drawings 

















The arrows merely indicate a sample interior equip- 
ment. In your sales-work each customer “sells 
himself” by making his own selection of interior units. 
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UNDERWRITERS LABORATORIES.INCG. 


INSPECTED INSULATED CABINE =! 








The Label That Guarantees Safety! 


An added attraction. To round out Van Dorn completeness we 
have added this filing safe bearing the Underwriters’ Label. 
This safe is sold with the understanding that it carries the 
full pledge and backing of the Van Dorn Company. 


The Underwriters’ Label proves to every prospect the effective- 
ness of this new safe in resisting heat and impact. Every 
Van Dorn Filing Safe bearing this mark will withstand all 
the tests and answer all the requirements of the Under- 
writers’ Laboratories for insulated cabinets. 


Sales are easy with the Van Dorn System Fitted Underwriters’ 
Safe. You offer the customer exactly what he wants—per- 
manent safety for his particular range of valuable records, 
because the customer makes his own selection of interior fit- 
tings. Each filing drawer and compartment is chosen for its 
specific need and arranged in the most convenient order be- 
hind insulated steel walls, safely sealed against fire and theft. 


Your territory may be open for Van Dorn representation. Write 
us for full details of the Van Dorn line of Steel Desks, Chairs, 
Safes, Filing Cabinets, Lockers, and Storage Shelving. 


THE VAN DORN IRON WORKS CO. 
‘Cabinet work in steel’’ 
CLEVELAND, OHIO 
New York Office and Display Rooms, 318 Broadway 
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Van Dorn System Fit- 
ted Filing Safes are 
furnished in 4 sizes to 
fit all types of busi- 
ness. The Under- 
writers’ model is made 
only in the medium 
size. 





UNDERWRITERS SYSTEM-FITTED 


FILING SAFE 
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EVERAL hundred I-P Dealers are return problem by supplying the answers for 
° ° . ] . » SN: 4 - ¢ 1 ‘t isitive for 

already working enthusiastically on Uncle Sam's long and inquisitive form. 

the A B C Bookkeeping System, and Also a Business Guide. It also supplies valu 





able data for the manager of a business, tell 
ee ; , Y . ing him at the end of each month just how 
this little outfit would readily find its = much has been made or lost. 


are making good our prediction that 


place in the market The Opportunities the .\ 8} © System affords 


for the development of new loose leaf ac 
Th is a timely, practical, sen- . - 
e A B C System is a timely, practical, s¢ counts are practically unlimited. Many I-! 


sible set of records that any one can under-  Salesmen have already gotten started in this 
stand and use. It solves the troublesome tax = promising new field. Have you? 








Booklets and Demonstrating Outfit on Request. 


IRVING-PITT MANUFACTURING CO. 


KANSAS CITY CHICAGO NEW YORK 
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A Bit of History of the Loose Leaf 


Field 


HE loose leaf business as an industry is but little 
over a quarter of a century old. Of course, the 
original idea is older than bound books, no doubt, 
since extremely ancient people kept all their ac- 
counts on clay tablets, hardened by fire or baked 

by the sun method which would be somewhat cum- 

bersome to the loose leaf binder of today. No doubt, the 
bound book which followed the invention of paper and 
succeeded the papyrus books, which were kept in rolls, 


—aA 
‘ 


Being a Brief Review of the High: Lights in the Histor) 


of the Loose Leaf Industr) - 


tions holding them together. A suita e | C made 
the book resemble a bound book 

[Two years before this, however, James M. McCleery 
and a Mr. Page, of Chicago, invented a spring k binde 
made to hold order blanks Each order blank had two 


holes to enable it to be filed on an ordinary post transter 


book The transfer binders were then in quite commol 
use. The Page-McCleery system was manufactured by 
Rubel Brothers in Chicago in the early eighties and is 





was hailed as a great invention by that portion of the © still in use today. 
human race who had endowed themselves with the ability Among the early inventors of loose leaf devices were 
to read. It is not unlikely that the monks were respon- William A. Vawter, Leon M. Leslie, Cyrus E. Morehouse 
sible for the art of book binding, or at least they had Harvey P. Jones, and others. 
much to do with the perfection of the art in its infancy. Che Leslie binder of 1892 had triangular posts at each 
Every loose leat device which has survived the test of | ¢7d, one triangle slipping over the othe: ane covers 
time and which has developed into an integral part of were held In place by a thumb screw. Releasing the 
the loose leat system today originated in the United States screws permitted the binder to expand to the desire: 
with one single exception and this is the prong binder thickness. : - : 
Tengwal!l—which is of Danish origin and was brought to Cyrus E. Morehouse, of Milwaukee, took out a patent 
this country shortly after the World’s Fair. The principle January 4, 1894, providing for a binder to b med ¢ 
of the Tengwall binder, the patents on which have long two simple right angle pieces - metal joined by two 
since expired, remains today the same as it was at the posts and telescoped, one over the other, tor the accom 
time of its invention eee of = Ape awe? = ry ar che the n ocr ger 
; : : thickness ot the book being limited only by the length ot 
Nobody knows wliat was really the first application of ysis ‘ . poe 
. ad ¥* ; the posts. A screw mechanism was used to fasten the 
the loose leaf idea. Probably it was nothing more for- . ; 2 , ‘ 
Vint ages ‘ ’ - ; covers together. However, Mr. Morehouse’s first patent, 
midable than a memorandum made with a pencil and hung Ag blogs + ; : ke 
j | nti : . which was granted to him in 1891, was the post and screw 
on a wall hook or a spindle, later to be filed when paid ; , 0 wer ; 
, . . in the open back cover \t first these simple forms o 
in a box file or destroyed, as the case may be. The favor , “ti mange . her yer eT (i 
, 4G ete loose leaf devices were applied mainly to albums, tari 
ite filing place of bygone days was the pigeon-hole in * dion her? : _* , : 
’ 1 2 “1: - . . files, binders for periodicals, etc. Ledgers ice DOOKS 
the roll-top desk, where everything was filed and nothing . : Bc ; :, ; 
. 3 E . were simply incidental and at first were considered qt 
ever found Chis was unsuitable for records, which must : _— 2 ee riven 
‘ +r : . subsidiary, much more importance being attache o looss 
be more or less accessible. Then came the box file with ey ee : . ay Te 
; ieaf for other purposes than accounting 
1 convenient alphabetical or a numerical index system : oie a ae pepe 
" vitae tt The Tengwall binder appeared in 1893 
For this box file, which was invented in 1868 W. A Cs \ ; oe 
Sp bes naibi In 1896 there appeared a lock ledger perating ol 
erg s respons » ‘ - 
4 oe ‘ ee : ratchets, with two end boxes tor holding t 1eets 
We don’t know how many years ago the first patent with no posts. Spring posts were afterwat t 
for a loose leaf device was granted. We have seen a protection. 
patent for a loose leaf book dated August 11, 1843. J. \ periodical binder for magazines, newspapers, etc., was 
. } ? > @ ¢ ; wire > ¢ > > , . e , ' 
No k was the patentee and his device showed a temporary invented by an Englishman in 1892, having chains to take 
binde Che patent number was 3218. Che mechanism of the place of posts, similar to the manner in v strings 
this binder reminded one of the skates which one puts are now used in binders for such purposes 
on with a key ‘At was operated by a double-threaded lt is curious to recall that the Nock bind ve Seventins 
screw, the threads running in opposite directions trom in 1843, which used half of the club skate principle, whi 
either end. This screw was attached to levers which, in was completed by patent in 1878, was neve smmet 
turn, were attached to one side of the binder. When the successful, but that the principle there ma¢ sin ." 
screw was released the binder opened up. When screwed not brought into use until the loose lea Le eval 
home the binder was closed tight on the sheets. This take hold in the early nineties. One of tl rst inventors 
old temporary binder was built with a round back and to devise a commercially successful round ba ook is 
offered considerable opportunity for expansion. the late Harvey P. Jones, of Chicago 
J. H. Van Pelt took out a patent January 15, 1878, for a In no industry have improvements beet marke 
temporary binder Che Nock idea was here amplified into than in the manufacture of loose leaf devices Che loose 
a double system of levers with a key instead of the nut leaf ledger of today is neat and conveniet handlit 
to operate the screws. The expanding mechanism was on is superior to the bound book, and possesses many co 
the club-skate principle. veniences which the bound book of acco an neve 
In 1885 €. E. Doyle invented a loose section press have. Following the first successful 1 ntions of loose 
copying book The idea provided a round-back book, leaf devices came binders using leather s as binding 
made in alphabetical sections, any one of which could be media. Another binder used thin steel ribbons for hold 
removed at will The book when complete contained a ine the bands. Then we have collapsible binders 
section tor each letter of the alphabet The cover was folding post binders, ring books, and finall omplete 
made of cardboard, each cover having a metal strip se the versatility of the loose leaf book we the Hexibl 
cured to its rear edge and extending beyond the top and hinged sheets by the use of which the ho open¢ 
bottom edges of the cover. This strip was bent at right will present a flat surface, no matter what 1 er of pages 
angles to the cover, forming arms, the arm on one cover’ are turned. The history of the loose lea 1s O1 
heing slotted and on the other cover socketed so as to of the romances of industry. The inventors « he device 
receive the ends of the opposite arms. Small spring nd the backers of the industry waged 2 Ss wal 
raichets engaged the slots and held the two covers firmly years before they gained recognition for tl fforts, at 
in place. From one of the strips of metal two or more yw in the United States and in many eig! ntrie 
pins projected, passing through holes formed in the s¢ the use of the loose leaf book ts all 
The proper presentation of loose leaf systems a 
matter which cannot be handled an unintelligent person 
The whole subject is as broad as the requirements of indus 
try itself, and while the clerk need not be an expert account 
ant, his information should at least be sufficient to enable 


him instantly to grasp the 


vital point of the customer's needs 


and to help him adapt the system to whatever peculiarities 


there may be 


in the accounting method of his business 





May, 1919 OFFICE APPLIANC ES 


a “B&P” STANDARD LOOSE 
Sm LEAF DEVICES 


“3 
| ve 














The 
Complete 


Popular Priced Ledgers, 6 styles, 7 sizes. 
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Leaf Line 





High Grade Post Binders, 3 styles, 8 sizes. 


Canvas Post Binders, 8 styles, 24 sizes. 





Ledger Sheets, 5 sizes, 15 rulings. 


Standard Record Books, 4 styles, 16 sizes. 


Sold Exclusively 
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Standard King Books, 4 styles, 16 sizes 








rice Books, 4 styles, 18 sizes, 
Ledger and Post Binder Indexes, 


6 styles, 24 sizes, 





Through the Trade 


Memo Books, 6 styles, 15 sizes. 





:/16 In, Pest Binders, 4 styles, 14 sizes. 





Sheet Holders, 5 styles, 45 sizes. 
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Columnar Sheets, 5 sizes, 12 rulings. 
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Boorum & Pease Co. 


Manufacturers of 


Blank Books and Loose 


Leaf Devices 
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The Place of Loose Leaf Systems 


in Business 


ANMUMVMNLFREYTOURLOSATOONEOLYOMUAEDLLSUHYUFAUHOEUGSOAAULURULALLOULLULUOULAEULUOULGULLERLEnED NY 


T IS rather curious to observe how the development 

of loose leaf as an industry appeared to come in the 

early nineties and to make itself manifest with vigor 

and success in the first ten years of its real existence. 

Why loose leaf was not erected into an industry be- 
fore this time, why it should have awaited the introduc- 
tion of some of the simpler inventions, is a question which 
a good many people have asked without finding the an- 
swer. We do not pretend to have solved the question. 
We can, however, make a few suggestions which perhaps 
may set someone to thinking who is better posted on the 
subject than we are. 


Let us begin with the proposition that conservatism 
flourishes best where men’s pockets are concerned. Bold 
sailors may cross the seas on perilous voyages to bring 
in the goods which the merchant sells. Bold inventors 
may toil with electricity, invent the mowing machine, self- 
binder, the typewriter, and a thousand and one other 
things, but when we come to the counting room and the 
bookkeeping department, we are in the very temple ot 
conservatism. Our conception of the original bookkeeper 
is that he was old. The accountant of fiction was always 
faithful, but never fat, and he clung with grim tenacity to 
his journals, his day books, his cash cooks and his ledgers, 
working all hours to get his final balance at the end of 
every month. At the doors of his sanctum change with- 
ered and progress died. 


Perhaps there really was more than a little of this spirit 
among the great majority of bookkeepers in the earlier 
years of our history. They resented changes in their sys- 
tems, just as clerks and secretaries resented the intro- 
duction of the typewriter. Then, too, men’s minds up to 
a period considerably after the Civil War were occupied 
with many details, both political and industrial, having 
nothing to do with the development of better processes in 
the business office. The spirit of change and of improve- 
ment, however, was abroad and ideas which had long lain 
dormant began to come forth until finally the loose 
leaf idea did find its place in the counting room and after 

decade of bitter struggle established itself firmly as a 
factor in the business house. Today it has been adopted 
by the majority of business houses of the United States, 
including even the banks and with the advent of the type- 


writer and the adding machine has become almost 
indispensabie. 

We were told several years ago by one of the largest 
banks in Chicago that if it were not for their adding 


machines and loose leaf ledgers their accounting depart- 
ments would be so unwieldy that it would be impossible, 
or all but impossible, to carry their present volume of 
business, for not only has the loose leaf ledger and 
the adding machine speeded up all the bookkeeping proc- 
esses, but it has also enabled the individual worker to 
accomplish many times the amount of work formerly 
done by the hand and pen method. To wipe out all the 
bookkeeping systems and all the adding machines and 
typewriters in use in commercial houses, banks, etc., would 
mean the practical stopping of business throughout the 
country. Where hundreds of men and women at liberal 
salaries now do the work of posting and keeping the 
accounts, armies of men and women would be required 
and either salaries would have to be a small fraction of 
what they are now or many business houses would be 
obliged to shut down. The loose leaf system with acces- 


The loose leaf department is one 
goods are 
and workmanship, and any man 
will regard it with a certain rev- 
Because it is first class—because it appeals to the 
it proclaims its quality—and 


sive cultivation. The 
of the finest merchandise 
erence. 


eye and the touch—because 


Being a Few Suggestions as to the Development of the Loose 
Leaf Industry with Reference to Its Position in the 
Business Field. 


sory. machines which have been adapted to it is a vital 
part of the business life of the present day and is destined 
to become universal in its application. The merchant no 
longer asks the question, “Shall I install loose leaf?” but 
“Which is the system best adapted to my requirements?” 

The most recent development in which loose leaf 
devices have played a vital and leading uart is in ledger 
posting. Here the loose leaf book is an indispensible 
adjunct of the machine, for without it the machine could 
not function. The use of properly constructed trays for 
holding the loose leaf ledgers in the correct position 
while postings are being made, so that leaves may be 
removed, posted and returned in their proper sequence, 
has become a not inconsiderable factor in the manufac- 
turing departments of loose leaf houses. Many of these 
tray sare on the market, each one having features which 
commend it to users. Placed beside the adding machine 
within easy reach of the operator, they hold the ledger 
leaves so that the tabs come in the right position to be 
seen and the sheet removed and placed in the machine 
for posting, when it is returned to the place provided for 
finished work. 

So far as we know, no one has yet precisely computed 
the time and labor saved to banks and large commercial 
houses by the combined system briefly indicated above. 
Its use is increasing by leaps and bounds, for its utility, 
speed and accuracy are so evident that the system sells 
on demonstration. 

There is still another factor to be considered. We hear 
these days much about bookkeeping by machinery, but as 
a matter of fact if it were not for loose leaf books of ac- 
count there is only one machine in the world which could 
make any claim whatever to performing the feat of keep- 
ing a set of books. And this excellent system, of which 
the flat-bed typewriter is but a part, is heavily indebted 
to the loose leaf account book for much of its present-day 
efficiency. 

The manufacturer of loose leaf devices may fairly claim 
that he has added as much to the progress of the world 
as almost any other, for not only has he created an in- 
dustry which would stand of itself without the aid of 
other devices, but he has immensely broadened the scope 
and efficiency of the typewriter and the adding machine 
—the twin brothers of efficiency in the modern commer- 
cial office. 

There was once a time when loose leaf devices were 
decried because of the notion that the keeping of records 
and accounts in any book not bound in the regulation 
way was unsafe. But long practice has proved the fallacy 
of this notion. No records are lost because of loose leaf, 
nor are any tampered with because removable; for the 
thief and defaulter will find a way to alter bound ac- 
counts as well as others. The logical continuity of estab- 
lished records is difficult to tamper with, and the expert 
accountant will put his finger on the flaw no matter what 
the system, proving the cleverest criminal a fool. 

We believe the time is not far distant when loose leaf 
accounting methods used in connection with bookkeeping 
machines will be practically universal in their distribution 
throughout the civilized world. Formerly Russia and 
certain other countries forbade their use, but one day the 
pressure of commercial custom and the advantage of 
time, labor and expense saved will force the system into 
even the most backward commonwealths. 


which repays inten- 
high pr ton in their finish 
who appreciates the feeling 


because it has behind it in its practical application to busi- 


ness the 


brains of some of the ablest men in this industry, 


loose leaf devices deserve to sell on a different basis from 


certain other lines 
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IMPORTANT LINKS IN A LOOSE LEAF SYSTEM 


HE increasing importance of National Post Binders in 
office equipment is unmistakable. Originally Post 
Binders were designed merely to contain the overflow, and 
out of date material, from various current loose leaf ledgers. 
They soon developed into a regular filing and storage sys- 
tem, and today they are often used exclusively throughout 


the entire recording and accounting system. 


National Post Binders have kept pace with this general 
utility of post binders. The Baltic Toploc Binder, hand- 
somely bound in Corduroy and Cowhide and of strongest 
construction, meets every need of a high-grade record book. 
Between this and the inexpensive, canvas covered Norman 
Binder, there is a most comprehensive range of the best and 
most approved Post Binder devices. Have you seen our 


illustrated Post Binder circular? 


Very handsome display cards, featuring National Post Binders, 
are now ready for distribution. These are 22x28 in size, 
unusually striking and effective in coloring. How many will 


you need? 


NATIONAL BLANK BOOK COMPANY 


HOLYOKE, MASSACHUSETTS 
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Some Suggestions for the Loose Leaf 
Department 


WAT 


HE sale of loose leaf devices, once looked upon as 
a matter of very minor importance, is now one 
of the principal features of the commercial sta 
tionery business. Loose leaf is the young giant 
of the trade, and new uses for it and new develop- 
ments of its mechanical possibilities are even now brought 
forward from time to time. It has adapted itself to every 
industry and to practically every important othce labor- 
saving machine. The care and sale of loose leaf has come 
to be almost a profession in itself, with certain well- 
established principles and practices, a few of which we 
have attempted to outline below, taken from articles in 
previous issues of Othce Appliances from the pens of men 
whose experience gives them the right to advise. 





loose leat devices into pet 

vauges has been a matter of 
evolution, graduai, vet effective. Standardization is no 
longer a problem for the loose leaf designer and manu- 
facturer. It has arrived and with it have come economy 
and simplicity. 


The standardization ot 


manent styles. sizes and 


Se 
Service in the loose leaf business has greater significance 
than the prompt delivery of orders. The alert salesman 
leaves delivery questions to the factory. He concerns 
himself with service in its modern acceptance—intent 
study of the conditions which the customer has to meet, 
and the binders and torms which will afford a certain 
record. That record must be attained for the customer 
with the least possible expenditure of effort in book 
keeping, 
So 
Find a leaf line which represents 
wearing qualities which will best serve the 
Then stick to that line, and push it to the limit. 
times the dealer stocks a line handled by a competitor in 
addition to the iine he has planned to concentrate on. 
This eliminates salesmanship, for the purpose of stocking 
the binders carried by a competitor is to take away from 
him the business he has established. The constructive 
thing to is to build up trade on a certain line of loose leaf 
binders. In concentrating his buying the dealer can order 
for the future in sizeable lots, and avoid the expense of 
frequent small shipments from the factory, which is 
necessary when he carries several lines. 
+ 
Counter samples must always be kept neat and fresh 
The average bookkeeper, who generally does the ordering, 
is neat to finickyness, and resents samples which show 
signs of counter wear, or grime and finger marks on the 
sheets. 


working and 
customer, 
Some- 


ke ose 


+ 

When a dealer invests in a stock of loose leaf devices 
he should also invest in study of loose leaf systems. This 
gives him a local standing as a specialist in loose leaf 
work, and leads buyers to look up to him as an authority, 
instead of a mere trader in expensive merchandise. Cus- 
tomers bring their bookkeeping problems to the specialist. 
Sometimes their working conditions are hard nuts to 
crack, but if the dealer is not able to cope with the situa- 
tion he can always get time to submit the proposition to 
the factory. There the requirements will have the study 
of experts, whose recommendations may be followed 
faithfully by the customer. In this way he will thus get 
the best possible results from his investment. 


\n early practice among dealers in loose leaf devices 
was to claim that they manufactured binders and _ all. 
This was done to impress the customer, but sometimes 
the gentle deception did not work. The average buyer 
of books and printing has a fair conception of the capabil- 
ities of the dealer’s plant, and is apt to scoff at the preten- 
sion that loose leaf binders are produced in the bindery. 
As the loose leaf manufacturers acquainted consumers 
with their products, and advertised their trade marks, the 
consumer grew to demand the trade marked products. So 
it has come to pass that the dealer has found it easier and 
more expedient to feature the fact that he handles the 
trade marked product. with the prestige of a big manu- 
facturer behind it. Thus the market for anonymous bind- 


Being a Bitef Digest of Matters Touched upon -reviou 
Issues with Regard to Handling Loose L f Devi 
in the Store. 

ers, bearing the dealer’s label, has fallen off e attituc 
of the consumer toward trade marked loos: ut devices 
is similar to that of the dealer when he buys tor himsel 
Even so unimportant a purchase as linen llars is 
Huenced by a trade mark, and when it comes to a co! 
siderable investment, like a watch, the dealer wants 
watch of known reputation, even though the itch deal 
may offer a good movement with his name on the dial 


retaliel . ercol £ 


Selling loose leat to the average 
long-established preferences and prejudices leman 





of the income tax law should aid the sales ve 
coming the objection of the user. He quick] ilizes 
inadequateness of the old methods to the fi uir distine 
tions of the new law in distributing charge ind loos 
leaf installation is the quickest way for the bookkeeper t 
work to the government standards Phe salesi 
is trying to get an old timer to change his okkee] 
methods to the loose leaf system has a powertul leverag 
It is expected that many of the income tax 1 rts st 
ted by merchants will be carefully scrutinize y the | 
ternal Revenue department, and errors in met | point 
out. A man who has the necessary information pointed « 
othcially will want to get the system that is tight whe: 
he goes over this year’s records to prepare xt vea 
income tax reports. Such a man is an « irket 
loose leaf devices If the salesman can lear vho the 
individuals are who get instructions from the Govert 
ment to modernize their methods, he has excellent 
opportunity of making sales 
se 

The man who is satisfied with his old styl rokkeep 
methods may be a hard proposition to sell on loose leat 
but persistency on the part of the salesman will ultimate] 
win out. Persistency means calling egularly, using 
strategy if necessary to get a hearing. entually th 
order will be landed, and prove the old prov about t 
joy in reclaiming one sinner is greater than lining up 
number who had not transgressed. The “sinner” is oftet 
subject to no competition, as other salesmet ive prol 
ably giving him up long ago. believing his = ypeless 

*k 

The loose leaf department of a stationery store is just 
what the management makes it. The field of his custon 
ers is potential. His success is proportional to the de 
opment he gives the field. If he handles loose leaf 1 
negative way, and lets customers buy their binders d 


supplies, his profits from the work will not be great. But 
if he assigns one salesman to make an energeti 


for loose leaf work, and makes the man responsible for 


results, the business will grow, and so will the profits 
The loose ieaf man should be backed up wit 1 good 
representative line of sainples, as well as a stor of the 


binders in common use 


a2 

loose leaf sales classify among the “heavy” business 
ot the stationery store Because of this it is table 1 
keep in close touch with a prospect, and not let the initial 
order go bv default because some more industrious an 


persistent salesman was closer to the prospect than you 


man. The loose leaf product is worthy of more frequet 
window and store displays than many items in the st 
tioner’s line 

Se 

Because of the wide field of loose leat books, the sta 

tioner can introduce the product into virgin field edgewise 
should there be no disposition to change methods. li the 
sale of a set of ledgers is not possible, it may be feasibl 
to introduce a loose leaf price book, or even a pocket 1 
binder into the hands of the man responsible for the buy 
ing. Familiarity with the use of the loose leaf principl 
in comparatively unimportant records will time, sho 
the value of the plan in the bookkeeping department 
the business. 

sw 


One of the advantages of the loose leaf system is that 
sizes are standardized. Most users appreciate 
at times there is a demand for special sizes 
rarely ordered in quantity, and thus sales of 
rarely bring the profit that goes°with standard stock sizes 


this, but 
These are 


Spec ial books 
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and Binders each have a distinctive feature 
that appeals to the judgment of the purchaser. 


The High Quality, Construction 
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has every advantage. 


Our New Catalog 


IT’S READY NOW 
Send for Your Copy Today 


No matter how well you may be satisfied 
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you this Catalog with full information covering 
terms, discounts, etc. It’s worth your while. 
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In order to discourage the use of special sizes the skilled 
loose leaf salesman exerts himself to swing the job to a 
standard size. He accomplishes this by pointing out the 
delay in delivery, not only in the original order, but in 
having refills made up. He shows how standard rulings 
and sizes are in the dealer’s stock. Should special sizes 
be required, an unforeseen delay in shipment, or a rush at 
the manufacturer's plant may make it impossible to de- 
liver the specials on the buyer’s schedule. Paper for the 
special size may not be in stock, necessitating the waste 
of stock cut from a larger size than ordinarily used—and 
the user pays for the waste. It is worth while to have 
a comeback for the request for special size binders, so as 
to keep orders within stock sizes. 
+ 

Whenever the stationer, or his loose leaf salesman, goes 
to the market, he should make it possible to spend the 
good part of a day in the plant of the manufacturer who 
supplies his loose leaf goods, and study the manufacture 
step by step. This will give an intimate knowledge of 
the construction, materials and working capacity of loose 
leaf devices, and inspire a confidence in the quality of the 
product which will readily transmit itself to the prospec- 
tive customer. A visit to the factory will put the dealer 
in touch with the experts who work out loose leaf systems, 
and give the stationer an idea how these men analyze an 
accounting problem so as to make the forms effective and 
convenient. 

+ 

Even though the inaugural order for a loose leaf ac- 
counting system for a customer represents a large amount, 
the profits from the re-orders mount up largest in the end 
The installation of the binders is generally a matter of 
winning in competition against one or more other dealers. 
Re-orders are automatic, and when the business is prop- 
erly handled by the dealer year by year, the re-orders are 
placed without competition. 


+ 


If the dealer keeps in touch with his loose leaf custom- 
ers’ businesses, he may find out matters which offer in- 
creased orders. As a rule, the average bookkeeper orders 
a year’s supply of sheets for his various books. Should 
business conditions bring many new customers, the year’s 
supply may be used un in nine months. In most cases the 
orders will come to the dealer who supplied the original 
installation without solicitation. However, if the stock 
runs down quicker than anticipated, there will be a rush 
order placed, sometimes requiring telegraphing and hurry- 
ing matters all along the line. If someone in the office 
says that they are opening many new accounts, the sta- 
tioner’s play is to see that the orders for new supplies are 
placed before the bookkeeper is entirely out of sheets. 

a 

The purchasing department of the large mercantile or 
manufacturing concern is an example of the possibilities 
of the loose leaf system. The purchasing agent is gen- 
erally “sold” on the loose leaf idea, because many of the 
manufacturers with whom he deals supply price lists in 
loose leaf form for convenience in revising the figures, 
page by page. It is but a short step to convert the pur- 
chasing agent to the use of loose leaf records for his 
transactions. In a large concern from fifteen to twenty 
loose leaf records can be used effectively to keep records 
of purchases, deliveries, prices, samples, analyses, costs, 


etc. 
+ 


Now and then a loose leaf prospect urges as an obiec- 
tion that such records are not accepted in courts of law. 
The subject was studied by the Loose Leaf Committee of 
the National Association of Stationers and Manufacturers 


several vears ago, and the following conclusions were 
reached: “It must be understood that there is no rule of 
law or evidence admitting or excluding book entries 


simply because they are loose leaf books. It mav be. and 
evidently is, on account of removable leaves, that loose 
leaf books are under an additional suspicion, but to be 
admitted as evidence. a book of accounts. whether bound 
or loose leaf, must be a book of original entry, the first 
book in which a complete transaction appears. In this 
way a loose leaf book will be judged like any other if it 
affords the first complete record, and it will be admitted 
as evidence provided it suits the other requirements of the 
law. These requirements of the law it may have more 
trouble in satisfying than other books, but nevertheless it 
can be done, and the books be just as admissible as any 
other. The person seeking to have it admitted in evidence 
would probably have to go a little further in his proof 
than in the case of bound books.” 


APPLIANCES Va 


[he unharvested fields for loose leaf systems are numer- 
ous and not much worked by the salesmen for loose leaf 
devices. The winners have gone into unexplored wilds, 
and picked business that their competitors did not suspect 
existed. Loose leaf devices have been farmers, 
real estate dealers, tailors, professional insurance 
agencies, lumber merchants, and others who did not look 
promising to the average salesman. The aggressive dealers 
figured that there is accounting to be done in every busi- 
ness, and their responsibility was to educate the dealers 
in the advisability of using loose leaf instead of small 
memo books, or regularly ruled bound books of account. 
Will & Way are good partners for any business 


a 


\ stationer in a medium sized town estimated that a 
dealer in loose leaf goods should make a credible showing, 
and fill most orders from his stock, in carrying a line 
worth $300 to $350. If the number of concerns whose 
accounting requirements make them possible users 1s 
below the average, a smaller stock will suffice. This in- 
vestment will enable the dealer to show binders of the 
various sizes and types, as well as sheets, binders and 
transfers. Such a stock would be limited to the product 
of one manufacturer. 


sold to 


men, 


so 
Pricing loose leat outfits on display in the window is 
liable to bring in prospective customers who might be 
under the impression that the materials for loose leaf 
bookkeeping would cost too much for his work. A South 
Dakota dealer mentioned the following incident \ cus- 
tomer came in and asked to see an outfit which was shown 


in the window, with a price mark of $5.00. He said: “I 
didn’t know that a loose leaf outfit could be bought so 
cheap.” There is a suggestion of richness and modernity 
about a loose leaf book that often justifies the impression 
of this customer. The price mark dispels the illusion. It 
may frighten away a few prospects, but they are generally 
looking for a slate on which to chalk their charges 
i 

There is no place where it is quite so appropriate to use 
loose leaf binders as in the equipment of an outside sales- 
man specializing on loose leaf work. He can demonstrate 
the binding mechanism, the facility of changing and insert- 
ing, and the firmness with which the sheets are held when 
the binding device is locked. 

+ 

Often a man with a knowledge of accounting can get 
entree to the head bookkeeper by making a sample sheet, 
or sheets showing what he would suggest as a good means 
of handling the concern’s accounts. If the work is done 
neatly, and the box headings lettered in, the chief will be 
pleased to study the form. He will probably suggest some 
changes so that the form will better meet his require- 
ments. Even though no immediate sales result, the sales- 
man has broken the ice, and will get a cordial reception 
whenever he calls back. 


It is important that the salesman keep a record of the 
date of the customer’s purchase, and the approximate time 
when new sheets will be needed. He can tactfully learn 
when the transfer period is due, and arrange a date on 
his tickler that will bring him on the job well before the 
transfer binder is ordered. He will probably also bring 
home an order for a new supply of sheets and indices 

+ 

The consensus of opinion of retailers who carry loose 
leaf lines is that the best space in the store is none too 
good for the loose leaf department. Put it near the door, 
where all must see it when they enter, and again when 
they depart. A majority of the dealers advocate that the 
ring book memos and related lines be displayed with the 
larger loose leaf devices. One helps to sell the other 


+ 
An eastern dealer has worked out a plan which enables 
him to offer fresh, clean samples to his customers. He 
carries a full line of the different sizes in stock on a 


display stand near the door. Sales are made from the 
samples, which are subsequently replaced from stock. The 
dealer’s volume of business is such that no sample is on 
display for any length of time, and the samples do not 
have a chance to get shop worn before they are sold and 
delivered. 
od 

Selling loose leaf devices has an incidental effect which 
is an advantage to the dealer. The intrinsic value of loose 
leaf books is high, contrasted with the general run of 
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| C&CC TOPLOCK 
THE POST BINDER OF TODAY! 


No Separate Key Required 
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For any sort of record—for 
any purpose for which post 
binders are used—Cesco } 
Top Lock (keyless) Binders 
will be found the ideal bind- 
ing device. No separate key 
is required to lock or unlock 
x lalla simply a slight turn. of 
the thumb nut. Operates 


quicker -—- more convenient 
than end lock binders. Obtain- 
able in three grades of bindings— 
24 stock sizes and made to fit any 
sheet. 
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The Cesco Line is the Logical Line 
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tools — Loose Leaf Devices and 
Outfits for every conceivable pur- 
pose. The Cesco Catalog together 
with discounts, terms and full in- 
formation will be sent to dealers 
on request. 
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items in the stationer’s stock—excluding appliances and \ Pennsylvania dealer makes it a_ point sell thie 
furniture. This does not necessarily suggest that the results of loose leaf bookkeeping, rather than making a 
dealer is a “high charger,” but rather carries to the cus- bald sale of the binders and sheets. He determines the 


tomer’s mind the thought that quality prevails. A Chicago requirements, and, because of his familiarity with account 
department store has frequently applied this principle in ing methods, can say, “I will sell you the necessary equi 


putting into stock a dress, a piece of furniture, a tan, or ment to handle a year’s accounts,’ and states the pric: 
any article of appeal to women. The articles are displayed \s an explanation he shows how the cost of succeeding 
with price cards indicating the cost in hundreds of years’ work will merely be that of the transfers and the 
dollars, while ordinary merchandise of similar character sheets. Such a policy shows the customer that the sales 
sells at dollars. It is not expected that the ultra-expensive man knows what he is talking about, and that he has 
articles will sell—they function in “trading up” the char- confidence in the devices which he furnishes 
acter of the general stock. oe 

: + a ‘. : a |! \n impressive loose leaf display can be made of a 

A form of advertising loose leaf which is effective, and = machine bookkeeping equipment, complete with the billing 
of no cost for circulation, is the use of envelope stuffers jachine. This assumes that there is a local representa 
to enclose with letters, invoices and statements. Most of tive of a biliing machine manufacturer in the dealer's city 
the loose leaf manufacturers are prepared to furnish these, who can be induced to loan his outfit for display in the 
in many cases imprinted with the dealer’s name and ad- dealer's window, with the assurance that the machine ma 
dress. The cumulative effect of this advertising is soon has the opportunity to show his window cards, and 
felt, and the dealer should be able to trace concrete results — trijyyute his advertising in the store. It is unusual to <¢ 
from this intensive use of the mails a hookkeeping machine in a stationery store, so that is 

+ of itself a good attention factor. Bringing t chine 

Methods of displaying loose leaf devices vary among the and the loose leaf clements together makes mplet 
dealers who carry them. Some advocate the display of demonstration of the system. and both ends the 
the goods on the counter, where all who pass can look bination profit from the display 
them over, and inquire into the mechanism. However, + 
this causes considerable wear, and unless the dealer is \ good office atmosphere can be create: se le 
willing to allow the samples to vet shop worn, he has to” djsplay by showing a well-known adding 
take a loss on the samples. Some dealers display the machine in connection with the loose leat : St 
samples in a show case, where they are in plain sight, and = an arrangement should not be difficult to } ibout 
can be handed out for inspection upon request. One the adding machine man appreciates the tunity 
dealer uses a small vertical glass show case which sets getting his machine before the public under s ri 
on the counter or display case. The small show case gives stances. 
prominence to the books, and brings them near the level + 
of the eye. It is more convenient with this case to hand _—e oan ee F oA 

. he patent office history of loose leaf goes j 
out the samples, and it also possesses the advantage that aye “pam Seige & ore Se tags ae 

: : ; om when J. Nock patented a temporary binde: the itents 
the salesman can keep his eyes on the customer. This inlioned hen teed hell oe aeteatios commercia 
helps keep,the prospect’s mind on the subject, which is ,; In 1892 Leon M. Leslie patented a loos: le 
not the case when the clerk has to stoop to get mer- ie elvipie2— cadbrandr y vonghy x seng-saager epige x. 

~ : : : honey t a 5 which was manufactured for a time by the H. H ytfima 
chandise from the counter or display case Company, Chicago. In 1891 Cyrus E. Morehouse, of Mil 
; ; + : waukee, took out patent papers on a binder 1 

Careful stationers keep as close a record of the pur bined the loose leaf and expansive features Baker 
chases of binders and transfers as they formerly did of Vawter spring binder was invented in 1888. In the trail 
special bound books. It is easy, of course, to get the these pioneers there followed numerous developments 
number from the binder, but often the customer forgets which have culminated in the highly perfected types whi 
to make a meme of that number when he calls to order’ cover the field at this time . 
new supplies. It flatters any buyer when he sees that the 
loose leaf man thinks enough of his business to keep a rhe a ais a ee ee ee ; 

of ; 1e public accountant is a fertile field fo: prima 
record. The plan also saves time. rennidiine ‘ ar ae 1 ag igre” at 
regarding the prospective purchase of loose leaf systems 
+ He is in a position to give advance “hunches” which thi 

The policy of arrangine to have customers come to the = salesman finds well worth following. Cultivate the pub 
store to discuss loose leaf, instead of going to the cus- accountants of your city—their friendship is valuab!] 
tomer, is good in many respects. It puts the dealer in an business way. 
advantageous position, as the customer is uninterrupted. + 
At the man’s office there are ccnstant requests for inter The logic of loose leaf is irresistible and appeals to t 
views, appointments, information, signing papers, etc. All head of a big, complicated business, as well as to the mat 
of these break the thread of the dealer’s discourse on of small affairs. The appeal lies in the neatnes 1 
loose leaf, and it becomes necessary each time to weave a permanence and convenience 
new sales fabric. Another advantage is when the customer 
is in the store the dealer has the opportunity of showing The temptation to sell a complexity of loos 
several items in the line. If the dealer goes to the custom- with their binders, is responsible for most of tl lifficulty 
er it is not practicable to take along more than one or two jn introducing the devices. The salesman should remet 
samples. ber that his goods have an appeal in that they simplii 

+ ; accounting. Experience and study are necessary to la 

Merchandisers who study human nature closely require out a simple system. The salesman should see that his 
that customers be shown the best merchandise first. If  jnstallation is stripped of all unnecessaries le mueat 
the customer indicates that the cost is too much, he will resist the temptation to load a complication of forms and 
express an idea of the limit he wants to spend, thus hinders on the customer, merely to increase his initial sale 
enabling the salesman to formulate an idea of what items It will not take the buyer long to learn that his requiré 
to bring out. It is easier to come down, than it is to sell ments have been “stuffed.” and the salesman cannot expe 
the prospect or an unward scale. The idea is well adapted to get future orders after his dealings hav een dis 
to counter sales of loose leaf devices. covered. 

Sy * 

Much time can be saved in showing loose leaf devices if The ready acceptance of the loose leaf idea among mod 
the clerk adroitly learns the number of accounts to be ern business men may lead the salesman to assume that 
accommodated and the average number of entries per all understand the advantages and economies. Should the 
month. This makes it possible to show a book of proper salesman learn in the course of the canvass that his pros 
expansion the first thing. and avoids the necessity of pect has but a hazy idea of loose leaf, he should cover 
showing several books before one of the required capacity the subject in an elemental manner, and put the prospect 
is brought out. right. 


== 
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“The Ledger That Grows With the Business” 
THE MILLER LINE OF FLEXIBILT BINDERS 


tj 
“Y Y 


FAULTLESS PRACTIBILT 


Flexibilt Current Ledger bj; M4 Pilexibilt Transfer Binder 
y Yy ADJUSTABILT ti 
“The Practical Ledger for Z Lp Machine Posting Ledger U; The Practibilt Transfer 
Every Business.” Z . Y me : 
Yj Business everywhere is YA Binder is the only sec- 
The Faultless Flexibilt tj awakening to the many ad- Yj . : 
Ledger ocks from one sheet Yy Oy vantages of posting accounts Gy Yj tional post binder made 
to the required capacity. Z by machine tty with a flexible capacity 
The diustabilt is adapted “fy . 
mechanism is novel with YZ ae ae a eee from one sheet to any de- 
— Te ae ttt}; sookkeeping Machines tj sired number, held under 


nd a positive locking r : - : 
: Abundant expansion pro- Yj - C $i 
assuring firm compres- g g vides pacity for statements fff hrm screw compression. 


ind I iger sheets, 


The Miller Line of 
Flexibilt Binders 


Made in stock and special sizes to 
meet every loose leaf requirement. 


No clumsy posts sticking through 
top cover to mar the desk or interfere 
with other books in the safe or vault. 


Flexible capacity from one sheet to 
any desired number. 


Write for catalog *‘S”’ 


Stationers Loose Leaf Co. 


342-346 Broadway 25 So. Market 203 Broadway 
MILWAUKEE CHICAGO NEW YORK CITY 
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Views of Dealers on Price and No-Price 


Catalogues 


AJAUUUOULLAVONLUUULENORU LAAN Hitit 


HOULD loose leaf catalogues present re-sale 
prices printed in the body of the catalogue; or 
should prices be left blank with a separate list 
of the re-sale prices for the stationer’s use; or 
should a net price list be given, leaving the dealer 
to fix his own re-sale prices according to his own views 
and requirements? 

Office Appliances in the April number published a dis- 
cussion of this question and asked for the views of dealers. 
The replies which have thus far reached us indicate that 
the dealers themselves are not of like opinion on the sub- 
ject, and the absence of responses from many seems to 
indicate some disinclination to discuss the subject. We 
give the views expressed precisely as they came to us. 
We regret that the responses were not numerous enough 
to enable us to form some intelligent conclusions as to 


HANLANUUAULUUII IHNHQNNLEOMUHAY ANNAN 





the wishes of the majority of dealers throughout the 
countrv. 
Morris Sanford, president of the George A. Mullin 


Company, Cedar Rapids, lowa: 

“We feel strongly that loose leaf catalogues would be 
better issued without prices, but that recommended re- 
sale prices should be bulletined from time to time in sep- 
arate price lists. 

“The work of the National Catalogue Commission (in 
co-operation with the manufacturers) has proven of abso- 
lutely incalculable value in establishing proper standards 
for re-sale prices. No single dealer could possibly work 
prices out so carefully for himself. I hope the good work 
will continue along the lines that have proven so useful.” 

Edwin I. Baer, Baer’s, Canton, Ohio: 

“The question of prices in catalogues, manufacturers’ co- 
operation with the dealer along this line, matters of dem- 
onstrating and like points, it seems to us, are up to a set- 
tlement and understanding between the manufacturers and 
the Committee on Loose Leaf Devices of the National 
Association. 

“The thousand and odd members of the Association are 
no doubt at variance on minor details, but whatever this 
committee decides, you may be assured the majority will 
follow.” 

H. K. Blinn, department manager, The Stewart & Kidd 
Company, Cincinnati, Ohio: 

“At present it seems to be necessary to have a sep- 
arate loose leaf price list, but as soon as the market be- 
comes stable we prefer a catalogue with re-sale prices in 
units and in quantities. Where quantity re-sale figures are 
given our experience is that we always get a slightly bet- 
ter price than where we make our own calculation based 
on net cost and in face of uncertain competition.” 

J. P. Swann, Lester Book & Stationery Company, At- 
lanta, Ga.: 

“We prefer a loose leaf catalogue with retail prices 
shown, and to be given the discount.” 

M. A. McCann, vice-president, A. E. Boyce Company, 
Muncie, Ind.: 

“We certainly want all our loose leaf catalogues without 
prices, but with suggestive retail prices by all means, to- 
gether with net wholesale price to dealers. 

“We hope that the manufacturers will never let the 
trade make their own prices, which would demoralize the 
field. as so many stationers today do not know the cost 
of selling merchandise and doing business. 

“The purchasing agent usually takes a catalogue with 
printed prices and starts trying a discount at once. 

“Tust recently one large buyer said to me: ‘Your dis- 
count is blank from that list, and what discount do we 
get?’ We stated that we did not purchase our merchan- 
dise from that list; that it was merely a standard selling 
price, and that he would be given prices from the list ac- 
cording to the quantity in which he purchased. 

“You will note that the listed retail prices contain a 
graduated scale on different quantities. 

“Tf we had not had our retail prices, what would we have 
quoted on a slanted scale according to quantity? 

“What would the next stationer have quoted if it had 
come to securing prices before placing the order?” 

J. E. Eddis. Eau Claire Book & Stationery Company, 
Eau Claire, Wis.: 

“In regard to catalogue and price list, it is much more 
convenient to have complete illustrated catalogue with re- 


Wherein Several Commercial Stationery Houses Express Their 
Preferences as to Printing or Not Printing Prices in Loose Leaf 
Catalogues. 


sale prices shown, because one book is easier to handle 
than two and much time is saved and much annoyance 
obviated. Of course, with prices changing frequently the 
way they have the last few years, it is much more eco 
nomical for a manufacturer to issue a descriptive catalogue 
with price list separate. There doesn’t seem to be any 
reason why a manufacturer should publish a separate re- 
tail list and a separate list of net prices when the same 
results could be obtained by publishing a retail list with a 
discount to the trade. Some manufacturers will argue 
against this, and to be sure their way might be better in 
some cases, but by far the greatest number of consumers 
can be served with the combined catalogue and price list. 


_ “Loose leaf goods should be priced to yield at least 
forty per cent on the selling price or two-thirds on the 
cost, and in some items fifty per cent on the selling price, 
with a reasonable discount to the consumer for quantity 
purchases.” 


_W. S. Merryman, superintendent, Messenger Printing 
Company, Fort Dodge, Iowa: 
“We are firm believers in catalogues being issued with 


re-sale prices right in the book. We have heard a great 
many people argue against this, stating that the customer 
realizes we get a big discount from this, but when all is 
said and done we prefer to open up a catalogue and read 
the price right out to the customer. 

“We are not ashamed of the fact that we make a per- 
centage of profit on every sale we make, and it is very 
much better to have a description of the article so that a 
customer can read it and see the price right before him 

“We do not believe this would be advisable in the case 
of an article that sells at from $200 to $500, where a selling 
argument is necessary to get the customer in a frame of 
mind to spend that much money; but on loose leaf goods 
and small articles retailing up to $40 or $50 we think the 
best way is to have the price list right in plain sight. 

“We are very glad to give our opinion in this matter 
and sincerely hope that all manufacturers will some time 
come to feel that, in the cataloguing of articles whose 
re-sale price is under $50, they should present the price list 
in the same book that describes the article.” 

Otto C. Betz, & Sons Printing 
dalia, Mo.: 

“We prefer catalogues with printed re-sale prices in 
same book absolutely.” 

Fred B. Hutchinson, secretary, Bleakly Bros., Inc 
den, N. J.: 

“We prefer loose leaf catalogues without 
with suggested resale prices in separate price lists. 


3etz Company, Se- 


, Cam- 
prices, but 


“Very often one wants to give a customer a descriptive 
catalogue and yet does not want him to have a complete 
price list in his hand. We have found the suggested sep- 
arate price list very convenient, inasmuch as we know the 
price on all the items, and the customer does not always 
have them at his elbow—which sometimes makes a lot of 
explanation necessary.” 

Carl L. Maurer, druggist and office outfitter, Cadillac, 
Mich.: 

“T am absolutely satisfied with the plan the I.-P. Manu 
facturing Company use. Keep the little cost catalogue in 
the desk and have the retail price to ‘go by’ and to show 
the customer a printed price, which, in my opinion, has it 
all over a price marked on with lead pencil or ink. We 
get the price that is printed without any trouble. The 


profit is good—why take less: 


F. H. Gades, of Crane & Company, Topeka, Kan 

“We believe that under normal conditions a catalogue 
issued with prices is more desirable than a catalogue 
issued without prices, or even a separate price list. It is 
the writer’s opinion that prices shown in a manaufac 
turer’s catalogue will be maintained by a greater per 
centage of dealers than would be the case if a 
price list is issued, or especially where a price list giving 
retail prices is not issued at all. Where dealers establish 
their own selling prices it is utterly impossible to over 
come the difference that is bound to exist on exactly the 
same commodity in two different stores. This has a ten- 
dency to create distrust in the mind of a purchaser should 
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B. &. P. STANDARD LOOSE LEAF 
VICTORY, LIBERTY LOAN REGISTER 


A SIMPLE and efficient method of recording sales of Victory Liberty Bonds on 
the Government weekly payment plan to employees, or the clients of Banks 
or Building Loan Associations. The system is arranged for names of 1,000 or 


less subscribers. 


LIBERTY_BOND REGISTER 


i Jill 

On this sheet are re- 
corded the payments for 
the first 13 weeks. 


+4+++4+ 


On the left hand page of the full sheet are en- 
tered the name of the subscriber and the num- 
ber and amount of the subscription, also the 
payments for the first thirteen weeks. The cut 
sheet provides for the entry of further weekly 
payments, thirteen weeks being entered on 
each side of the sheet. On the right hand page 
of the full sheet the final thirteen weekly pay- 
ments are entered as well as the total amount 
paid, number of bond and subscriber’s signa- 


ture acknowledging receipt of bond. 





Carry postings 
sheet No. 1 to this sheet. 
Carry postings from 
this page to reverse side. 
This sheet records pay- 
_ments of 13 weeks. 


Complete register No. S-520 consists of Stand- 
ard ring binder S-250. 

S-254, bound black fabri-shote back and cor- 
ners, black cloth sides, 26 full sheets. S-522, 
size 12x914, and 26 cut sheets. S-523, size 12x5. 
Price, $4.00 complete. 

Additional full sheets form S-522 in packages 
containing 26 sheets, price $1.00 per package; 
additional cut sheets form S-523 in package 
containing 26 sheets, price 80 cents per 


package. 


Boorum & Pease Loose Leaf Book Co. 


SALESROOMS 


109-11 Leonard Street 
New York City 


Factories: Brooklyn, N. Y., St. Louis, Mo. 


Old South Building 
Boston, Mass. 
Home Office: Hudson Ave. and Front St., Brooklyn, N. Y. 


Republic Building 
Chicago, III. 
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he, perchance, buy a binder of one dealer and find, if he be but a short time until customers came to their stoies 
happens to duplicate his order through another, a varia- to buy goods rather than to get and compare prices.’ 

tion in price. It is certain in such a case that the next Guy C. McKenzie, Corey & McKenzie Printing Com 
time he is in the market he will check up the prices of | pany, Omaha, Neb.: 

the two stores before placing his order. Such a procedure “Catalogues with re-sale prices listed in same are fat 
invites the cutting of prices. more convenient and practical than separate catalogues 

“If all dealers would maintain suggested prices it would and discount sheets.” 
In introducing loose leaf devices into a business the 


stationer undertakes a new responsibility. He is sponsor 
for a revolution in bookkeeping, that relegates the old bound 
books to the top shelf of the vault, and, perhaps, incurs th 
temporary disfavor of the old bookkeeper, whose years have 
been bound up in sewed books. Even though the “nex 
fangled” loose leaf books assure less work and quicker re 
sults, the bookkeepers are loath to acept the new order oT 
things. Stand ready to smooth their perplexities, wean them 
away from their prejudice, for the volume of future loose 
leaf business is at stake. ar. 


W hat Education and Training Are Best for the 





Loose Leaf Salesman 


HAT the loose leaf salesman may make the most 
of his opportunities—and I refer to the man who 
sells loose leaf to the user—a common school 
education is necessary, to say the least; and it 
really should be supplemented with a higher edu- 
cation, although this is not absolutely essential. But the 
salesman who finds himself lacking the advantages which 
a vood education brings should grasp every opportunity 
to improve himself, not only with respect to his business, 
but in a more general way as well. But the man who 
seils loose leaf devices—who comes daily in contact with 
the varied requirements of the business public in its search 
for the better way in accounting—must, whatever his edu- 
cation, thoroughly learn his business. 

Special training in accounting is not absolutely neces- 
sary, but it is extremely advantageous. However, the en- 
terprising salesman can pick up a fair working knowl- 
edge of accounts while he is selling loose leaf systems if 
he will make it a point, when equipment is sold with the 
use of which he is not familiar, to “put all his cards on 
the table,” so to speak, and tell his customer that he 
would like to know more about it. And here comes our 
old friend, Human Nature, to the rescue again, for such 
a request is a complimeat to the man who is asked to ex- 
plain. it is a compliment he can’t resent, and unless he 
is very busy or very grouchy indeed, he will forthwith 
explain his system. Perhaps he has worked it out him- 
self and has the pride of the creator in the thing created. 
If so, all the better—he will be at more pains to teach 
the inquiring young idea. If the salesman is sincere in 
his quest for knowledge, probably not one accountant in 
ten would refuse to go over the system and teach him its 
workings and advantages. 

To understand the principles of loose leaf generally, 
aud thoroughly to know the line or lines one handles are 
the two prime essentials for success in the selling end of 
the loose leaf department. Knowledge of competing 
lines is not so essential, but it is nevertheless desirable 
The successful salesman, however, must by all means un- 
derstand his own line so thoroughly that he can suggest 
a binder or forms, if necessary, from his own stock that 
he can offer in place of something asked for but which he 
does not carry, and he must know why the binder or form 
he offers will serve the customer’s purpose as well or bet- 
ter than the one called for. 

The salesman will find that a knowledge of mechanical 
posting as thorough as his time and opportunities will 
permit him to acquire is of considerable service, for 
sound, sensible, yet tactful suggestions that bespeak well 
grounded information create confidence in the mind ot 
the prospective purchaser. Mechanical posting is the in 
fant prodigy of the loose leaf business. Those who have 
seen its workings are interested in it, and those who have 
not seen it are ripe for the sowing of the seed. So, even 
if the customer is not in a position to adopt the system, 
nevertheless a knowledge of it by the salesman helps the 
latter to a good standing in other respects as well. It is 
almost inevitable that in any average community there 
are a number of accountants or even merchants or hank- 





Being a Few Suggestions by F. H. Gades of Crane © 
Company, Topeka, Kans. 
ezs who will be found to be interested in posting by ma 


chinery quite a while before they reach the order-signing 
stage. If, therefore, the salesman is able to talk intelli 
gently on the subject he will be likely to develop for him 
self a clientele who will think of him tirst and look him 
up whenever they are in the market for loose leaf goods. 


Customers’ Requirements and Care in Taking Orders. 


from the 
Is just 


which must be obtained 


for a loose leaf system 


The first information 
one who is in the market 
what end he is hoping to reach by the adoption of such 
a system. This information will enable the salesman to 
determine whether the customer should be 
leaf ledger, a duplicate bill and charge system, a 
nation cash and journal, a columnar sheet outfit, purchase 
order system or something of that nature; and this knowl- 


sold a loose 


combi 


edge will enable the salesman to give the customer a 
service which will take the transaction out of the field 
of merchandising and put it into the field of systems 


service, enabling the salesman intelligently to present the 
advantages of his own line and system over the method 
which the customer may be using. With the advantage 
proved on the side o7 the loose leaf system, the matter of 
price will then be a secondary consideration—as it should 
be wherever service spells efficiency in greater measure 
than older systems can give. This advance knowledge 
of what the customer hopes to do with his system also 
enables the salesman to sell, as a rule, a Russia and cor 
duroy binder, instead of a canvas-bound, canvas-hinged 
sectional post binder which he would purchase if he 
bought the system rather than if the salesman sold it to 
him. And the cheaper system would in the end give the 
customer less satisfaction and yield the stationer less 
profit, so that there would be a net loss all around 

Too much care cannot be exercised in taking orders tor 
special binders and_ sheets. \ thoroughly intelligible 
sketch of almost any loose leaf form can be made in 
from fifteen to twenty minutes, so that the customer may 
inspect and approve the salesman’s interpretation of his 
requirements. This later will serve to guide the factory 
in the production of the sheets. If this time were to be 





taken by every salesman selling loose leaf goods, espe- 
cially with regard to special sheets and binders, the per 
centage of spoiled work and dissatisfied customers would 
be materially reduced and a reduction of the production 
time in factories naturally would follow, as such careful 
prenaration would eliminate many of the delays that 
otherwise occur in consulting the customer, who is the 
only person who can interpret written instructions rela 
tive to any particular form. 

It should also be borne in mind that the binding side 


should always be mentioned first, together with complete 
instructions relative to the size of the sheets. the numb 
and diameter of holes to be punched and whether round 
or slotted. 

In specifying the type of binder the manufacturer’s 
classification shovld always be used, and full inforn 
should be given relative to sheet size. number and size of 
posts and center to center measurements 
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The ADCO A Flexion 


Expansion Binder 


The Stationer’s Supremacy 

in Loose Leaf Systems and 

Devices is Dependent Upon 
Individual Effort 


The first practical improvement in 
loose leaf binders in 20 years. The 
old three-piece back ledgers have gone 
into the discard. The Adco-flexion 
Expansion Binder is the improvement 
you have been looking for: 


Mechanically Perfect 


The mechanism of the “‘Adco-Flexion 

embodies new principles in steel con- 

small minimum and 

: large maximum expansion. The chain 
posts, anovel idea, are entirely hidden 
are adapted to limitless contraction 
and expansion and have high tensile 
strength. The ‘“Adco-Flexion’’ has 
very few parts—nothing to get out of 
order. Practically indestructible. 
Fully covered by patents. 


MR. DEALER HOOK UP WITH 
THIS WONDERFUL INVENTION. 
GET TO YOUR CUSTOMER FIRST. 


struction with 





ADCO “A”? FLEXION EXPANSION 
BINDER binds a few leaves or a thou- 
sand. The binder of highest efficiency. 








“ADC” Division 
ACCOUNTING DEVICES COMPANY 


564-570 West Monroe Street 
CHICAGO, U.S.A. 
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Adams Loose Leaf Specialties 


We make Loose Leaf Specialties that 
sell on sight. They sell easily, because 
we meet a demand for moderate-priced 
devices that give the same service as the 
more elaborate equipments. 


Adams Post Binders 


Patent 
Applied For 





Pest Binder, Showing Eads Turned Down, Making Permanent. 


have a U-shaped post, made of flat wire. The 
ends are quickly and easily bent over after the 
binder is filled. When permanently bound, 
with the posts bent over, the books stack 
easily. 








Post Binder or Ring Beok, Disassembled. Paris Interchangeable. 


The binding devices of Adams Post Binders 
are interchangeable with our Ideal Ring Book 
Ring, the covers and sheets being adapted to 
either. 


Ideal Book and Key Rings 


The field is unlimited—used wherever punched 
sheets and binders are employed. Simple, easily 
Sheets or binders lie perfectly 
flat when open- 
ed. Smoothly 
finished and 
have no. sharp 
edges to mar 
furniture. Ex- 
tensively used 
as key rings— 
any key can be 
put on or taken 
off in a jiffy. 


operated, secure 


(Measurements 
ziven are inside) 
No. 0 .. 7% inch 
No. 1 ..1% inch 
Patented No. 2 ..1% inch 
Feb. 4, 1902 No. 4 ..2% inch 

Ideal Book and Key Ring. No. 6 ..3 inch 





Leading stationers find Adams Loose Leaf Special- 
ties help profits. Write for particulars. Electros 
furnished for catalogues and price lists. 


Henry T. Adams Mfg. Co., Inc. 


6796-98 So. Chicago Ave. CHICAGO, U. S. A. 
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Don’t Scatter the 
Leaf Locker 
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E THINK it is very poor merchandising policy 
WW for the commercial stationer to scatter his ef- 

forts. He should by all means standardize his 
loose leaf purchases. 

We carry in our loose leaf department the most 
popular binders, such as current, sectional post, flexible 
post, ring, etc., in the best selling and standard sizes. 

It is our policy to carry as few grades as possible in 
order that our stock may be complete and quantity orders 
can be given immediate delivery from our department, 
which pleases our customers and adds prestige to our 
store, 

It is always our desire to sell the best binders, such as 
corduroy, current and sectional post and genuine leather 
ring binders. 

We have in stock as a substitute, the fabricoid and can- 
vas binders for those who cannot be induced to buy the 
higher priced lines. 

Pushing high-grade lines increases our business and 
makes a larger profit for the time taken in making the 
sale and gives us a quicker turn-over on our investment 
We also feel that the customer is better satisfied after 
making a purchase of this character. 

If successful in selling the higher grade merchandise 
and the customer afterwards has a complaint to register, 
it does not reflect upon us as though we had originally 
sold this class of merchandise without first giving our 
customer a chance to buy the better goods. 

We find it much easier to show the better class of mer- 
chandise first, as, if we started with the lower grade, it 
would take longer to bring out the merits and quality 
than the difference in profit would warrant. 

We carry all of our outfits, set up complete ready for 
actual use and demonstration. Where forms are made 
for duplicate, such as monthly statements, etc., the outfits 
have carbon paper and everything that is required for 
daily use. 

Our goods on display comprise practically all of the 
standard systems which are now made and carried in 
stock by the manufacturers. 


Loose Leaf Occupies Favored Position. 


Our loose leaf department is located in the center of 
vur store and space is reserved for this department ex- 
clusively. 

We think it is the logical location as a customer usually 
gets to the center of our store before his requirements 
are taken care of. 

We keep ail small items toward the rear of the store 
in order to bring the customer through the store at al- 
most every call. 

The small purchases by the transient trade carry a good 
profit and make a good advertising medium when the sta- 
tioners’ store is arranged systematically. 

Our point in arranging our store in this manner is evi- 
dent, as often the customer comes in for a small item 
and sees so many things that attract his attention that he 
usually makes additional purchases. 


Arrangement of Stock. 


We have two show cases eight feet long and two and 
one-half feet .wide, with four shelves in each case de- 
voted to our permanent display of loose leaf systems. 

We reserve eight sections of our wall case, which is 
eight feet high, with eight adjustable shelves to each sec- 
tion, which are thirty-six inches wide, for our store stock 
of loose leaf merchandise on which we have a rapid trade. 

Our surplus stock of supplies, forms, etc., is carried on 
our third floor, as our floor space would not permit them 
to be kept in stock in this department. 

We fill all orders possible from our surplus stock that 
call for full quantity boxes. We never break boxes in 
our surplus stock, filling these orders from our store 
stock. Tn this manner we know that all boxes in our 
surplus stock are full without examining the stock. 

These orders are usually taken care of when we are not 
waiting on the trade, reserving our store stock for taking 
care of immediate demand for smaller lots. 

Every day as an item is sold and exhausted in our store 





Shot in the Loose 


Concentration and Completeness within Lines Handled Make for 
Successful Department.—By M. A. McCann, Vice-President, 
A. E. Boyce Company, Muncie, Ind. 


stock, a note is made on our short list and in the evening 
this stock is filled on the shelves again, or if out of stock 
a record is made so that the item can be included in our 
next purchases. 

We run our department by classes. For instance, in 
ring books, we start with the small size and run the stock 
in numerical order. 

We stock our indexes on one shelf; under the indexes, 
the covers, and under the covers the sheets, etc. This 
maks a very convenient way to make up a complete book 
without moving out of position in doing so. 

Our current binders, transfer holders, etc., are arranged 
in sections by outfits. 

Our standard binders that we stock for repeat orders 
on special forms, etc., are grouped by sizes on separate 
shelves. 

It is very easy with this arrangement for a salesman 
to close .an order, as everything required is at his fingers’ 
ends. 

Loose Leaf Department a Monzy-Maker. 


We are limited for space or we would triple our loose 
leaf department, as we consider it one of the best and 
most profitable in our business. It is just beginning to 
come into its prominence and we expect to enlarge it very 
soon. 

We are going to put an experienced man in charge of 
this department and advertise it as our system’s depart- 
ment, an aid to bettering our customers’ cost, bookkeep- 
ing and accounting methods. We will have an expert 
accountant in charge who thoroughly understands the 
application of the systems to our customers’ businesses. 

We never sell a loose leaf outfit as merchandise, always 
selling it as a loose leaf system, and when we make a 
sale of various forms, etc., an accountant system. 

We specialize in Boyce Efficient Accounting Systems 
and install systems in surrounding states. We find the 
field fruitful and profitable and advertise our loose leaf 
department in local newspapers extensively. We also 
prepare our own advertising circular matter, featuring in 
this department the various systems on display. Each 
circular illustrates the form with complete instructions on 
the system, with copy made as nearly self-explanatory as 
possible. 

We reserve one of our display windows once a week in 
each month for loose leaf displays. 

We recently published a 32-page booklet of various 
systems entitled, “Boyce Efficient Accounting Methods.” 
The issue is thoroughly exhausted at the present time, but 
was very valuable in producing results and was one of the 
most profitable pieces of advertising matter we ever 
printed. 

We believe in selling merchandise on the service plan 
and on results, instead of on the cost basis used by 
many stationers and dealers. 


Displaying the Goods. 


All of our display cases are well lighted and when we 
make a demonstration we display the outfit on green 
felt, which adds to the beauty of the devices shown. The 
green felt on a glass top, with a corduroy outfit and a 
show case well lighted certainly catches the prospect’s 
eye and stimulates a desire to own the outfit as soon as 
its use and mechanism are explained. 

If our store would permit, we would build a neat sys- 
tem booth for this department. We would display our 
forms on a large display table or tables under glass tops 
with glass display cases built in the walls, for binder out- 
fits as well as forms. 

So equipped we could take our customer into the booth 
and have convenient and comfortable chairs as well as 
privacy. 

We would show special ruled and printed forms of ev- 
ery description in display cases. 

We class this as a field of business in itself, and not a 
side line or staple class of merchandise, as termed by 
some stationers. 

It is a specialty field and the profitable sales are made 
by soliciting and advertising the business on this basis. 

We could not afford to carry the investment in this 
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De Luxe Line Current Ledger Binders 
Steel Back and Aluminum Back 


Sheets and Indexes 


De Luxe Line Sectional Post Binders 
Canvas and Red Cowhide 
Toplock and Endlock 





Make this Catalog your Ready 
Reference for all Loose Leaf Needs 


De Luxe Loose Leaf Catalog No. 52 will be mailed 


Ready for Distribution— you free of expense on our receiving the attached card with 


your name and address thereon. 


ECONOMICAL 
and PROMPT 


HESE Modern 
Devices and 
Supplies are 

Obtainable From 
Open Shelf Stock 

Thus Avoiding 
the Necessity of 
Having Them 
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Specially Made at 
High Cost. 









































De Luxe Line Price Books and Memos 
Sheets and Indexes 

















Wilson-Jones Loose Leaf Company 


Largest Manufacturers of Loose Leaf Products in the Worid 


316 Hudson Street, NEW YORK 








IL 3021 Carroll Avenue, CHICAGO 
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DE LUXE MULTIPLEX LOOSE LEA; CC 


Sold by Dealers in Stationery anoffice 
EFFICIENT AND ECONOMICAL TIOLS 


De Luxe Multiplex Columnar Outfits 


OUTFITS CONSIST OF 


One Durabul Binder, bound in Black Cloth Sides and Red Ironcloth (highest quality imitation 
leather) Back and Corners and 75 Sheets (150 pages) De Luxe White Ledger Sheets ruled 
to form as designated. 

















































































— Deseription Stock No. 
_tNO- 
SIZE 9'4 x11% INCHES. PRICE = 75 
Outfit 010- 2 2 Column with description column. .... . Sheet 10- 
Outfit 010- 3 3 Column with description column... . . : ‘ 
Outfit 010- 4 4 Column with description column... . . oe 
Outfit 010- 6 6 Column with description column............. 
Outfit 010-10 10 Column without description column............ painted os 
Outfit 010-12 12 Column with desc. column, double page form................. 
Outfit 010-16 16 Column with desc. column, double page form.............. ai 
Outfit 010-20 20 Column with desc. column, double page form and one ¢u 
Outfit 010-28 28 Column with desc. column, double page form and cut 


SIZE 11X14 INCHES. PRICE $3. For Generaccou 








Outfit 030- 8 8 Column with description column........ .. 

Outfit 030-10 10 Column with description column.......... Statistical af Anal 
Outfit 030-12 12 Column without description column. ... . ; aay : | 
Outfit 030-14 14 Column with desc. column, double pag. Ces .....”. } Shde 

Outfit 030-16 16 Column with desc. column, double, paf@ipan.. .*. . : ’ 50-16 Reeds— 


Outfit 030-18 18 Column with desc. column, doublg 
Outfit 030-20 20 Column with desc. cojagnn, dg 
Outfit 030-22 22 Column with desc. uple 
Outfit 030-24 24 Column without d§ 

Outfit 030-28 28 —— — des 
Outfit 030-30 30 Column with de: : Sheet 30-18 = 

Outfit 030-36 36 Column s@ o ~ e cut leaf.. | Sheet 30-20 E Cc Le] n © m i \¢ a I Labo! 
Outfit 030-52 52 Column wi SC. ( p wo cut leaves | Sheet 30-20 Se : ‘ 
Outfit 030- 6D 6 Wig center Agepagoon colugs}................ | Sheet 30- 6D The Initial Price no higher | Column he 


Vi 
ta 





Sheet 30-14 , 
Sheet 30-12 
Sheet 30-16 


















































. ; Me for id “ . 
Outfit 030-19D | , | 45! niyfto — = - 6 Sheet 30-19D than bound columnar books. | printed at 
Suet 030-S1 ¢ escription roc Shae don Sheet 30-S1 Additional needs cost only | saving the 
itfit ¢ Mescription column........... | Sheet 30-S2 . bys : 
out description column | | Sheet 30-S3 the price of sheets. — v 
HES. PRICE $4.50 — = 
ig prion RECS iin 4 604 64 a00 3-4 . | Sheet 50-10 
i Lh we bk aecs se odes cnse Sheet 50-12 F | € 
figat description column....................6000. Sheet 50-14 Cc Oonven i € ni 
0 ‘f e description column, double page form..... . . | Sheet 50-24 5 | 
0 r * desc. column, double page form and one cut leaf.. | Sheet 50-24 : ‘ everal st. 
Captian with desc. column, double page form and two cut leaves | Sheet 50-24 Sizes and Forms do away may be c 
bAumn divided center description column................... Sheet 50- 8D : oo * og UL: 
“olumn divided double page form with two desc. columns...... | Sheet 50-20D with the necessity of working binder vt 
Solumns divided, double page form, four columns to left of de- across wide pages, permit- ‘serted he 
scription column and eighteen columns to mgmt. .... Sheet 50-22D ting accuracy and speed . built ¢ 
SIZE 1354x12 INCHES. PRICE $4.00 ) 
eet 7 0- 4 Column with description column.................... ...... | Sheet 70- 4 ————— 
OWMit 070- 6 | 6 Column with description column.........................45. | Sheet 70- 6 
Outfit 070- 8 | 8 Column with description —. Rises stan: Biers sere atenite Sheet 70- 8 
Outfit 070-12 | 12 Column with description column, double page form............ | Sheet 70-12 
Outfit 070-14 14 Column with description column, double page form............ | Sheet 70-14 Combinations 1G U id 
Outfit 070-16 | 16 Column with description column, —s ge form...... .? Sheet 70-16 
Outfit 070-20 | 20 Column with desc. column, double page form and one cut lea Sheet 70-12 . s. | Every Fi 
Outfit 070-22 | 22 Column with desc. column, double page form and one cut leaf.. | Sheet 70-14 Any Number of Column y Fifth 
Outfit 070-28 | 28 Column with desc. column, double page form and one cut leaf.. | Sheet 70-16 Any Columnar Dark Bh 
Outfit 070-30 | 30 Column with desc. column, double page form and two cut leaves | Sheet 70-14 nite : 
Outfit 070-40 | 40 Column with desc. column, double page form and two cut leaves | Sheet 70-16 Combination. Ref 
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CHICAGO WILSON-JONES LOIMSE 


U.S. A. 
Largest Manufacturers of L& Leaf | 
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COLUMNAR OUTFITS and SHEETS 


anoffice Supplies Thruout the World 
TIOLS FOR MODERN ACCOUNTING 






































































































De Luxe Grade White Ledger Paper 
Additional supplies of sheets obtainable at the prices listed below 
Stock Sheet CtoC Price 
‘i No. Size, Description | Outside Per 
oe Inches Holes 1000 
5- 2 7154x1034 2 columns with description column 00 
10- 2 91l4xllh 2 columns with description column 50 
10- 3 914x11% 3 columns with description column 0 
10- 4 914x11% 4 columns with description column ; 0.50 
10- 6 9l4x1l% 6 columns with description column <4, 10.50 
10-10 914xll% 10 columns witbout description column ; 50 
10-12 9Y4xll% 12 columns with description column, double pag \% 10.50 
10-16 914x11l% 16 columns with description column, double pag 7% 10.50 
30- 8 11 x14 } columns with description column 84 16.50 
é 30-10 11 x14 10 columns with descri»tion column 8% 16.50 
= a 30-12 11 x14 12 columns without description cc es ats 81 16.50 
P ccou nting, 30-14 11 x4 14 columns with description co af 16.50 
30-16 11 xl4 16 columns with description col 814 16.50 
| al Analytical 30-18 1l x14 18 columns with description col 84% 16.50 
30-20 11 x14 20 columns with de i 84% 16.50 
30- 6D 11 x14 6 columns divide 8% 16.50 
zeeds 30-19D 11 xl4 19 columns divideé 
© right 84% 16.50 
30-S1 ll x4 Stock reco iption column 84% 16.50 
: 30-S2 |, Ill xl4 Stock rec ey Pe ye 84 16.50 
30-83 11 x14 84 16.50 
50-10 11 xl7 84% 24.00 
a | Labor Savings 50-12 11 x17 column = 8% 24.00 
50-14 | Il xl7 @ PREC COMIN. <2... 0 << caplen 84 24.00 
. 50-24 i a7 ription column, double page form 84% 21.00 
her Column headings may be 50-- 8D | Ill x ed center description column........ 84 24.00 
ks. | printed at slight expense, 50-20D | Ii vided double page form with two descrip- 
ly |) saving th ow of mns. First description column with 6 col- 
nly = ing the — y Of con d second description column with 14 cols... 84% 24.00 
tinuously writing them. 2 columfis divided, double page form, four columns to 
left of desc..column and eighteen columns to right. . 84% 24.00 
= 1 columns with description column a 10% | 20.00 
6 columns with description column in ee 10% | 20.00 
F | € xX i b 2 8 columns with description column he 10% 20.00 
) 6 2 12 columns with description column, double page form 10% 20.00 
Several styles o 34x12 14 columns with description column, double page form | 10% 20.00 
y! - 2 fr 1334x12 16 columns with description column, double page form 10% 20.00 
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xe Multiplex Columnar Riné Book Outfits ana Sheets 


nit- iserted 














Expressly Designed for Executive, Trust, Professional and Private Records 
built te OUTFITS CONSIST OF 
One Stiff Cover, 14-inch Oval Wire Ring Book, Bound in Black Levant Imitation Leather, and 75 Sheets (150 pages) De Laxe 
a White Ledger Paper, Ruled to Form as Designated. 
- sonen No. Price Size Description Seock ee sy - 
S$ G U i d € L i nD € Ss Outfit No. 020- 4 $3.00 11x814 4 column with description column, single page form, ............ Sheet 20- 4 $10.00 
Outfit No. 020- 8 3.00 11x8% 8 column without description column, single page form,,........ Sheet 20- 8 10.00 
Outfit No. 020-16 3.00 11x8l4 16 column without description column, double page form, .,...... Sheet 20- 8 10.00 
7 , . ° ® Outfit No. 020-12 3.00 11x84 12 column with description column, double page form, ,..,....... Sheet 20-12 10.00 
ins. | Every Fifth Line Ruled in 20 column with des« ription column, double page form with one cut 
" P Outfit No. 020-20 3.00 11x84 Ts 5 «ats ncnins dgee 6cunks bnneansesee cuneate Sheet 20-12 10.00 
Dark Blue for Quick 28 column with description column, double page form with two cut | 
Outfit No. 020-28 3.00 11x84 a ee os ohnbee 000s .cnoe caps $0 egeieeeni Ain 10.00 
Reference. — - . ~siliceane 
NOTE—AII sheets banded in packages of 100. Five packages (500 sheets) in a box. Less than box lots invoiced at 1000 
price plus an additional charge of ten per cent. 
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De Luxe Line Multiplex Loose Leaf Columnar Sheets 


ILLUSTRATIONS OF RULINGS 

















For General Accounting, Statistical and Analytical Reports For General Accounting, Statistical and Analytical R 


DOUBLE PAGE FORMS—UNIT RULING 
SINGLE PAGE FORMS—UNIT RULING PBL samnertsn: . 
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department which we do if we waited upon the trade 1 they should work more closely with the dealers, plan 
call and make their purchases without constant soliciting indiviaual and exclusive advertising campaigns for the 
from our end. siationer to boost his department, and co-operate with 
lf the stationer has a printing and ruling departineni him in every way possible 
in connection with his business, what is more proftable rhe salesman ot the department should be schooled 
than specially ruled and printed forms? to the business, and really is, in this field if handled prop- 
his class of business puts his plant on a different basis _ erly 
from the small job printing plant which is usually handled ihe factory representative should be versed on account- 
on a small margin to meet cheaper competition. ing systems made by his cousnias and should notify his 
The stationer should hustle for this business and let the exclusive dealers when he will call upon them, so that 
job printing take care of itself, keeping his equipment the dealers may have their men organized to receive spe- 
busy on a better class of work at a better profit. cial instruction and sales scheduled on each call. 
A Word to Manufacturers. We realize that the salesman would not cover his ter- 
We think that the manufacturer should take more in ritory as fast as under the present methods, but the re- 
terest in the wideawake stationers who are devoting thei sults would be greater, because the cultivation would be 


time and efforts to the possibilities of loose leaf. intensive. 


: Cultivate new tdeas—look for new uses and upplica 
tions of loose leaf. Suggest and recommend loose leaf 
memorandum books, loose leaf albums, loose leaf Scrap 
books, binders yor magazines. Get the lo SE leaf idea into 
the homes as well as mto the business houses. Every day 
big things are developing from little ones. Use your eyes 


Suggestions on Conducting Loose Leaf 


By. J. E. Eddis, Eau Claire Book & Stationery Com- 














I 


Department 


WHUNULIL!\\ {)AMMULLLOUUUN 


HE loose leaf section of a stationery store is one 
of the most important and profitable depart 
ments. It is also intensely interesting and as far 
as knowledge is concerned, there is no limit to 
what the salesman in charge should know. Th« 
salesman with some knowledge of bookkeeping and the 
standard forms of accounting used in the average busi 
ness, unquestionably has an advantage over the man not 
equipped with this information. Of course it would be 
very nice to have specially trained salespeople to sell all 
loose leaf supplies, but in the average store this would be 
out of the question, because it might take several sales- 
men for this department alone, according to the amount 
of trade there was to look after. For instance, in the 
stationery department of our store we have five sales- 
people on the floor and at times each one might have to 
be called upon to sell loose leaf. 
The Loose Leaf Salesman. 

One man at least should be thoroughly posted on all 
branches of the business, familiar with all the line car- 
ried in stock, and should also be fairly well posted on all 
the lines of the leading manufacturers so as to be able to 
tell quickly what he has in stock that would correspond 
to whatever he may be called upon to match or substi- 
tute of another manufacturer. If not in stock, he should 
know where it could be obtained with the least delay. 

When a customer comes into a store to purchase he 





lf some stationers had 


pany, Eau Claire, Wits. 


may or may not have given any thought to loose leaf. 
Perhaps he will ask for some book in bound form. A 
salesman should know whether it is advisable to suggest 
locse leaf and whether it would be practical. 

The salesman must first get as much information as 
possible from his customer regarding the form or device 
wanted, what it is to be used for, how it is to be handled 
while in use and how it is to be transferred. 

The question of size and punching is very important 
and wherever possible it is best to recommend a stock 
1orm or size 

Service is no doubt very important and the average cus- 
tomer is willing to pay for it, but this can only apply 
when installing some new system or form and not on the 
average sale of some stock form or device which may be 

duplicate of the one previously sold. 

The salesman must be sure that his customer under- 
stands whatever device or form that is suggested and if 
it has to be made, should get all the details as to size 
of sheet, binding side, punching, ruling or printing, style 
of binding, size of posts or rings and whether an allow- 
ance is to be made for an index. 

The profit on special work should be larger, if anything, 
than the profit on stock items, because there is always 
the possibility of making a mistake, and even though the 
dealer may have filled the order correctly, he is generally 
obliged to make some adjustment when a mistake occurs. 


room enough they would give 


their loose leaf de partment what it deserves—a special room 


with plenty of light falling 


polished table in the center, 


‘round about. Here the 


the right place; with a big 


and with comfortable chairs 
ustomer could come and examine 


the goods, placed for convenient inspection. Here he could 
give his orders to quiet, well-posted men Here, without 


interruption, he could work 
needs with the advice and 
anxious to 


out the system suited to his 
co-Operation of men not more 
sell than to sell right. ae 


Loose Leaf Salesman’s Mental Equipment De- 


cid es Success or Fatlure 


WOVMAU NNSA 


N OUR opinion the mental equipment of the sales 
man almost always decides the question of his suc- 
cess or failure. The wider the education the more 
likely the salesman is to adjust his mind qulckly 
to conditions which frequently have to be acted 
upon without preparation. Customers as a rule are quick 
to notice, and are impressed by, the fact that the person 
to whom they are talking gives evidence of at least a 
fair education. 

(\s to special training in accounting, we would not 
think this absolutely necessary, but the more training one 
has the better he can handle propositions which may be 





By H. K. Blinn, Department Manager, Stewart & Kidd 
Company, Cincinnati, Ohio. 


presented. The writer has found it of much advantage 
to have experience in bookkeeping and office work. 

It goes without saying that a salesman cannot have 
too thorough a knowledge of his own line in every re- 
spect; and while the real salesman avoids mentioning 
competing lines we know from experience that a general 
knowledge of them often enables him to show the pecu- 
liar or superior advantages of his own line. 

Before proceeding to demonstrate goods we always 
endeavor to ascertain the present method used by the 
customer, the nature of his business—as to kind of mer- 
chandise, method of sales, territory, etc., as this gives us 
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a bird's-eye view of his real requirements. Nine times out 
of ten we close our sales on the question of service and 
always endeavor to avoid giving prices until ready. We 
never leave a customer without an understanding as to at 
least the approximate cost to him. In taking orders for 
special work we endeavor, if possible, to avoid giving 


Loose leaf devices have 


positive prices, for frequently other details come up latet 
which were overlooked at the time of conversation. 

The successful salesman must always have his eyes 
wide open with mind alert, and carry with him this golden 
rule, “Put yourself in the other man’s place, and then sell 
to yourself the system really needed.” 


added immeasurably to the 


stationer's opportunities for profit. They have placed his 
business on a higher level than that of a mere retailer. 


Advice to Loose Leaf Salesmen-—Pertinent, Para- 


graphic and Pointed 


WELL-TRAINED mind is an asset that should 
not be overlooked. Education, which, in its final 
analysis, is the training of the mind, better fits 
a person to perform any line of work. The better 

the education, all other things being equal, the 
better the chance of making a first-class loose leaf 
salesman. 

Special training in accountancy is not only desirable 
but necessary to obtain the best results. 

A thorough knowledge of the line being sold is neces- 
sary and some knowledge of other lines is very essential. 
It is very risky to attempt to sell anything without some 
accurate knowledge of the article, as the best results can- 
not be obtained either for the customer or dealer unless 
the salesman is quipped with this knowledge. 

Before demonstrating the goods a salesman _ should 
first obtain from the customer the nature and size of his 


By J. P. Swann, of the Lester Book & Stationery Com- 
pany, Atlanta, Ga. 


t what 


business, how accounts have been previously kep 


records he desires to keep, and what methods he wishes 
to use. But the proper method should be thought out by 
the salesman and suggested to the customer, showi1 its 
advantages and reasons why. 

Loose leat sales should by all means be made on the 
basis of service and not price. Service and practicability 
ire the salvation of the loose leaf industry lo sell loose 


leat goods on service—on the practical advantages they 
will bring over other systems—is the only assurance of 
the continued growth of the loose leaf business. whethe: 
manufacturing or retailing. 

\lways show best grade of goods first. Don’t talk too 
much; some salesmen talk so much that the customer 
vets the idea he is buying something tricky, like mining 
stock or horse racing tickets. 


Skilled promotion of loose leaf devices has made a sys- 
tematist, a specialist, of the progressive stationer, and greatly 


improved his standing in the community 


Dealing in _ sys- 


tems, in efficiency, he has raised the tone of his calling 
and thus dignified his business in every department. 


Those Who Sell Loose Leaf Best Equipped to 
Bespeak Its Merits 


WHIT 


T IS indeed gratifying to see the constantly in- 
creasing interest evidenced in the subject of bet- 
ter bookkeeping by merchants’ associations and 
individual merchants everywhere. The urgent 
need for adequate result-showing records of 
proven accuracy is generally recognized and a great de- 
mand for modern bookkeeping equipment is thereby cre- 
ated—a demand which is logically supplied by the retail 
stationer. 

But some of the national associations have entered the 
supply business for themselves, selling direct to their 
members such equipment as may be required in operating 
the system of accounting that is recommended for the 
industry by its national association. 

It seems entirely obvious that such a procedure cannot 
be prompted by a desire on the part of the association to 
realize a profit on the supplies handled; and it is equally 
obvious that the association members can best be served 
through the local stationer who makes a regular business 
of selling modern bookkeeping equipment aid is there- 
fore in position to render such personal service as the 
success of the undertaking may demand. 

An investigation as to the motive that has prompted 
associations to enter the supply business in preference to 
having their members obtain the needed materials from 
stationers in their own towns, has brought the following 
paragraph from the secretary of one of the retail mer- 
chants’ national associations: 

We are rather skeptical of a system of this char- 
acter being effectively marketed through the regular 
stationery trade, because it would probably be very 
difficult to give stationers and their employees such 
a comprehensive knowledge of the subject matter of 
accounting and the purposes of the various forms as 
to enable them to push sales to advantage, and give 
the proper service in connection with the installation 
of the system.” 





By William FE. Koch, Educational Director, Irving-Pitt 


Manufacturing Company, Kansas City, Mo. 


The statement indicates that the author does not rea 
the retail stationer’s unusual opportunity for studying the 
correct application of modern bookkeeping equipment 
that the very process of selling such equipment is con 
stanNy bringing the dealer in contact with the various 
forms of bookkeeping practice which he can assimilate 
and apply subsequently to the benefit of other customers 
that may need guidance and assistance in obtaining the 
desired results. Who, indeed, could be better situated 
for obtaining “a comprehensive knowledge” than those 
who make a business of selling modern bookkeeping equip- 
ment—especially after they have devoted themselves seri 


ously to the mastery of the simple basic principles in 
volved and which apply alike to every business of every 
industry ? 

Surely, the skepticism of the quoted secretary is due to 


his being uninformed as to the ability and etticiency of 
the modern progressive stationer who is very much alive 
and always “on the job.” To our own knowledge a great 
many stationers and stationery salesmen have already 
made a careful study of the simple principles underlying 
modern methods of accounting and are therefore in posi 
tion to demonstrate the fallacy of the quoted indictment 
And these men of studious inclination have also proven 
the profitable business building possibilities that rise from 
ability and willingness to render constructive service in 
helping the customer secure better results through the 
correct application of modern records and modern ac- 
counting principles. 

The stationery salesmen who is properly prepared will 
gain the confidence of his customers and prospective cus- 
tomers to an extent that will make them realize the 
advantage that comes to them through the personal ser- 
vice of the local stationer, as against long-range service of 
anv kind. 

Thus prepared he can undertake the most difficult sales 
with confidence in his success. 


' 
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pecially true 
where orders 
are. invest- 
ments for the 
future. Such 
are the loose 
leaf books of 
various types 
A MARK OF PROGRESS used for catalogs, price lists, ac- 

counting and record keeping. Qual- 
ity persists. Quality is paramount in 


P TRODUCE “TYPOCOUNT” Badger Loose Leaf Binders 


Linen Ledger Paper to your is 


| %. Epo ‘forMachine Let Quality Help You Sell 
Boo ai iP" , built on the price appeal, aa 
tail 





The pride of accomplishment in which all 


ents for Bookkeeping Machines. our workers glory, is based on the knowl- 
This method of bookkeeping requires edge that the best of materials go into 
‘ h —e Badger Products. This, of itself, engen- 
ledger sheets of unusual strength, dur ders a pride in the workman, a sense of 
abilitv and flexibilitv. All of these self-satisfaction, that does not permit of 
Ppt ; . slacking at work sh : ; save 
qualities have been specially developed ee OO ee ee 
aves peter ree - effort, or sacrificing thoroughness to in- 
in TYPOCOUNT. Many erasures 


crease production 
will not damage the surface. 





Badger Quality will help you sell. /t i: 
YPOCOUNT will wear without recognized by experienced buyers, and 

I: nikita ‘tid iaamiiny easily demonstrated to those who may 
‘racking’ - tearing, S ‘ : ‘ie f 
cracking or tearing | - not know the line. It justifies the atti- 


being based on careful experi tude of the Victory Bond salesman, as 
ments and expert specialization. The contrasted with 
finish is smooth, not too glossy to pro that ol the ped 
: : dler of oil stock 
duce excellent impressions from the ah tik ae ae 
type. The surface is uniform from quire. 





every standpoint. Get our catalog, and see why quality is 


paramount in Badger Products, and catch 
the inspiration that makes our work 














Send for a Typocount Linen Ledge? superior. 
Folder. Large oe for machine HE HEIAM COMPAM 3 ! 
tests wll be furnishe upon requ st. THE LOOSE LEAF SYSTEM caw TT 
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THE BADGER TRADE MARK 


Byron Weston Company ASSURES QUALITY 


Dalton, Massachusetts 
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The Loose Leaf Department-—Its Place 


in the Store 


Se TOUT TUTTI UIST MLU LAMA cL 


HE following suggestions come from men of 
experience and are well worth considering. It 
is likely that they are not different from the 
advice men of equal experience would give, 
. though there may be minor differences of opin- 
ion. Success in business, no matter what the business 
may be, is so much concerned with the spirit and per- 
sonality behind it that the mere rule is important only if 
it is applied with the right intention in the right way. 

Otto C. Botz, of Botz & Sons Printing Company, Se. 
dalia, Mo., says: 

“Were we to consult our preferences only we would 
handle one line of loose leaf goods and that complete; 
but in a small city like Sedalia we find that this is not 
practical. Accordingly, we find it necessary to carry ring 
and price books of one kind, large ledgers and outfits of 
others, etc. The ring and price book line is the largest, 
systems and outfits next and sheets less important. Fill- 
ers for ring and price books,are absolutely essential. 

“We would advise the dealer to place his loose leaf 
department in the front of his store by all means, where 
every customer must pass it as he comes in and take 
notice of the goods. 

“In the arrangement of the stock we prefer wall cases 
and glass-top counters.” 





+ 


Fr. B. Hutchinson, of Bleakly Brothers, Inc., Camden, 
N. J., believes that the most practical way to advertise a 
loose leaf department to the best advantage is by means 
of personal letters and circulars, including the folders 
which are furnished by the manufacturers. This method, 
in combination with good window displays and store 
cards should bring results. To make the business grow, 
however, it must be properly handled after the advertis- 
ing and the window and counter displays bring in the 
inquiries. 

“In window display work we have found that showing 
a small amout of goods clearly and neatly arranged with 
price tickets attached has meant big sales, and the same 
thing holds true with store and counter displays—that is, 
showing the lines in a good, concise manner with prices 
attached. Circulars that are well printed and well gotten 
up are the ones that bring the big results.” 
+ 


Carl L. Maurer, of Cadillac, Mich., is a druggist as well 


Advertising and Arranging the Stock. Being Suggestions 
from Several Dealers in Various Sections of the Country. 


as an office equipment dealer. Many people think of this 
combination as being one not favorable to the office 
equipment side of the business, since a man who is pro- 
fessionally educated will naturally in many cases favor 
the business for which his education has peculiarly fitted 
him. Mr. Maurer, however, seems to succeed in both 
departments. His store is ninety feet long and twenty- 
five feet wide. One side is the drug store; the other side 
is devoted to office supplies. He carries a stock of filing 
cabinets on the stationery side in a line following the 
show cases, while in the center of the store he shows 
desks and office tables. 

Mr. Maurer handles one line and one line only of loose 
leaf devices. This is one of the best known lines in the 
trade. He states that most of his sales are of memo. and 
ring binders up to letter size. All rulings are necessary 
to fit any cover in stock. 

The loose leaf stock fs kept very nearly in the center 
of the store. This may, he says, just happen, but at any 
rate he finds no fault with the location. 

He uses one ordinary eight-foot silent salesman show- 
case for small and medium binders, with the balance of 
the stock in the origina! boxes on the shelves. 

He finds a liberal stock and the use of plenty of 
time to show the goods to be of more importance than a 
“pretty” show, for his main customers are business men 
and traveling men. 


sa 


A final word from two men who are widely 
among stationers will conclude this section. 

Edwin L. Baer, of Baer’s, Conton, Ohio, suggests that 
the question of service and price is one which is always 
debatable, and the matter is one which applies to every- 
thing which the commercial stationer sells. Service is 
always first, but no dealer should expect to be paid an 
increased price on account of rendering service which 
he ought naturally to give. 

xs 

With regard to advertising the loose leaf department, 
Guy C. McKenzie, of the Corey & McKenzie Printing 
Company, Omaha, Neb., says that they have found their 
best success to be with circulars and letters, using the 
advertising material furnished by the manufacturer with 
the selling prices printed on the circulars. 


known 








is on the 1919 Thrift Stamps. 





Ben Franklin’s Thriftograms 


Save and have.—Every little makes a mickle.—Little 
gathers no moss.—God helps those that help themselves.—Spend one penny less than thy clear gains 
Look before or you'll find yourself behind—The way to wealth is as short as the way to market.—He 
that waits upon fortune is never sure of a dinner—Money can beget money, and its offspring can beget 
mcre.—It is foolish to lay out money in a purchase of repentance.—Learning is to the studious and riches 
to the careful—Waste neither time nor money, but make the best use of both—Remember that money 
is of the prolific, generating nature.—All things are cheap to the saving, dear to the wasteful—lIf you 
would be wealthy, think of saving as well as getting._-Beware of small expenses; a small leak will sink a 
great ship—A penny saved is a twopence clear.—A pin a day is a groat a year.—Gain may be temporary 
and uncertain, but expense is constant and certain—Buy what thou hast no need of, and ere long thou 
shalt sell thy necessaries.—It is easier to suppress the first desire than to satisfy all that follow it—He 


that murders a pound destroys all that it might have produced, even scores of pounds. 


Thus sayeth Benjamin Franklin, patron saint of printers, apostle, preacher and practitioner of thrift, whose portrait 


strokes fell great oaks—A rolling stone 
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You will be well repaid ; ° 
in extra sales,if you will The Tenacity Line 


display 


Represents Known Values 


You can sell our loose leaf devices with full 
assurance that they will please the bookkeeper, 
and make the manager happy. The bookkeeper 
finds Tenacity Accounting Devices easy to 
handle through his day’s work. The manager 
takes satisfaction in knowing that his books are 
in good physical shape. 
One item in the Tenacity Line is 








It is a valuable book for 

every man with a reasonable THE C L 

income; not particularly for . e 

the wealthy man Many men 

are careless about keeping a STEEL BACK LEDGER 
NS < M ay 


record of their personal af 
fairs My Finances makes it 
easy to do so A few fig- 





ures and a few words of ex- 
planation in spaces provided 
for the purpose that’s all 


A larger size of My 
Finances has been published 
to meet many requests 
wider columns and more 


writing space. 


dy an 





My Finances is alre: 
" 


established steady selling 
stock item in most good sta 
tionery stores: it is advertised; and profitable to sell 
Quality Qualits 
2 KF 
Size 6\4%x3% MG. JOP Ac ondaeves $2 $3.54 
Size 8%x514—No. 311 .......... 3.50 4.50 Service durability is assured by electrically welding the metal 
Both JF and KF are made with Trussell one-piece Covers parts. Makes solid construction that stands up under severe 
all leather, no lining, levant grain outside and fine grain usage. The C. L. is made in five capacities. Each is capable of 
inside These covers are handsome and long lasting 100 per cent expansion. f . 2 . 
Use our large capacity binder in connection with a ledger rack and 
Send for samples on approval. obtain an ideal combination for machine-posting. 
and dealers’ discount. Window Turn prospects into sales, and assure yourself of the supply busi- 
cards and mail enclosures supplied. ness in the future. Our catalogue demonstrates Tenacity Quality. 


Write for the book. 


TRUSSELL MFG. CO., Publisher The TENACITY MFG. CO., Inc. 
3 No. Cherry Street Poughkeepsie, N. Y. Reading CINCINNATI, OHIO 














THE ONLY ADJUSTABLE M°CcM RING BOARDS 
POST-BINDER 


ON THE MARKET Heavy Tar Board, covered with Artificial 


Leather, Black Cloth Back, Rings set 23 inches 
Here’s a simple device that enables the office boy i . ‘ 


to bind into book form “‘in a jiffy” any kind of loose Centre o Centre, to fit Arch File Punching. 
leaf records. 


The “F-B” Loose Leaf Holder 














Special sizes 
to order 





Pat. May 13, 1913. 


Discount to 














is adjustable to any distances between punch holes the trade 
and to any size of paper. 
' The retail price is $3.00 a dozen with liberal 
f discounts to dealers. 
= 
| ROCKHILL & VZETOR 
: Sole Agents 
Dept. “‘F-B”’ 22 Cliff St. New York City McMillan Book Co. 
Branch: 180 N. Market Street, Chicago 509-511-513-515 E. Water St., Syracuse, N. Y., U.S.A 


§ 























96 OFFICE APPLIANCES May, 19 


The ACCO Fastener 


=< with the Prong Shield Washer 





indispensable for binding 
any number, any size, and 
any kind of papers securely 
and permanently or temporarily. 


It fits flat and is a perfect, in- 
expensive loose leaf transfer. 











Made in all sizes to fil ail 
standard gauges of punching. 


The Prong Shield Washer is fur- 
nished only with the Acco Fastener. 
The Prong Shield Washer makes this 
type of fastener practicable, because it 
allows the prongs to bend inwardly over 
the washer and to be fastened, which 
prevents fastener from being forced 
open. Its effectiveness, simplicity and 
neatness make it the only practical 
fastener for any kind of a file. 








The \CCO FASTENER binds thin tissue pa- 
per as tightly as heavy bond or ledger, and a 
narrow sheet is held on one prong as securely 
as when two prongs are used. It fits perfectly 
flat on papers and takes up no room in files. 
Sheets are easily added or removed from any 
part of the ACCO. 


Samples and Circular on request. 





Our new Catalog No. 419 
is now ready for distribution 
to the trade. 





American Clip Company 
Beebe Ave. & William St. NEW YORK, '‘N. Y. 














L.1.C. q( U.S. A. 
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Why Do You Read Ads? 


By H. C. Winchell, “An Advocate of Common Sense in 
Advertising.” 

Mr. Winchell conducts an advertising service 

agency in Chicago, and directs the advertis- 

ing of a number of successful manufac- 

turers whose outlet is through the stationery 

and office furniture trades. His views re- 

garding advertising are naturally reflected 

in the plans and “copy” prepared for his 

clients. 

OU DO read ads, of course. Everyone does. But 
why? Because you are tricked into it by a flaring 
headline, or a clever cut, or a pretty picture? Or 
because you have a keen interest to know all 
about all the things that can possibly help you 

build your business and your bank balance? 

It may be well to say, right here, that | am referring 
not so much to ads in general literary publications as | am 
to ads in trade or class papers. 

Each line of business has its own line of papers, which 
supply the news and facts, the results of experiment and 
research, in that particular branch of industry. These 
papers are read only by those to whom their technical 
vocabulary is familiar and for whom they are especially 
edited. 

Now, in your own trade paper, why do you read the ads? 

The reason you give reflects very accurately your stand- 
ing in your business community, and indicates quite as 
clearly your chances for ultimate success. 

The man who systematically reads the ads in his trade 
papers is the man who will get ahead. 

This sounds like a boost from the advertising manager 
for the advertising columns of his paper. But it isn’t. 
And I'll show you why it isn’t. 

The advertising manager’s interest in having the adver- 
tising columns read lies in his desire to have those ads 
answered, because he knows how much easier it is for him 
to get a renewal of the advertising contract when the ads 
have produced inquiries. 

But that’s not my point at all. I am looking at adver- 
tising from the standpoint of the reader—from your stand- 
point—and considering only the good there is in it for 
you, who read it. 

There is more practical money-making news in the ad- 
vertising pages of almost any trade paper than in all the 
rest of the book. Why? Because it is there that you learn 
of the hundreds of different things on which there is a 
profit for you. Not only the new things, which are con- 
stantly appearing, but new angles and sidelights on the 
old familiar friends—pointers that show you how to turn 
those goods into money. 

Manufacturers are spending lots of money every month 
for space, for pictures, and for the talent of the advertising 
man, just to put before you the merits of their goods—to 
tell you their virtues, their money-making possibilities. 

The advertising man of today must be a man of ver- 
satility. He must not only know all about the goods he is 
advertising, but he must know how they are used, what 
they will accomplish in saving of time, labor, material, or 
annoyance. He must know the people to whom his adver- 
tising is directed, how they work, how they look upon life, 
what interests them, and what will offend them. He must 
go still farther and know the people to whom the goods 
are finally to be sold, and by whom they are to be used. 

Perhaps you ask why his knowledge and understanding 
must go so far. The reason is that if he didn’t know that, 
then he couldn’t know how to present his wares to the 
merchant who is to sell them. 

Have you ever noticed that some advertisements say 
very little about the article advertised, and devote their 
space to telling the clerks who are to sell it just the things 
that will help them sell it? 

The clever advertising man is not only interested in 
telling you all about his goods, but he is careful to point 
out to you how and where you can sell those goods 

That is why there is so much meat for you in the ads 
You'll find suggestions there that will start a line of 
thought and action that will bring home the bacon 

This applies not only to the ads of goods that you do 
not handle but to those you do handle, as well. And that 
uncovers the reason why wise manufacturers keep right 
on sending advertising to their customers, even when they 
are buying right along. They figure that the alert mer- 
chant, nowadays, glances over all advertising matter that 
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( The ACCO Folder 


It is impossible to misplace or lose a letter from the Acco Folder 
regardless of how frequently or carelessly the files are referred to. 





eS 


Irrors in filing slow down and hamper The Acco Folder is inexpensive because it 
executive action. .\ lost or misplaced paper can be used over and over; it is the only 
sometimes means a heavy loss of time and folder in which papers are bound in book- = 
money. form, and from which contents can be removed 

The Acco Folder is positive insurance against intact securely held together with the Acco Fast- 
loss or misplacement of correspondence because ener. Acco filed letters are not held by the prongs 
papers cannot be wrongly replaced after being of the folder, but are bound in place by the washer 


once filed in an Acco Folder Every paper is of the Acco Fastener. 
chronologically bound in its original place. Valu- 
able filing space is saved by the papers being held 


ee af nanere heins aseuieeoe siness.” 
compactly. Security of pape helps security of business. 











\cco Folder in use, open. Contents safe; convenient and 
quick reference. 


Acco Folder in use, closed. Note book- 
like appearance. 


Acco Folders are made of heavy red pressboard in stock sizes to fit ali 


standard filing cabinets; also furnished with any cut of tab without 
extra charge Each Acco Folder is complete with one Acco Fastener 


CIRCULAR UPON REQUEST 


q( THE AMERICAN CLIP COMPANY (( 


Beebe Ave. and William St., L. I. C. 
NEW YORK, N. Y. 
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“Office Appliances” 


5 











00, ore ~~ 








MR. DEALER! It gives you a close touch 
with the entire market. {It presents 
opportunities to add to your selling lines. 
{It informs you of developments in the 
field. It helps you stock live sellers 
only. {It adds to your ability to buy 
right—hence your profits. It inspires 
clerks and helps them increase earnings. 
{ It reports Committee Meetings, Con- 
ventions and important Business Shows. 






Helpful 
Counsel for 
Expanding Business 
MR. SALESMAN! It gives you the im- 


portant news of your special field. { It 
supplies hints and suggestions that help 
sell goods. QIt informs you of the 
other fellow’s goods with which you must 
compete. {It supplies selling talks, 
arguments, suggestions, ideas, that have 
helped tolandtheorder. § It strengthens 
your approach, your arguments, your 
ability. It creates added interest and 
enthusiasm. It helps overcome inertia, 
inspire confidence, make more sales. 


A Macey representative offers 
constructive advice in the plan- 
ning of your expanding busi- 
ness. 

His business is not the making of a present 
sale, but of rendering a real service. He antici- 
pates the future. There is continuity in his work. 
He adapts your present equipment to your future 
needs. 

Macey experts save their clients thousands of 
dollars by installing equipment today that can be 
used in years to come. 

Macey filing equipment adapts itself to expand- 
ing business. Not only does it take care of to- 
day’s needs, but it outlasts ordinary equipment, 
because of its superior structural features, and the 
great care taken in the details of manufacture. 


MR. PURCHASING AGENT! It informs 
you of the new devices for the business 
office. §JIt isabuyers’ guide. It aids 
you to purchase in the best and cheapest 
markets. {It informs you of new 
machines which are replacing older types, 
hence aids in the buying of up-to-date 
equipment only. {It helps you keep 
your card records complete. { It makes 


There are many Macey representatives through- 
out the country. Their helpful counsel is at your 
disposal without obligation of any kind. 


We welcome corre- 
spondence from those 
who are in need of such 


service : 
your job more profitable. 
MR. OFFICE MANAGER! It aids you to 
keep efficiency up, errors out. { De- 
scribes office equipments that double the 
“EVERY wHEeRe 


output at half the effort. {Helps you 
antidote increasing costs of doing busi- 
ness. It enables you to turn wastes into 
profits. {J It focuses on your desk results 
that manufacturers have accomplished 
to make the business office a better and 
more profitable place in which to work. 


The Macey tine consists of 
filing cabinets in both wood 
and steel, steel safes, filing 
supplies, office desks and 
sectional bookcases. Sepa 
rate catalogs of all lines 
are issued. These are mailed 
on request. 


Manufactured in Canada by 


The Canada Furniture 
Manufacturers, Ltd. 
Woodstock, Ont. 


THE MACEY COMPANY 
GRAND RAPIDS, MICHIGAN 


ANNUAL SUBSCRIPTION RATE - $1.50 
Canada, $1.75 Foreign, $2.00 


The Office Appliance Company 


§ 417 So. Dearborn St., Chicago 
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comes to his desk, and so, if they make theirs attractive 
enough and incisive enough, customers will read it 
through, gather more facts about the line, more enthu 
siasm for it, and will therefore sell more of it. 

So—although you may not have known it—you read ads 
for information on “How to Make Money 


Seek to Minimize British Import Embargo. 


The American Chamber of Commerce in London has 
taken steps to secure action which will secure the ad 
mission of American products into Great Britain, although 
the bars are up in accordance with an order issued March 
11. This order stated: “The raw materials are free; the 
partly manufactured goods will be free as far as possible; 
completely manufactured goods not free, and, as far as 
possible, not to be brought in unless they are essential 
for use in this country.” 

The policies involved are to protect British industries 
in the home markets during the transition from war 
conditions to peace trade, and to restrict the commercial 


debt abroad as far as possible. The Chamber has indi- 
cated that the prohibition of imports, as far as the Amer- 
ican market is concerned, will be reciprocal. This need 


not necessarily be on account of legislative action, but 
because a restriction against one market will automatically 
bring corresponding restrictions on the part of traders 


Justice Requested for American Houses. 


The problems involved include the just treatment of 
American houses established in Great Britain before the 
war—which branches have supported the British govern- 
ment with their taxes and other forms of revenue. A 
restriction of imports will necessarily prevent a restora- 
tion of the trade balance as freedom of trading will nat- 
urally bring business from the United States. Many 
forms of machinery are essential to the efficient conduct 
of business, and a number of them are not made in Great 
Britain. 

The American Chamber of Commerce has offered five 
proposals to the British government, which are: 

1. That at the end of the period during which the 
British government has bound itself to restrict imports, 
namely, on September 1, 1919, there should be a complete 
removal of restrictions on imports from the United States 
of America. 

2. Restoration of pre-war basis of importation during 
the six months for which it has been decided that restric 
tion of imports is necessary. On the ground that (a) the 
British government does not desire to take advantage to 
reduce business legitimately done by firms operating be- 
fore the war, but only (b) desires to further any expan- 
sion of the British industries-which have been created o1 
developed during the war with the idea that after the war 
they could be employed in building up Great Britain’s 
export trade, and also (c) desires to protect British indus- 
tries which are in process of being converted from a war 
to a peace basis. 


Pre-War Imports to Govern. 


It is proposed that in each line of business raw mate- 
rials and partly manufactured and wholly manufactured 
articles should be imported in the same quantities as the 
average of the years 1912-13-14. 

3. Member of advisory council to represent importers. 
It is requested that the president of the Board of Trade 
should appoint as a member of the advisory council which 
is to assist the Board of Trade in deciding question of 
import restrictions and licenses, someone who will act 
solely as the representative of the large British commer- 
cial interests which are entirely or partially dependent 
on imports from America. 


Effect on American Interests. 


And it is further requested that the American Chamber 
of Commerce should be allowed to nominate one of its 
British members with a view to his being appointed for 
this position. 

4. The Chamber proposes that all restrictions of every 
kind be removed from persons or firms in Great Britain 
desiring to buy goods in the United States of America 
for delivery in imperial dominions or colonial possessions 
when the goods are not to be trans-shipped through any 
part of Great Britain or Ireland. 

5. The Chamber further proposes full recognition by 
the Board of Trade of the five principles to be applied so 
long as the rationing and licensing system is in force 
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Practical Illinois 


Utility © Desks 


They fit into an office organization like 
skilled workers, or up-to-date labor-saving 
machinery. Illinois Desks make for office 
efficiency because they are well planned, and 
designed to fit the human beings who use 
them. 





No. 225 


Whatever the character of an office, regard- 
less of the physical build of the employees, 
there are Illinois Desks to suit every re- 
quirement. 


Have you seen our new catalog? Send for 
a copy. 


Illinois School Furniture Co. 
Rockford, Illinois 
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Consider the Possibilities 


WITH 





Telephone Brackets 


REQUIRED IN EVERY UP-TO-DATE 
OFFICE 


For quick service, and for convenience, ab- 
sence of vibrations, ease of operation, saving 
of time and energy, 







ADJUSTABLE 
IN ANY 
DIRECTION 





Adjusts the telephone to your position. 
Mounted anywhere, always in service. 


Hold your trade by supplying these necessi- 
ties. You have prospective customers in 
every l’ublic Service Corporation, Manufac- 
turing lant, Hotel, Store, and, in fact, wher- 
ever a telephone is required. 


Ask for Trade Prices on these Big Sellers 
MANUFACTURER 
}; . 3 , 7 . 
COMPANY 
STATE AND 64th STS. CHICAGO, U.S. A. 





Invoice Forms to Be Standardized. 


The Standardization Committee of the National Associa- 
tion ot Purchasing Agents is making a thorough effort to 
standarize the forms used for bill heads or invoices. The 
members complain very strongly about the lack of stand- 
ardization. Invoices range in size from that of a war 
stamp to the large sheet. They desire to have the date, 
invoice number and other information in some predeter- 
mined spot on the page and want the sheets of a uniform 
size for convenience in filing and handling. 

The committee has outlined the following points which 
should be borne in mind when considering this subject 

l. In order to have a standard form enthusiastically 
adopted by the selling organizations it should appeal 
io them as reasonable. 

2. No attempt should be made to force anything 
through which will serve as a restraint upon busi 
ness and therefore we should aim to make our form 
fit the requirements of the selling as well as the buy 
ing end of business. 

3. Large selling organizations are now using a 
counting machinery, such as electrical tabulating 
equipment for statistical purposes, and any form must 
be large enough to permit ready use of these account- 
ing machines without interfering with the accuracy 
of the work. 

4. To accommodate these accounting machines it is 
necessary to have definite columns provided in which 
to show description, size, quantity, dimensions, weight, 
price each, total price, and a separate column for the 
net total of the invoice. To this must be added some 
other columns in many cases to suit certain lines ot 

business, such as number of bundles, number of feet, 
length, etc. 

5. From the standpoint of the purchasing age 
particularly and the sales department secondly, it is 
desirable to have the date, order number, invoice num 
ber, car number and similar data placed in some 
definite spot on each and every invoice so that there 
is always one place to look for this information 

6. Some of this information in No. 5 should be so 
located on the sheet that it will be convenient when 
looking through a file for a definite invoice. 

7. It may be necessary to provide more than one 
length of invoice form, but if it is possible to do so 
that should be avoided. One standard size would be 
far preferable from the standpoint of filing. This also 


nt 


has some advantages in the use of accounting ma- 

chinery 

The subject is to be discussed at meetings of the various 
branch associations held throughout the country, and 
suggestions are sought from anyone who is interested in 
aiding in this work. This includes various trade and 


dustrial associations as well as individuals. 

The National Association of Purchasing Agents has 
made great strides toward the standardization of catalogs, 
and they hope to meet with similar co-operation in elimi 
nating the confusion which now surrounds the matter of 
invoices. The members of their standardization commit 
tee are: W. V. C. Bulkeley, Liberty Steel Products Com- 
pany, New York, N. Y.: H. H. Meehan, A. B. Dick Cor 
pany, Chicago, Ill.; A. Lockwood, Lumen Bearing Com- 


pany, Buffalo, N. Y.; F. L. Kulow, Willard Storage Bat 


tery Company, Cleveland, Ohio; W. L. Chandler, Dodge 
Sales & Engineering Company, Mishawaka, Ind. 
(ny suggestions should be forwarded to the chairman 


of the committee, W. L. Chandler. 


New Quarters in New York for Wilson-Jones. 

The Wilson-Jones Loose Leaf Company of Chicago 
and New York have leased the premises at 316-322 Hudson 
street. New York, N. Y., recently vacated by the New 
York Blank Book Company through the sale of their busi- 
ness. The new premises considerably increase the space 
occupied by the company’s New York establishment, en 
abling them to augment their manufacturing equipment 


Strikes and Riots Number Over 500. 

The record of 1919 so far as regards strikes and riots 
is unenviable. Hundreds of strikes, riots and other dis- 
orders have been’ recorded at Washington, including 
twenty major strikes. Included in this number were dis 
orders in Buffalo, N. Y., Butte, Mont., Passaic, N. J., 
and Lawrence, Mass. In addition to the strikes in our 
own country, there have been lurid disorders in England, 
Ireland, Wales. Egypt. India, Australia, Brazil, Argen 
tina, Korea, Italy and Serbia 
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Desks 


“They Express Success 






Advertisement appearing in the 


a Literary Digest, May 10th, 1919. 


The Responsibility Behind the Goods 


Je etapa you are vitally interested in the mainstays of your 
4 business—sales and profits. 
These results are being accomplished for Cutler Desk distributors 
through our national advertising campaign in The Literary Digest and 
System supplemented by practical dealer co-operation. 
Through Cutler advertising we assume the responsibility of helping 
you build sales and profits. In manufacturing, too, we watch quality 
closely to safeguard vour interests. And when we sell Cutler Desks, we 
stand ready to fill your orders properly and on time. 
We guarantee Cutler Desks to your customers, thus giving them : 
two assurances of satisfaction :—Your reputation as a dealer and ours 
as a manufacturer. 
There are a few localities where there is no Cutler dealer. Since 
vou are interested in stimulating your sales and producing more profits, 
write for our dealer proposition today. 


CUTLER DESK COMPANY 


20-64 Churchill Street Buffalo, New York 
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Statement, Ledger and Proof-Sheet 
at One Operation, with 


Elliott-Fisher System 


Statements go out on the first. There is 
no delay over a trial balance. The bookkeep- 
ing department is always up to date. in its 
work, because Elliott-Fisher Machines write 
the customer’s statement, post and balance 
the ledger, and make the Proof Sheet at one 
operation. 


The Flat Writing Surface does it 


The Proof Sheet is a journal of all trans- 
actions showing the exact status of every 
account active on the day in question, giving 
auditor, credit man or treasurer a bird’s-eye 
view of the day’s business. 

Elliott-Fisher Machines handle loose-leaf 
and card systems and bound volumes with 
equal facility; they take forms of all sizes and 
thicknesses, give perfect registration on all 
carbon copies, manifold up to twenty copies. 
There is an Elliott-Fisher Machine for every 
purpose of accounting, billing, bookkeeping 
and recording, for every kind of business— 
retailer, jobber, manufacturer, public service, 
insurance, bank. 

Thousands of firms have found Elliott- 
Fisher a modern necessity. Give us a chance 
to convince you that it belongs in your office. 


ELLIOTT-FISHER CO., Harrisburg, Pa. 


lliott-Fisher Machines 


ACCOUNTING, BOOKKEEPING, 
BILLING AND BOOK RECORDING 
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Turning Man Who Is Sold inte Buyer. 
Continued from Page 
service, and instead of seeking to caiuee the cost of dis- 
tribution by the economies in administration which are 
possible when mail power takes the place of man power, 
these people are raising the cost of distribution. 

“Incidentally, their failure to hold old business and 
their resulting efforts to secure new business flood the 
mail with unwelcome circulars and cause that waste of 
paper of which Mr. Merchant, in his letter to the War 
Industries Board, complained. 

“Every letter is a sales letter. The regular daily cor- 
respondence, especially the adjustment letters and the 
credit and collection letters, constitute what we may call 
‘the service end of selling.’ 

No business can make good over a long period without 
maintaining service, and the house which gives attention 
to the correspondence of its sales department to the neg- 
lect of that of its other departments is failing to main- 
tain service and is creating a heavy turn-over of custom- 
ers, with resulting economic waste. 

“As I said, the men and women attending the Conven- 
tion of the Better Letters Association have in mind espe- 
cially the needs of the young man who enters the sales 
department and tries to become a successful sales letter 
writer. 

“I have become convinced that the young sales letter 
writer is apt to think first of the frightful difficulty of 
securing and holding attention, whereas he should think 
first of the greater difficulty and importance of securing 
and holding confidence. 

“We are all very imitative, and we learn largely by 
watching what other people do. Is it not true that the 
bad habits of exaggerated language into which many let- 
ter writers fall are produced by imitating bad examples 
and that they choose this type of example because they 
give first consideration to the way in which people are 
sold, whereas they should make their primary study the 
way in which people buy? Do I make myself clear on 
that point? I am sure that every trained sales letter 
writer who is successful, has consciously or unconsciously 
referred to his own experience and has asked himself, 
‘Why did I buy this suit of clothes, or this pair of shoes, 
or this automobile, or this multigraph?’ And then he has 
observed or inquired why and how people buy. 

“T have already mentioned the importance of imitation. 
It might not be out of place to say that this law of imita- 
tion stood up like a mountain peak in my recent investi- 
gation. That is, | went over a very great number of sales 
letters and sifted out what seemed to me the best, without 
attempting to analyze why they were the best, except as 
I took the word of the men who gave them to me, for 
their success. On going over these, I was very much 
surprised to find the great reliance upon quotations, unon 
the experience of others, or what we may call testimony, 
in one form or another. And isn’t this natural, for when 
we other men buying things, we believe that we can 
take he same action with safety. 

‘The inventor who is bringing a new machine on the 
market must first secure the indorsement of prominent 
firms and test it over a period of time. The manufacturer 
whom I quoted a while ago, who is moving a vast volume 
of merchandise, likewise relies largely on the testimony of 
others. He made it seem natural for you to buy, because 
he showed how many other people had found it natural 
to buy. 

“In credit and collection letters, it is good tactics to 
assume at the beginning that the customer will pay. I 
think it is likewise good tactics for the sales letter writer 
to assume that the customer will buy. Do not think that 
by this J] mean we should assume too easily that success 
has been reached. We should not stop selling until the 
goods are sold and the money collected 

“We should put plenty of effort in these letters, but not 
too much, lest they defeat their own aim; lest they spell 
anxiety rather than confidence; lest they create resistance 
in the mind of the reader, rather than reduce resistance 
and make it seem natural, the most natural thing in the 
world, to buy your goods. 

“We have all heard this doctrine in many forms before. 
We all know that a salesman should first sell himself. If 
a salesman is working for a house which he cannot re 
spect, is handling goods in which he has no confidence 
he had better get out and go somewhere else. For how 
can he create confidence in others which he does not him- 
self possess? And we all know that our customers are 
our best salesmen 

“One final point. We say that the sales letter must lead 
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or instance 





STANDS HARD USAGE. 
A truck ran over 
one—it was fixed 
up and good as ever 


COROSRA 
The Personal 
Writing Machine 


-—-sce one, 

















Practical as well as portable; 
strong as well as convenient 


IX pounds of steel and aluminum—and not 
lazy ounce in it.. Corona’s record of ser- 
vice, whether in the field with our armies or 
as secretary to explorers or commercial trav- 
elers, is ample proof of its sound design and 
sturdy construction. 
| Corona folds for travel, and fits snugly into 
a strong, handy case—yet despite its light 
weight and compactness, it possesses every 
essential feature of the larger and heavier 
machines. 
Full width universal keyboard, two-color re- 
versible ribbon, back spacer, adjustable paper 
fingers and margin stops, paper release, im- 
proved high speed escapement, visible writing. 
Booklets for the asking. 


~~ CORONA TYPEWRITER CO., INC. 
—- GROTON, N. Y. 

LONDON OFFICE: 30 OLD Bonp St. 
AGENCIES THROUGHOUT THE WORLD 


. CORONA 


_ TDhe Personal Writing Machine 


-fold it up-tah 
















Let 


Karpen 
Chairs 

Bring Prestige 
To Your Stocks 














The stationery or office equipment 
store which has Karpen Chairs in 
stock rises in the estimation of cus- 
tomers. Karpen products are known 
for quality, comfort and honest 
workmanship. By association, the 
prestige of Karpen Chairs confers 
on the store an aspect of quality 
that attracts business. 


Karpen Chairs 


are true to style and true to our 
reputation for painstaking chair 
manufac ure. They possess the 
richness that goes with success, and 
inspire confidence in the business 
equipped with Karpen Chairs. 


Widen the horizon of your chair 
knowledge by studying the Karpen 
Chair Catalog. Write for copy. 


S. KARPEN & BROS. 


Designers and Manufacturers 
Chicago Michigan City New Yorh 
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to action. My recent investigation showed me afresh the 
impossibility of leading a man unless you know yourselt 
where you're going. 1 recommend that, if the first prin 
ciple which we inculcate be the securing of conhdence, the 
second principle be that of plan, for it is plan which 


i 


brings success. It is the general with the plan for de 
feating the enemy who wins campaigns; it is the man with 
the plan who always leads the other man without plan in 
the direction which he wishes to go. 

“Every letter should have a clear logical structure 
You have all seen many letters of the kind which n 
ally turned up in the investigation referred to—letters 
which were a mere joblot of random ideas, of talking 
points thrown together haphazardly. So tar trom pre 
senting a paved road to action, they presented a pile of 
stumbling blocks which increased the reader’s mental 
confusion A clear, logical plan, no matter how simple, 
proceeding from one point to another, should stand out 
distinctly in the letter. It should follow some known law 
of thought, like the law of proceeding from cause to effect, 
or from the particular statement to a general conclusion, 
or massing facts behind an assertion—such a logical array 
of ideas is a fundamental necessity if the reader is to be 
led to action. For you cannot lead a man safely nless 


you know yourself where you are going; and unless your 
path be plainly marked, certainly you cannot lead hin 


with confidence. If you are to be his guide, and he is to 
trust your goods, he, too, must see that pat! 

“Gentlemen, I am deeply concerned in this matter of 
sales letter writing. It has a significance beyond the mere 
making of profit for any concern. The country was nevet 
so impressed as now with the value of intelligent adver 
tising, for we have learned that only advertising, and that 
includes direct mail advertising, can bring to su ss the 


organized efforts of a democracy. 
“Without the efforts in advertising and letter writing 


some of you in this audience, the war of America could 
not be won. Unless we had a great cause, a cause in 
which we believed, we could not produce in others the 
confidence which we feel in that cause. Unless our ap 
peals are logically organized and carry the reader irre 


sistibly along the clearly defined path of thought, the) 
cannot take the reader with them. 


If we can train letter writers to produce confidence 
and to organize their thought logically, we shall be help 
ing to solve the problem of distribution in a democratic 
way, and at lowered expense to the public. Incidentally, 


we shall be training men in powerful expression, which 
as in the present emergency, may be of incalculabl 
portance to the democracy under which we live.” 


Changes in Chicago Monroe Office. 

B. W. Burns, until recently a salesman for a well known 
adding machine company, has transferred to the Monroe 
Calculating Machine Company. Mr. Burns will be attached 
to the Chicago oftice.—After serving eighteen monthis as a 
first lieutenant in the U. S. Air Service, Edmund Easters 
has given up the foreign life and taken a position with this 


company. At Stratford on Avon, England, Lieut. Easter’s 
aero squadron had the honor of playing the first game of 
baseball ever witnessed by the citizens. Previous to the 
war Easters had seven years’ experience with the E. L 
Wilson Hardware Company.—-Two U. S. Army flyers have 
decided to do their traveling on land again and have en 
listed with the Chicago office. J. S. Adams and R. (¢ 


Preble are the former “flying lieuts,’”” both University of 
Illinois men. Adams was still languishing in New York 
when the Germans fooled him and quit. Preble was a 
member of Major Schroeder’s flying staff at the Govern 
ment Experimental Station, Wilbur Wright Test Field, 
Dayton, Ohio.—H. A. Thomas of Genessee. Wis., is an- 
other addition to the staff. Thomas has had a number of 
years’ accounting experience, having installed accounting 
systems in various manufacturing plants over the country 
He was last connected with the S. S. White Dental Com 
pany. 


New Head of Better Letters Conference. 


W. O. Rutherford has been appointed president of the 
Better Business Letters Conference. He is vice-president 
in-charge-of-sales of the B. F. Goodrich Compa: Akrot 
Ohio. 


\ beautifully lithographed window display is bei 


tributed to the trade by the Thaddeus Davids Ink Con 


lis 


pany. The reproduction is in four colors. The distribu- 
tion of the display is in the hands of C. Howard Merkle, 
who will furnish them to the trade for show window dis- 


play. Carrying charges are prepaid by the company 
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Handle the Carbon Paper 





that you get help in selling 


MultiKopy is the only carbon paper nationally advertised. Its 
trade-stimulating advertisements in the Saturday Evening 
Post. Literary Digest and other widely circulating magazines 
send buyers right to your store. 

Its advertising, plus its sure, clear printing, has caused 
numberless people to think MultiKopy when they think 


carbon paper. 


uiriKoPy 


The Carbon Paper 
That Gives Satisfaction 





Don’t get caught without a full line of MultiKopy. Carbon 
paper is bought frequently. Customers soon fall into the habit 
of buying all their office supplies where they secure the carbon 
paper that gives the most satisfaction. 

Multikopy means a quicker turnover, larger profits. 

Wedo more than merely promise you profits in MultiKopy. 
We know its selling qualities and stand behind them. We 
agree to take back, after a specified time, all unsold stock— 
when there is any. 

Our Definite Selling Plan gives the details. Send for it. 


Star Brand Typewriter Ribbons 
are Also Quick Sellers 


They are nationally advertised in every MultiKopy adver- 
tisement. They don’t fill. They sell on their merits. 


F. S. Webster Co., 338 Congress Street, Boston, Mass. 


NEW YORK: 114-118 Liberty Street CHICAGO : i N. Franklin Street 
PHILADELPHIA: 908 Walnut Street PITTSBURGH, PA 430 Park Building 
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Corona Capital Stock Increased. 


The Corona Bulletin announces the following regarding 
the Corona Typewriter Company’s fiduciary matters: 

“At a special meeting of the stockholders of this com- 
pany, held on March fifth, authority was given for the 
issuance of five thousand shares of a new eight per cent 
cumulative first preferred stock of the par value of one 
hundred dollars a share. At the same time it was voted 
to increase the amount of the stated capital from $1,500,- 
00C to $2,000,000 and to increase the board of directors 
from seven to nine members. 

“The entire issue of the new stock has been sold to a 
firm of bankers, in Boston—Messrs. Richardson, Hill & 
Company, 20 Congress street—who will offer it to the 
public at par and accrued dividends. 

“While we have no interest in the marketing of this 
stock, we do consider it an attractive investment since it 
is preferred as to assets and dividends over our seven per 
cent preferred and common; is protected by large assets; 
is backed hy earnings more than five times the dividend 


APPLIANCES 


May , I9I9 


Underwood Common Steck Soared. 
Company common 
com- 


In April Underwood Typewriter 
stock reached 170. From January 1 to April 15 the 
mon stock appreciated 55 points. 


Wilkes-Barre Concern Holds Business Show. 


The office equipment house of Deemer & Co., of Wilkes- 
Barre, Pa., held a business show at their store last month. 
Special demonstrators were present to handle the exhibits 


of a number of well-known concerns in this field. Their 
names and the names of the companies presenting the 
exhibits are: 

Addressograph Company, Chicago, Ill., addressing ma- 


chines and accessories—C. E. Sturm. 
Thomas A. Edison, Inc., East Orange, N. J., 
machines—Messrs. Gilgillen and Bushnell. 
Elliott-Fisher Company, Harrisburg, Pa., bookkeeping 
machines—A. W. Gay, W. B. Scheibel and W. L. Clinard. 





dictating 











VIEW IN STORE OF DEEMER & COMPANY, SHOWING ARRANGEMENT DURING 


requirements, and yields eight per cent—which is pretty 
fair interest, considering the safety of the investment.” 

The bankers have reported that the entire issue was 
oversubscribed in less than one week. 


Columbia Graphophone Company Statement. 


The annual statement of the Columbia Graphophone 
Company is understood to indicate an increase of thirty- 
five per cent over the 1917 showing. Financial reports 
stated that the increase was accomplished despite in- 
creased costs of labor and raw materials, and added war 
taxes. The showing is ascribed to a perfecting of the 
organization and progressive improvements in business 
and manufacturing methods. The business of the Colum- 
bia Graphophone Company includes the sales of the Dic- 
taphone. The capital stock of the company is divided 
into common and preferred. The common stock has been 
quoted at from 240 to 250. 


Computing-Tabulating-Recording Company. 


Recent market reports referring to the operations of 
the Computing-Tabulating-Recording Company, New 
York, N. Y., indicate that for the year ending December 
31, 1918, the surplus after charges was $1,787,806, equal to 
$17.05 a share earned on $10,482,700 commen stock, against 
surplus of $1,568,358, or $14.97 a share earned in 1917. 








RECENT BUSINESS EXPOSITION 


Fox Typewriter Company, Grand Rapids, Mich., type- 
writers—Ralph Jones. 
General Fireproofing Company, Youngstown, O., steel 


office furniture—William Evans. 
Monroe Calculating Machine Company, New York, N. 
Y., calculating machines—Mr. Rudiger. 


Todd Protectograph Company, Rochester, N. Y., check 
protectors—N. Johnstone. 

Wabash Cabinet Company, Wabash, Ind., wood filing 
cabinets and filing systems—Edw. L. Little. 


Wilkes-Barre, Pa., 


Betterly 


Wales Adding Machine Company, 
adding machines—James Gibbon and W. A. 

When the firm of Deemer & Co. was first organized 
they occupied the second floor of the Carpenter building 
at 6 West Market street. Later they moved to the ground 
floor of 37 West Market street, going from there to their 
new store at 6 West Market street, where the local busi- 
ness show was held in celebration of the event 

The company opened a branch in Scranton, Pa., early 
in 1917. In April of last year the branch was moved to 
the ground floor at 611 Spruce street. 

The officers of Deemer & Company are H. D. Deemer, 
president; J. H. Lance, vice-president; C. W. Honeywell, 
treasurer; R. H. Andrews, secretary. Paul E. Harbaugh 
is manager of the Scranton store and John H. Steinhauey 
manages the Wilkes-Barre establishment. 
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Compact and Horizontal 
Filing Sections 


meet the demand for various filing necessities in the 
office of executives and department heads, where per- 
haps the floor space is limited. 


The Compact Filing Sections 

are made 18 inches wide and in 15 and 24 inch depths. Great- 
est filing capacity in smallest space. Sections are interlocked 
by an ingenious and invisible device which is strong and ac- 
curately fitted. Thirty kinds of sections enables one to arrange 
a stack that will provide filing space for almost any standard 
size business papers and record cards. They are inexpensive 
considering their excellent workmanship, durable construction 
and handsome finish. The large drawer fronts are 5-ply veneer. 
Sections align with the Horizontal Line but do not intermember 
with them. Made in solid, seasoned Quartered Oak and Birch 
Mahogany. An attractive line of files. 


The Horizontal Sections 

are the result of demand for filing sections to intermember with 
Wz Receding Door Bookcases. Made in 28 styles, capacities 
and sizes to meet almost every business or professional office 
requirement. Thirty-four (34) inches wide and 15 and 24 inch 
depths. The "Compact Sections" align with these longer 
sections thus utilizing almost any available space. Beautifully 
figured Quartered Oak in eight stock finishes, also Mahog- 
any Finish. Let us tell you more about them—Get Gen- 
eral Catalog. 


Receding Door Sectional 
2049 Bookcases 


Are ideal book storage equipment for school, office and home. 


The Sfius Manufacturing Co The sectional construction provides a method for taking care of 


future requirements. You can start with one section, top 

162 Union Street and base and add 
Monroe, Michigan, U.S. A. other sections as 
needs demand. 

Made of very best grade of Plain and Quartered Oak and Birch 
Mahogany. Operation of the receding doors is controlled by a 
patented Equalizer which allows it to travel only straight forward 
and back in the recess above the book space. This equalizer also 
provides the method by which the doors can be instantly removed 
and replaced. The dust shield and the correctly fitted door com- 
bine to make these sections air cushioned without the use of felt 
strips. Raise the door as high as it will go—drop it. The glass 
will not break—the door will not slam. Only one hand necessary 
to operate the door. Both Plain and Quartered Oak furnished in 
any standard finish; the Birch in the beautiful Mahogany. One 
stack on your floor for display purposes will aid in securing orders. 
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Illustration shows how #2 Receding Door Book sections are 
shipped Knocked Down. Quickly and easily set up without tools 
of any kind. 
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ffs Fibre BoariSt 


Light 








a 
Practical I 
Fibre Board Office Specialties are partm 
in increasing demand- especially low 
in offices where Card Systems, ness, 
and Filing Devices are first being espec 
introduced for the various de- to be | 


Fibre Board Vertical Transfer Cases 

These are strong and durable files, made of tough fibre board, with cloth re-enforced corners and covered 

with Mottled Agate Paper. Hold the entire contents of an ordinary vertical letter filing drawer. Made 

in two depths 20 inch and 25 inch. Shipped kK. D.- Folded Flat, in packages approximately 2? inches We off 
high. (Get quantity prices. ° They : 
Document Transfer File | 
This substantial fibre board file has a tapered tray which 
holds papers up to 42x10 inches. Capacity about 114 
inches. Cloth re-enforced corners and covered with 
Mottled Agate Paper. Has metal label holder and drop 
handle. Easily accessible for transferred Documents, 
Envelopes, Collection Papers, Ete. 


ifs Wood-Back Invoice Books 
A large variety of sizes are included in this line, all being 
made with solid wood backs, into which the leaves are 
glued and riveted. Leaves cannot be pulled out, backs 
cannot break. A variety of bindings make this a very desirable line. Sizes 

114x16} and 12#x18}. Get #e Calalog of Office Specialties for complete in- Three 
formation regarding these salable books. 


Yj Box Letter Files 
There are 16 different kinds of Box Letter Files listed in the W* Stationery Supply 
Catalog. There is a wide range in price to take care of almost every Box File re- 
quirement. "Easy Clasp" and "Modern" Files shown on this ” 
and opposite {page are leaders in this line. Ask for the Aopen. 
Catalog now! 


Fibre Board Vertical Letter Files 
Are made in three capacities—4 inch, 5 inch and 6 inch, and 
in Letter and Legal Cap sizes. Cloth re-enforced corners, 
drop front, cloth hinged top. Have ring pull on end for easy 









hand- 
a ling. SE} 
These are exceptionally handy files for orders, bills Kor 
of lading and special inter-department, correspond- N 
ence, ete. PYM 
Send f ° “agg 
~—en¢ or = A 
d f 
New Lhe Sf ile Mhufa 
Price 126 Union Stred Monroe. 
! I Ast oy New York Office 368 Broadway Chica, 
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‘(Stationery Specialties 


| Strong 
| Economical 


are | partments, etc. Owing to their 
lly — low cost, strength and compact- 
ns, — ness, they fill many wants 





ing | especially where files are not 

de- | to be permanent. 

red : 

ide Fibre Board Card Index Trays 

hes We offer 3x5, 4x6, 5x8, 6x9 and 4x9 sizes in these substantial trays for Index Cards, Cancelled Checks, Ete. 


They are very substantially constructed of fibre board, with cloth re-enforced corners covered with Black 
and White Marble Paper. Covers are separate. Plated pull and label hold- 
er on each tray. The steel, self-locking follow block operates on round 
counter-sunk rod. They are very practical files of immense popularity. 


¥je Security Mailing Envelopes 
Are made of tough stock, which bends but does not 
break. The lock works automatically, so that contents 
cannot be removed without destroying the lock or tear- 
ing the mailer. Made in a large variety of sizes to ac- 
commodate all standard sizes of photographs and other 
mailable material. Put up in handsome display boxes 
for retail sale. 


zes | ¥fz Wood Back Scrap Books 

in- Three sizes each of nine kinds of Scrap Books are listed, offering a large variety in 
bindings and sizes. Manila, white and 
grey leaves. Also made without the 
words "Scrap Book" for use as albums, ete. Solid wood 
backs from which the leaves cannot be removed, except by 
tearing. Space is provided for expansion. 























Get W# Catolog of filing Devices, Specialties and Sectional Bookcases. Our lines 
are most complete and varied to meet almost any need Our co-operative advertising 
ervice is valuable and greatly appreciated by our dealer friends We offer attractive 
values and advertise our yoods at retail selling prices which provide for a liberal margin 
of profit If you do not know all articles in the W& line, write now for information. 











Card Index Cabinets with Fibre Board Drawers 
The drawers of these cabinets are constructed like the trays 
described above. The cabinets are made of Stained Hard- 
wood serviceable and attrac 





Send 





vills 4" ° . . : 
4 Ko} tive In appearance. Made in 
ynd- ; ; 
. i New two, four and six draw- 
Price | ists er sizes for 3x5 ecards, 
_ - and two 
f ; jrawer 
‘ haan 
nufacturing Co. 
size for mn 
M ° e - 4 j x 6. : Re Pr 
tre a onroe, Michigan, t - S. A. = « 
4 . er 
Chie 511-5158. W , (ower vs Bae 
y icago Display 511-515 8S. Wabash Ave. 
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fets> “421” Line Files | 


Are the Recognized Standard 
Among Low-Priced Filing 
Cabinets 





Letter, Legal Cap, In- 
voice, Card Index, 
Check, Document, 
Voucher, Legal Blank 
and Other Sizes 
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A FILE FOR EVERY PURPOSE 


Variety, Compactness and Economy are the special advantages of this line. There are ten 
kinds of drawers for filing almost any size business papers, cards, etc. Your choice of these files 
may be arranged in one cabinet to meet most any need. They are compact, handy, accessible. 
No space is wasted and economy is effected through the elimination of superfluous parts. 
Each frame-joint is inter-locked, glued and held 
with two screws. Drawers are dust-protected 
and roll on hard indestructible Roller Bearings. 
The superior wear-resisting qualities of these 
files have been demonstrated by many years of 
practical, daily use in all parts of the world. 


Get fa Catalog 
Attractive discounts make "#2 Lines" favorites 
with dealers, everywhere. 





You buy W7& Files reasonably—so you can sell them 
reasonably—at a liberal profit 


The fs Manufacturing Co. 


162 Union Street Monroe, Michigan 








New York Office—368 Broadway. Made also in Canada by The Knechtel 
Furniture Co., Ltd., Hanover, Ontario 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Association of Stationers and Manufacturers from Month to Month 








OFFICERS: 


President, WILLIAM HENRY BROOKS, Philadelphia, Pa.; First Vice-President, WILLIAM PITT, Kansas City, Mo.; Second Vice-President, 

WILLIAM G. WHITTEMORE, New York, N. Y.; Third Vice-President, R. S. BAUER, Lynn, Mass.; Treasurer, HENRY W. ROGERS, New 

York, N. Y.; Auditor, J. OGDEN PIERSON, New Orleans, La.; Secretary, MORTIMER W. BYERS, New York, N. Y.; Chairman Catalogue 
Commission, FLETCHER B. GIBBS, Chicago, Ill. 


DIRECTORS—STATIONERS 


Charles M. Marshall, Atlanta, Ga. Uri Doolittle, Syracuse, N. Y. 
W. P. Waddy, Richmond, Va. W. W. Buchanan, Chicago, III 
Henry W. Stacy, Los Angeles, Cal. no. P. Black, Baltimore, Md. 
C. L. Mitchell, Topeka. Kan. ugene Pettus, St. Louis, Mo. 
C. A. H. Thom, Detroit, Mich. Jno. F. Gilmartin, San Francisco, Cal. 


DIRECTORS—MANUFACTURERS 
Charles C. Davis, New York, N. Y. Wm. H. i . Chi . Ul 
le: York Y m Yo Chicsse 


Time and Place of Next Meeting—Richmond, Va., Oct. 13-17, 1919 


SECRETARY'S OFFICE—41 Park Row, New York. INFORMATION BUREAU—4I1 Olive Street, St. Louis, Mo. 
Manager of Information Bureau—W. D. PITTMAN 


New Members for National Association. 


The following names have been added to the member- 
ship rolls of the National Association of Stationers and 
Manufacturers since the April issue of Office Appliances 
went to press. They were turnished by Charles L. Mitch- 
ell, chairman of the Membership Committee: 

Adams Brothers Company, Topeka, Kan.; Frank S. Bur- 
nett, Morristown, N. J.; Brown-Howland Company, Bos- 
ton, Mass.; Blanchard Stationery Company, Winnipeg, 
Manitoba, Canada; Bishop’s Print Shop, Brownsville, Tex.;, 
The Capital Supply Company, Pierre, S. D.; Cumberland 
Office Supply Company, Cumberland, Md.; Connecticut 
Valley Stationers’ Association, Springfield, Mass.; Rob- 
ert Cooke Office Supply Company, Okmulgee, Okla.; Col- 
burn School Supply Company, Grand Forks, N. D.; 
George C. Everett, Baton Rouge, La.; Furnas Office Fur- 
niture Company, Inc.; Indianapolis, Ind.; Fischel Paper 
Company, Albany, N. Y.; Inland Printing & Binding 
Company, Springfield, Mo.; Joseph Levy & Bros. Com- 


pany, New Orleans, La.; Mead Stationery Company, 
Greenwich, Conn.; Mills Printing Company, Sheridan, 
Wyo.; Northern School Supply Company, Fargo, N. D.; 


George F. M. Newlands, Clarksburg, W. Va.; Pencil Ex- 
change, Jersey City, N. J.; Pittsburgh Stationery Com- 
pany, Pittsburgh, Pa.; A. B. Reid & Co., Detroit, Mich.; 
Stenography & Reporting Company, Trenton, N. J.; C. N. 
Speakman & Sons, Coatesville, Pa.; Sterling Specialty 
Company, Johnstown, Pa.; Stuart Bros. Company, Inc., 
Philadelphia, Pa.; Thompson-Smith Company, 53 Fifth 
avenue, New York, N. Y.; Joseph W. Weis, Hammond, 
Ind.; Westminster News Company, Westminster, Md.; 
3everly Book Company, Staunton, Va.; Indianapolis 
Office Supply Company, Indianapolis, Ind.; S. Stafford, 
Inc., 62 West Kinzie street, Chicago, Ill.; Biddle Purchas- 
ing Company, 107 Chambers street, New York, N. Y.; 
Clark Loose Leaf Manufacturing Company, 221 Fulton 
street, New York, N. Y.; Grant’s Book Shop, Utica, N. Y.; 
Yelland & Haynes, Mason City, Ia.; Walton Book & Sta- 
tionery Company, Dallas, Tex.; E. Stanley Swift, New 
3edford, Mass.; S. E. Bowen & Co., Bridgeton, N. J.; 
Scheuber Drug Company, Livingston, Mont.; Eveready 
Manufacturing Company, 80 Boylston street, Boston, 
Mass.; Davis Chair Company, Marysville, O. 

The foregoing list contains the names of forty-two new 
members—an excellent showing. Four of these members 
sent in their names direct; one each is credited to the 
membership committee, Mark H. Berry, H. L. Willson 
Company, William Maneke, Mr. Thorsen, E. E. Blanke- 
meyer, James R. Armington, H. R. McCleary, S. R. Haw- 
ley, H. L. Murdoch, James F. Davison, E. H. Sell and 
C. W. Cunningham. W. G. Stringer sent in nine new 
members; Charles N. Bellman, six; W. D. Pittman, ten; 
Dameron & Pierson Company, Ltd., one. With such 
people and others of like ability working to bring in new 
members, the association is bound to make a fine showing. 


Wholesalers’ Convention May 19-21. 
May 19, 20 and 21 have been selected by the Wholesale 
Stationers’ Association for the annual convention. Meet- 
ings will be held at Hotel McAlpin. Several speakers 


Eberhard Faber, New York, N. Y. Henry S. . Mars. 

William Pitt, Kansas City, Mo. Wm. O. Day, aa, 

Chas. S. Brewer, Herkimer, N. Y. Geo. E. Parmenter, Waltham, Mass. 

Carl J. Weissbrod, Greenfield, Mass. Edwin C. Ryals, Richmond, Va. 
from the trade will address the sessions. An informal 


dinner will close the convention. 


Richmond Stationers Meet. 


The regular monthly meeting of the Richmond Station- 
ers’ Association was held in the Business Men’s Club 
Rooms on Wednesday, April 16, at 6 p. m., with a full 
attendance of members. The usual routine business was 
transacted. W. A. Davis, local representative of the 
Conklin Pen Manufacturing Company, was made an asso- 
ciate member. 

The association reports the return of all men serving 
with the colors to their original positions, with the excep- 
tion of about half a dozen: Places for those yet to return 
are being held open for them. 

The outlook in the stationery business is very good, 
reports for the last month having been favorable. 

The Richmond stationers are now hard at work on the 
coming national convention in October and will leave no 
stone unturned to make the convention a brilliant success. 


Manufacturers Meet May 19. 


The Twenty-fourth annual convention of the National 
Association of Manufacturers, to be held at the Waldorf- 
Astoria Hotel, New York City, on May 19, 20 and 21. 
Topics to be considered are Government ownership of rail- 
roads; Government supervision and stabilizing of trade 
prices; Federal revenue and tax legislation; employment 
relations; employer’s duty to provide jobs for soldiers; 
approaching revision of our patent laws; the industrial 
legislative outlook, and vocational training; Bolshevism 
and all forms of social or industrial unrest. 

\ special Round Table Export Trade Session will be 
held in the evening of one of the convention days. Rec- 
ommendations by the Association’s Committee on Read- 
justment After the War, based on an exhaustive survey 
of the present situation, will be presented in a special 
report. Other committee reports will also be received 
on such subjects as: Bankruptcy, Health and Safety, 
Industrial Betterment; Interstate Commerce and Federal 
Incorporation; Permissive Price Maintenance and Union 
Label. 

Walker D. Hines, director-general of the United States 
Railroad Administration; Daniel Willard, president of the 
3altimore & Ohio Railroad; Professor William Starr 
Myers, Princeton University; Frank A. Halsey, commis- 
sioner, American institute of weights and measures, and 
Edward J. Prindle, member of the Committee on Patent 
Law Revision of the Council of National Defense, Wash- 
ington, D. C., are some of the convention session 
speakers. 

The annual dinner of the Association will be held on the 
evening of (the last day of the convention) Wednesday, 
May 21. Miles T. Poindexter, United States Senator from 
the State of Washington, will be one of the speakers. 

Incident to the convention there will be presented a 
diagrammati¢ and physical exhibit devoted to various 
phases of readjustment problems involved in the transition 
from war to peace conditions from the manufacturer’s and 
exporter’s point of view. 
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Sales Offices 


in America: 


Albany 
Baltimore 
Boston 
Buffalo 
Chicago 
Cleveland 
Columbus 
Dayton 
Denver 

Des Moines 
Detroit 
Indianapolis 
Los Angeles 
Minneapolis 
Montreal 
New Orleans 
Ottawa 
Philadelphia 
Pittsburgh 
Portland 
SanFrancisco 
Seattle 


Toronto 















O THE OFFICE APPLIANCE 


trade it can now be said with conf- 
dence that The Noiseless Typewriter is 
no longer a theory or a dream but that it 
has become a fact. The proof of this 
statement is to be found in: 


1. An extraordinary expansion of busi- 
ness. 


2. The adoption of The Noiseless by 


many Companies which possess 
national and international standing. 


As regards to the establishment of agen- 
cies those interested should communicate 
with us before what is left of the more 
valuable territory has been allotted. 


100% 
NOISELESS 








Sales Offices 
Abroad: 


Australia 

Brazil 

China 

Denmark 

Dutch East 
Indies 

France 

Great Britain 

Honolulu 

Holland 

Italy 

Japan 

Malay States & 
Strait Settle- 
ments 

New Zealand 

Norway 

Philippine 
Islands 

Panama and 
Central 
America 

Siam 

Spain 

Switzerland 

Sweden 














The Noiseless Typewriter Company 


GENERAL SALES OFFICES: 
253 Broadway, New York, N. Y. 


FACTORY: 
Middletown, Conn. 
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In Other Lands. 


(Continued from Page 29 


large scale in this country. Asa rule, no indication, how- 
ever, is given as to the identity of the manufacturing 
firm or firms referred to except for some hint occasionally 
that factories devoted during the war to the production 
of munitions will be adapted for the new purpose. Some 
rather circumstantial rumors recently have been circu 
lating round the great firm of Vickers, Ltd., perhaps the 
largest of all the armament firms in the country and one 
whose premises and personnel increased enormously dur 
ing the war. This firm is declared to be going in for the 
manufacture of such new lines as automobiles, sewing 
machines and typewriters, but the news still requires 
confirmation. 
<-> 


Probably, as American readers will know, it is one thing 
to make a typewriter and something else to sellit. The sell- 
ing organization is as important and almost, perhaps more 
so, than the producing side and American firms in this 
country really seem to have found out all there is about 
selling typewriters under any and all conditions. 


<-> 


Thieves, house breakers, burglars and robbers of all 
sorts are multiplying in our midst since the armistice. We 
had quite a freedom from crime during the war. Now 
depredations are recommencing and typewriters appear 
to be quite favorite objects for looting. One of the most 
amusing, although for the people concerned very discon- 
certing, cases might be told here as indicative of the 
way expert thieves resort to extremities to gain posses- 
sion of machines. For instance, the other day an opera- 
tor was taking a typewriter in a taxi cab to a hotel. Leav- 
ing the taxi, she asked the driver to carry the machine 
into the hotel after her. She entered expecting the man 
to follow. As he did not do so she went out to see what 
had happened to him. The taxi cab man, the taxi and 
the typewriter had all disappeared, and they have sent 
no postal cards home since. 


Burma as a Market for Typewriters. 


There is a moderate demand in Burma for typewriters 
as reported by the Department of Commerce. The United 
States leads in the valuation of typewriters imported, with 
Great Britain as a second. As a matter of fact, the im- 
ports from Great Britain represent many American ma- 
chines, and Consul Lawrence P. Briggs, of Ragoon, is 
authority for the statement that eighty per cent of the 
typewriters in use in Burma are of American origin. Im- 
ports of typewriters for the five official years ending 
March 31, 1917, are credited as follows: United States— 
1912-13, $10,227; 1913-14, $9,856; 1914-15, $11,882; 1915-16, 
$9,773; 1916-17, $10,900. Great Britain—1912-13, $10,219; 
1913-14, $6,544; 1914-15, $9,841; 1915-16, $9,315; 1916-17, 
$4,851. Other imports are negligible. 

The price of American machines before the war was 
about $113.55; English machines brought the same price. 
American makes were preferred. Current prices range 
about five per cent higher, due largely to freight and 
insurance. The usual terms of sale before war conditions 
upset customs were 60 or 90 days, London draft, drawn 
on receipt of goods c. i. f. Ragoon. American firms have 
generally demanded cash f. o. b. New York, and superi- 
ority of American typewriters has enabled them to im- 
pose these terms. 


Typewriter Imports Into Peru. 

Imports of typewriters into Peru have been published 
by the Department of Commerce, covering the years 1916 
and 1917. The imports of typewriters were: 1916, $71,- 
306; 1917, $188,883. The figures cover imports from all 
countries, but as the United States does the bulk of the 
selling into Peru, and also buys the most of her products, 
the figures will indicate that a large share of the type- 
writers originated in this country. 


London Industries Fair Catalog on File. 


The Bureau of Foreign and Domestic Commerce and 
its district offices has on file the catalog of exhibits of 
the British Industries Fair, held in London this year. It 
lists the exhibitors and details the lines of merchandise 
displayed. The catalog may be examined at the Bureau 
in Washington, and any of its district offices, under File 
No. 20,518. 
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No. 507 





Capitalize Chair Comfort 
Into Dollars 


The average office has as many makes of chairs as it has desks. 
That’s because the dealer had no standards but finish and 
price. Add another standard— comfort. Then you can 
command the chair business, and have an inside track on the 
desk sales as well. 


Conrades Chairs 


are recognized for the comfort they bring. And comfort adds 
to efficiency, especially toward the close of a hard, long day. 


Conrades Chairs do not depend entirely on comfort for their 
popularity. You can match any style or finish with 
Conrades Chairs. 


There’s prcfit in delivering Conrades Comfort with the chairs 
you sell. Get our catalog and price list and you'll understand. 


Conrades Mfg. Company 


Second and Tyler Sts. St. Louis, Mo. 





No. 2737X 
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Who Furnishes the Auxiliary 


Furniture 


When you sell desks and chairs? The domes- 
tic furniture dealer? You ought to get the 
profits on accounting machine desks, cos- 
tumers, stationery supply cabinets, telephone 
tables, wardrobes, etc. You can secure this 
business when you display 


Furnas Products 


They are designed for office service, and stand 

the wear and tear to which office equipment 

is subjected. Household pieces adapted for 
office use are makeshifts. 
Furnas Guaranteed Prices pro- 
tect your purchases — you do 
not have to write off anything 
on vour next inventory. 


Write for details of our guarantee, 
and catalog of Furnas Products 


Furnas 
Office Furniture Company 
Indianapolis, Indiana 


Chicago Display: 
511-15 S. Wabash Ave. 





STYLE 300 














British Typewriter Man Resigns Post. 


J. E. McLachlan, for more than eleven years advertising 
manager of the Oliver Typewriter Company, Ltd., of Lon- 
don, England, has resigned his post, and on leaving was 
presented by the staff with a handsome dressing bag. 

Mr. McLachlan has been intimately connected with 
typewriting and shorthand for more than twenty years; 
he owned and edited a technical journal dealing with the 
twin arts for about six years; is the author of “The Pri- 
vate Secretary to a Member of Parliament,” and has 
just completed a series of articles in Pitman’s Journal, 
entitled “How to Become a Proficient Shorthand Writer 
and Typist.” He has been an examiner in shorthand for 
more than twenty years; was one of the committee of 
judges for the competitions conducted in connection with 
the series of business expositions held in London some 
years ago, and he is also on the board of examiners in 
typewriting of the Typists’ Section of the Incorporated 
Phonographic Society. 

Mr. McLachlan now becomes a director of John Loft- 
house & Company, export and import merchants and 
agents, 252-3-4 Bank Chambers, 329 High Holborn, Lon- 
don, W. C., where he will consider suggestions from 
American manufacturers of office equipment and devices 
of every kind. 


British Market for Metal Office Equipment. 

An analysis of the metal office furniture equipment was 
recently printed in Commerce Reports, giving the con- 
clusions of Consul Augustus E. Ingram, Bradford, Eng- 
land. He stated that there is an increasing demand for 
desks, filing cabinets and other office furniture in this 
district, but, owing to present restrictions on importa- 
tions and the consequent lack of stock, the demand can 
not be met. It would appear that as soon as more normal 
conditions prevail there should be a good opportunity for 
doing business. In the past the greater demand has been 
for office furniture made of wood, but steel filing cab- 
inets are now coming into favor. The cold, damp climate 
of this country does not, however, favor the use of metal 
desks. 

The only competitor to American manufacturers of 
metal office furniture in this country is the firm of Roneo 
Limited, 7-11 Holborn, London. The pre-war price of a 
steel four-drawer vertical file was £10 10s. ($51.10), but 
they have since been sold for as high as £20 ($97.3. 
Stocks now seem to be entirely exhausted. 


> 
5) 


Andrew R. Jennings Royal European Director. 


Andrew R. Jennings has been appointed European direc 
tor of the Royal Typewriter Company, Inc. He is prom- 
inent in foreign trade circles, and for six or seven years 
past has served in an advisory capacity on the board of 
Visible Writing Machine Company, London, the distribu- 
tors of the Royal typewriter for Great Britain. Mr. Jen- 
nings’ activities in the foreign field will relieve T. T. Mal- 
lison of some of his duties, and enable him to devote more 
time te his work at headquarters. 


Offices of the Department of Commerce. 


Allusions are made from time to time to information, 
samples and publications filed with the Bureau of Foreign 
and Domestic Commerce. The addresses of district offices 
are: New York, 734 Customhouse; Boston, 1801 Custom- 
house; Chicago, 504 Federal Building; St. Louis, 402 Third 
National Bank Building; New Orleans, 1020 Hibernia Bank 
Building; San Francisco, 307 Customhouse; Seattle, 848 
Henry Building. 

Co-operative offices are located at: Cleveland, Chamber 
of Commerce; Cincinnati, Chamber of Commerce; Cin- 
cinnati, General Freight Agent, Southern Railway, 96 In- 
galls Building; Los Angeles, Chamber of Commerce; Phil- 
adelphia, Chamber of Commerce; Portland, Ore., Chamber 
of Commerce; Dayton, Dayton Chamber of Commerce. 

When so stated, information on file at Washington can 
also be obtained from the district or co-operative offices. 


Constantinople’s American Trade Bulletin. 

The American consulate general in Constantinople has 
in preparation a trade bulletin, in which the offers of 
American exporters and the inquiries of importers in Tur- 
key will be printed free of charge. The bulletin is dis- 
tributed free to commercial organizations and individual 
firms of good standing throughout the territory of the 
consulate. American manufacturers and exporters are 
invited to make use of the bulletin. 
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paper and ink, the labor of clerks 
and executives— these are the elements from which records are made. 


Records represent an investment of material, time and labor. 
safes of you expect that this investment will be protected on the 
Day of the Fire. The responsibility lies on you to furnish them 
with safes offering the greatest resistance to heat. Are the costly 
records of your customers adequately protected against fire? 


THE SAFE-CABINET 


**The World’s Safest Safe’’ 


‘THE SAFE-CABINET has won the highest -endorsement of 
the Underwriters’ Laboratories—it has been awarded both’ 


the Class “A” and Class “B” labels, indicating ability to resist 
extreme heat for four hours and two hours respectively. 


Customers who buy 


Every office equipment dealer should write for evidence on the 
performance of THE SAFE-CABINET in fires. Ask for it today. 


THE SAFE-CABINET COMPANY 


Originators and Sole Manufacturers of THE SAFE-CABINET 
137 Green Street, Marietta, Ohio 205 
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Every merchant needs accurate store 
records for two purposes 


@ At the end of each year he needs a complete, accurate report 
of store transactions to help make out his Income Tax return. 


@) He needs these same figures every business day. He needs 
them to control his business. 


He needs these figures to know how accurate, unchangeable records. It classi- 


much money he is making, and what it fies, adds, certifies. It saves work and 


costs him to do business. reduces expenses. 


i iit cent 5 mua of his No merchant should keep records by hand 
that can be kept so easily by a National 


store transactions in two ways—the old- Cash Register 
fashioned way, by hand, or he can get 


them by machinery. A post card will bring full information 


about what an up-to-date National will 
A modern National Cash Register makes — do to help you. 


The National Cash Register Company 
Dayton, Ohio 
Offices in all the principal cities of the world 
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American Chamber of Commerce in Italy. 


The 1918 Year Book of the American Chamber of Com- 
merce in Italy has been issued. It indicates the objects 
of the organization, and gives the organic law and lists of 
members classified alphabetically and by industries. <A 
number of American houses are listed as members. Some 
names familiar to the office appliances field shown in the 
roster include: Ault & Wiborg Company, Cincinnati, 
Ohio; Piero Castelli della Vinca (National Typewriter 
Company), Milan, Italy; Esterbrook Steel Pen Company, 
New York, N. Y.; General Fireproofing Company, New 
York, N. Y.; Italian Yost Typewriter Company, Ltd., 
Milan, Italy; National Association of Manufacturers of 
the U. S. A.; Society An. Registratori di Cassa (National 
Cash Register Company), Milan, Italy; Cavalier Cesare 
Verona (Remington Typewriter Company), Torino, Italy; 
L. E. Waterman Company, New York, N. Y. The motto 
of the American Chamber of Commerce for Italy is “To 
Promote Trade Relations Between Italy and the United 
States.” 


Packing for Delivery in Mexican Mountains. 


The Department of Commerce has advised that goods 
destined for inland mountainous districts in the vicinity of 
Ciudad Juarez should be packed in bundles of a size 
enabling a mule or burro to carry two of such bundles. 
A strong mule can carry two bundles weighing 225 to 250 
pounds, while burros can carry two bundles about eighty 
pounds each. Burros are being used to facilitate packing 
to mining districts in northwestern Chihuahua. Their sub- 
stitution for mules is due to political conditions, which 
have rendered the latter very scarce. Such goods as cables 
should be packed lengthwise for transportation with sev- 
eral animals. 


How to Deal with Consular Offices. 


Consul W. E. Chapman, of Mazatlan, Sinaloa, Mexico, 
desires that the attention of exporters writing to Ameri- 
can consular officers for commercial information be called 
to the fact that it would greatly facilitate the preparation 
of replies to their inquiries if they would state briefly 
and concisely the data they require in the first paragraph 
of their letters 

The volume of business required to be handled in many 
of the American consulates is so many times greater than 
it was a few years ago that it is necessary, even with the 
increased assistance furnished, to economize the time of 
each and every member of the consular staff as much as 
possible 

The writer suggests that manufacturers give their own 
careful supervision over the wording, punctuation, spell- 
ing and paragraphing of their letters to the trade abroad 
in order to avoid errors which in the eyes of the foreign 
reader stand materially to the discredit of the firm to the 
extent, sometimes, of actual loss of business. 


American Chamber of Commerce in Brazil. 


At the annual meeting of the American Chamber of 
Commerce of Brazil steps were taken to increase the effi- 
ciency of the body by adding to the facilities of the organ- 
ization. In order to interpret the various laws under 
which the Chamber must operate, several distinguished 
lawyers have been appointed as counsel. 

The activities of the American Chamber of Commerce 
for Brazil for 1918 have been summarized in brief: A 
system of arbitration between Brazil and the United 
States to solve commercial problems; study of custom 
house matters and tariff; co-operation with the British 
Chamber of Commerce for Brazil, because the interests 
are mutual, and rarely competitive; a quarterly trade re- 
view, The Quarterly, which gives information regarding 
important government regulations and like matter of 
interest; efforts to secure adequate shipping tonnage 
through the Chamber of Commerce of the United States, 
which resulted favorably; project for the establishment 
of branches of the American Chamber of Commerce for 
3razil; establishment of permanent exhibition rooms for 
this display of American manufactures; a plan of arbi- 
tration was inaugurated with the Commercial Association 
of Rio de Janiero, with a view of preventing cancellation 
of contracts subsequent to the signature of the armistice. 

Inquiries regarding membership, dues, etc., may be ad- 
dressed to the secretary of the American Chamber of 
Commerce of Brazil, Edifico Joernal do Brazil, Rio de 
Janeiro, Brazil. 














Ravenswood Glass Desk Pad 


Highly-polished plate glass mounted on a base of 
heavy, well-seasoned board, The glass is retained in 
place by four ornamental, brushed brags corners. Look 
for the finger hole (patented) which makes it easy 
to insert or remove memos under the glass. Furnished 
with felt backs as an extra. 





1800-2 Newport Avenue 





Ravenswood 


Glass Desk Pads 


Widen Your Sales Field 


You can sell them to practi- 
cally every user of office sup- 
plies. If you handle desks, 
you should be able to sell a 
glass desk pad with every 
desk. Thus you have a chance 
to sell an auxiliary that brings 
a good profit. 


Look for the 7 
Finger Hole 


Ravenswood Glass Desk Pads 
have a finger hole (patented) 
located in the front edge. The 
finger hole makes it easy to 
raise the glass without injury 
to finger nails, in order to slip 
memos under it—exclusive to 
our product. 


Get our printed matter, and 
prepare to carry these quick 
sellers. 


Ravenswood Office Specialties Co. 


Originators of Glass Desk Pads 


We also Manufacture Rosco Glass Desk Pads 





CHICAGO 
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A New Adding Machine. 


An adding and subtracting machine has been perfected 


at Des Moines, Ia., made at present in eight and 
nine column models. The machine ts electrically operated 
with positive lever control for add, subtract, repeat, non- 
add, total and sub-total operations. The adding wheels 
are unusually large and are at the top of the machine 
directly in the operator’s line of vision. The paper car- 
riage, which can be shifted to any position desired, will 
accommodate paper from 2% to 7 inches in width. Single 
and double spacing or no spacing for tabulated work are 
provided for. Ali controls are under the span of the right 
hand. It is not necessary to take a spacing stroke to pull 
either the total or sub-total. The keys are released before 
the machine completes one-half its cycle, hence the oper- 
ator does not have to wait for the machine before putting 
the next amount into the keyboard. 

The machine is of sectional construction and subtracts 
directly. The entire machine may be taken apart and re- 
assembled in a few minutes. It adds and subtracts with 
equal speed, without adding the complement or making 
a mental or pencil computation. Multiplication is repeated 


- ———— 
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A VIEW OF THE TEETOR ADDING MACHINE FROM 


ABOVE. 


addition; division is repeated subtraction, hence the new 
machine will perform all four arithmetical operations. 

The inventor conceived the idea of a machine for direct 
addition and subtraction from the operation of the switch 
engine which will run equaliy well in either direction, the 
engineer using merely a reverse lever. He accordingly 
construed an adding machine, which adds by putting the 
numbers into the machine and subtracts by a reverse 
process, which takes them out, the principle being that in 
subtraction the machine simply works backward while in 
addition it works forward. 

The feature of direct subtraction in an adding-subtrac- 
ting machine makes it possible to do away with one of 
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the two columns of figures usually employed in posting, 
since the machine will both add and subtract, taking 
of the correct balance step by step. 

An instance is recorded in which the feature of direct 
addition and subtraction brought about a very substanti al 
saving in the bookkeeping department of a large Western 
oif company, making it possible to reduce by half the num 


care 


ber of columns in a book, which, under the old system 
and from the nature of the business, was made especially 
large and was therefore expensive and cumbersome. Not 


only was a saving made in the size of the sheets required, 
but also in the amount of time consumed in making the 
postings, since one column did for both debits and credits, 
the machine making additions and subtractions with equal 
facility and keeping a perpetual balance. 





TEETOR MACHINE 
SHCWING ITS 


WITH 
“BANK” 


COVERING PARTS REMOVED, 
SYSTEM OF CONSTRUCTION 

3eing built upon the segment principle, the capacity of 
the machine depends upon the number of banks used, but 
the more banks there are used the wider must be the base 
and the greater the number of accumulator wheels 

The machine referred to is made by the Teetor Adding 
Machine Company of Des Moines, la. 


Slip-Card Wallets for Documents. 

The “Slip-Card” wallet is one of the new devices in the 
field. The wallets are document size, and each is 
vided with an index card on which can be noted the 


pro- 


con- 


tents, with space for the receipt of the owner, when he 
removes the documents from the custody of the institu- 
tion with which they have been left for safekeeping 


The wallet is then ready for further use, upon slipping a 
new card in the pocket provided. The device is made by 
the Alvah Bushnell Company, Philadelphia, Penna. 


Adaptable Reference Shelf for Vertical Files. 
The Adaptable Reference Shelf is a device which 
pends from the drawer pulls of the file and can be placed 
at any level, so that if the filing is being done in the 
est drawer, the shelf can be placed within reach. The 


S11S- 
us 


low 








REFERENCE 


SHELF IN USE. 

shelf is made of five-ply double faced quartered oak, light 
finish. The over all dimensions are 12 in. by 12 in. The 
hooks are plated in semi-dull bronze, and the ends are 


rounded, which prevents marring the finish of the cabinet. 


The Yawman & Erbe Manufacturing Company is the 
maker. 
Fellows “Pocket Efficiency System.” 
The Fellows Efficiency Bureau, Pittsburgh, Penna., has 
devised a cardboard jiolder for pocket use. In it are found 
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Wire Baskets 


Waste Baskets—Letter Trays—“Built-Up” Trays 





The Barbee trade mark is the guarantee of satisfaction 
to the user. 














BARBEE WIRE & IRON WORKS 


174 North Dearborn Street 
CHICAGO 
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The Prestige of a Good Name 


can help you to sell office 
chairs, settees and stools. Our 
products are known for their 
No. 916814 sturdy reliability. 


The Masters’ Line 


contributes its share to the 
good appearance of an office, 
and distributes restful comfort 
among the workers. You can 
He, s000% capitalize your chair depart- 
ment by featuring The 
Masters’ Line. 








Our chairs sell réadily and 
will raise the volume of your 
chair sales. In- 
crease the profits 























of your furniture Export Department: 
department by 
No. 2070% h an d li ng ‘3 h e Cemen Limited 
. ‘ 10 Bridge St., 
Masters’ Line. New York 


Cable Address: Chipmunk 


You need our catalog. Write for it. 


33 BRANCHES 
The Taylor Chair Compan Sydney, Australia 
ag ser Ohio by Melbourne, Australia 
Export Department: Perth, Australia 
Wellington, New Zealand 


Chipman, Ltd., 10 Bridge St., New York 


London, England 


Havana, Cuba 














Buenos Aires, Argentina 


Santiago, Chile 
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space for recording engagements, calendar, memo pad, 
and space for carrying the miscellaneous letters and pa- 
pers which often clutter up a man’s pockets. 





Novel Juvenile Stationery. 


“Mother Goose” and “Bed-Time Thoughts” are one- 
quire papeteries, decorated as the titles suggest. They 
are among the novelties recently added to the Coyle & 
Gilmore line 


No. 306 is the catalogue number of a new clutch pencil 
which uses thin leads. The pencil is light in weight and 
finished in nickel. It is packed in dozens, in box or on 
counter card, as preferred. The Hoge Manufacturing 
Company of New York is the maker 


Pocket Paper Slotter. 

Harry D. Snyder, sales manager of the American Clip 
Company, Long Island City, N. Y., has invented a pocket 
paper slotter for preparing papers for binding with Nos. 
2 and 3 “Acco” paper fasteners. It consists of two mem 
bers. The paper to be bound is folded, and placed in 
the device, which is then pressed together with the hand. 
This forms the slots through which the prongs of the fas 


tener are passed 


Electrically-Welded Paper-Burning Basket. 

\ steel wire basket for burning paper, rubbish, etc., is 
one of the newer conveniences. No. 11 galvanized wire is 
used, and ail points are electrically welded. The baskets 
nest for shipment, and may be provided with covers when 
ordered. The maker is The Massillon Wire Basket Com- 
pany, Massillon, O 


Embossed Metal Initial Seals. 

Metal initial seals neatly embossed, with gummed backs 
are a part of the line of The Stanley Manufacturing Com- 
pany, Dayton, Ohio. The seals may be affixed to paper, 
felt, wood, leather and metal. A counter package is pro- 
vided 


A New Eyelet Punch. 

The Frank A. Weeks Manufacturing Company, New 
York, has announced its new “2-in-1” punch, having an 
eyelet set that sets all sizes of stationers’ eyelets. It has 
a self-centering feature. 


New Slip-Ring Memo Book. 

The Trussell Manufacturing Company, Poughkeepsie, 
N. Y., has a new forty-page slip-ring memorandum book. 
The books are boxed in lots of twenty-four, in an attrac- 
tive counter display box. 


Chicago Pencil Sharpener Back on Market. 

The Automatic Pencil Sharpener Company, Chicago, 
has restored the Chicago pencil sharpener to its line, after 
having withheld it since fall. This was due to the ex- 
tensive Government requisitions, and the difficulty of se- 
curing material. Now that material market conditions 
have returned to normal, the company is no longer em- 
barrassed in securing the necessary raw units 


Congratulations to Mr. and Mrs. Edwin I. Baer. 

Office Appliances joins other friends of Mr. and Mrs. 
Edwin I. Baer of Baer’s, Canton, Ohio, in hearty congrat- 
ulations upon the birth of a daughter, Betty Louise Baer, 
on Monday, April 28. The new member of the House of 
Baer has our affectionate and respectful homage 


New Offices for Greeting Card Men. 

The National Association of Greeting Card Manufac- 
turers and the National Association of Engravers has 
opened a new office at 331 Fourth avenue, New York, N. Y. 
Both interests are represented by T. A. Isert, secretary 





Kellogg Switchboard & Supply Report. 

The balance sheet of the Kellogg Switchboard & Sup- 
ply Company, Chicago, was published April 25. The com- 
bined items of surplus and reserve-show an increase of 
$279,649. Comparing the business of 1917 and 1918: (1917) 
$5,812,298: (1918) $6,454,065. 














Envelope 
Specialties 


Custom-Made Envelopes 
That You Can’t Find 
In a Catalogue 


WE MAKE THEM ALL 


Special 
Sizes Stocks 
Constructions 


Try us on the next Special 
Envelope that comes into 
Your Establishment 














SECURITY ENVELOPE 
COMPANY 


“The House of Specialties” 


MINNEAPOLIS, U. S. A. 


Sole Makers of Leatherope Products 
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A man wants 
his name on it 


Ws aman uses Old Hampshire 
Bond he is proud of it. Pos- 
sibly, however, he may buy it plain 
right along. 


Scores of men who should, do not 
have their own engraved stationery 
simply because they have not 
thought of it when they had time to 
attend to the matter. 


©ld Bampshire Bond in the vari- 
ous sizes comes boxed in quarter 
reams all ready for engraving with 
no trouble to you. 


We have many sample sheets 
here for you to see. Better get 
them. There is a great opportunity 
along this line. 


FINE STATIONERY DEPARTMENT 


Hampshire Paper Company 
SOUTH HADLEY FALLS 


MASSACHUSETTS 


Makers of 


Old Hampshire Bond Vellum Lawn 

















Chicago Office Equipment House Expands. 


The Mead & Wheeler Company has recently enlarged 
its premises, taking the remaining half of the third floor 
of the building at 29-35 South Wabash avenue. This gives 
them a total of 17,000 square feet of floor space. The 
new room adjoins their premises on the north and pro- 
vides a large floor which will be devoted to the display 
of office furniture. It is planned to arrange part of the 
new floor space in suites, so that the prospective buyer 


can see at a glance just how the various styles of office 
furniture will look in actual use amid harmonious sur- 
roundings. 


he acquisition of the increased space was in the nature 
of an anniversary celebration, for the company was or- 
ganized on April 18, 1910, and is therefore just nine years 
old. The start was made in a small office at 40 Dearborn 
street, with 300 square feet of floor space. The first 
removal was to rooms on the fourth floor of the building 
at 80-82 East Randolph street, where there were 4,000 
square feet available. Three years ago the company, still 
retaining the Randolph street location for warehouse 
purposes, removed its main store to the south half of the 
third floor of the Griffith building at 29-35 South Wabash 
avenue. These premises have now been enlarged so that 
the entire third floor is devoted to the Mead & Wheele: 
business. 

The business is now divided into eleven departments 
which inciude desks in wood and steel; filing cabinets; 
steel furniture; sectional bookcases; chairs and tables; 
systematizing; loose leaf; commercial stationery; ribbons 
and carbon papers, with a service department for testing 
goods tor specific requirements; paper—the company be- 
ing the Western distributor for a line of bond papers 
established in 1839; filing cabinet supplies; service and re- 
pairs, and mail orders. 

It is somewhat more than a pleasantry when the mem- 
bers of the company say that they have a business show 
the year ’round. 

Several members of the Mead & Wheeler staff who 
went into the military and aviation service are now back 
on the job. They include: Eddie Tyre, aviator, U. S. 
Navy; Sergeant William V. Lawson, machine gun instruc- 
tor; Charles Kurtzdorfer, infantry, Camp Kearney, Calif. 
James Daly, a former member of the company’s staff, is 
now in Coblenz, Germany, where he is a secretary of the 
Knights of Columbus. His old job awaits his return. 

D. G. Wheeler, brother of J. A. Wheeler of the Mead & 
Wheeler Company, is a sergeant major connected with the 
315th Engineers. He is one of seventeen survivors who 
came back out of 102 men who went. He was met by 
his brother at Newport News, Va., when he landed on 
March 12. Sergeant Major Wheeler is now at the Fort 
Sheridan hospital recovering from the effects of two gas 
attacks and a badly crushed foot. A dinner party was 
given on the occasion of the company’s ninth anniversary 
and in celebration of the return of the sergeant major at 
the Illinois Athletic Club. Those present in addition to 
the guest of honor were: E. Allen Mead, president; J. A 
Wheeler, treasurer; Harold Watt, secretary; I. R. John- 
son, vice-president; J. A. Marshall, office manager; R. L. 
Browne of the Browne-Morse Company, Muskegon, Mich 
Mr. Stout, secretary of the Marshall Furniture Company. 
Marshall, Mich.; Richard Erickson, Sergeant Smith of 
Grand Rapids, Mich.; Private Orley of Traverse City, 
Mich., and Private William Marshall, who was in active 
service for twenty-one months. He is a brother of the 
company’s office manager, J. A. Marshall. 


New Branch House in East St. Louis. 


A branch of the Adding Machine and Typewriter Com- 
pany of St. Louis, Mo., was opened in the Arcade build- 
ing, East St. Louis, Ill., a few weeks ago, under the man- 
agement of F. O. Falk, who was connected with the Mun- 
cie Typewriter Exchange as repairman from July 1, 1918 
to March 1, 1919. 

The new offices in the Arcade Building are in Room 245. 


Imports Into British South Africa. 
Imports of stationery and books into British South 
Africa are reported as follows: 1916, $4,220,988; 1917, $3,- 


469.206. The countries of origin 1917 are stated: Great 
Britain, $2,748,974; United States, $501,415. 








J. R. Monroe Treasurer of Manufacturers’ Council. 

J. R. Monroe, of the Monroe Calculating Machine Com- 
pany, was recently elected treasurer of the Manufacturers’ 
Council of New Jersey. 
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Protection Absolute 


In the massive walls and mechanical perfection of the Cary Safe, 
the owner purchases protection absolute. And he purchases the 
ease of mind which follows the confidence in this protection 







































































An enviable record of trustworthiness is that of Cary Safes. 
Service during nearly half a century, with never a defection, has 
gained for them the admiration of the business world. 


Against the machinations of theft and against the ravages of fire, 
the Cary Safe has always shielded its trust. Under identical con- ; 
ditions other good safes have yielded—but the Cary—never. 


Built upon the principle of uniform strength throughout, the Cary 


Safe reflects the integrity of the organization behind it. The Cary 
Safe has no “weakest” or “strongest” point. It is invulnerable. 


CARY SAFE COMPANY 


BUFFALO, U. S. A. 
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CARY SAFES 


“The Safe Investment 





Stationers and Other Dealers 





in Safes: 


The opportunity for steady and 
healthy profits from the sale of 
this line is just now unique. We 
will gladly go into the matter of 
representation with reliable deai- 


ers 


[e. ais aid 
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“B-M” Quality and Service Cost No More 
than You are Prepared to Pay for 


Perfect Card Guides and Folders 


Most buyers and users of cards, guides and folders now agree 
that the superiorities of grade, writing surface, printing and quality 
guarantee of “B-M” Card Index and Vertical File supplies, insure an 
increasingly valuable service— 





They are more and more satisfied that these quality products 
cost no more than high grade supplies of this character ought to cost; 
—that they are actually “cheapest in the long run.”’ 


In face of the rising costs of doing business, there is no better 
time than sow to investigate, check up on costs and service—and 


prove the economies of 


“B-M” CARD INDEX & VERTICAL FILE SUPPLIES 


of Guaranteed Quality--Sold by Dealers 
Who are Prepared to Deliver Service 





“B-M” ‘Card !Index and 
Tertical File Supplies are 
guaranteed for Quality, 
Uniform Goodness and Full 
Count. 


They are manufactured 
under the personal surervi- 
sionof filing system specialists 
—men who know and cater 
intelligently to the filing sup- 
ply needs of up-to-the-m‘n- 





The ‘‘B-M”’ Line is a line 
which you can order with 
confidence. It includes Blank 
and Numbered Guide Cards; 
Numerical Guide Sets; Daily 
Card Guides; Monthly Card 
Guides; Alphabetical Card 
Guides; State, Town and 
County Guides; Tab Record 
Guides; Blank and Ruled 
Record Cards; Stock Ruled 
Ledger Cards and all stand- 
ard Vertical File Guides and 
Folders. 








ute business men. They are 


produced UP TO a quality oer ee 
standard that is firmly Clean Stock 
100% Service 


It is a uniformly better line 
—better in guality of stock, 
in printing, in appearance 
and service. 








established. 





Complete Catalog, illustrated in“colors, describing and illustrating every size and character 
of Card, Guide and Folder, will be promptly mailed upon request. 


BROWNE-MORSE COMPANY 


. Makers of Quality Filing Equipment 
15 McKinney Avenue Muskegon, Michigan 


BRANCHES 
905 Liberty Ave., Pittsburgh 109 N. Frederick St., Baltimore 


ia 


343 Broadway, New York City 193 E. Jefferson Ave., Detroit 
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Typewriter Manager Starts Own Business. 


H. L. Heymann, for nine years manager of the Easton, 
Pa., office of the Underwood Typewriter Company, re- 
cently resigned that position to open a typewriter and 
office supplies business under his own name at 202 Ferry 
street, in that city. Mr. Heymann will have the local 
agency for a well-known typewriter manufactured at 
Syracuse, N. Y., and will also handle factory rebuilt 
typewriters, both selling and renting. He carries office 
desks and filing devices, typewriter ribbons and carbon 
papers, rubber key caps and other appliances. 

Before he allied himself with the Underwood interests 
Mr. Heymann had had a fine business experience along 
general lines. He had spent three years in Rader Broth- 
ers’ store and eight and one-half years with the Montague 
stationery store. His acquaintance with specialty selling 
acquired as a result of nine years’ specialization in the 
handling of typewriters, and his thorough understanding 
of the stationery line, give him a solid foundation on which 
to build a business. He has the additional advantage of a 
wide acquaintance in and about Easton, where his abil- 
ities are known and appreciated 


New L. E. Waterman Company Plant in Jersey. 

The L. E. Waterman Company has purchased property 
in New Jersey and will build a modern manutacturing 
plant. The need of additional manufacturing space, 
coupled with a desire to give the factory workers access 
to better housing facilities, has led to the new develop- 
ment. It is expected that the new plant will be in oper- 
ation in 1920. The growth of the business of the L. E. 
Waterman Company has been progressive, and the in- 
creases in plant capacity have taken place in five-year 
periods. In 1919 Factory No. 1, on Fletcher street, New 
York, was opened. In 1915 another addition became 
necessary, a two-story addition being built on Front 
street. 

The new Waterman factory will be built on a plot in 
Jersey City, N. J., bounded by Peddie and Runyon streets, 
and Hillside and Johnson avenues. Tentative plans call 
for a combination of factory and executive offices, six 
stories high, built around an open court. It will be of fire- 
proof concrete construction, with a floor area of more 
than 500,000 square feet. 

Railroad facilities will be afforded by the Pennsylvania 
and Lehigh Valley lines. The plant is accessible to trol- 
ley transportation, and close to Weequahic park, where 
golf, boating, fishing and other water sports are provided. 
A working staff of about 1,000 people will be required to 
man the new Waterman plant, and for them attractive 
housing conditions are available in the neighborhood. 


Loose Leaf Man Takes New Position. 

W. F. Suchanek, who has for two years held a man- 
agerial position with the Nelson Loose Leaf Corporation 
of Omaha, Neb., resigned on April 1 and returned to St. 
Louis, where he has become advertising manager for the 
Dawson Manufacturing Company. Mr. Suchanek is not 
a stranger to the loose leaf field in St. Louis, for some 
years ago he was associated with James C. Dawson and 
W. S. Oliver, now president-treasuret and secretary re- 
spectively of the present Dawson Manufacturing Com- 
pany. All three gentlemen were at that time connected 
with the Sieber & Trussell Company, and later with the 
Boorum & Pease Company. 

The duties of the new advertising manager will include 
educational publicity work on machine posting, loose leat 
accounting systems for railroads, metal specialties, etc. 


I. G. Kennedy New Advertising Manager. 
{. G. Kennedy is the new advertising manager of the 
Computing-Tabulating-Recording Company, New York, 
N. Y. He had formerly been with subsidiaries of the Com- 
puting-Tabulating-Recording Company—the Moneyweight 
Scale Company and the Computing Scale Company—in 
sales and advertising work. 


Greeting Card Exposition in Philadelphia. 
The annual exposition of manufacturers of greeting 
cards, art calendars and gift novelties will be held in Phil- 
adelphia the week of May 19. The extent of the show is 
indicated that space has been reserved on four floors of 
the Hotel Adelphia for the exhibits of individual man- 
ufacturers. 
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For All Sorts of Filing 
FFICIENCY 


Steel Office Equipment 


Progressive offices entrust their rec- 
ords to steel files, for the protection 
against loss, rodents and fire that 
Efficiency Steel Office Equipment 
provides. 











In our standard lines can be found 
equipment for all ordinary require- 
ments; special combinations readily 
devised for unusual conditions. 


Judge Efficiency Steel Office Equip- 
ment first by the convenience and 
accuracy of filing—then consider their 
patented features, accurate workman- 
ship and superior finish. Your con- 
clusions—like those of users—must be 
favorable to Efficiency Steel Office 
Equipment. 

Catalog No. 106 is a hand book of best 
modern practice in office equipment 
and practice. Write for a copy. 





Watson Manufacturing Company 
Jamestown New York 
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The Copy Architect—A Builder os 


Business 


Wn it 


edited to date, syndicated and routed to the by-ways 
and high-ways, peering into every hole and corner 
for an honest-to-goodness copy architect would bag but 
scant game. Locating an equine-sense microbe in the 
scrambled brains of a -Bolshevik would be but a trifle 
harder than the task cut out for the cynical Mr. Diogenes. 

Copy architects—the Simon-Pure article, teaching by 
example, not precept—are as rare as righteous men in the 
days of Lot. Many copy writers are called but few are 
chosen “architects.” Those knighted by the broad sword 
or Genius bear aleft a torch lighted at the inner shrine. 
They sit in the seats of the mighty. With creative touch 
they fashion a structure where force, strength, beauty 
and unity bow their heads to receive a benediction of 
grace. How pleasing to the tutored eye are these finely 
wrought structures, relieving by their chaste and classic 
symmetry the squat, graceless, dreary batch of medioc- 
ritics that affront the scenery. 

Pool Full of Minnows. 

Advertising minnows play in shallow waters. In quiet 
depths the big fish move with conscious strength. Every 
year in America oceans of ink are smeared with smug 
complacency on reams of honest paper stock by a pester- 
ing pack of advertising babblers and dabblers. Golden 
ducats are dumped unstintedly into a hungry hopper to 
gush forth in a Niagara of words with here and there a 
shriveled idea, as a nubbin with many shucks. Messages 
on crutches are entered in a marathon where the race 
is ever to the swift. Puny pen-potterers with weasel 
words suck the red blood out of thought. Yet, there 
are those who brazenly tempt Providence, crying aloud 
from the housetops—‘Here, indeed, is advertising!” 


A Mental Corypheus. 
writing is an art as rare as tempering a 
Damascus blade. Of such pith and moment is it, so 
harnessed to the creative faculties of the mind, that a 
consciousness of its presence grips the imagination and 
reason as the artist’s vision when suddenly the eye 
banquets on what the draperies have concealed. Short 
story craftsmen have climbed to high vantage-point in 
popular vogue. Clever tale tellers, weaving patterns of 
the passion and purpose of life, are acclaimed and 
laureled. The O. Henrys have their place in literature. 
Filching not a whit of their fame, they must step aside 
that the builder of genuine copy may pass forward. He, 
too, pieces together his bits of broken marble that a 
mosaic-story may captivate the fancy while convincing 
the reason. Within narrow compass he builds that 
5 atte may keep fagots burning on countless hearths. 
-very word he bids step into the white arena must give 
full measure of service. In a space scarce broader than 
the hand of man they go forth, a brave company, to 
conquer markets. No Spartan phalanx, with measured 
tread and locked shields, ever reckoned on finer trophies. 


Upon Point of Pen. 

The copy architect is in an intellectual category second 
to none. Every mental grace and attribute at beck and 
call of the short story writer stands, hat in hand, obe- 
dient to behest of copy craftsman. "Tis his higher mis- 
sion to tax other faculties that it lies within the province 
of the short story teller to use or not as fancy dictates. 
With him it is mandatory. Terse must be his style, no 
excess baggage allowed. Every thought must take form 
and substance through crystal glass. But a glimmer of 
a flaw and the perspective is awry, the delicate poise of 
shade and light disturbed, and the picture doffs its subtle 
power of appeal. As with the story writer, the copyman 
must explore to their very outposts the regions of hifman 
emotions. The public mind, as the individual, has its 
moods and tenses. He must be able to conjugate them. 
Not to fathom the thought-habits of those who open 
their door to his messages is to invite disaster. Upon 
the point of his pen hangs often the fate of great business 
organizations. The frontiers of his effort are unreached 


[) ested to whisked from his tutelary tub, revised, 


True copy 


Being a Few Observations with Regard to the Builder of Real 
Advertising Copy, Whose Rarity Is Like That of Christian 
Charity.—By Edwin I. Wade. 


by the fictionist. Adroitly he must vitalize the interest 
while leading, step by step, to the climax of conviction. 
Facts must be analyzed and marshaled in the light of 
their relative importance. Attic salt must be added that 
seasoning whet the appetite. Pope, with delicate rapier, 
has uncovered the tact and talent that knead the thoughts 
of the copy architect into harmonious entirety 
A Matter of Education. 

The advertising art is in its cradle. Much of the crude, 
shapeless mass of printed matter that now passes for 
“advertising” will disappear “unwept, unhonored and un- 


sung,” as cruder daubs are unnoted in the atmosphere of 
a Titian. Copy—the soul of advertising—will be lifted 
to heights now only occasionally attained by choice 
spirits. It has become a custom in certain quarters to 
discount the force and effect of advertising copy. This 
attitude is more apparent than real. It is not due to any 
lack of recognition of the compelling power of good 
copy, but rather to a knowledge of the fact that the ability 


to create it is absent. It is simply a case of the fox and 
sour grapes. As the tide of time rolls onward the cul- 
tural accomplishments and imaginative faculties of the 
American people will resent the reflection on their ca- 
pacity for appreciation now apparent in the indifferent 
standard of copy so general. 

A Herald of the Dawn. 

In the city of Chicago lives a copy-architect. By sheer 
genius he has achieved a commanding position in the 
advertising world. Sharp perceptive faculties early con- 
vinced him that a clear, cold and crystal stream is none the 
less enchanting for its flower-embroidery. Even a style 
bright with metaphors, or occasionally warmed by oor 
of delicate humor was to be preferred to the harsh, blunt, 
mechanical method of “salesmanship-on-paper” that aims 
to make of the “consuming public” an animated comp- 
tometer. The work of this copy architect is so distinctive 
that, if it were one of a hundred peaks, the eye that dis- 
criminates would seek it out. The impression produced 
upon the mind of a reader of one of his advertisements is 
akin to that derived from listening to Beethoven’s “Moon- 
light Sonata,” where the notes are blended in such ex- 
quisite melody that on its conclusion there is a sense of 
reposeful completeness. Words are chosen with the 
same subtle appraisal of their value as marks the gold- 
smith in weighing a precious bit of carbon. His mastery 
of the riches of the mother tongue is so unusual that the 
right word, in subservience to the nicer shades of thought, 
always drops snugly into its niche. Nature has endowed 
him with the power to form a clear conception of the 
mental processes of those he purposes to convince. His 
every mode of expression is electric with his personality. 
Essentially an artist, temperamentally a poet, he is not 
unappreciative of the power of the pencil to add grace, 
strength and elegance to his copy story. He realizes that 
a few strokes of a gifted pencil give a winsome, har- 
monious effect not to be gainsaid. Having the creative 
faculty, his mind is trained to bring out the best in the 
article advertised, and his descriptive style by nature’s own 
law is sparkling with bright twists and cleverly rounded 
periods. This man points the way to the advertising 
“golden age” that is now flecking the East with roses 
heralding the dawn. 

You cannot order copy by the yard as you would certain 
commercial commodities and expect to get the fruit of 
the loom resplendent with the silver and gold threads of 
genius. If you are an advertiser, seeking to market your 
product to best advantage, employ only copy architects in 
building your business, otherwise you will reap a harvest 
of barren regrets. Glance at the bulk of the current ad- 
vertising—‘“weary, flat, stale and unprofitable”—and it will 
give you a finer, truer, broader vision of the really sublime 
functions of the copy architect. And before many more 
decades have been clipped from what is left till the 
crack of doom the plague of copy locusts will have passed 
and the auspicious dynasty of the copy architect will have 
been ushered in through the force of higher education. 
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To Mill Owners 











E ARE ON THE MAP 

in big type. Our policy 
is to operate among the prom- 
inent buyers for foreign trade 
as Factory Representatives. We 
have some of the best mill con- 
nections in the United States 
and can handle more. 


Is your present Export business 
satistactoryr If not, commu- 
nicate with us. You will learn 
something to your advantage. 


Sanlow Qo, Inc. 


Stationery for Export 
362 Broadway, New York, N.Y. 
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OF 


N the homes where books and music 


are, you will find GLope-WeErR- 
NICKE SECTIONAL BOOKCASES and 
(GLOBE-WERNICKE Disc’ REcoRD 


CABINETS. 


These charming pieces of furniture 
combine beauty of line and finish with 
unusual fitness for the work they 
must perform. 


GLOBE-WERNICKE SECTIONAI 
BoOKCASES grow as your book col- 
lection grows—you need never have 
more or fewer sections than you have 
books with which to fill them. 

They are fitted with easy opening, 
noiseless closing, roller bearing, indi- 
vidual glass doors that never stick or 
bind. 


Our new 
about the 


1298 tells all 
SECTIONAL 
Interior 

home 
it and 


CATALOG No. 
GLOBE-WERNICKI 
and has a special 

section that every 
should read. Write for 
send it gladly. 


BooKCASES 
Decoration 
maker 

we will 


New York 


CE 


Chicago 
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LOBE-WERNICKE . Szc- 

TIONAL Disc ReEcorD 
INETS may be combined with GLoBE- 
WERNICKE SECTIONAL BOOKCASES if 
desired. 


The sections fit together interchange- 
ably. All makes of disc records may 
be filed within these cabinets, of 
course, and each vertical slot is num- 
bered for convenience in indexing. 


leaded glass 
Ask for CAT- 
full information. 


Furnished with plain or 
doors like the bookcases. 
\LOG No. 301 for 


Agencies in over 2000 Cities. 


Philadelphia St. Louis 


Caps- 





HIS 
NICKE 

CABINET—the 

invented. 


GLOBE-WE 
Disc RECOR 


the 
BRown 
most 
It hands you the record y 
want. And between times the re 
ords are filed flat, under pressure, t 
prevent warping and consequent wei 


show Ss 


on the record from the up and dow 


motion of the phonograph arm wh 
playing. 


Beautifully made ind finished, wit} i 
for the phonograph at the top, it makes 
$25 or $50 machine more than the « l 


1 $100 or $150 model Sold by all ‘Globe 
Wernicke Agencies and many phonograf 
dealers Ney So US wR CATAL 
No 303 te full informati 


dhe Globe -Wery icke Co, CINCINNATI 


Branch Stores: 


Boston Washington, D. C. 
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Filing Cabinets of Wood 














LOBE-WERNICKE, © origin- 
G ator of Sectional Filing Cab- 
inets, dominates the office equipment 
field. GLoBpE-WERNICKE FILEs have 
a Known Value that not only insures 
their resale price and lessens the an- 
nual depreciation write-off on your 
books, but exert an enormous prestige 
influence on business visitors and your 
own staff as well. They cost no more 


than the ordinary kind. 


iness eflicienc lemands standardized methods 
mplet. ‘ly standardized—and offer sections to meé 
hum efficiency with maximum durability { The 
ved one important problem of business efficiency 


customers * The 
ilue, durability an 
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me 


‘T <0 the left we illustrate one of 
the GLOBE-WERNICKE STEEL 


UpricHt Letrer Fives. Above, we 
illustrate one of the STEEL Horizon- 
,L FILes as arranged for letters, in- 


dex cards and documents. 


The sections are standardized and 
interchangeable. In the (GuLOBE- 
WERNICKE catalog there is illustrated 
a filing device to meet every con- 
ceivable filing requirement. Write 
for it today. 


ind standardized qui pment Globe-Wernicke Filing 
{ Each Globe-Wernicke unit 
that is completely equipped with Globe-We 
dealer who sells Globe-Wernicke Filing Equipme 
th kind of service that brings repeat orders 
et depends upon the haracter of the company 
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HIS is the GLoBE STEEL 

SaFE. It is fire resistant 
and theft proof, being made 
of steel throughout and fitted 
with a Yale lock. Its interior 
is arranged on the Globe-Wer- 
nicke Unit System in any com- 
bination to suit your particular 
needs. 


For private papers, record books, im- 
portant documents, letters and con- 
tracts, it offers triple protection against 
theft, fire and prying eyes. 


Our new EFFICIENCY CAT- 
ALOG No. 8116 gives full details of 
all CGLoBE-WERNICKE Equipment. 
Write for it today and receive a copy 
of “FILING AND FINDING 
PAPERS,” the book that opened the 
eyes of American business executives 
to the possibilities of scientific office 
management. 
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We Call It 






The Security 
Economy Line 


You’ll Agree 
With Us! 


A Four-drawer Stack in 
the 700 (Economy) Line 


Designed for use where the four-drawer vertical filing cabinet cannot 


be used to advantage. 


i. 





A base, a drawer and a top will start a stack 


Your customers may buy them singly or in quantity; stack them high 


or wide as the need dictates. 


Let us explain the detailed features of the Economy Line 


STEEL EQUIPMENT CORPORATION 
AVENEL, NEW JERSEY 


Makers of the Full Line of Security Steel (‘ffice Equipment 
and Security Suppiies 


Yee, Un ; . al i i . vy seat 
Secureites New York Branch: 25 West 45th Street 7 STEEL 
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Just Three F 
of the Series 


Two and Three 
Column Ads 
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adding? Why pay a salary 
someone when a machine doe 
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Over the Top in Boston 


HESE ads appeared in the Boston news- 
papers. They were one of the reasons why 


the NATIONAL BUSINESS SHOW this year, 


was a greater success than ever before. Real buyers 
were there in flattering numbers. 


The New York Show, scheduled for October 20 to 25, at 69th 
Regiment Armory, and the Chicago Show, Nov. 17 to 22, are go- 
ing over the top even stronger. The greatest business metrop- 
olis in the world, gathering itself for phenomenal activity, after 
the semi-coma of war, will grasp at everything that is most mod- 
ern in business methods and equipment. 


; 


i 


The buying public wants to see your progress. You are best fitted to dem- 
onstrate it. If you have not already reserved your space it is suggested that 
you do so at once. All particulars given at your request. 


NATIONAL BUSINESS SHOW 


THE EXPOSITION OF MODERN ADMINISTRATIVE METHODS AND EQUIPMENT 
FRANK E. TUPPER, Pres., 150 Nassau St., New York 
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In this issue, Office Appliance editorially reports the Boston Show in detail. 
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TENSION 


Mail Containers 


are used in every line of business and 
they cover the mailing needs of any 
and all of your customers. 


"PRE TENSION line includes open-end 

tension envelopes, double metal-clasp 
envelopes, single metal-clasp envelopes, 
metal-flap clasp envelopes, document envel- 
opes, photo-mailing envelopes, filing en- 
velopes, folders, mailing boxes, etc., etc. 








UNNNNHH HALAL LAUT 


You will be especially interested, perhaps, in the Open-End 
Tension Envelope you've seen everywhere and the Metal- 
Clasp Envelopes, one type of which is illustrated. 


Our book, “Envelope Specialties,” is in itself an education in 
mailing containers. Send for the book. It’s yours for the 
asking. 


THE TENSION ENVELOPE CO., Inc. 


33 to 87 34th Street 
Bush Terminal Brooklyn, New York 
Telephone SUNSET 6000 . 
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Chicago Association’s Salesmanship Dinners. 
The plans of the Chicago Stationers’ Association to give 
a series of dinners at which the subject of salesmanship is 
given extended study have materialized. The arrange- 
ments were made by John W. Ogren, and the series will 
be held at the Chicago Advertising Club Wednesday eve- 
nings. To date the following discuSsions have been held: 


April 22—“Opportunities in the Stationery Business.” 
Speakers: H. L. Fogelman, “Fundamentals of Successive 
Selling”; W. B. Gregory, Gregory, Mayer & Thom of 
Detroit, Mich.; Chas. N. Bellman, Franklin Printing & 
Stationery Company of Toledo, Ohio. 

April 29—"Steel Pens.” Speakers: H. L. Fogelman, 
“Party of the First Part—The Salesman”; Edward S. 
Wood, treasurer Esterbrook Steel Pen Manufacturing 
Company, Camden, N. J. 

May 6—"Inks and Adhesives.” Speakers: H. L. Fogel- 
man, “Party of the Second Part—The Customer”; W. W. 
S. Carpenter, Sanford Manufacturing Company, Chi- 
cago, Ill. 

May 13—‘*Loose Leaf Devices.” Speakers: H. L. 
Fogelman, “Things to Be Sold”; H. R. McCleary, sales 
manager Irving-Pitt Manufacturing Company, Kansas 
City, Mo. 

Future dinners will be as follows: 

May 20—‘Lead Pencils.” Speakers: H. L. Fogelman, 
“The Psychology of the Sale”; A. W. Williams, sales man- 
ager Eberhard Faber. 

May 27—‘The Evolution of the Pen.” Speaker: Col. 
E. H. Havers. A lecture illustrated with motion pictures 
and stereopticons will be prepared and delivered under 
the auspices of the L. E. Waterman Company. 

This will be an open meeting. The families of all 
members of the association are cordially invited to attend 
the meeting H. L. Fogelman, who was the principal 
speaker at the various dinners, is a member of the fac- 
ulty of the Sheldon School of Salesmanship. 


Connecticut Valley Stationers Hold Rousing Meet. 


The Connecticut Valley Stationers’ Association held a 
meeting at the City Club in Hartford, Conn., on Wednes- 
day, April 23. Luncheon was served at 1 p. m., after 
which the regular business of the meeting was taken up, 
followed by an informal discussion of important matters, 
including costs and selling prices. It was decided that all 
future meetings of the association will be held at Hart- 
ford on account of its central location, with the exception 
of one meeting a year, which will be held at different 
points each year to stimulate interest throughout the 
district. 

The meeting was a lively one, not only in its business 
but in its entertainment features. A public song sheet 
was distributed and the musicians did the rest. George 
Greenspan ot the Connecticut Office & Library Supply 
Company, Bridgeport, was song leader. “Tom” Stone- 
house of the Sheaffer Pen Company was one of the solo- 
ists. About thirty-five members were present and seven 
new members were elected and five applications for mem- 
bership were filed. 

The association ordered the purchase of a Victory Bond 
to go with the bond purchased during the last loan. 

It was suggested that a summer outing be held in June 
at Bishop’s Colonnade-Savin Rock, New Haven, and a 
committee was appointed by the Chair to make the neces- 
sary arrangements and report at the next meeting. 

A general discussion on costs and selling prices fol- 
lowed. Joseph Towne of the National Blank Book Com- 
pany, presented an able analysis of the situation and 
pointed out cleariy why there is no hope at present for 
any appreciable lowering of prices, hence a decided neces- 
sity for the maintenance of prices by the retail merchant. 
Representatives of a number of prominent manufacturers 
in the field in various important lines gave outlines of the 
conditions faced by dealers today and expressed unani- 
mously the conviction that no material decrease in prices 
can be looked for in any of the lines in our field for some 
time to come. A spot may appear occasionally here and 
there seeming to indicate a decline, but investigation will 


APPLIANCES 


133 














“Hello, George. What’s that? Dol 
know the St. Johns’ line? Yes, sir; 
I do. It’s a good line—I’ve bought 





it for years.” 

“I thought you handled it—that’s why 
I called you this morning. I’ve been 
going to write you for some time. 
I’m putting in a line of office tables 
and want to get the right one.” 


“The St. Johns’ is the line you want 
then, George. But don’t take my 
word—itry a few. You'll want 


more.” 


“T think I will. Judging from what 
vou’ve said and all I’ve heard of St. 
Johns’, it must be a real line. Thank 


you, Henry. Good-bye.” 


Let us convince you that 
the St. Johns’ is the line 
you should carry. 


St. Johns Table Company 
CADILLAC, MICHIGAN 
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You Wouldn’t Put Rubber 
Boots on aGreyhound, 
Would You? 


Then why should you have a couple of clumsy, lum- 
bering pedestals on your typewriter desk. Ten per- 
cent of their contents is live stuff, the rest of the 
space contains matter much better kept in a stor- 
age cabinet or on a shelf. Modern business meth- 
ods demand that the difference between filing space, 
storage space and working space be clearly defined, 
that files and storage space be centralized and sim- 
plified as far as possible and that working space be 
located with scientific regard for convenience, log- 
ical sequence, speed and sanitation. 






UHL STEEL 


‘Tabiet 


is the efficient stenographic workbench. Its con- 
struction of steel throughout makes possible a 
graceful, convenient design, a strength and perma- 
nence which eliminate repairs and guarantee con- 
tinuous service, and a small, compact frame 
equipped with smoothly running casters which 
make easy moving the cabinet from one place to 
another. The Uhl Cabinet affords no hiding place 
for the collection of dirt or delay of important 
papers. It is made for live matter only; it assists 
and encourages the stenographer to keep up with 


her work. 
UHL Steel Furniture includes many other articles besides 
the Typewriter Table Cabinet There are stands for all 


office machines, large reference books, catalogs, samples, 
ete., factory and office chairs, and stools of various heights 
for high desks, adding machine operators, etc. 

EVERY COMMERCIAL STATIONER 
should have the complete UHL line in stock, 
whether he handles office furniture or not, 
for the sake of his good will account, and 
net profits. Send for descriptive circulars 
and prices. 





The Toledo Metal Furniture Co. 


1204 Hastings St. Toledo, Ohio 











disclose someone who thought he was overstocked and 
desired to unload at a sacrifice. The discussion of busi- 
ness costs disclosed the fact that the majority figured the 
cost of doing business as between 25 and 30 per cent, and 
nearer 30 per cent than 25 per cent. 

Valley Stationers’ Association Organizes. 

The stationers of the Willamette Valley, Oregon, have 
organized with special attention to rectifying the abuses 
which have crept into the business of handling school 
books. The organization is officered by W. D. Evans, 
president, and E. Cooke Patton, Salem, secretary. Among 
the other stationers who were active in the formulation of 
the stationers’ demands were John Coe, Eugene; Homer 
Jamison, McMinnville; J. C. Hayter, Dallas; M. A. Hunt- 
ley, Oregon City. 

The members of the Valley Stationers’ Association have 


determined that they will no longer handle school books 
on a 12% per cent margin, and will demand 20 per cent 
The present rate was established eight years ago. It is 


alleged that the 10 per cent allowed the stationer for cash 
exchanges of books is inadequate, and does not cover the 
cost of handling and overhead. It is expected that the 


action of the Valley Stationers’ Association will come 
before the state text book commission June 5, for dis 
cussion. 

If the terms requested by the stationers are not granted 


they will refuse to carry school books in stock. 
New York Stationers Elect Officers. 

At a special meeting of the board of directors of the 
Stationers’ Association of New York, held Thursday after- 
noon, April 24, the following officers were elected for the 
ensuing year: President, Henry Frank, of Frank & Tiche 
nor; first vice-president, W. W. J. Warren, of Stewart & 
Warren; second vice-president, Ed. E. Huber, of Eberhard 
Faber; third vice-president, Mortimer W. Byers, Esq.; 
treasurer, Edward V. Brokaw, of E. V. Brokaw & Bro.; 
secretary, William E. Ward, of John Ward & Son. 

A committee has been appointed to arrange for an out 
ing of the association. 





Stationers Co-operate with Paper Jobbers. 


The Philadelphia Stationers’ Association has been work- 
ing to eliminate the evil of paper jobbers selling paper 


to consumers at the same prices the stationers pay. The 
matter was discussed by the stationers at the April meet 
ing, and a joint meeting with the paper jobbers is to be 
arranged. he stationers felt that they were unfairly 


treated by the jobbers when the latter sold direct to con- 
sumers. The stationers are under heavy overhead ex- 
pense, and in addition have to handle the majority of the 
small orders. Committees representing the two interests 
will meet to work out an arrangement that will be equit 
able to both sides. 


Illinois Booksellers and Stationers Meet. 

The fourth annual meeting of the Retail Booksellers’ 
and Stationers’ Association of Illinois was held at Mur 
physboro, Ill, May 6 and 7. Among the papers pre- 
sented was an address by John W. Ogren, chairman Chi 
cago Stationers’ Association: “Organization and Its 
Benefits,” Hon. C. S. Townley, Macomb, IIl.; address, 
Paul J. Wielandy, Blackwell-Wielandy Book & Station- 
ery Company, St. Louis, Mo.; “Store Arrangement,” E. 
O. Vaile, Rock Island, Ill—discussion of this paper by 
Louis J. Coe, Springfield and W. J. Jaquin, Peoria, IIL; 
“Business in General,” Ray Veach, Carbondale, III 

The official staff of the Association for the ensuing 
year has not been reported to date. The officers and 
committee under whose auspices the meeting was held 
were: J. Fred Temple, Galesburg, president; W. R. Es 
sick, Decatur, vice president; W. C. Miner, Macomb, sec- 
retary; W. H. Johnson, Bloomington, treasurer. The 
executive committee was Clifford L. Lloyde, Champaign; 
Lucius J. Coe, Springfield; G. A. Rathgeber, Murphys- 
boro; H. E. Barker, Springfield; F. L. Natho, Danville. 

Canadian Stationers Want Organization. 

The Canadian Bookseller and Stationer reports a grow- 
ing sentiment among Canadian retailers for the organiza- 
tion of an association similar to the National Association 
of Stationers and Manufacturers. A questionnaire has 
been circulated asking for expressions from a selected list 
regarding the need of such an organization, and the 
details of such an organization. One of the questions 
covered affiliation with the National Association of Sta- 
tioners and Manufacturers. 
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The Store That Sells 
“MAYVILLE” How Can 
Sells Service 
I Sell 
More 


Folders? 


By selling better selling folders. Here are 
two easy but sure ways to keep folders from 
keeping on your shelves: 
First, sell “MAYVILLE” FOLDERS. 
Because they have name-value, they sell better. 
You can prove this. Place a pile of “MAY- 
VILLE” FOLDERS beside a pile of unnamed fold- 
ers. Your customer will pick out “MAYVILLE” nine 
times out of ten because of the “MAYVILLE” name and 
the mark of the girl at the cabinet. 
second, keep “MAYVILLE” FOLDERS prominently dis- 
played. A displayed folder sells many times faster than a folder 
hidden on a shelf. Show “MAYVILLE” FOLDERS both on your 
counters and in your windows. Your profits will increase and continue 
to increase. 
Don’t stock up and keep; stock up and sell. Don’t sell folders; sell “MAYVILLE” FOLD- 
ERS. Make your stock move. Realize frequent turn-overs. Put your folder selling on a 
more profitable basis. 
“MAYVILLE” FOLDERS are made of uniform size, and will not break in the fold or curl 


at the edges. They are customer holders and good-will builders. 
















Three shades: Natural, blue, salmon. Two sizes: legal and letter—medium or heavy weight. 

Send for samples and prices. Attach the coupon to your business letterhead and have us send you a 
copy of the page “MAYVILLE” advertisement that appears in the March issue of “SYSTEM,” the 
magazine of Business. It is an attractive advertisement that you can use as a silent salesman to help 


you sell more “MAYVILLE” FOLDERS. 


Geo. W. Millar & Co. 


284-290 Lafayette Street NEW YORK 


Also makers of standard quality “MAYVILLE’”’ 
Die Wiping Paper, Adding Machine Rolls and 
‘“‘MAYVILLE”’ Treated Tympan and Offset Papers. 


c 
“MAYVILLE” 4 














FOLDERS AL 


for vertical files oe oe 
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Splendid Opportunity offered by 


Visible Line 


If you are the most progressive dealer in your territory, and have experienced sales 
men who can handle the high class. proposition RAND VISIBLE EQUIPMEN' 
offers—you should not overlook this opportunity. 


Consistent advertising and persistent sales policy for the last 10 years have created 
a nation wide demand for RAND products. 


Hundreds of inquiries pour in daily for our Visible Products. Each product is an 
acknowledged leader in its line, and has a splendid repeat — sales range trom 


25c¢ to $12,000. 


We have a few choice territories open for the dealer 
or salesman who can measure up to 
our standard. 


— 








Here are Five Leading 
FRAND Products 


Rand Visible Card Records 


will efficiently .handle any kind fia 
~ record in any department of an pusi- 
ness, and in addition saves 75° of the 


operating time required by any other 


method Such concerns as Marshal 
m Field & Co., Pierce-Arrow Motor Cor 
poration, together with many depart 
ments in the U. S, Government use and 


approve RAND VISIBLE CARD 
RECORDS. 







'M Rand Visible Name Folders 


A fibreloid tab attached to a heavy jute folder at ar 
angle of forty-five degrees, makes each classificatior 


visible from every angle. Names stare right back at 
s] Name slips are removable Misfiling with this equipment 
is almost impossible, and a great saving in time is effected 


by not having to search for names, 


SURASS5579855885058 
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Rand Visible Guides 


have the same fibreloid tab as the above folders, mad 
} of beth jute and manila materials, and are the best guides 
on the market today, 


Rand Makurown Tabs 


which are rapidly supplanting the old style ieather index 
tab, are constructed of transparent fibreloid so folded that 
it forms a flat tube into which a name slip is inserted 
This tube mounted on gummed linen makes a sanitars 
transparent, removable name slip tab, that is the fastest 
seller and best repeater on the market. Every office is a 
prospect They sell on sight. 






BEL 


Miscellaneous Time Savers 


RAND Ticket File and Binders, Check Sorters, Correspon 
dence Sorters, Note Cases and Stop Payment Registers ar¢ 

few of the time-savers manufactured by The RAND 
Company that are in nearly every bank and man offices 
throughout America. 





ARE YOU THE DEALER OR SALESMAN WHO MEASURES UP? 
TO THIS HIGH CLASS OPPORTUNITY? If you are, let us know 
A tm Every dealer or salesman representing RAND VISIBLE EQUIPMENT 
SS is backed by an organization as efficient and high grade as RAND 


products plus national advertising 


— 


Write us today, giving full particulars. 


THE RAND COMPANY 
2101 RAND Bidg. North Tonawanda, N. Y. 


Originators and Patentees of Visible Indexing 
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“Taammaa.” 

No, gentle reader, this is not the name of a new 
Hawaiian song, nor do you play it on the ukelele. It is 
the name of the new publication of the Typewriter and 
Adding Machine Mechanics’ Aid Association, Inc., of 
Brooklyn, N. Y. We are favored with a copy of Vol. 1, 
No. 2, which is a newsy little publication telling of the 
recent activities of the association, which seems to be 
in imminent danger of growing out of all proportion to 
the original ideas of its founders and becoming national 
in scope. 

On April 8 the association gave its first annual enter- 
tainment, held at the Palm Garden in New York City. 
The event was an emphatic success, the entertainment 
committee deserving much praise for its work. More 
than 400 couples danced until 2:30 a. m. 

During the year the association has received 100 new 
members, while requests for application blanks and in- 
formation have been received from prospective members 
in forty-four of the principal cities of the United States 
and Canada. This number includes requests from Hon- 
olulu, Hawaii, and Havana, Cuba. 

Several hundred dollars have been paid out in sick 
benefits during the year. 

Financial Secretary F. E. Pfeil has been obliged to 
resign his office because he expects to sail for France very 
soon, where he has a commission to repair typewriters for 
the Y. M. C. A. 

On April 25 the association held a Victory Loan rally 
at which bonds were subscribed to the amount of $5,100. 
This is an excellent record considering the fact that the 
association's membership is relatively small and that 
individual members are all workmen receiving moderate 
pay 

San Francisco Stationer-Golfers. 

The first golf tournament of the Stationers’ Golf Club 
of San Francisco was held at the California Golf Club 
early in April. B. P. Upham, of the Isaac Upham Com- 
pany, got the first leg on the silver cup, as well as two 
silver cocktail cups. Subsequent tourneys will be held at 
the Claremont Golf Club, trans-bay, Sequoia Club, Oak- 
land and the Presidio course in San Francisco. 

New York Concern Incorporates. 

George W. Millar & Company were incorporated on 
April 14 to manufacture and deal in paper, twines, etc. 
Heretofore the company has been a partnership. The 
business was organized in 1860, under the firm name of 
Manahan & Millar. In 1863 the firm became George W. 
Millar & Company, and consisted of George W. Millar 
and William D. May. In March, 1910, Mr. Millar retired, 
selling his interest te W. D. May, L. W. May and W. D. 
May, Jr. 


Old Wilmington Firm Changes. 

[The forty-nine-year-old establishment of E. S. R. Butler 
& Son, Wilmington, Del., has been succeeded by Butler's, 
Inc., which wiil continue the stationery and book business 
of the old concern. Alvin B. Robertson, one of the incor- 
porators of the new concern, will manage the business. 
He has conducted the Wilmington Office Supply Company 
for seven yéars. The building heretofore occupied by E. 
S. R. Butler & Son has been purchased by the Every 
Evening Printing Company, whose plant adjoins the But- 
ler property 


Leaks in the Ship of Business. 


In an address made by Larry C. Altmeyer, merchan- 
dising specialist, before the Merchants’ Short Course at 
Knoxville, Tenn., the speaker alluded to twenty leaks in 
the average store. These leaks are responsible for much 
of the profit loss which the dealer has to write off year by 
vear. While the leaks referred to are in some cases those 
peculiar to dry goods stores, the whole group gives food 
for thought to the stationer. 

Overmeasurement of goods; reckless cutting of sam- 
ples: nonavoidance of remnants; slothful care of stock; 
careless packing; improvident purchase and use of sup- 
plies; discarding empty cartons; shopworn goods through 
lack of suitable fixtures; poor arrangement of stores; ex- 
travagant illumination; losses through incompetent win- 
dow trimming; pilfering of goods and money by em- 
ployes; employing incompetent help; dissatisfied custom- 
ers; carrying dead stock; poor buying; excessive altera- 
tion extras; poor advertising; poor bookkeeping; passing 
discounts. 
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“U-Need-Me” 
Cushions and Pads 


are Staples 


OTT eae 


“U-Need-Me” Chair Pad 
saves clothes by reducing 
the “chair shine.” Our 
best quality is No. 9, made 
of all-wool felt. No, 8 is 
for the medium-priced 
trade — mixed wool and 
cotton. 


TTR eA 
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“U-Need-Me” Products have taken their places 
among the staples of the stationer’s stock; It is as 
natural to call for “U-Need-Me” as it is to specify, 
for instance, a favorite brand of carbon paper. 


Stock “U-Need-Me” Cushions and Pads ds you do 
the other staples of your stock, Give them an oc- 
casional display in the window, and inside the store, 
and see how “U-Need-Me” Cushions and Pads move. 


Let us send you prices and printed sac) & 
{ 


Geo. E. Fox & Company 


33 W. Kinzie St., Chicago, U. S. A. 


“U-Need-Me” Felt Base Cushion 
Resilient and restful The deep pad brings comfort, 
and the top prevents chair shine. Made with Spanish 
leather top in brown and dark green. Also furnished 
in black leather ‘or imitation leather, 
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America’s Consular System Praised. 
The American Chamber of Commerce in London re- 
HE Princi les of Office ports uneasiness among British manufacturers over their 
P Scandinavian markets due to the rapid way in which 
American exporters are developing their activities there. 


Protection are Based A manufacturer’s agent who has just returned from a 
° trip through these countries says that the well-developed 
on MEL Construction American consular system, as compared with the British, 


in Norway, Sweden and Denmark is largely responsible 


for this condition. He also attributes the success of 
American advances in these markets to the commissions 


When an efficiency engineer there investigating possible openings, which not only re- 
: BT eee port to the government but also put importers into imme- 
writes specifications for new diate and direct touch with the United States exporter. 

x“ The opinion is expressed that no time should be lost 
office equipment he uncon by the government in making provision, through the con- 
sciously specifies Meilink Safes. sular service and otherwise, to support British trade in 

the face of this strong American competition. 
Their construction is based on The American Chamber in London wonders if this may 
‘ : not be the familiar tendency encountered in practically 
fifty years of Safe construction, every country, to think that its own consular service is 
plus a keen conception of the never as good as that of other com countries. 
value of convenient a rrange- Reapplications for Export and Import Licenses. 
, li ie > The War Trade Board announces that the many relax- 
ment in the filing appliances. 
Tee ations which have been made in the export and import 
Meilink sets the pace. regulations of the Board since the armistice, and the 
recent changes and reductions in the enemy trading list, 


have made it possible that applications for export and 
import licenses may now be considered favorably which 
in the past it has been necessary to refuse. Applicants, 
theretore, who have heretofore received refusal notices 
of export or import licenses, and who are still desirous 
of making shipments, may reapply, and their applications 
will be given prompt consideration. 


Stationers at Utrecht Fair. 


The third annual Netherlands Fair was held at Utrecht 
February 24 to March 8. There were 1,225 participants, of 
which the stationery, book, paper and graphic arts repre- 
sentatives numbered 151. The Netherlands Fair Association 
has plans for the erection of a permanent exhibition build- 
ing, to cost over $800,000. 


Wholesale Typewriter Co. Takes New Premises. 


The Wholesale Typewriter Company, heretofore at 314- 
316 Broadway, New York, has just completed arrange- 
ments to move to the Tower building, 326 Broadway, 
where the entire fourth floor has been leased, comprising 
17,000 square feet. The front, seventy-five feet wide, will 
be used for the company’s offices. 

The removal of the company to newer and larger quar 
ters is an event which will interest typewriter men every- 
where. Many will, when visiting New York, make spe- 
cial efforts to visit Mr. Ramer and his associates in their 
new offices and extend to him the evidence of a good will 
which his long service in the industry merits 


Adding Machine Company Changes Name. 





Strength Protection Insulation 
against falls afforded by not subject At the annual meeting of the stockholders of the Adder 
and crushing heavy doors, to change Machine Company, held at Kingston, Pa., March 4, 1919, 
aceennee. bolt and lock. in heat. the corporate title was changed from the Adder Machine 
. . Company to the Wales Adding Machine Company. The 
a _—w purpose of the change is to incorporate in the title of the 
e company the name of its product. 
Assures reliability Is specified exclu- iS sil, 
under sively for Govern- ? ; 
severe conditions. ment work. New Location for Solidhed Tack Company. 
‘ ‘ 5 The Solidhed Tack Company, which has been located 
Burglar Insurance Underwriters’ Associa- at 38 Murray street, New York, N. Y., has moved to 37-39 
Murray street. The new location has twice the floor space 
‘ : »west risks, 
tion accords Meilink Safes the lowest ri and affords opportunity for the company to bring out 
considers them among the best risks as additions to its line. 


fireproof safes — : 
New Store in Halifax. 
, : Frank M. O'Neill has severed his connection with the 
We are ready to talk agency contracts with house of T. C. Allen & Company, and has gone into busi 
alert dealers in productive territory. ness under his own name, handling commercial stationery, 
printing and loose leaf devices. ; 

His store is at 249 Hollis street, Halifax, Nova Scotia 





The Meilink Mfg. Co. Ivan E. Allen Directs War Savings. 


Senator Ivan E. Allen, of Fielder & Allen, Atlanta, Ga. 
Toledo, Ohio has been appointed state director of the War Savings 
organization. 
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SERVICE—QUALITY 
LOW PRICES 


STATIONERS FIND IT 


PROFITABLE 


TO LOOK FOR THIS TRADE MARK 
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REG. U. 8. PAT. OFF. 


POPULAR FROM COAST To COAST 


SEND FOR OUR PRICE LIST No. 24, 
COVERING CARDS, GUIDES, FOLDERS 
AND ALL FILING SUPPLIES. 


IT PAYS OTHERS 
IT WILL PAY YOU 


NOTE 


Every index card, guide and folder cut absolutely 
accurate, 





Every ruled card ruled absolutely to register. 


Folders do not split or crack—put them to the 
hardest test and see for yourself. 


WE guarantee our goods. 








OUTSELL et ROD 








REG. U. 8 PAT. OFF, 


WALTER B. PEABODY 
MIDDLE WEST REPRESENTATIVE 


CHARLES E. DAVIS 
EMPIRE BLDG., SEATTLE, WASH., PACIFIC COAST REPRESENTATIVE 


V. I. MARTIN 
412 PALACE BLDG,, MINNEAPOLIS. MINN. 
REPRESENTATIVE FOR MINNESOTA, NORTH AND SOUTH DAKOTA, 
IOWA AND WISCONSIN (EXCEPTION OF RACINE AND MILWAUKEE, 
MINNEAPOLIS AND ST. PAUL) 


GEORGE H. PEABODY 
i49 CHURCH STREET. NEW YORK CITY, SOUTHERN REPRESENTATIVE 
AND TRAVELING REPRESENTATIVE FOR MIDDLE WEST 


BOSTON INDEX CARD COMPANY 
113-115 PURCHASE STREET 
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Takes large Official No. 10 Envelope 
Light, Quick Action. It’s Easy to Operate 


Don’t Weigh the FOX 
Portable alone—weigh its 
sales possibilities aswell. 


Fox Portable Type BarAction 





g A reali typewriter, built throughout on 
the most approved typewriter principles. 


@ The most complete, practical and 
durable portable machine ever built. 


@ Some excellent territory still open. 
Write for complete information. 


@ Built by the makers of the famous 
“LIGHT RUNNING Fox’’ the Stand- 
ard Office Machine which has been 
known the world over for twenty years. 


Shé—-a\4-d4nacaee 


50 HARTFORD STREET 


BOSTON, MASSACHUSETTS MY. Offices 


Factory 6Genl. Offices 
REast 23d. St. 


Grand Rapids.Mich 
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A GREAT MANY | 
stationers have in- | 
vestigated our pencil | | 
offerings and have | 
found them decidedly | 
to their advantage. 


Why not let us send | 
you samples and quote | 
prices? | 


A postage stamp may | | 
lead to a bigger ae | 
balance. 


Do it now. 


PENCIL 


Manufacturers of Pencils | 


DIAMOND) 


QUALITY and STYLE 
UNSURPASSED 
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DIAMOND INK CO. 


-| ae WIS. NEW YORK OFFICE 


265 W. Broadway 
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Tremlett Returns to Civil Life. 


Charles H. Tremlett, well known in the office equipment 
field in Australia and to many of the readers of this mag- 
azine from articles which he has contributed from time to 
time, has returned to his home and family in Sydney, after 
more than two years as an officer of the Australian mili- 
tary forces in France. The portrait of Mr. Tremlett here 
shown was first published in Office Appliances for June, 
1917, some few months after he had commenced his mili- 
tary work. A recent letter enclosed some interesting snap- 
shots of his family and himself, the former consisting of 
Mrs. Tremlett, Miss Thelma and Master Jack Tremlett. 
The children insist that Peter,” the fox terrier, and “Tin,” 
the cat, should be included. 




















CHARLES H. TREMLETT, OF SYDNEY, AUSTRALIA, 
EARLY IN MAY, 1917, WHEN, AS AN OFFICER IN THE 
AUSTRALIAN MILITARY FORCE, HE LEFT FOR 7 E 
FIELDS OF FRANCE TC PUT THE FINAL QUIETUS 
ON THE AGE-CLD SAVAGERY OF THE HUNS. 

Mr. Tremlett was agent for one of the leading American 
typewriters—his business depending definitely upon his 
personal efforts. His friends in this country and else- 
where will regret to learn that the business he had built 
up after several years of effort “went to the clouds,” to 


use Mr. Tremlett’s expression, during his absence and that 
he is the loser of several thousand dollars. He has joined 
the staff of the Australian branch of the Goodrich Tire & 
Rubber Company, where he expects to find opportunity 
for the exercise of his ability and sales experience 
Mrs. Tremlett and the children, who suffered 
ness during a part of Mr. Tremlett’s absence, 


covered since his return. 


ill- 


r¢- 


from 
have 


Edison Voice Record Given Publicity. 


The people of Chicago, and other cities as well, 
opportunity to listen to Thomas A. Edison’s voice 
record which was released late in April. It was the first 
public presentation of the record, which carried an in- 
spiring message of patriotism. The record is continuing 
the patriotic efforts which Mr. Edison undertook at the 
beginning of the war, and is keeping up. 


had an 
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CME Staplers are the standard by 
which all paper fastening devices are 
judged. Other machines have been 
placed on the market, a few put into 
use, and then quietly dropped into ob- 


/ 
! j 
ye, / 


livion. Acme Stapling Machines are the 
oldest, the simplest, the strongest, the 
best. 


THE STATIONER who carries a com- 
plete line of merchandise—who knows 
he can fill any requirement and -who 
lets his trade know it, holds a posi- 
tion of strength in his community and 
mak«; the most profit. For his busi- 
ness, the Acme line of paper stapling 
machines is a valuable adjunct. It has 
the features of reliability, convenience, 
simplicity and range. 

The Acme No. 1 is the heavy service 


We 


bid 


. machine. Where samples of carpet, 
roofing and like materials are to be 
- bound it is a particularly useful ma- 


chine. It holds 100 staples. 

The Acme No. 2—The utility machine 
for business offices. It drives a broad, 
flat staple which easily perforates thick, 
: tough stock, yet holds thin paper with- 
out tearing. This machine carries 50 
staples. 

The Sure Shot—The old reliable machine 
which can be used by the entire office 
force and still preserve its good con- 
dition. It is the most economical per- 
manent fastening machine on the mar- 
ket, and it holds 100 staples. 


The Midget Binder—Although this ma- 
chine requires very little space on the 
desk, its usefulness extends over a 
wide variety of needs. Every business 
office should have one or more Midgets 
in service. The Midget carries 100 
staples. 


DEALERS, Acme Stapling Machines 
advance your prestige and enhance your 
profits. Write for full particulars today. 


we a gt 


/ 


~ 


“a oO 


a 
|} Acme Staple Co., Ltd. 


i 1643-1647 Haddon Ave., CAMDEN, N. J. 


Canadian European Agents: 
\ Representative: + Typewriter 
Ernest J. Scott & Co., s&s ply Ltd., 
~¢ 59 St. Peter St., — Zealand Ave., 
Montreal don, E. C. 


yw vaenc 


CN Su SOTO Ne Sy BVSeoweeswase 





EN RET oe 


142 OFFICE APPLIANCES 





May, 1919 








Stands for Quality 


CARD INDEX AND 
VERTICAL FILE SUPPLIES 


. 
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Wake Up to the Value 


of advertising your business by purchasing supplies with your busi- 
ness card printed upon them. See cut above. 


That does not mean when you order quantities but it means any 
small order. It also means every guide or folder in each set, either 
blank or printed. 


_That’s the way we help build up 

the business for our dealers. 
Every live dealer will realize the value of having HIS business 
ecard on all supplies when we state— 
THAT we make no charge for this privilege— 


THAT your customer will know where to go for another quantity 
of supplies by referring to supplies already in use— 


THAT you are not advertising the manufacturer’s trademark instead 
of your own business— 


THAT a competitor cannot take your business from you should yeu 
make a change to some other source, saving you the thousands of 
dollars and effort it may have cost you to build this business up— 


THAT you should consider it a privilege to investigate by writing 
us for further information as to how we can be of great help to 
you in building up your business. 


WE manufacture a full line of cards, guides and folders of every 
description, size, color and quality. 


WE ALSO MANUFACTURE A FULL LINE OF 


WOOD FILING CABINETS 


CONSISTING OF 
VERTICAL LETTER FILES 
SECTIONAL FILING DEVICES 
SOLID CARD INDEX CABINETS 
CHECK FILE CABINETS 
MERCANTILE REPORT FILES 
AND ALL THE SMALL CARD TRAYS 
WHICH MAKE UP A COMPLETE LINE 


— 





We will be pleased to send you ‘Catalogues with 
prices and samples of our product upon request. 


Wagemaker Company 


GRAND RAPIDS, MICH., U. S. A. 








| 


Company Dinners and Conferences 





John Dornette, Jr., Honored by Furniture Men. 


The Cincinnati Chamber of Commerce is putting into 
effect a comprehensive plan by which it is expected to 
obtain the active support and cooperation of all the busi- 
ness and manufacturing groups in that city. A mass meet- 
ing was called recently at which a constitution was ratified 
and an executive committee was elected. From this com- 
mittee the officers will be chosen. Before the mass meet- 
ing committees of the different divisions met and ap- 
pointed a representative, who, in each case, must be a 
member of the chamber. 

Pursuant to the foregoing a meeting of the Cincinnati 
furniture industry was held on April 15, at which Louis 
W. Froelich of the J. F. Dietz Company was chosen chair 
man and A. L. Behymer of the Chamber of Commerce sec- 
retary. John Dornette, Jr., chairman of the committee 
calling the meeting, explained its purpose. On request 
Mr. Behymer outlined the objects of the proposed Division 
ef Manufacturers and explained how it is proposed to 
have the various industrial groups represented therein in 
order that there may be complete co-ordination of indus 
trial effort in the community. He referred to the fact that 
the majority of the manufacturers who contributed to the 
War Resources Committee fund had signified their will 
ingness to transfer the unexpended portion of this con- 
tribution to the uses of the new organization. It was ex 
plained that the intention was that the entire industrial 
group of the furniture trade was to be represented through 
the Furniture Exchange. Mr. Dornette was then nomi 
nated to represent the furniture manufacturers of Cin- 
cinnati and vicinity on the executive committee of the 
Division of Manufacturers of the Cincinnati Chamber of 
Commerce and was unanimously elected. 


Cincinnati Furniture Exchange’s Noon Meeting. 


The first meeting of the Cincinnati Furniture Exchange 
to be held as a noon luncheon was successfully concluded 
recently at Schuler’s restaurant. The arrangements had 
been made by the entertainment committee at the request 
of President Louis W. Froelich and there was a. large 
attendance. A letter from the organization committee of 
the Cincinnati Chamber of Commerce was read request- 
ing the Exchange to arrange for a meeting of the furniture 
manufacturers and kindred trades for the purpose of ap- 
pointing one man to represent the industry and to serve as 
a member of the executive board of the Division of Manu- 
facturers of the Chamber. A committee to arrange for the 
meeting was accordingly appointed, consisting of John 
Dornette, Jr., chairman; A. G. Steinman, and George W 
Shutte, Sr. 

Joseph Scheid, John Wolf and William J. Sextro were 
appointed as a committee to draw up suitable resolutions 
on the death of Director Frank A. Kuhlmann, have them 
engrossed and delivered to the widow of the deceased. 

Henry A. Sprengard, chairman of the entertainment 
committee, announced the completion of arrangements for 
the annual summer outing to be held on Saturday, June 
21, at Cody’s farm, Erlanger, Ky. 

After some further business the meeting adjourned. 


Mailing Machine Salesmen Hold Meeting. 
The recent business efficiency exposition at the Mechan- 
ics’ Building in Boston was made the occasion of a meet- 
ing of the Eastern sales force of the Mailometer Com- 
pany of Detroit, New York and Chicago. Those present 
included N. E. Terry, manager of the New York branch; 
F. W. Barkley and A. F. Lyons, of the New England 
territory; W. F. Sroufe, of Washington, D. C.; E. D. 
Dorsey, of Philadelphia; George S. Sheldrick, general man- 
ager, Detroit, and E. B. Terry, sales manager, Chicago. 
The latter two gentlemen were in charge of the meeting, 
at which matters of general interest to the men of the 
Eastern territory were discussed. 
Announcement of the sales record for the first quarter 
of 1919 evoked hearty manifestations of enthusiasm. 


Tower’s Victory Dinner. 

Tower Brothers’ Stationery Company gave a victory 
and reunion dinner at Cavanagh’s, in New York, April 5, 
in honor of members of the staff who had returned from 
service. Addresses were made by John H. Leggett, vice 
president of the company, and L. C. Tower, Peter Tower 
and Sergeant R. J. H. Rahn. The latter was gassed at Cha- 
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~ very bottle of Carter’s Writing 
3 pol fee @8=s-:« Fluid is uniform in strength. If you 

have been having trouble with your 
ink, if it has been weak or muddy in color— 






if you want a clear, snappy color that 
flows freely from your pen, that makes 
writing a pleasure, then ask for 


CARTER’S 
WRITING FLUID 


The intensity of the Carter Blue is an indication 
of Carter Quality. No dye, however good, can 
be successfully incorporated with a poorly de- 
veloped or muddy base. The pleasing Carter 
color may be traced directly back through the 
Carter laboratories 


HIS advertisement, one <$ . . 
Pe OE Oa —to the rigid selection of raw materials and their 
, ais proper handling, 


Series, may serve to re- 





—to the nine exacting laboratory tests to which 


mind you, as well as the pub- ab ag ; 
. : I each lot of ink is subjected, 


lic to whom it is addressed, 
that Carter’s Writing Fluid 
“Writes a strong, rich blue.” 


—to constant experimentation guided by sixty 
years of experience as manufacturing chemists, 


— in short, to the highest standards of manufacture, 
reinforced by our laboratory ideal, 





This is a telling point worth 
keeping in mind. It will in- 


« Nothing so good that it can’t be better ” 


THE CARTER’S INK COMPANY 


Manufacturing Chemists 


sure satisfied customers — 
and no ink can render you 


greater service. Don’t for- MONTREAL 


CHICAGO 


BOSTON 
NEW YORK 





get that this applies as well 
to Carter’s Fountain Pen Ink. 
Let them both help you build 
LOK yd-will. 
THE CARTER’S INK COMPANY 
Manufacturing Chemists 


BOSTON MONTREAL 
NEW YORK CHICAGO 
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Ask Your Dealer 


Mr. Business Man : — 


Buy and use a Ries “O.K.” Letter Opener. Then the work of every- 
body in your employ can begin much earlier in the day. Ain electric Ries 


“O.K.” Letter Opener will open ONE HUNDRED LETTERS IN ONE 
MINUTE. 


A hand Ries “O.K.” Letter Opener will open FORTY letters in 
SIXTY seconds. 


Your office boy can do the job. 


You CAN'T CUT IN TWO ai check or anything inside the enve- 
lope; you can quickly open all THREE SIDES. 


The Ries “O.K.” Letter Opener will last a life-time. We guarantee 


it to keep sharp and in perfect working order for TWO YEARS. Thetime 
you save will soon pay for this wonderful office tool. 


PRICES 
Model B. No. 0. Hand [small size] $15.00 
2S * |. * ae 18.00 
tee “ide § oe. 21.00 
°: £. Electric [large mails] 110.00 


If you can’t get a Ries “O.K.” Letter Opener from your dealer, send us 
your order. We will ship one to you Express Prepaid. Use it one month. 
If you do not say “this is the handiest little labor saver | ever had in my life,” 
fire it back to us at our expense. If you like it — and you sure will — send us 
your check. 












How’s that ? 
i a Dealers and Business Men:— Ol K 
Write us for catalogue and prices, Erasers, 


S 
A The O. K. Manufacturing Co., ava: / 


! Fasseners x JAMES V. WASHBURNE, Pres. a 
acm our Dealer Syracuse, N. Y., U.S.A. They Erase 








Mr. Dealer:— 

This is a sample of 
the kind of magazine 
copy we are now using 
to help you sell. How 
doyou likeit? It’s good 
isn’t it? We have twelve 
pieces of the same kind, 
one for each month in 
the year — Always with 
the request to buy from 
you. 
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teau Thierry. Musical numbers were interspersed through- 
out the program. 

Following were the guests of honor at the dinner: 
Sergeant Robert J. H. Rahn, Corporal E. H. Crosby and 
Private D. Latello. The employees who are still in the 
service are George F. Armb, Walter E. Drury, H. G. 
Limbert and Harry Mahon. 

Outing of Manco Club. 

Eighty-five members of the Manco Club, of Philadel- 
phia, have signified their intention to participate in the 
outing of employees of the William Mann Company. The 
Mohican Club House will be engaged for the occasion. 
It is at Morris Junction, on the Delaware River, just 
above Philadelphia. The event includes a shad dinner, 
with athletic sports and fishing. The Manco jazz band 
will offer a concert. The election of officers will take 
place, candidates having announced themselves as fol- 
lows: William Wetzler (now vice governor), governor; 
Charles H. Mayer, vice governor; Reuben Fitzkee, secre- 
tary. The election of a treasurer will be deferred for a 
time 


National Progress Club Dines. 


The National Progress Club, composed of members of 
the staff of the National Blank Book Company, Holyoke, 
Mass., met and dined at the Hotel Nonotuck, Holyoke, in 
March. The gathering comprised thirty-six of the mem- 
bers, enthusiasts at the dinner table, and studious listeners 
to the talks presented. Timely suggestions leading to- 
ward “progress” were offered by J. M. Towne, F. B. 


Towne, R. E. Alben and several others. 


Changes in Big Reading Organization. 

The following changes are noted in the selling organi- 
zation of the International Money Machine Company of 
Reading, Penna: 

F. R. Adams, of Boston, has been selected as district 
sales manager for Massachusetts and Rhode Island. His 
headquarters are at 453 Washington street, Boston. Mr. 
Adams is a man of broad experience in the adding ma- 
ve field, having been active in the industry for fifteen 
yez He spent four and one-half years with the Bur- 
cheuiee Adding Machine Company’s Boston office and for 
ten and one-half years acted as district sales manager for 
the Adder Machine Company, now the Wales Adding 
Machine Company, in New England territory. 

>. W. Leeds and J. W. de Merritt have been appointed 
district sales managers for the San Francisco territory, 
with headquarters at 304 Lachman building. Both young 
men have had a considerable experience in the office 
equipment field. 


Arthur O. Carlson eneines Old Duties. 


After sixteen months of service in the Naval Reserve, 
most of which time was spent on the U. S. S. “Matsonia,” 
Arthur O. Carlson received his honorable discharge 
and returned to his former position as assistant to 
Charles R. Barry, eastern factory representative of San 
Francisco. On his way from New York to the coast Mr. 
Carlson visited the factories of the Samuel Ward Manu- 
facturing Company, the Sherman Envelope Company and 
the Thompson & Norris Company, firms which Mr, Barry 
represents in this territory. Mr. Carlson lost no time, 
for immediately upon his arrival in San Francisco he 
started out on a northwestern tour, renewing associations 
with the western dealers. He expects to be away during 
May, June and part of July. Mr. and Mrs. Barry intend 
leaving shortly for a second southern trip with the holiday 
lines 


Philadelphia Concern in New Quarters. 


Roesler & Co., office equipment manufacturers, 2026 
North Park avenue, Philadelphia, Pa., being about to 
enter their fifth year in the office appliances business, have 
taken new quarters offering better facilities and greater 
conveniences. 


Information Wanted. 


Office Appliances would like to know the address of W. 
S. Cohen, or something as to his recent whereabouts. Mr. 


Cohen was formerly connected with the Time Saving 
Eraser Company of Chicago. 
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easily salable because 
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t represents the ukmost 
in ‘paper craft; combin 
ung a writing material 
of real worth, with re 
ofinement. 
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TE is designed in good 


laste, with a compelling 
attractiveness that in 
sures active sale. 
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Some Effective British Advertising. 


Big London House Explains the Purpose 
Behind Its Advertising. 

In 1918 the Roneo Company of London presented to 
the people of Great Britain an advertising campaign which 
was carefully planned and carried out along certain defi- 
nite lines and with specific purposes in view. In an article 
er not long ago in the Advertising World Cyril 

reer commented on this advertising campaign, one of 
the prime purposes of which, after the presentation of 
the company’s products to prospective buyers, was to 
awaken British manufacturers generally to the necessity 
of strenuous efforts to advance and maintain the country’s 
foreign trade. 

The national advertising method followed by the com- 
pany, the result achieved and the spirit behind the cam- 
paign indicate that English manufacturing houses under- 
stand how to create the kind of advertising which reaches 
and convinces its readers. It would seem to be of im- 
portance in this connection also for American business 
men to realize that their brethren of Great Britain are not 
by any means laggards in getting foreion trade. 











Every outward-bound Mail Steamer should 
carry news oi your goods to overseas buyers 


EEP in constant touch with the Foreign buyer—his trade added 
to your trade will help to safeguard British supremacy and 
assure the Empire's prosperity. 

With the RONEO DUPLICATOR installed in your Office, you 
have the means of dispatching a regular stream of circulars, price 
lists, etc., in any language, by every outward-bound Mail Steamer. 

Automatic, easy to learn, easy to work, economical and speedy, 
the RONEO is a profit-yielding investment of the highest order, 
and it makes you independent of the printer. 

















Write on your busi head for booklet describing the 
Roneo. Address your communication to the Head Office, and 
to avoid delay mark it Room Number 41 


RONEO LIMITED, 


Roneo Building, Holborn, 
LONDON, E.C.1. 


Brancnes _ aperdem Burmingham, Brighton, Bristol, Cardiff, Dunder, Edinburgh, Giasgow. 
Hull, Leeds, Lescester, Leverpool, Manchester, Newcastie, Nottingham, Sheffield 




























Mr. Freer is the advertising manager of the Roneo 
Company. He returned to his position late last year after 
four years :pent in military service. During this period 
the company’s advertising organization had marked time 
and it was necessary to supply a fresh lot of dynamic 
energy. He commenced at once the preparation of new 
catalogues and booklets, working on four jobs simulta- 
neously, keeping busy a small army of clerks, artists, pho- 
tographers, engravers and printers. ' Before going into 
this he obtained from the directors a fairly liberal sum to 
be spent on nation-wide advertising, after which, in co- 
operation with the company’s advertising agents a plan 
was formulated which, among other things, aimed to build 
up prestige in each territory where a branch office is 
situated. The largest sum was concentrated on the Lon- 
don papers and such publications as “Punch.” The better 
class provincial dailies were also used. 

For the newspaper advertising a plain but distinctive 
border was selected, with Caslon old-face for the type. 
The size of the advertisements was limited to half double 
and quarter double column sizes. As not all papers had 
the Caslon old-face type, and as-column widths varied 
with different papers, Mr. Freer and his associates hit 
upon the plan of making matrices of the body of the ad- 
vertisement and of the border separately, so that varia- 
tions at top, bottom and sides could be taken care of 
by each publication by the simple expedient of varying 
the width of the inside margin between the type electro 
and the border. 

The campaign commenced with a statement of policy 
appearing in all papers on January 1, followed by specific 








and vigorous announcements at regular intervals. At the 
same time a system was worked out whereby the value 
to the company of the different publications could be 
checked from the inquiries. The campaign gave results 
which will encourage the company still further to increase 
its advertising activities. 

In the making of its booklets the advertising depart- 
ment of the company aimed to make each one a demon- 
stration of the particular appliance it describes; each one 
is informative in a general way, and Mr. Freer relates 
that they were not a little surprised to receive many 
requests from commercial reference libraries at different 
centers for complete sets of the booklets. It seems that 
these commercial reference libraries are now being 
formed for the benefit of business men in the several 
industrial centers throughout Great Britain. 

“Not only are we out to educate the business man on 
this subject of efficiency,” says Mr. Freer, “but we are 
out to infuse our own staff with better ideals, as is 
instanced by our preliminary advertisement, ‘The Broad 
View,’ which was planned more for the purpose of in- 
fusing newer and better ideals into every unit of the 
Roneo organization than to impress the public.” 

Mr. Freer is an editorial contributor to “Fall In”—a 













This letter is going i: 
by the Thousand 3 & 
to buyers in | 
South America 








Printed by a 
junior clerk 
on the stand- 
ard RONEO. 














EING typed in Spanish, and__ 
giving prices in thecurrency ~~ 
of the countries, it will bring 

“e Bags tas by the Hundred!” 
above illustrates the business-getting possibilities of the 
BRITISH. MADE RONEO DUPLICATOR in foreign markets. 
THE RONEO DUPLICATOR delivers 60 clear-cut copies of 
hand-written or type-written letters and price lists every minute at 
a cost much lower than the Printer charges. If you desire to 
extend your business in foreign markets, you need a Roneo. 





Write on your business heading for descriptive booklet. 
Address your communication to the Head Office, London, and 






























to avoid delay quote Room Number 41, Roneo Building. - 
RONEO LIMITED, 
Roneo Building, Holborn, 
LONDON, E.C.1. 
1) 8} 
weekly periodical devoted to the interests of all who have 


done their bit in the war. The two center pages of one 
of the February issues are devoted to a vigorous political 
article in which British chiefs are urged to “get a bigger 
hustle on” and correct some of the conditions which are 
making the public restive. The article is signed “The 
Wasp”—the sting is evident. In a box in the center of 
the spread the “Wasp” tells what he would have done if 
he had been Britain’s chief publicity man. He says: 


“If I had been chief publicity merchant to the Com. 
monwealth of Great Britain on the night the London tube 
men came out, I would have wired a whole page advertise- 
ment to every journal in the country, marked ‘must ap- 
pear tomorrow’. This ad would have put the case in a 
nutshell for common sense and constitutional methods. 
I would have told the workers just how their future 
prosperity was being wrecked by German-paid agitation; 
what suffering the action of the minority causes their own 
class, and I would have promised drastic handling of 
profiteers, trusts, international financiers, together with 
the deportation of poisonous foreign elements. That 
would have been my first step. I would then have put 
out an intensive campaign pivoting on security for British 
trade, and I would have backed it up by the right kind 
of propaganda film in every picture theater throughout 
the land.” 

Some campaign—what? Anyhow, it proves that there 
are men in Great Britain who know the value of good 
advertising, and that British wares will not lack able advo- 
cates wherever British merchant ships drop their anchors. 


* 
& 


~~ 


| 


Caine 


VACHE CATUANATATATNUUNNAEAON TNC UNNAEAEUNE NA UUUN NA EMNNEN COUUNNAEONNA UNONUNNENNGON CUONUNUEHOONN COUHNONNONONHNC UNONOLOEONGNN COUETONUENONONERUNNOENHNE 


PUUUTUUUSITIe iii elit 


_ 


PUP eid TLI@ Te iii iia 


PS eiiiiiiieiiiiiiiiiiiite 


= SLs ue iis iii itiiiits 








| 








iw 


E 


| 


ISLIP LPL La 


PPS LPI PLP LIP LLM iiiiiii@liiiiiiiiiii et] 


°° 
"*e 


SSI P USTs lies ies iis: 














SHAW-WALKE 












“Built Like a 
Skyscraper” 
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FILING SUPPLIES 


Indexes Guides Folders Cards 


GREAT stride in the progress of the filing 

A supply business is shown in Shaw-Walker 
filing systems. 
standardized to a degree neve! 
possible. 
The dealer who sells them can sell them to fit all 
kinds and sizes of business almost automatically, 
without the necessity of special 
experts on installation. 


before thought 


Connenitinie eT eter Se eer eT eit 


For Shaw-Walker systems are now 


adaptation or 


Furthermore, the 


dealer 


who sells Shaw-Walker 


supplies can always deliver folders, guides and cards 


of the highest quality. 


The stock is always the 


best and is worked in a way to give the longest kind 


of wear. 
reputation for 
ordinary supplies. 


In fact, Shaw-Walker supplies have a 
oul-wearing 


several changes of 
These pages give a few of the 


reasons why Shaw-Walker supplies are a good selling 


proposition. 
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SHAW-WALKER Quality Folders 


For Shaw-Walker guides and folders, spruce 
sulphite stock is selected, for the reason 
that it gives a longer tougher fibre than 
ground wood yields. These long fibres 
insure strength, stiffness, toughness, and 
long wear. If you tear a Shaw-Walker 
folder from top to bottom, you can easily 
detect the size and direction of these fibres. 
The magnified illustration at right of this 
page indicates this test. | : 
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Shaw-Walker correspondence 
folders stand stiff and upright 
in the file because they are so 
cut that the tough fibers run 
from top to bottom of the 
folder—not from side to side. 
The direction of the fibre or 
grain is not left to chance. 
Folders that are poor in quality 
and are cut without regard to 
the direction of the fibre, will 
bend, sag, and “‘dog ear” easily 

as indicated in the folder 
at the bottom of illustration. 
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= = The tabs on Shaw-Walker guides and 7 F . : 5 
g a folders signal the eye instantly in the Shaw-Walker metal tip guides are c 
z = drawer. They are designed with just practically everlasting. The tips pro- = 
: : the right curve to keep from fraving or jectdown onto the guides twice the dis- - 
z a tearing. A small but important feature tance they project above, and are fast- c 
E ened with three instead of two eyelets, = 
= Z equalizing the strain. = 
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: | Every Shaw-Walker guide is a complet Shaw-Walker celluloided guides z 
: 2] index to the correspondence in_ its have a strong transparent covering = 
=} 9 }2) section of the file. One guide—not that keeps the tip clean and adds 5 
=| 4): two—tells you the whole story—at strength and distinctness. The letter- = 
= =| what letter the correspondence begins ing does not become blurred. E 
= =| ind where it ends. = 
1} 15 ‘ 5 
all More SHAW-WALKER Quality : 
314 /3| This page shows a few of the small details which are big g 
a points of difference to consider in selecting a line of : 
ANTE filing supplies that will sell readily. There are items ol g 
2} 45) quality which give Shaw-Walker filing supplies actual g 
o1|3 prestige, because they are indications of real service. ¢ 
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ee Shaw -Walker 
fe * manila guides 
Bie made of long 
fibred spruce 
sulphite stock 
come in. all 
standard sizes, 
and all sub-di- 
visions of the al- 
phabet. Large 
readable letters. 
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Shaw-Walker Press- 

Board Guides, made 

of genuine press-board 

of pleasing color, have : 

reat strength and dura- 

vility. Come in all 

standard sizes and in 

two _weights—medium 

and heavy. Supplied 

blank, or printed in z 

two colors. 
Z Shaw-Walker Filing Supplies are built for all makes of files It means better service from the factory. It means a saving lz 
2 and they cannot fail to give the best of satisfaction wherever on freight. It means a saving on book-keeping in your office. : 
£ they are sold. But there is a special advantage in selling the We will be g’ad to give you some facts and figures showing : 
E supplies and files made by one concern, especially where the results attained by dealers who handle Shaw-Walker lines z 
= product of the concern is on such a_ high-grade basis as exclusively. : 
2 Shaw-Walker. : 
= | 
5 
= ————————— oe ——————E==_=—=—==_=_> 
= : ‘ mA 
5 “Built Like a Skyscraper | 
3 Steel Filing Cabinets, Wood Filing Cabinets, Filing Supplies. | 
5 NEW YORK, 60 Franklin St. LONDON, 33 St. Bride St. ST. LOUIS, 411 N. 4th St. 
= WASHINGTON, 728 13th St., N. W. CHICAGO, 163 W. Monroe St. DETROIT, 55-57 Farmer St. | 
= NEW ORLEANS, 417-423 Camp St. PITTSBURGH, 204-206 Wood St. MINNEAPOLIS, 225 Fourth St., So. 
z Home Office and Factory, MUSKEGON, Michigan | 
2 Agencies in 500 Principal Cities of the United States 
SMM SH sm : Tris sn sl sms Tricine sm ssi sm ss 


























“ 





eonneneeee anuenanents 


Triste el 


Thistle: 


its 


Trois) 








TTT SL SL nd j 


J ONNGADAUUOAK DORSUEDNOUSRSE 3 GNDOGUNNUDER DEODOGROCEURE 3 S0080000010IE oS>-ot~ 











Blind Girl of Akron Remarkable Typist. 


Miss Marie Shaffer, twenty-four years of age and blind 
since birth, with the aid of the dictaphone types 130 letters 
a day with amazing neatness and accuracy for the firm of 
Burch, Adams & Ream, of Akron, Ohio. Miss Shaffer, 


working five and one-half days a week, averages 700 let 
ters in that period. Such a performance by any blind 
person would justify the highest praise, but added to this, 
we find that Miss Shaffer, despite her youth and the handi- 
cap under which she must work, is a person of culture 
and liberal education, a musician, a student, widely read, 
with a hobby for writing children’s stories, none of which 
have at yet, however, been published 

The foregoing facts quite sufficiently warrant the in- 
teresting feature story which appeared in the Akron Sun 
day Times of March 9. in Miss Shaffer’s office there is 
the usual stenographer’s desk, with the typewriter and 
the dictating machine conveniently placed. Her station- 
ery is arranged so as to be most easily accessible, with 
the letter-heads at the top. Then with the dictation 
apparatus which she slips over her head, she commences 
the work of the day, turning out correspondence with a 
speed and accuracy which would win praise for one in 
possession of all one’s senses. Indeed, the neatness and 
the accuracy of her work are so far above the average 
that she belongs in the class of experts. 

On the personai side Miss Shaffer is a normal and 
delightful human being. In her mind there is no trace of 
envy, no repining over her affliction, never a lack of 
cheerfulness or kindly consideration for others. She goes 
back and fcrth between her home and office without aid 
and the stranger must observe closely to discover that 
she is not in possession of all her senses. Hearing and 
touch are extremely acute and her sense of direction 
and her memory for the location of objects are perfect. 
She is popuiar, both socially and in business, and requires 
the absolute minimum of assistance in the arrangement 
of her work. 

Miss Shaffer is the only daughter of we 
in Akron. She was educated at the Jacksonville school 
for the blind at Jacksonville, Illinois, where she mas 
tered the usual grade school and high school subjects— 
mathematics, English, geography, history, civics, Latin, 
modern languages, physics, algebra, geometry, music and 
typewriting. She also took the usual gymnasium work. 
She graduated two years ago, since which time she has 
lived at home with her parents. To relieve the monotony 
of being without definite occupation she determined to 


11 , 
il to-do people 


take a business course and become a stenographer. Her 
knowledge of typewriting was such that she accomplished 
the course easily, learning dictating machine work. Her 
efforts to obtain a position were somewhat discouraging, 
for no one seemed to want to take a blind typist. Mr. 
Burch finally decided to make the experiment and has 


never regretted it 


Miss Shaffer enjoys music and plays the piano well 


She declares, however, that she has no particular talent 
for it, but prefers to write. She has offered but one story 
for publication, which was returned with words of e1 

couragement from the editor. She hopes some day to 
become a writcr of fanciful stories for children—an as- 
piration which appears to bear promise of fulfillment, as 


she is the possessor of a quaint and original style of 
expression and a lively imagination. 


Lemkuhl Takes Cincinnati Remington Branch. 


On April 1 ¢ \. Lemkuhl took over the management 
of the Cincinnati branch of the Remington Typewriter 
Company, having been transferred from Birmingham, 
Ala., where he was manager of that district for nineteen 
months. He is succeeded at Birmingham by L. J. Wil- 
liams, whose work as sub-office manager at Shreveport, 
La., under the New Orleans office, won him promotion to 
the wider responsibilities of the Birmingham branch. 





Mr. Lemkuhl is well acquainted in the Cincinnati dis- 
trict, for in that city he commenced his employment with 
the Remington seventeen years ago \fter seven years 
he was appointed to the selling staff with headquarters at 
Charleston, W. Va. In September, 1910, he was sent to 
3uenos Aires, Argentina, where he opened the first Rem- 
ington office in South America. He remained there four 
years, returning to this country just before the outbreak 
of the war. The plans he had made, however, were 
changed on his return, and he continued in West Vir- 
ginia until his appointment as manager of the Birming- 
ham office 


Soon after the announcement of Mr. Lemkuhl’s promo 
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tion and transfer to the Cincinnati district, the staff of 
the Birmingham office tendered him a farewell dinner, 
which was also a welcoming event to the new manager. 
On the following day the members of the staff presented 
Mr. Lemkuhl with a handsome loving cup, while the 
women employes gave him a gold belt buckle in especial 
testimony of their appreciation of his unfailing consid- 
eration and helpful courtesy 

Those present at the dinner included G. E. Hancock, 
district sales manager, and Mrs. Hancock; L. J. Williams 
and Mrs. Williams; Frank Williams; C. A. Lemkuhl re- 
tiring manager; T. A. Hartsfield, P. V. McAllister, D. C. 
Harrison, E. H. Vogely, C. H. Cobleigh, A. J. Hitchcock, 
Ben Denton, D. A. Evans, E. G. d’Orsay, and the Misses 
Margaret Barrett, Florence Moffett, Belva Holladay, Bes- 
sie Herbert, Eva Taylor and Hazel Jones. 











Al. Williams Sees Good Business Outlook. 


In an interview published last month in the Brooklyn 
Eagle, A. W. Williams, sales manager of the pencil house 
of Eberhard Faber, said that he does not expect to see 
price decline immediately There is no indication of 
reductions either in raw materials or in labor. Dealers, 
he states, in such raw materials as are necessary in the 
pencil industry are not inclined to contract at present 
prices much in advance of their immediate requirements. 

Mr. Williams said that the demand for pencils and kin- 
dred products throughout the United States is much bet- 
ter than was anticipated at the corresponding time last 
year. The conservation plans of the Government have 
reduced pencil lines approximately one-third, but this is 
an advantage not only to the manufacturer, but to the 
stationer, and is no disadvaniage to the public. Unneces- 
sary styles have simply been eliminated, with the result 
that the dealer is not obliged to carry a large quantity of 
goods for much of which the demand is only occasional. 
His present pencil stocks very generally consist of the 
staple and reliable goods for which the demand is con- 
stant. Manufacturers are now able to concentrate their 
attention upon increased production of fewer varieties. 

An interesting description of the present state of the art 
of pencil manufacture is given in conclusion. 


A Frank Franker. 
One of the reasons for the inefficiency of the postal 
service is the abuse of the franking privilege by Congress- 
men and Senators. This not only gums up business at 
Washington, but delays service at all postal points. Con- 
gressman Alvan T. Fuller spoke his mind in a speech 
during the closing days of the Sixty-fifth Congress. 

“I took the liberty the other day of calling on the super- 
intendent who has charge of the clerks who send out 
this mass of stuff (franked matter) and he stated that at 
times there were from 500 to 600 clerks employed doing 
nothing but packing free literature into free envelopes to 
be sent through the mails free of expense for Congress- 
men. He stated that these clerks could address and send 
out about 1,500 each in a day. 

“T asked the man in charge how many parcels a Con- 
gressman could have, and he replied as many as he liked. 
‘Well,’ I said, ‘not a million apiece,’ and he said ‘yes.’ 

“And then I inquired how many envelopes, and he said 
as many as a Congressman wanted. I asked him about 
the printing, and he said, ‘no charge to Congressman.’ 
And I asked him about the franking privilege, and he 
said all these things were franked out, and then he said, 
by way of offering a defense, that of course no Congress- 
man, unless he were a damned hog, would take more than 
a hundred thousand.’ 








Send Duplicates of Foreign Mail. 

Owing to the disturbed state of shipping, it is recom- 
mended that exporters send their letters and invoices in 
duplicate by different vessels. The postmasters of the 
larger cities are advised regarding the dispatch of mails 
from our ports, and can readily arrange to dispatch the 
mail so that one letter follows the other. Thus if there 
is a delay on the way the second letter will be received 
before the non-arrival of the original can be reported. 


Mails to Central Europe Not Open. 

\ mistaken impression has gained credence that mail 
for individuals and concerns in the Central Powers is now 
accepted by the post office. There is no basis for this 
misunderstanding All communications to individuals 


official blanks supplied for that purpose. 
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What makes the star in any profession? 


“ 


Performance. 


a 


Actual achievement standing out above all 
others makes this group of Eberhard Faber 
products big head-liners. 


The VAN DYKE drawing pencil and 


eraser—excellent team mates—have won their 
recognition among men who appreciate the 
finest shade of distinction in drawing pencils. 


The MONGOL pencil with a distinctive 
rubber tip, is known the world over. Its use 
is universal in every sense of the word. 
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You should carry a sample stock ofjthese head- | 
liners. They have a wonderful following. 


—_— 


Write for booklet 
“HOW EBERHARD FABER PENCILS ARE MADE” 


EBERHARD FABER 


NEW YORK 





ESTABLISHED 1849 
Tke Oldest Pencil Factory in America 


FACTORIES—BROOKLYN, N. Y., AND NEWARK, N. J. 
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Honor Awards Better Sales Stimulants Than Cash. 





“Army Training Camp” 
Brings Record-Breaking Sales. By Jack 
Speare, Advertising Manager Todd Protec- 
tograph Company, in Printers’ Ink. 


Protectograph’s 





FTER stating briefly the kind of rewards for which, 
A in the experience of his company, the specialty sales- 
work the hardest—or would work up to 
and these included medals, watches, 
Mr. Speare continued: 


man- will 
the time of the war 
engraved certificates, etc., 

So much for the ordinary run of prizes and awards, and 
we have used them all, from watch fobs to Ford cars. In 
the year 1918, with the clarion call to save Democracy 
drowning all other sounds, we learned something else: 

The American “live wire” will work harder, with more 
purpose and enthusiasm, for a purely patriotic impulse 
alone, than tor any mere mercenary gain or symbol—pro- 
vided it is the impulse of genuine patriotism. 

This, of course, is characteristic of the breed from which 
successful American salesmen spring, and merely proves 
what everyone now knows—that there are no finer, truer 
patriots than the army of American traveling salesmen, 
and that no true appeal to their love for the U. S. A. is 
ever made in vain 

Consider your average salesman on the road. He may 
work faithfully from a sense of loyalty to his house; to 
pay for his daily bread; to keep up the payments on his 
home; to clothe his wife and children in purple and fine 
linen for the admiration and envy of his neighbors, and to 
assure their future when his earning days are over. But 
between mere day-by-day plugging, on the one hand, and 
live-wire, high-pressure enthusiasm, on the other, there is 
all the difference between merely getting along and mak- 
ing them take you into the firm. And to pull the sales- 
man out of himself, to send him on that fine flight of 
mental exaltation that takes him to the heights of Olym- 
pus where he treads on air with head in the clouds and 
goes to bed after each irresistible “I-dare-you-to-say-no” 
day impatient for the dawning of the next—that takes 
something more than a gold-headed umbrella for a hum- 
drum bread-and-butter objective. 

In other words, you cannot arouse the highest emotions 
in him with anything short of a highly spiritual appeal; 
and your average American of this generation has never 
been touched by anything that aroused him to the depths 
of his being like the appeal to “Make the World Safe for 
Democracy.” 

Patriotic Appeal Dominant. 

So for the first half of 1918, G. W. Lee, our sales man- 
ager, planned a purely patriotic “Military Contest.” We 
had recently closed one in which between forty and fifty 
salesmen were winners of Ford cars, just at a time when 
they were all clamoring for cars with which to cover their 
territories more closely and economically, and it looked as 
though we would have to “go some” to beat the success of 
that Ford contest. We had used, in the course of twenty 
years, some fifty odd different forms of sales contests, 
ranging all the way from “baseball championships,” with 
the various branch fi organized into “leagues,” to 
“presidential campaigns”; and the prizes had varied from 
traveling bags and diamond pins, to trips to Europe, trips 
to the factory, guns, 32nd-degree buttons in our “Legion 
of Honor,” portraits of winners published in our advertise- 
ments—everything imaginable that had an intrinsic or 
sentimental value to a salesman. 

And then came the patriotic contest of January-July, 
1918, with Liberty Bonds and War Stamps as prizes, and 
“Officers’ Commissions” in the “Protectograph Army” as 
insignia—and threw all past records so far in the shade 
that there was no comparison. 

Announcements, folders, etc., were mailed to the sales 
force during this contest. They were all in the form of 
“General Orders,” issued by the “Commandant” (Sales 
Manager Lee) and the members of the firm constituting 
the “War Board.” 

Contest Appeal to Patriotism. 

you will see, was purely to the patriotism 
of the salesmen. They were “sold” on the idea that Uncle 
Sam counted on the Protectograph organization to dig 
down deep and buy a good many hundred thousand dollars 
worth of Liberty Bonds as its share toward financing the 
war; that every salesman would naturally and voluntarily 
buy all the bonds he could handle, anyway, but that Uncle 
Sam expected him to do even more than that. 

So the company would enable him at least to double his 
Liberty Bond subscriptions by giving him a $50 bond 


ofthces 


The appeal, 
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IMPRESSIONS 


A Magazine for Progressive People 


HERE is no magazine in the 

world just like Impressions. 
It treats business as the most im- 
portant thing in material life and 
shows in a fascinating manner 
how easy it is to get pleasure and 
a living at the same time. There 
are no technical articles in 
Impressions. The great subject 
of business is handled in a way 
which provides inspiration for all, 


whatever their profession or 
trade or calling. Impressions 
stands for better business and 


better living in the highest sense 
of the term. It is the monthly 
mentor of our biggest business 
men, and in its own circle, carries 
an influence more powerful than 
outsiders can understand. It is 
edited by G. E. Whitehouse, who, 
in a remarkably short time, has 
earned for himself an interna- 
tional reputation for being the 
most interesting, yet fearless, 
writer on business subjects. He 
writes a large part of the maga- 
zine each month; says what he 
thinks, and thinks so nearly right 
that big men believe in him and 
applaud his views. Impressions 
is a big magazine, 11x9¥ in., with 
48 pages, full of sound editorials 
and high grade advertising. If 
you believe in progress, you will 
like this magazine, though you 
may not agree with everything 
it prints. 


TWO DOLLARS A YEAR 


Send two currency bills—you will 
get them back right away if the 


first number fails to satisfy. 


IMPRESSIONS PUBLISHING CO., LTD. 
76 Hanover Street, Edinburgh, Scotland 
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every time he sold a certain number of “points’—in addi- 
tion to his regular commissions. 

The harder he worked, the more he was bound to help 
his Uncle, his company, and himself. Every thousand 
points he sold over his average normal production, would 
mean a certain number of Liberty Bonds as prizes—plus 
the additional commission acruing from his excess sales. 
And all of these excess commissions would be invested 
without hardship in extra bonds, since any commissions 
earned above his normal production were virtually velvet. 
In short, the salesman had a chance to help Uncle Sam 
three-fold as a result of extra effort during this contest. 

It lasted six months. Most of these 400 men seemed 
to torge:t they were working for themselves, in working 
for Uncle Sam. In April, when the Third Liberty Loan 
drive was on, the company gave another boost by pledg- 
ing its total gross receipts for that month to be invested 
in bonds of that issue. Most of these April bond pur- 
chases were made locally with the district Liberty Loan 
committees in which the sales were made. This gave the 
salesmen something additional to work for, as they natur- 
ally wanted to make a showing in the local newspaper re- 
ports of bonds subscribed for in their respective districts. 

All told, the company and the salesmen absorbed dur- 
ing this six months something more than $250,000 worth 
of Third Liberty Loan Bonds, of which about $20,000 was 
won by the salesmen in prizes alone. 





The sales of the company’s product during this period 


. largest selling 
were the largest of any January-to-July in its history, in 


quality pencil in heer y Ja 
the ld spite of the fact that foreign sales from many countries 
world were shut off by embargoes, and the size of the domestic 
sales force was reduced by nearly 100 men called to the 
colors before the end of June. 
It was the patriotic impulse that made the greatest sales 


record in the history of the company. It was not the make 
believe “Commissions” engraved with the title of “Major” 
or “Captain” that were conferred upon the winners. It 
was not the pieces of steel-engraved paper called Liberty 
Bonds, nor the value that these bonds represented. It was 


the unselfish, patriotic urge to do something for our Coun- 


try, for Liberty, for Democracy. 
Watch for This Man. 
D. 


A man, who assumes at times the name of Charles 
Hatfield, has passed a number of spurious checks recently, 
engaging the confidence of people he swindled by claiming 
to be a representative of the Shaw-Walker Company of 











y z’S thi ls . 
oe . Rm ed oo 17 Black Degrees Muskegon, Mich. 

=> smooth, velvety . - , 
like t - . , —_ 6B to9 hardest- No man of the name given above has ever been em- 
easy writing and drawing oo and i G : ployed by Shaw-Walker and the officers of the company 
uniform !eads that custom- wish to warn all persons against cashing checks for any 
ers find in the matchless All stranger who claims a connection with the firm. M hen 
last heard of the person referred to was operating in 


VENUS Pencils Niles, Mich. Should this man call, notify the police. 


No Credit Ratings by War Trade Board. 


A report has been circulated that the War Trade Board 
would undertake to organize a department for reporting 
on the commercial standing of foreign buyers \ denial 
has been made officially in the following words 


“The War Trade Board have no knowledge of the 

establishment of a bureau of the character above de- 

ROFESSIONAL and scribed, nor have they ever considered a proposal to make 
business men the world available for such purpose the records of the Bureau of 


over know that VENUS in War Trade Intelligence. 
Pencils stands for Perfection. 


Louisville Gets Scale Factory. 


The Louisville Industrial Foundation is responsible for 
the location of the Stimson Computing Scale Company in 


Be prepared to sell your cus- C 5 
that city. Between 5.000 and 10,000 recording and com- 


tomers the exact degrees they 





puting scales are to be made each year. The company 
want. will employ 250 mechanics, involving an annual pay roll 
of $300,000. The value of the year’s output is estimated 


at $1,500,000. 


Some New Watermarks for Old Friends in Paper. 


A : Lead P IC The Esleeck Manufacturing Company of Turners Falls, 

merican a encil Uo. Mass., is now watermarking its Fidelity onion skin and 

220 Fifth Avenue, New York its Emce onion skin. These papers have been sold for 

’ . : ° > 

at oe many years without a watermark. It is believed that the 

also Clapton, London, Eng. 7 $ - - E . 
new plan will benefit the makers, distributers and users of 

these papers. 
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i SENSBUSCH 







Selt- TAN 


INKSTAN 





Satisfied Customers 


business asset is a satisfied cus- 
gest liability is one who is 


Your biggest 
tomer, and your bi 
dissatisfied. 


Satisfied customers are good customers: good 
customers because they come back often and 
bring others with them. This means more and 
better sales and bigger profits for you 
“Sengbusch” office necessities are a sure means of 
making satished customers. 


The Sengbusch Self-Clos- 
ing Inkstand is made of the 
best obtainable materials, 
nd because of its reliable Y 
and efficient operation has 
been adopted by big business [SENGBUSCH| 
houses, banks, and other in- |Muciiace A Appr) 
stitutions everywhere. Made 
in 112 different styles and 
sizes. 


The Ideal Sanitary Mois- 






tener a s the right 
amount yf water quickly Thes chSelf 
amoul é \ ] ely, ‘losing Mucilage Ap 
surely nud easily Nothing plier led in 
better for stamps, ?™ , of ge — 
P ' hart rubber, polis 
nvelopes, labels, etc., etc. ed. Easy to All and 
Sanitary, efficient, and dur- convenient to uss 
11 P Keeps mu¢ ge fr } 
€ clean, a f Can't 
You should ha our cat- Spill or drip. Spreads 
_ ; ye the mucilage easily 
alog, circulars, etc Write and eveniy—no mas 
for them: they will be sup- ter how small an 
; : mount 3 eedec 
plied gladly with your im- Gra uewne —— 
int—free. re 


The Sengbusch Self-Closing Inkstand 
Company 


400 Stroh Building Milwaukee, Wis., U.S. A. 


The Quick and Easy Way to moisten 
stames. envelopes, tenet, ete, 


The IDEAL 
MoISTENER 







































‘Fulton Faultless’* 


al 


“Quality” “Service”’ 


~O INSURE the 


‘trade a square 
deal and fullest sat- 


islaction, every pro- 











duct of our factory 
is rigidly inspected 
and is guaranteed 
against defective 
material and faulty 


workmanship. 


FULTON SPECIALTY 
COMPANY 


Manufacturers of Labor-Saving 
Office Necessities 


E. R. UNDERWOOD, Pres ELIZABETH, N. J, 





Rubber Type Business Outfits 
Self-Inking Stamp Pads 
Non-Blurring Stamp Pads 
Elite(Wood Base) Stamp Pads 
Line Daters 

Band Numberers 

Sign Markers 
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The Maximum of Service |} |)‘ AULT & WIBORG Co. 
anufacture a complete line o a 


is the least you have a right to.expect 
from a typewriter, old or new. Your 
office efficiency is not maintaining 
even its due average unless you get it. 
In these days of close figuring and 
disciplined co-operation between all 
kinds of units, your machines as well 
as men must be trained to do the ulti- 
mate bit. Doing less than that, they 
lose you money. Offices which rec- 
ognize that fact today have adopted 
the 


RAMER 
REMANUFACTURED 
TYPEWRITER 


To show the Ramer to a customer is to 
interest him at once. He sees what has 
been done for one machine—one transfor- 
mation of half-efficiency into 100 per cent 
working perfection and it starts him 
thinking of his own typewriter problem. 
Our salesmen are selling the Ramer service 
by exhibiting the Ramer re-made product. 
The eyes of the prospect clinch the bargain. 


Let The Re-Made Ramer 
Re-Make Your Profit Balance 


There are a lot of typewriter-users in your 
field, as a dealer, who are going to face this 
proposition of partly worn machines—a lot 
of them are facing it right now. The Ramer 
re-manufacturing system will solve their 
problem—and solve your profit problem— 
at the same time. We have the proof in 
letters of inquiry ; you have the opportunity 
to cash in on it. Write us today. 





You Will Find Our Bureau of 
Service Eager to Assist You 


Wholesale Typewriter Co. 
314-316 Broadway New York, N. Y. 

















Inked Ribbons and 
Carbon Papers 


for Every Requirement 





The dealer who buys Type- 
writer Carbon from one man- 
ufacturer, Ribbons from an- 
other, and Pencil Carbon 
from a third, does not main- 
tain a perfect factory con- 
nection. 


There is much loss incurred 
in splitting shipments, and 
waste of time both in order- 
ing and checking. 


The ideal connection is that 
one with a factory complete 
and large enough to furnish 
anything and everything re- 
quired; whether it be standard 
goods or unusual items. 


We offer dealers exactly 
this pertect factory connec- 


tion. 


THE AULT & WIBORG CO. 


Cincinnati 


Branch Houses in the Principal Cities 
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Scandalous Spring! 
I’d think you’d 


Carryin’ on with Winter, the way I’ve seen you do! 


Spring, be ashamed, seein’ how it’s you, 
I woke up sudden-like, from a little nap, 
An’ caught you, Spring, with Winter a-sittin’ in your lap! 
’Taint no use a-crying with the smiles a-peepin’ through, 
You know it ain’t no way for any nice young Spring to 
do 
He’s been flirtin’ with you, now, for many a long day 
Don’t you know, young woman, he loves an’ rides away? 
-Anon. 


Slightly Sarcastic. 

“Do you feel able to take a few letters, Miss Pounder?” 

“Why certainly, that’s what I’m here for, isn’t it?” 

“I suppose so, but my request came so soon after you 
last telephone conversation that I was afraid you would 
be exhausted.” | Irving-Pitt Manufacturing 
Company 


r 


Service, of 


Give St. Peter Efficiency. 
auto show salesmen, if faithfully re- 
Peter to adopt the loose leaf 


Claims made by 
corded, would require St. 
system.—Baer Facts. 


“Reading Maketh a Full Man.” 


\ studious citizen of a town which had been dried up 
by prohibition recently received a postal notification from 
the local freight agent: “Sir—Please send, without delay 
for the case of books directed to you, which is lying at 
this station, and is leaking badly.”—Vagrant paragraph. 


That’s the Question. 
“I bought one of those fountain pens I was telling you 
about today. The price has come down.” 
“But come down?” Evening 


will the ink Boston 


Transcript 


It’s a Fairy Tale. 

“Mother,” asked Tommy, “do fairy tales always begin 
with ‘Once upon a time?’” 

“No, dear, not always—they sometimes begin with ‘My 
love, I have been detained at the office again tonight.’ ”"— 
Service, of the Irving-Pitt Manufacturing Company 

Forging Bayonets Into Erasers. 

That new recruit must have been a bookkeeper.” 
“What makes you think so?” 

1 noticed him trying to place a bayonet 


Li] Gas. 


behind his ear.” 


Tendencies of the Times. 


“In the old days a girl used to keep hubby on his good 
behavior by threatening to go back to her mother,” said 
the one beanery-fed philosopher. 

“And now!” returned the accompanying ejaculatory. 

“She threatens to take back her old office job.”—Kansas 
City Journal. 


Competition for the Typewriter. 


“Swanzey Writes on Milking Machine.”—Freeport 
Bulletin 

\n udder substitute for the typewriter?—Line-O-Type, 
Chicago Tribune. 


Why We Don’t Get Some Orders. 

Old Bookkeeper (meekly, to employer)—Pardon me 
for mentioning the matter, sir, but—er, er—the fact is, I 
think that if you bought an adding machine it would 

Old Skinflint (interrupting)—Enable me to do my own 
bookkeeping? Tut, tut! You mustn’t think of resigning 
for ten years yet.—Burroughs Sales Bulletin 
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Announcement 


UR 1919 CATALOG of prices 
for DAVIDS QUALITY 
PRODUCTS will shortly be 
ready for the trade. It will be 
printed in four colors presenting a 
very handsome appearance and will 


be complete in every detail. 


A majority of the illustrations 
are four inches high, giving a better 
makeup and 
appearance of the various packages. 


idea of the general 


This catalog will be of decided 
value to every dealer in the field. 


Firms wishing to receive a copy 
will please once to our 
home office so as to be placed on 
the preferred mailing list. 


write at 


Che Chaddeus Davids Ink Zo., Tne. 


General Offices: 


95 Van Dam Street = = New York City, N. Y. 
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The Symbol 


of your business 


should appear wherever your business is made manifest— 
in your advertisements, on your display window, and 
most important of all, on every piece of merchandise 
that leaves your store. 


STANLEY EMBOSSED 
METAL NAME PLATES 


mark your products neatly and distinctively. We make 
them from your design or draw up designs from your 
trade-marks or brands. 


Stanley Name Plates are now made in two weights: 
One with gummed back and the other of heavier metal 
having holes punched to fasten with brads. Thus, they 
can be attached to any sort of material. Write us for 
samples of either or both. 


THE STANLEY MFG. CO. 
O. S. Dept., Dayton, Ohio 














Carbon Paper 
Salesman Wanted 


real salesman with a successful selling 
record to represent us in this territory. Must 
have initiative to develop trade and build up 
an exclusive business in all grades of Carbon 
Papers and Ribbons. Big opportunity for the 
right man. Address 


Carrib Service Manufacturing Corporation 
Manufacturers of Carbon Papers and Ribbons 
46 Stone Street, Roche ter, N. Y. 








What He Calls His Pig. 


Farmer—See that pig? I call him Ink. 
Land Girl—Why? He isn’t black. 
Farmer—No; but he keeps running out of the pen 


London Tit Bits. 


Jack the Time Killer. 
There’s a prospect to see in the morning, 
But before Jack attempts any work, 
He settles the war for an hour or more 
In a talk with the telephone clerk. 
He looks at a couple of letters, 
And sketchily skims through the news, 
And says that the dope bears out his fond hope 
That the Germans are going to lose. 


He goes out to luncheon at noontime, 
And sits ‘round and puffs a cigar, 
While he stoutly contends to a couple of friends 
Chat this fighting is going too far. 
He is back on the job at two-thirty 
And sticks till a quarter past four, 
Then he strolls to the board where the tallies are scored 
And “fans” for a full hour or more. 


At his home or hotel in the evening 
He plans out the Russian campaign; 
He tells all the bunch of his newly born hunch 
That the plans of the Allies are vain. 
He sits ’round till bed-time deploring 
The prices of foodstuffs and cotton, 
Then he climbs into bed, wearied out and half dead, 
And wonders why business is rotten! 
—Author Unknown 


How Could the Machine Do Better? 


A correspondent writes that his baby grand typewriter 
is out of commission, some of the keys not working. He 
writes: “this may be p-h-u-n-y to you but to me it is no 
j-o-q-u-e.”—Exchange. 


Would Help. 
“These sectional bookcases are easy to buy.” 
“As to how?” 
“You start with one unit and add to it until you have a 
complete outfit.” 
“Fine scheme. Why don’t they build automobiles that 
way?”—Chicago News. 


Vladivostok Commercial Houses. 


The commercial houses of Vladivostok, Siberia, are 
listed in a recent report by Consul John K. Caldwell, of 
that place. The list can be obtained from the Department 
of Foreign and Domestic Commerce, Washington, D. C., 
requesting File No. 114,539 


Deemer Reaches Half-Century Mark. 
The John F. Deemer Company, 107-09 Lafayette stree 
New York, N. Y., will celebrate its fiftieth anniversary 


this year, the business having been established in 186 
The company has recently occupied a new plant ich is 
engaged in the manufacture of vertical file pockets, flat 


and expanding envelopes, etc. 
Labor Conditions April 26. 
| 


The United States Employment Service had returns 


April 26 from thirty-four states covering the employment 
. ~ - . . . s . 

situation. The labor conditions show some little im- 
provement, ascribed to the demands for farm laborers in 


The largest net gains in labor sur 
unem- 


previous 


the southern states. 
plus is Youngstown, Ohio, where the number of 
ployed is 12,000, an increase of 1,000 over the 
week. 

Louisville, Ky., which heretofore reported a shortage, 
now reports a surplus of 1,500. Buffalo, with 8,500, is the 
chief center of unemployment in New York State. Roch- 
ester comes second with 3,500, and Utica third with 3,000 

There is an absence of definite figures on which to base 
an estimate for New York City. Conditions throughout 
Pennsylvannia are reported good. All through the South 
reports show an equality in industrial activities wit! 
growing demand for farm labor. 


rt 


] 
Conditions on the Pa- 
cific coast show a steady and marked improvement 




















You Wouldn’t Buy Watered Milk— 
So Why Buy Watered Ink? 


BETS 


The Perfect Ink Tablets 


have a patent opening save you money be 
that saves by pre- cause they are pure ink 








ECLIPSE 


Pneumatic Inkwells 


venting wasteful a 
na —you can add the wa- 
‘vaporation, gives pen - : : 
just enough ink each ter yourself without 
dip; keeps your fin- having to pay for it— 
gers clean; keeps the to say nothing of the 
ink fresh. No plung- hott! * Th lay r 
bho . -y have per- 
ers or rubber parts. : . ee, , yt 
Many handsome tect writing qualities, 
styles. Moderate cost come in four colors 








(blue-black, red, green, 
violet), are in 
expensive, and 
are put up in 
vest-pr rcket size 
tin boxes of 
32 tablets 









Ask ,Us For 
Free Sample 


Eclipse Two-Well Set of Inklets. 


Catalog sent free on request 


General Eclipse Co., Dept. A, Danielson, Conn. 

















Perforated Memo Pads 


for Ink or Pencil 


very sheet perforated so that any one 
sheet may be detached without disturbing 
others. 


In lots of 1,000 or more of the same size 
and grade, we can make these pads with 
your name instead of ours at a slight addi 
tional charge. 


For Pencil 72 Leaves For Ink 80 Leaves 

N 000 x 4% No 3 x 

N 2001 wx 6% N« 1001 ..3%x 5% 

No 002 x ae No 100 ..3%x 8% 

Ni 2003 { 7 . 
, vk No, 1003 41x 6 

No 2004 x 8% 2 

N 2005 x 9% No 1094 ad x 6 

No. 2006 6x11% No. 1005 -5%x 9% 

N 2007 x11 N¢ 1006 ..6%x11! 


We are equipped to manufacture all kinds 
of memo pads—odd sizes, special stocks, or 
nything that your particular trade requires. 


Order Memo Pads by number. Write for 
amples and prices. 


Rockwell-Barnes Company 
700 Munn Building, Chicago, Ill. 
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Springtime Blossoms 


of the golden apples of opportunity are for the 
picking of the printer who uses “‘k. b.”” blanks 
in preparation of bonds and stock certificates. 
They are steel engraved like a bank-note and are 
printed on crane’s bond paper in a large assort- 
ment of styles. Dealers and investors prefer 
them to allothers. Every stationer and printer 
should have them. They are made by kibn 
brothers at ninety-nine beekman street, new 
york. They will send samples and prices on 
request. 


The most for we 
least outlay. 


Esterbrook Counter 
Display Case makes 
your pen business profit- 
able and satisfactory. 


Write for information 


THE ESTERBROOK PEN MFG. CO. 
80-100 Delaware Avenue 
Camden, N. J. 
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Acquaint Yourself 


With Our Line of 


“ADVANCE” 


FILING CASES 
and SPECIALTIES 


In order to know 
what our line is 
order our sample 
assortment of good sellers specially se- 
lected so that you may have one each of 
many numbers and also a small stock to 
sellfrom. Write us about this assortment. 





Catalogue sent on request 








Pine St. at 21st, St. Louis, U.S. A. 


In replying kindly mention this ad. 

















“DON’T SPILL THE INK” 





USE THE “INKONOMY” 


A timely suggestion for the wise buyer. Clean 
ink is assured if the INKONOMY well is pur- 
chased for every desk. It is practically impos- 
sible to overturn or upset it so as to cause dam- 
age. Saves all the annoyance and inconvenience 
of dirty inkwells and dusty ink. An adjustable 
container permits the last drop of ink to be 
utilized. Being air-tight, the INKONOMY elim- 
inates waste by evaporation. 
Send for our attractive dealer offers. 


We are also manufacturers of a complete line 
of leather goods, hand sewn and hand em- 
broidered. Write for prices and information 


HAROLD CHESSON & SON 
West Brookfield 


Massachusetts 
































DESK LOGIC 


Use it when you stock up on office desks. 
The logical line for the dealer who has a mar- 
ket for medium-priced substantial, durable 
desks is 


ENGLEWOOD DESKS 


Shall we send our catalog? 





ENGLEWOOD DESK COMPANY 


58th and Lowe Ave., Chicago 
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ADDING MACHINE 











only 10 figure keys—makes “touch” sys- 
tem figure writing a reality. 
SUNDSTRAND adds, multiplies, sub- | 


a e ° | 
tracts, divides—faster, easier, more accu- 
| 


GS only 10 figure simple keyboard — with 


rately. 


Because of small size, it is easily car- 
ried to the figure work. 





Ask for demonstration in your office. 
Also for Free Booklet. 


Sundstrand Adding Machine Co. | 


General Office and Factory 














Sales and Service Stations 
\\ in principal cities. 


2510 Eleventh Street ROCKFORD, ILL. | 
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Pencil and Pencil Lead Exports. 


The exports of pencils and pencil leads from the United 
States for the calendar year 1918 have been reported by 





the Statistical Division of the Bureau of Foreign and 
Domestic Commerce. 

Countries. Value. Countries Value. 
OE ca deendee $ 15 a eee $110,741 
aa 767 | rere 58,198 
France ee ne 32,326 errr 12,807 
Ree ee ee ‘ 4,374 <5 vsebees. 66st 3.053 
iceland 387 British Guiana ...... 403 
nn eadeeeswbe das 77,240 Dutch Guiana ........ 317 
Malta, Gozo, etc 400 French Guiana ....... 44 
Norway saa eae aie 1,504 PE ° 606. 6b.40464064 172 
Portugal a be ‘ P 7,586 Peru tern whe adeat 26,806 
EN = wanaKivewenkeweue 179,706 Te 21,886 
Switzerland ...... 709 Venezuela 6,651 
TS * errr ers 542,720 CD. .wacese *" 17,905 
EME § scctwancds 200 French China ...... 
rr err ore 200 CN sas scahew swe ies. 
BOPTRUGR  cccvccces 564 POpetIe: EGO. 2 ovccces 
British Honduras 779 Straits Settlements 
CEE: .s.0'eus 064 425,927 Other British E. 

Costa Rica 1,677 Dutch East Indies 

Guatemala ....... 1,387 French East Indies 

Honduras ...... 2.002 Hongkong .......... 
Nicaragua ...... 2,713 MEE. Scadaviaeeae acess 
ae 8,017 Deen. I ABER. x cccass 
errr 1,517 re Te 

oo rer re , 104,154 Australia ....... 
Newfoundland & Lab 6,836 New Zealand ....... 3 
MOFOGGOR. .ccscecs i 907 Other British Oceania. 5s 
DE csciddaecssns 4,950 French Oceania 7 78 
Trinidad and Tobago 1,737 German Oceania ...... 275 
Other British West Philippine Islands .. 96,525 

EE. <aceweec ace 703 British West Africa. 562 
J RES ere P 127,177 British South Africa.. 76,901 
Danish West Indies 189 British East Africa 233 
Dutch West Indies 676 French Africa ....... 293 
French West Indies 708 EE 002s bop eehe tates 32 
Haiti ee ee ‘ 1,542 Portuguese Africa 743 
Dominican Republic 5,169 —— 
pT arr 166,069 GE scd<eceseededs $2,497,208 
SENSED. ccsveos 5,110 


February Exports of Adding-Calculating Machines. 

United States exports of 
countries, during February, 1919. 
tistics, Department of Commerce: 


adding and calculating by 
3y the Division of Sta- 





Countries. Number. 
RUNIIE aig k 5 0a chi anal a a aes 115 $ 14,868 
ON Ce ss on PSE eee 116 33,663 
Italy MEeNIT 1A. 4: wortate < eau ad Perea mie aan 2 137 
ONIN oo ic. ga oaks Ce 60 16,000 
eee LO EEE Ee) em eg ae 200 10,000 
yo ee ere Oo rr en ee 1 90 
Spain 21 2,765 
NI Sn ok ag ee re 226 70,550 
INN 05 8. si 5.5 worn esa Oa a 6 800 
OT” ae 2,742 230,118 
Canada ee em. Nears), Sener y, 248 26,194 
SND Boxes cht «wae eke. eras 2 270 
oe re ee ie ee 8 722 
Mexico a eS Pre Ter Ae eg 4] 4,606 
Newfoundland and Labrador............ 16 3,050 
SUNN © a > 5 os 4-ccn e's le Pe eee 6 1,080 
Jamaica fA EI OE a ke nee l Fe a 
‘Sfimidad and Tobago.......ss.c.cs- 3 480 
Cuba eae ataats wae wee 259 37,516 
pomminiceh BEOeblic 6. os vis avs vcen sax 1 300 
aE PE ee Fee ee 59 6,897 
OE ea cle tahekc cde aus Saas 22 559 
SNES. als 5 asc ba a ciardiag ee eee 3 793 
PUN Cie vide dwa cea SR ee ee ] 300 
China ST RT oe ee A ae 13 2,233 
DOU, BOING i as citi RARE 4 621 
Straits Setthements «4 sock ceccawsss 53 5,569 
Other British West Indies........... ] 300 
Australia ieee en he 124 27 ,246 
a ere ery oor ere 53 9,795 
Philippine Islands 23 5,542 
Britten Soath Africa......ccccaccuscecscss 16 2,103 

ORME Venice $6452 ssbe ee 4. 44¢ $515,392 


February Exports of Metal Office Furniture. 


United States exports of metal office furniture by coun- 
tries, during February, 1919. By the Division of Statistics, 
Department of Commerce: 


Countries. Countries. 


ee a 70 Colombia ..........$ 5,468 
PERMOE oo cceceewse ye es ee 219 
Portugal 38 ~= British Guiana 7} 

>” Peers 163 Peru 572 
Canada ....... 5,914 Venezuela ......... 186 
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Speed and Accuracy 


are assured where the Triner Parcel Post Scales are 
used. Speedy—the indication is prompt. Accurate— 
to a penny; no over rating or under rating. 


ua | riner 


Weighs and computes. si- 
multaneously up to 70 lbs. 
All steel construction; 
dial in front of opera- 
tor; full double lever 
system supports plat- 
form; can weigh and 
stamp on platform 
without injuring bearings. 
Finished in rich, dark 
green enamel 


Write for booklet. 


Peerless Automatic 
Parcel Post Scale 


hit 





















Triner Sales Company 
Chicago, III. 
190 N. Stace St. 


96,000 


Triner Scales in use by Post 
Office Department alone. 


(ULUUULUELUUULUA VOILE 


each memo 
separate 


Tear Out When Attended To 


No lost data, nor searching thru obsolete notes. There- 
fore, no excuse for forgetting. Without doubt the handi- 
est memo book made Everybody needs it. Big field 
among high officials, superintendents, purchasing agents, 
department managers—also all other business men and 
women, society women, shoppers, clergy, faculty, students. 


ROBINSON REMINDER 


Nationally Advertised 


Reminder with extra filler and handy pocket in cover 


Retail Price List ae ts 3%” x 7” 
Handsome Black Leather $1.50 
Seal Grain Cowhide or India Calf... 2.00 
Genuine Seal or Morocco 3.00 
In Imitation Leather . -75 
In Cloth (without extra filler) 

Ladies Shopping Reminder 
extra filler, $1.00; in patent 


leather, $1. 


EXTRA FILLERS 
(4 coupons to a page), $0.75 per dozen 


or 
ou. 


Size 3 in, x § 
Size 3% in. x 7 
Size 2% in 


in 
in 


(6 coupons to a page), 1.00 per dozen 
x 3% in. (3 coupons to a page), .70 per dozen 
Name in Gold on Cover, 25c extra 


Write for Liberal Dealer Proposition, 


ROBINSON MFG. CO., 73 Elm St., Westfield, Mass. 
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You Can Sell This Stand 
Easily 


There is genuine sat- 
isfaction in offering 
to office managers an 
article that means so 
much in greater 
efficiency as _ this 
typewriter stand. 
It is, therefore 
easy to sell. 


The “Satellite” 


has proved itself. Typewriter 
operators like it because its ad- 
justability decreases fatigue. It 
is handy, takes up little space 
and can easily be wheeled about 
from place to place. It is 
all metal except the top. 
Lasts a lifetime. 
There are two 
models, one like il- 
lustration, while 
the other has slid- 
ing baseboard and 
check table. 


Write for Dealer’s Proposition. 


Dealers find this stand easy to sell and a good 
profit maker. Write for our dealer proposition. 


ADJUSTABLE TABLE COMPANY 









This is Model 2X 





Grand Rapids, Michigan 
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Milwaukee Chairs 


Support your claims for selling office 
equipment of reliability, comfort and 
taste. 

We concentrate designing and produc- 
tion on superior chairs. 

We specialize on chairs of sterling 
quality. 

You can find in the Milwaukee Line 
chairs to match the best desks you carry. 


We invite inquiries. 


Milwaukee Chair Company 


Milwaukee Chicago New York Seattle 
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February Exports of Cash Registers and Parts Of. 
United States exports of cash registers and parts ol, 
by countries, during February, 1919. By the Division of 
Statistics, Department of Commerce: 
—Cash registers.- 





Countries. Number. Parts. 
Denmark rey $ 35,850 $ 374 
PETE CEe ey nee 1,751 
oo ae ie tastes ee on 21 re 
ER re ae) Waele Daa Soko 6 xa wikis 60 7,219 288 
England ..... 535 89.851 2.362 

ae ee ag ine 1 268 “eal 
a “ree 6 312 6,126 
Nicaragua 7 2,274 
OS Se Pe ier eee 2 431 
Ee oe ne oe a 1,115 
Newfoundland and Labrador... 5 2,028 
OS ee eee eee pects ran te ta 21 
Other British West Indies...... 1 72 ee 
SE adios BAS OUR CS ch OKER 16 3,806 30 
Dominican Republic ........... 2 1,454 
Argentina .......... “at 17 4,138 ra 
ee ae hl a ore. 6,520 1,446 
eS eee ae i 795 - 
ei a. ack 3 399 
WEOIMIOEE. ooo i ks ccecds oireiesecds TE 75 
Mowmeem Eadie .......000805065 Pe oe ions 125 
Dutch East Indies .. 4 2,262 
OT Eos eo are Sar 53 6,201 tes 
New Zealand ............ 24 4,554 1,356 
British West Africa.. 3 1,695 ae 
British South Africa.... 450 
Ee eee eT eee 3 691 

ON sii Sih See kta 933 $173,782 $12,578 


February Exports of Carbon Paper and Ribbons. 

United States exports of carbon paper and typewriter 

ribbons by countries, during February, 1919. By the 
Division of Statistics, Department of Commerce 

Carbon Typewriter 

ribbons. 


Countries. paper. 
eee ee eee ee eee a 147 $ 741 
France 17,688 4,893 
Greece 1,500 2,490 
IS Sandton ae a 301 4,003 
Netherland 680 ; 
ee ee 180 1,714 
ae a eee 98 688 
ee 933 3,114 
NS BOE COREE COTTE eT 4,734 2,198 
PR ree rere re Eee 2,191 ot 
eS Dt re 23 13 
EE Te 6,723 4 203 
eee eer 15 
NE tN a ae es a Ae 355 242 
NS EP CL Oe Te 38 24 
CS rere errr 267 125 
a ee eee 943 283 
Salvador ...... 98 g 
SE ee ee ee eee ere 2,289 734 
Newfoundland and Labrador... | : 
BR a a nes ee 15 15 
Trinidad and Tobago.......... een 99 50 
NIRS Sr OP rere : 3,876 2,053 
Dutch West Indies............ 60 16 
French West Indies............. Ye ened 3 
eee Pe reer iebona 9 20 
Dominican Republic ................ 31 256 
ee Re Ort Oe 3,062 7,797 

10,855 8,254 
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Furnished with 200 Eyelets 








No. 3 Riveto 
Eyelet Machines 


No. 3 Punch 
Black Enamel Finish 
22” gauge only 

with each Machine 








No Miss Stapling Machines 
Made of Stamped Steel 
Handsome in appearance 


Defiance A Clips 
Six sizes, 1}” to 6” 


Defiance Manufacturing Co. 
384 Broadway 
New York 


Manufacturers of 


Stationery Specialties 














Visualized typewriting marked great progress; 
Visualized Record Keeping signalizes greater prog- 
ress by reason of its broader scope. 

Acme Visualized Record Equipment places every 
record in your office before your eyes without the 
necessity of hunting for it or even touching it. 

Acme method provides the means for securing 
the full value of every record. 

Acme Visualized Equipment is the embodiment 
of accesibility; you get the desired information the 
instant you want it. 

Visualized Records provide for action when 
action should be taken. You don’t have to 
remember your records when Acme Method is 
employed. 

Here is its value; no lost records, no misfiled cards» 
saving clerical labor and executives’ time. 

Booklet, ‘“‘Greater Speed and Accuracy,” illus- A 
trating and describing this method in detail, sent 
on request. 


Acme Card System Company 
6 No. Michigan Ave. Chicago, Illinois 




















Handy 
OFFICE 
PUNCHES 


ASY to handle as a pair 
E of scissors. Eyelet 

Punch punches and 
fastens thick bunches of 
paper, or only two or three 
sheets, with neat, fast-color 
maroon, easy-squeeze eyelets 
A smooth, thin fastening; 
permanent or can be quickly 
removed with same punch. 











beats 
pins or 


clips that 
bulk the files. 






Cutter Punch pierces heavy 
thicknesses of papers for prong 
fasteners with great ease. 
Both punches of pressed steel, 
deep-throated. Either retails 
in factory sealed carton with 
supply of fasteners for $2.00 
and yields you a good profit. 


Write for 
Unusual Dealer Offer 


RIVET-O MFG. CO. 


Dept. P Orange, Mass. 
Stationery Specialties Perfected and Marketed 


® Punch— 
pierces 
me holes for 


prong 
fasteners. 























Adding Machine Rolls 


For Burroughs, Wales and 
Dalton Machines 


7, and 33 in. widths. Rolls 34 in. diam- 
eter. Wound on White Hardwood Spools. 


WE CAN MAKE PROMPT SHIPMENT 


Write for Prices 


Menasha Printing & Carton Co. 
MENASHA, WIS, 
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PRACTICAL OFFICE ARTICLES 
OUR LINE CONSISTS OF 40 ITEMS 


Every one of them have 
exceptional merit, sav- 
ing time, labor and 
money in the modern 
office. 












Dealers should not allow 
themselves to be out of 
a single item in our line 
at any time. 


The NON-SHINE 
Chair Pad 


Send for our new catalog 
showiag seven new articles 
which we have recently 
added. 

MEMO DESK REMINDER 


Polar Mfg. Co. Piitatishias Pa: U.S. A. 


Export Inquiries Solicited 























“Economy” 
Vertical Letter Files 


Something New, Practical,” Durable 
and Eccnomical, is our new Economy 
Vertical File, which is throwing the 
rays of eccnomy around the’world. 
The file is equipped with follower 
blocks, rods,!front rollers and closed 
base. Brass handles and 
locks are added at a 
slight more cost, thus 
you have a vertical file, 
aon-destructible by fire, 
with lif:time durability. 
Avoid handles, locks, 
etc., and you have a 
transfer file. This is a 
combination you can’t 
beat or afford to let slip 
by. The files are made in two, 
three and‘four-drawer style. 


The Bentson Card Cabinets are the 
working partner of the card index 
system. 





Write for particulars. 


The Bentson Mfs. Co. 
Aurora 83 Ill. 
New York Representative: 


Mr. Harry Hertwig 
800 Ocean Ave., Brooklyn, New York 














Chicago Glass Desk Pads 


bring business automatically, as they prac- 
Display a few in 


tically sell themselves. 
your window, and in your desk department. 
They appeal to the eye as well as to the 
sense of practicability. 

Chicago Glass Desk Pads are carried in 
stock in sizes 18x24 and 20x36 inches. 
For business men who wish to protect the entire 
surface of their desk, we make the Chicago Glass 
Desk Top. Tell us the sizes of the desks you 
carry, and we will submit prices and discount. 
Write for Prices 
Chicago Mirror & Art Glass Co. 
Established 1890 
217 N. Clinton St. Chicago, Illinois 











Ribbons and Carbons 
of Quality 


We are supplying dealers the world 
over with goods which give perma- 
nent satisfaction. You can add con- 
siderably to your ribbon and carbon 
business by handling 


**XTRAGOOD” 
*“SUMMIT”’ 


brands of carbon paper and type- 
writer ribbons which are held in es- 
teem wherever ribbon and carbon 
qualities are understood. Give us a 
trial. Let us show you how our prod- 
ucts help to make more money— 
something important in every busi- 
ness. 


UNION RIBBON & CARBON CO. 


Main Office and Factory: 
Front and Laurel Sts. Philadelphia, Pa. 


‘*APEX’”’ 
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Chile art se . Sa ees ah 1,583 2,541 
Colombia ........ Py es ie 439 139 
NN rere ae Tem ~ 77 
British Guiana . = erie, ols Ghee ee 25 ein 
ao PE PE oA Pe Ae 98 228 
3. ees - a 687 9016 
RICE «oc assees re ee Ae Se 289 3,611 
NIN. sao a: 0:4. «6.00600 3 week eee 86 428 
China sa lan skips hd ac abe’ arias aca ee 3,349° 1,009 
BOURG SOUIR co acc kc ccessseneancene ae 6,372 
BR ere rer ree 325 776 
Other British East Indies........... 124 ays 
Dutch East Indies... 1,266 1,823 
NN ETE Pe ene 370 202 
Japan lp 2eEe ere Pees 6,148 1,356 
BS 5h. care ee ae we soe Sa eee 1,528 97 
PR n.d be 4 5 -0'n.<.4 bine 7,975 5,933 
ee ne en 267 1,012 
Philippine Islands ............. -o0- 6SeU 1,006 
BeSTEIeTs WV GGG FAELIGE... on occ coccesacee Sica 3 
British Sowte Arica... ...cssscccnsc 1,342 1,000 
French Africa 155 62 
Egypt 55 

WOGM. cies 0S Lae eee $102,395 $72,528 


Old Envelopes Reveal Poor Writing. 


An exhibition of old used envelopes was displayed in 
April at the Wisconsin historical museum, Madison. 
While the envelopes shown are of special interest to the 
stationer, they have another appeal. It has been custom- 
ary to blame the poor chirography of the present period 
to the general use of typewriting, which frees the average 
business man from any handwriting, save that of the sig 
nature. The exhibit of envelopes shows that the hand- 
writing of Civil War days averaged about the same as the 
writing of the present. 

A newspaper report of the exhibit states that letters of 
every description and use are included in the collection. 
Orange and light yellow must have been “all the rage’”’ 
during that period, although there are a few envelopes in 
light blue and white. Black ink was used both in the 
writing and the postmarks except for one envelope with 
a postmark in red. 


Three cents was the postage rate, and stamps are sim- 
ilar to those in use today except that they are red and 
bear the bust of Franklin. Stamps were not infrequently 
affixed on the left corner of the envelope where we now 
put the return address. Postmarks are all quite large, and 
one, that of Sextonville, Wis., is almost two and a half 
inches in diameter. The cancellation stamp is a design 
consisting of several concentric circles. Many of the 
envelopes show pen-cancelled stamps and are without 
postmarks. These were used during the civil war. 

A Benjamin Stickney took advantage of the upper left 
hand corner of his envelopes to announce that he was 
proprietor of the Planters’ House of St. Louis. Envelopes 
used by the executive department of the state bore on the 
left side of the face a large design representing the state 
seal. 

Official letters were marked in handwriting “Official 
3usiness” to designate their importance and to expedite 
delivery. Official government envelopes had the name of 
the department printed in the upper left hand corner. 

Stamped envelopes differ little in appearance from those 
in use today. Letters on which postage was due were so 
stamped with a rubber die. The first postage due stamps 
appeared in 1879. Missent letters and letters returned for 
better address were treated much like those of today. 
Letters returned by the dead letter office were paid for by 
the original sender. Advertised letters cost the owner one 
cetit when he called for them at the postoffice. 

Faint commercial designs are to be seen covering the 
whole face of many of the envelopes, the address being 
written over the design. Patriotic embellishments such 
as were in use during the recent war were also in use on 
the envelopes used during the Civil War. 

One envelope used for the transmission of a telegraphic 
message is marked “collect 41 cents.” Another envelope 
shows the old style motto seal which bears the then state 
legend, “Strike While the Iron Is Hot.” 

The whole collection, comprising fifty or more en- 
velopes, represents every kind of envelope in use during 
the middle part of the last century. 
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Can You Turn 


the Electric Fan on Your Desk? 


You'll be wanting to, soon Sut, will vou be able to do it, 
without setting a wagonload of paperweights all over the 
desk at strategic locations to keep yvour correspondence 
notes and memoranda from blowing all over the room? 
You will, if you have a 


Kohlhaas Letter Sorter 


to keep your desk work in order. It is most convenient 
for classifying letters, bills of lading, specifications, or 
in fact, any papers which come to your desk. The 
Kohlhaas Letter Sorter is indexed in the most conve- 
nient way for you; we use an index made to your order, 
or recommend a system from studying your routine. 





THE KOHLHAAS SPECIALTIES afford facilities for 
filing every kind of record or document. Dealers do 
profitable business with them Write for discounts. 


THE KOHLHAAS COMPANY 
31 West Lake Street Chicago, Ill. 


























MR. DEALER: 


No matter in what part of the United States you are 
located, YOU can sell “SECURITY’’ SAFE DEPOSIT 
BOXES to the Banks in your territory. 











The above illustrates only one of our many stock units ready for 
mmediate shipment. Built with heavy 4” steel plate doors. Several 
different finishes to match present equipment. 


ASK THE BANKSIN YOUROWN TOWN ABOUT SAFE DEPOSIT 
BOXES—THEN WRITE FOR DEALER PROPOSITION. 


TARSHAL 


CLEVELAND 





OHIO 
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As strong and rigid 
as a heavy table, 
yet fully and easily 
portable. 





No. 3 
Combination 
Typewriter 


Made in a wide variety of styles, for sup- 
porting practically any kind of office ma- 
ehine. A crank raises the castors off the 


floor, and permits the rigid legs to take 
the load. Mount a typewriter, a duplicating machine, a 
roller copier, an envelope sealer, an adding machine or a 
ecard index cabinet on an Ideal Tubular Stand, and it can be 
rolled to any position, lowered to operating position and used. 


FOWLER -MANSON- SHERMAN CYCLE MFG. CO. 


1445-1455 W. AUSTIN AVE., CHICAGO 








Rebuilt Adding 


and Calculating Machines 


Burroughs 
Wales 
Dalton 
American 





Comptometer 
Brunsviga 
Triumphator 
Millionaire 





We buy, sell and exchange all makes and guar- 
antee all our machines to give satisfaction. 
When your adding machine equipment needs re- 
pairing or overhauling, write us for estimates. 


Representatives wanted--write for catalogue 


Adding Machine Corporation 


323 S. LaSalle Street Chicago, IIl. 











Major-General Wood on Preparedness. 


in April Major-General Leonard Wood addressed two 
big audiences at the National Cash Register Company fac- 
tory, Dayton, Ohio, in the company school house. Before 
the war the General was conspicuous as an advocate of 
military preparedness, and events showed how close he 
was to the subject. In his Dayton address the General 
submitted his program for preparing for peace. 

Summarized, the General calls for the following step 
necessary: (1) help returned soldiers; (2) satisfy capita 
and labor; (3) stop bolshevism; (4) enforce peace, (5 
teach only English in grade schools; (6) stop German 
propaganda; (7) give military and vocational training; 
(8) oversubscribe the Victory Liberty Loan; (9) teach 
Americanism; (1G) make our people one people 

General Wood narrated an incident of Kaiser Wilhelm 


— oe WD 


in which the truth found an august mark: “I remember 
a number of years ago when attending maneuvers in 
Germany. Lord Roberts was there and he was making 
every effort to strengthen the relations existing between 
Germany, England and America. I remember that the 
German emperor turned to me as we watched the troops, 
and asked, “How are my German people getting on?” | 


answered, “Your majesty, we regard them as some of 
our most dependable citizens.” | saw that this answer 
angered him, and he asked, “Do you mean that they are 
no longer loyal to Germany?” And I said, “No, sir; they 
still love German music, German history, and the German 
language, but as citizens they never want to live again 
under the German flag.” I saw that he liked this less 
than the other answer, and I added, “You know, your 
majesty, they have taken the oath of allegiance.” He 
thought for a moment and said, “Well, if they have taken 
the oath of allegiance they must stay with you.” 





Metric System Urged on America and Britain. 


The development of the League of Nations has been 
seized on as an cpportunity to induce the people of the 
United States and England to discard their cumbersome 
systems of weights and measures, and to make the use 
of metric units compulsory. The World Trade Club, 681 
Market street, San Francisco, Calif., has issued a booklet 
explaining the metric system in detail, and contrasting its 
simplicity with the complicated systems now in use here 
and in England. It would be singularly appropriate for 
the two great English-speaking nations to bring their 
systems of weights and measures to the level of the other 
peoples in the League of Nations. 

Several interesting facts are brought out in the booklet. 
We English-speaking people are using systems based on 
the Hanseatic League, that powerful confederation of 
German traders who controlled English commerce for 
several hundred years. America made a start on the 
metric or decimal system when its monetary system was 
built on the unit of one hundred points. Jefferson built 
well, but it is unfortunate that he did not go farther and 
take in the decimal system of weight, measure and volume 
After the war of 1871 the Germans abandoned the old 
Hanseatic system, and adopted the metric system. At the 
outbreak of the world war all manufactures of war 
material were made on the metric system, and great 
advantages accrued. The war forced the United States 
into the use of metric dimensions in much of its heavy 
artillery and the firing data. 

The father of the metric system was James Watt, the 
celebrated English engineer. He laid the foundation for 
the system which governs the majority of the countries 
of the world. 

The time seems appropriate for us to change to metric 
units. The soldiers and sailors returned from the war 
retain their custom of walking kilometers—not miles. 
Many of them use the smaller units naturally, and effec- 
tively. The World Trade Club’s booklet contains two 
blanks to be endorsed by the signer, one addressed to the 
President of the United States and the other to the British 
Premier, David Lloyd George. The coupon urges that the 
signer endorses one or all ot the following: (1) legisla- 
tion; (2) promulgation; (3) orders in council; be adopted 
to bring about the exclusive use of the meter-liter-gram 
units in the country of the official addressed. 

The compulsory use of the metric system will not in- 
volve its immediate adoption. It is expected that should 
the plan be adopted, absolute uniformity of use of the 
metric system will not be required until the lapse of a 
term of years. This will enable all to bring their prod- 
ucts to the metric standard gradually. Some _ incon- 
venience will be caused, but the change will come so 
gradually that it will cause no great hardship to any one 
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Clears your desk for action 


A place for every paper 


A clean desk inspires 
quick and efficient handling of 


1 


work. It enables you to con- 


centrate and think clearly on 
the one problem in hand. 


With your 


by 


desk covered 
a confusion of miscellane- 
ous papers, you cannot work 
to the best advantage. 

A Desk SYSTEM File 
will smooth out many of your 
troubles, es peci lly those 
caused by congestion of im- 


portant papers. 


It holds your 
important papers 
ready for quick 












Time Saving 





Every paper in its place 


A Desk SYSTEM File 
will pay for itself in a few 
months. Occupying a space 
no larger than a common wire 
desk basket, it enables you to 
have any number of indexed 
filing compartments. 

Compact, neat and refined 
in appearance, it will give an 
air of personal efficiency to 
your desk. 

It is an ever-ready private 
secretary, for filing or distrib- 
uting correspondence and 
memorandum papers, cover- 
ing each department of 
your business. 


Saves your time 
in distributing 
correspondence, 





" 
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reference. D k Sy: F l memos, etc. 
Systematizes your PAT ESK stem. it Le Makes you more 
desk work. Extra compartments added as required efficient. 
1053-R bd 
Ross-Gould G3 St. Louis. | 
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TRADE MARK REGISTERED 


en 
MUTSCHLER BROTHERS CO.NAPPANEE.IND.. U.S.A 








= 


Our national ad- 
vertising cam- 
paign has added 
to the popularity 
of Samson tables 
The important 
features —Speci: 
Under-Top Con- 
struction, Taper- 
miter-joint Box 
. “Interlock 
Reinforced’ Tops, 
etc.— have been 
strongly empha- 
sized 

This line will 
pay you well set 
us tell you more 
about it. 


Mutschler Béothers Company, Nappanee, Indiana, U. S. A. 


Makers of Good Tables Since 1896. 


—a comprehensive line embodying strength, 
character and endurance; made for office, 
director’s room and factory. 
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DIEBOLD FILING SAFES 


Afford Real Fire Protection 





Create System and Efficiency 


More than 60 years 
of Safe Building 
have developed the 


DIEBOLD FILING SAFE 


Your Banker will tell you 
DIEBOLD 
signifies 


TRUE PROTECTION 


Diebold Safe & Lock Co. 


CANTON, OHIO 


Branches and Agencies in all large cities 
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3 The New Amfil > 
: Non =-Bloomi 3 
3 on=-Blooming Platen = 
SI is 
s a years ago we offered the dealers a z 
- platen material which we guaranteed not 2 
= =F 
z to harden. | 
é We are now ready to furnish not only a non-hardening S| 
° platen, but also the AMFIL Non-Blooming Platen, 2 
© which will go a long ways toward eliminating paper |} 
= PLATENS feed difficulties. It grips the paper. 2 
= While the AMFIL platen has the sulphur has also been the a 
= STAND a0) Re given good service, there has cause of glazing and con- Bs 
= an” been a glazing feature that sequent paper slipping on Ss 
= QUALITY we have wanted to eliminate. many makes of typewriters. a 
2 Sulphur is the ingredient in The newest AMFIL platen 35 
= all rubber compounds that positively does not bloom. a 
2 blooms and sparkles and will It has already been sold to S| 
a turn the blackest and cheap- dealers who have been quick 2) 
2 est compound into a new _ to recognize the new feature Bal 
2 white rubber... This bloom of as a valuable improvement. is 
= = 
A Little Bit The house of AMES stands for quality, improvement 2 


lanl Laat lant at 
@elelelelelelelelelele 


A. 








Added to 
Our Tale 
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and service. We are located in four large centers for 
convenience and prompt service to the trade. Let us 
serve you. 


Ames Supply Company 


607 So. Dearborn St., Chicago 82 Duane St., New York 
507 Mission St., San Francisco 1627 Champe St., Denver 


i 







OT OTOTe' 














Vay, 1910. OFFICE 


Books Received 


Resultful Letter Writing. 

The Mailbag Publishing Company has issued in the 
form of a 56-page brochure the series of articles by Robert 
Ruxton on “The Art of Resultful Letter Writing,” pub- 
lished not long ago in The Mailbag. The little book bears 
an introduction by Tim Thrift. 

Mr. Ruxton deals with his subject in a new way, but 
his method is wholly consistent with the trend of modern 
business philosophy, which is away from cynicism and 
toward service. His treatment of the subject is what one 
would expect from a man who understands the funda- 
mentals of success. He places substance above form 
dignifies sincerity and enthusiasm—and presents the form 
as secondary to that which is greater. 

In the opening chapter he emphasizes the value of good 
taste in the selection of the letter-head and the envelope. 
This is the picture which the letter writer presents of 
himself—often the only means he has of presenting a first 
impression, which is so often final ng decisive that no 
firm can afford to cheapen itself by a wrong selection of 
media. “Why should a welictatlicned exterior or a nice 
casket lessen the value of the jewel within it?” pvertinently 
asked the brilliant Earl of Essex, when his brother sug- 
gested that one of his ability did not need to give such 
scrupulous attention to his personal appearance. The 
finely engraved letter-head and envelope—the paper of 
quality—the neatness of the typewritten communication— 
these are the beginning—the sine qua non; but beyond 
these things lies the open sea where the ship is guided 
to safe harbors by the compass of sincere enthusiasm. 
The nice fashioning of mast and spar; the skillful trimming 
of the sails; the deft handling of the steersman’s wheel— 
ail aid prodigiously on the voyage, but without the com- 
pass the ship is shore-bound and helpless to pass beyond 
sight of the cliffs. 

The heart of the resultful letter is sincere belief in one’s 
message, plus imagination to give picture-power to the 
faith that shines within. Said Shakespeare: 

“Such tricks hath strong imagination, 
That, if it would but apprehend some joy, 
It comprehends some bringer of that joy.” 


The mechanism of the letter is of little use without the 
spirit; but with the spirit the proper method adds skill 
to strength. The author compares the structure of the 
well-written business letter to a wedge, the sharp end of 
which is the attention-getter; next comes interest, then 
desire, and finally action, when the wedge has been driven 
home. Knowledge of the common facts of human psy- 
chology is an aid to good letter-writing. How properly 
to stimulate curiosity is one of the properties in the letter- 
conjurer’s bag 

American Exporter Trade Directory. 

The sixth annual edition of its Export Trade Directory 
has been issued by The American Exporter. It is a cloth 
bound book of 640 pages, listing and classifying the vari- 
ous agencies which function in the export field. The con- 
tents include: Export Merchants in the United States; 
Manufacturers’ Export Agents, Managers of Export De- 
partments and Export Brokers; Leading Bankers Engaged 
in Foreign Exchange Business; Marine Insurance Com- 
panies in New York City; Foreign Freight Forwarders; 
Steamship Service to Foreign Ports; Export Merchants 
Classified by Markets Chiefly Cultivated; Export Mer- 
chants Classified According to Principal Goods Shipped. 


In the last classification are shown lists of export mer- 
chants who handle office appliances, and also those con- 
cerned in the shipment of paper and stationery. The 


Export Trade Directory is a very useful volume to any- 
one who is concerned in handling business in the foreign 
field. 


“Y and E” President Joins Authors’ Ranks. 


Philip H. Yawman, president of the Yawman & Erbe 
Manufacturing Company, was the author of an article 
in a recent issue of “The Nation’s Business.” His sub- 


ject was “The Memory System of Business.” 


Increased Brazil Banking Facilities. 


The National City Bank, New York, has been author- 
ized by the Brazilian government to establish a new 
agency at Porto Alegre, state of Rio Grande de Sul, and 


a sub-agency at Rio Grande, in the same state. 
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Why You Will Like 
These Second Sheets 


(1) They 
(2) The 


clear carbon copies. 
paper is light enough for mani- 


pre duce 


fol ne strong enough for handling. 
(3) They 
(4) The price is reasonable. 


lear Copy 
Second Sheets 


‘stand up in the files. 


‘‘Made to give satisfaction”’ 
These carbon copy sheets are a good quality, 
light weight, strong paper —the best for the 
purpose. Four serviceable colors — 

Canary, Pink, Goldenrod, White 
1000 sheet packages—84x11. 
A profitable item for dealers. 
Write for samples. 


Gerbrick Paper Company 


Neenah, Wisconsin 





The Bookkeeper........ 


pen on ear, counts ink one of the tools 
of his trade, and is particular to finickiness 
about the ink he uses. Have him try 


Keller’s Ink 


and satisfy his exact- 











ing demands. He will 
really enjoy its uni- 
formity, easy flow and 
cleanliness — it does 


not clog the pea, cor- 
rode or fade. 


Write for Trade Discounts 


The Robert Keller 
Ink Company 


Detroit 





Michigan 




















Manufacturers of Inks, Mucilages, Pastes and Sealing Wax 
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WITH US ONCE MORE! 


The CHICAGO 


Pencil Sharpener 


Orders are again 
being booked for 
this very popular 
pencil sharpener. 
Get yours in 

NOW! 

A Sure Winner! 

The APSCO Steel Document Band 


Nothing like it on the market. Let 
us tell you about this. For cata- 
logue and prices on the entire 
APSCO line of Pencil Sharpeners, 
Clips and Paper Fasteners, write 





Automatic Pencil Sharpener Co. 


1520 Garland Bldg. CHICAGO, ILL. 


















Where 
Else Can 
You Find 
Such 
Utility? 





No tethat the adjust- 
able shelves are lead- 
ed with miscellaneous 
articles. 

Here is a steel cabinet of unmatched storage facilities. 
And its price is no more than a four drawer filing case. 


Most cabinets and vertical filing cases accommodate let- 
ters, and little else. The adjustable shelving of the 
steel cabinet shown here, enables it to care for stationery, 
books, catalogs, transfer files and articles of miscellane- 
ous sizes. You can “build” its interior. to suit yourself. 
Sheif adjustment based on i-in. centers. Shelves can 
be divided into pigeon holes by vertical partitions spaced 
on 2-in. centers. 


TERRELL’S EQUIPMENT CO. 


Hilton Street 
GRAND RAPIDS, MICH. 














| 
| 
| 
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A brief record of men from the field who 
have given Life or Time—which is the stuff 
Life is made of—to the glorious cause which 


33 Old Glory has ever typified $3 




















A belated War Department report notes the passing 
away of Tony Moroieko, who was a member of the 
Fourth Regiment, N. J. N. G. When he enlisted he was 
employed in the pencil department of the Joseph Dixon 
Crucible Company, Jersey City, N. 

x * x 

Clarence J. Sussman, who has been in active service 
overseas, succumbed to pneumonia in a hospital in Dublin 
He was to have returned to the United States in a short 
time. Before the war he had been with the Eagle Pencil 
Company, New York, N. Y., in the sales department. 

Kk * 

John Joseph Crosby, who entered his country’s service 
from the pencil department of the Joseph Dixon Crucible 
Company, Jersey City, N. J., is belatedly reported as 
having lost his life in action. He was a member of Com- 
pany K, 309th Infantry, and made the grand sacrifice in 
the battle of the Argonne forest. 

RSS ee —— 

Harry Strauss has returned from military service. He 
will conduct a stationery store in New Brunswick, N. J 

of 1 x 


John H. Duncan, who served in the Army overseas, has 
returned to the Stark Binding Company, “Y & E” agents, 
Canton, Ohio. 

+ *« 

After ten months in the Naval aviation, Chester Harper 

has resumed work with the Irving-Pitt Manufacturing 


Company, Kansas City, Mo. 
ok ” OK 

Terrell Magness, who left the assembling department 

of the Irving-Pitt Manufacturing Company to enter the 


Army, has returned to his work. 
* 


1 


Elmer E. Poole, who attained the rank of ensign it 
eighteen months of service in the Navy, has rejoined the 
Sterling Press, Philadelphia, Penna. 

* * x 

Ensign Smith, formerly of the Chicago office of the 
Shaw-Walker Company, has been released from service 
and is back on his old sales position. 

x oe 

Kirby West, who recently relinquished his ensign’s 
commission in the Navy, has returned to his work with 
M. G. West Company, San Francisco, Calif. 

* * * 


Sergeant Walter Tait, who was stationed at Waco, Tex., 
with the quartermaster’s division, has returned to the 
Philadelphia office of the Globe-Wernicke Company. 

* * * 

Bernard J. McAfee, who was with the A. E. F. in 
France, has been released from service, and has resumed 
his business in the manufacture of mourning stationery in 
New York. 

* * * 

Lieutenant Lamont C. Begole, who was wounded in the 
Cambrai drive, has returned to the Richmond & Backus 
Company, Detroit, Mich., resuming his old position as 
sales manager. 

+ ad * 

Private Walter J. Friel has written to friends in New 

York that he will soon be released from an evacuation 
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a Imperial 
ae Desks 


Executive 











Clerk 
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Stenographer alike find in Imperial Desks 
the way to an efficient, restful day. The 
line is complete, and harmony of office 
equipment is easily secured. 


Send for Catalog No. 17 


Imperial Desk Company 
Export Office: 25 Whitehall St., New York City 
Main Office and Factory: 

Florida and Devon Sts., Evansville, Ind. 
































_ The Famous “Fourteen Points” as Applied 
to Camco Steel Transfer Cases 


These Cases Protect Your Transfer Papers Against Fire, Water, Vermin and Dust 


Point 8—Camco transfers offer great flexibility 
of arrangement. They may be built-up in 
any way desired and stacked as high as the 
ceiling. 


Point 1—Each case is an independent unit and 
requires no top or base and these units will 
stack with any number of units of same size. 


Point 2—The drawers have low-cut sides same 
as regular letter files 


y Point 3—Drawers have grooved bottoms to 
f accommodate guides. 


Point 9—These cases will not sag under 
heavy load 





Point 10—Stops on all drawers prevents them 
from being pulled out of case. 






Point 4—Compressors and rods may be ap- 

plied to all drawers at a small additicnal 

cost Point 11—Cameo transfers have a little more capac- 

ity than our regular standard files. 

Point 5—Drawers ride on an improved anti- 

friction slide and open and close easily even 
when fully loaded. 


Point 12—Camco transfer cases will pot burn, warp or becom e 
damaged by vermin 
Point 13—These ca3e3 protect your papers against fire, water and dust+ 


Vy Point 6—Camco transfers are strongly constructed of good material r | : 
Wy and electrically welded. and there is nothing about them to wear out or become unsightly. 
4 

yN Point 7—Camco transfers may be quickly stacked or unstacked having Point 14—Camceo transfer cases are equipped with regular label holder ; 
a 4 an automatic interlocking feature requiring no adjustment after handle welded on the front and bail handle on the back of each 
units are stacked. They cannot tip over when heavily loaded or drawer. They are made in all standard sizes and also for various 
oversize sheets. They are priced right and shipment can be made 

promptly 


THE CANTON ART METAL COMPANY 


| FILING DEVICES, SAFES, DESKS, TABLES, LOCKERS, SHELVING, IN STEEL 
CA Plant No. 2 New York Office: 200 Fifth Avenue CANTON, OHIO 


roughly handled. 
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oh Weighs 113 pounds 











Universal Keyboard 

90 Characters i( 

Ruling Device O99 OF OGG @ eo ¢ 
Easy Touch 7 ee6ee@6e0e0 * 
Durable—Strong 2e302e @0@66 64464 ¢¢ 7 
Tabulator 





Back Spacer 
NO Paper Fing rs 
Ball Bearing Shift-Carriage Action 





Excells All Others in Efficiency, Simplicity and Price 


Especially adapted for International Keyboard and other foreign 
languages. Foreign characters do not interfere with 
Standard Keyboard. 


MOLLE TYPEWRITER COMPANY 
OSHKOSH, WISCONSIN, U.S. A. 





Aurora Steel Cabinets 


Embody the latest advances in Steel Con- 
struction, and are made in a factory special- 
izing on just three items— 


AURORA 
Upright Files--Card Cabinets 
Transfer Cases 









The illustration is from an actual photograph 
of an Aurora Upright, showing the details of 
construction. 





Note the Zee-bar upright braces around 
which the sides are formed, and the 
heavy channel crossbars across the top 
and between the drawers. They are 
part of the reasons why Aurora Up- 
rights are so strong and rigid. 


The Progressive Roller Drawer Suspen- 
sion is absolutely progressive. The 
drawers operate easily and silently. 


The Positive Automatic Drawer Catch 
prevents the drawers from rebounding. 
No matter how forcibly closed or- un- 
even the floor, the drawers will stay 
closed. This feature in itself makes 
Aurora Uprights preferred by careful 


sage AURORA METAL CABINET WORKS 


And the prices are no higher than for 
ordinary uprights. Send for descrip- AURORA, ILLINOIS 


tions and our liberal dealers’ proposition. New York Salesrooms: 368 Broadway 
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hospital in France, and will forthwith make tracks for the 
uo. & 2 
* * * 

Leon B. Nelson, who was recently discharged from the 
military service, has returned to the Irving-Pitt Manufac- 
turing Company, Kansas City, Mo. He is in the drafting 
department. 


* * * 

Richard A. Osmun has been relieved of his duties as 
Y. M. C. A. secretary in France, and has returned to 
New York. He was the Eastern representative of Whiting 


& Cook before entering war work. 
“ * * 

A. O. Carlson, who served in the Naval Reserve during 
the war, has received his honorable discharge. He will 
return to his old position with Charles R. Barry, factory 
representative, San Francisco, Calif. 

x * * 

George Fera and Otis Prior have been released from 
Army service and are back with the New York office of 
the Carter’s Ink Company. Both saw active service. They 
are calling on the New York trade. 

x ok x 


John Snyder, who was with the Philadelphia office of 
the Globe-Wernicke Company before his entry into the 
country’s service, was on active duty in every battle in 
which the 315th Medical Corps served. 

x * x 

Lieutenant Harry Klinger, who was formerly with the 
Murphy Chair Company, has returned from overseas ser- 
vice. He has joined the Domestic Engineering Company, 
Dayton, Ohio, where he is in charge of sales promotion. 

« os 

E. G. Cunningham, of the University of Illinois Supply 
Store, Champaign, IIl., has been released from the Navy. 
With his wife he is taking an educational course at Roch- 
ester, N. Y., given by the Yawman & Erbe Manufacturing 
Company. 


* * ® 
The Steel Equipment Corporation, Avenel, N. J., has 
welcomed home four of its service men recently: John 


Langton, shipping department; Walter Raleigh, account- 
ing department; M. H. Ward, sales department; A. Peter- 
son, engineering department. 

* * * 


Lieutenant L. F. Edgar, late of the 38th Artillery, has 
been mustered out, and is back at his old desk with the 
Edgar Printing & Stationery Company, 68 West 39th 
street, New York, N. Y. He is a son of Charles Edgar, 
of the Edgar company 

* *k 

Frank P. Dodd, formerly a salesman with the Wheel- 
ing, W. Va., office of the Burroughs Adding Machine Com- 
pany, has written from France to friends in this country, 
indicating that he expects to return home, and to his old 
position, in the near future. 

x * x 
White, who was stationed at the Cramp ship- 
yards, Philadelphia, as a chief yeoman of the Navy, has 
returned to civilian duties. He has returned to his old 
position with the H. F. White Company, stationers, 127 
South 11th street, Philadelphia. 


om. BF, 


* * * 
H. E. Blankenship, who was associated with the avia- 
tion service, has been released and is now in the sales 


department of the Burroughs Adding Machine Company, 
Detroit. Before his entry into the Army he was with the 
Knoxville Lithographic Company. 

x * * 

Arthur Hoggland has written friends with the Irving 
Pitt Manufacturing Company that he is now at Muhlen- 
bach, Germany, with the army of occupation. He has 
hopes of being released from service in the near future, 
when he will return to Kansas City, Mo 

+ * * 

C. S. Jacobson, who was aid-de-camp to the command- 
ing general at Newport News during his term of Army 
service, has returned to civil life. He has resumed his 
old position of secretary and sales manager of the Walbut 
Manufacturing Company, 230 Fifth avenue, New York, 
N. Y 

* * * 

James S. West, who recently served as instructor on 
most of the aviation fields in the country, has returned to 
civil life. He took a course of preparation at the factory 


APPLIANCES 





| 


} 





“SS 














a at .— iS —, 
- ties a j oe 
“PAPEROID” 


is a trade name for filing 
containers made of a special, 
tough fiber. “Paperoid” is a 
trade builder. 






Consumers know it for the long wear 
it gives. Stationers know it for the re- 
peat sales that follow its introduction. 
Write for “Paperoid” Price 
List No. 37, and see the va- 
riety of filing containers we 
make for you to sell. 


Alvah Bushnell Company 


Durable Filing Containers 
925 Filbert Street, Philadelphia, Penna. 
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Roll Top Desk 
Flat Top Desks 
Standing Desks 


Typewriter Cabinets 
Office Tables 





TUACUSELUROUEUA EDAD NAAN 


UL 


tit 








Variety of Designs 
Quality 


Service 


0. C. S. Olsen Co., 2521 Moffat St., Chicago 
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“Sure-it’s a Bird!” 


(Every Standard Pencil is 
a Bird, in name and also 
in quality.) 








The Flicker is an untipped 
hexagon shape pencil, yel- 
low finish, containing an 
unusually good grade of 
smooth writing lead. 
Banded in dozens, 1 gross 
to box. No. 1, 2 or 3 lead. 


STANDARD PENCIL CO. 


Manufacturers 
1822-1828 Locust Street 
Saint Louis, U.S. A. 
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‘aoa Qld Town 
x Ribbons and Carbons 
EMBODY SUPREME QUALITY 


No sheet of carbon paper, not a 
typewriter ribbon can leave our 
plant until it has passed the most 
rigid inspection. We insist that our 
merchandise must have a Standard 
of Quality that brings repeat orders. 


CT Ts 
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To dealers in the United 
States and other countries 
who want a supreme line 
of Quality in Ribbons and 
Carbons, we are prepared 
to give full particulars. 
Write us at once. 


Old Town Ribbon & Carbon Co., Inc. 


Manufacturers of Old Town and Crowfoot Brands 
Ribbons and Carbons 


245-247-249 Centre St. New York City, U.S. A. 
Witt TLL 
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of the Monroe Calculating Machine Company prior to 
joining the Omaha office of the Monroe selling 
organization. 

*_ * * 

Drew Dress, who resigned his position with the Com- 
puting-Tabulating-Recording Company, New York, to 
enter the service, has returned from overseas service, and 
is now back at work. He is assistant in the advertising 
department. 

* * * 

Samuel Rosen, for several years manager of the type- 
writer department of the Royal Ribbon & Carbon Com- 
pany, New York, N. Y., was mustered out of the Army 
March 15. He has returned to his old employment. He 
spent eieven months in France on active duty and re- 
turned with the Croix de Guerre. 

x * 

The L. E. Waterman Company, New York, N. Y., has 
welcomed two of its workers back to the organization, 
upon their return from Army service. Corporal Clyde 
H. Waterman, son of F. S. Waterman, and First Sergeant 
Elisha H. Waterman, son of F. D. Waterman, recently re- 
sumed their duties. Resolutions of welcome were pre- 
sented by the employees, suitably bound in leather. 

* x ‘ 

The April issue of Graphite, published by the Joseph 
Dixon Crucible Company, Jersey City, N. J., records the 
return of five additional members to the fold, after having 
served their country: 

R. B. Vincent, Gas Defense Division, U. S. A. 

Frank Cywiniski, 5th Battalion, Aberdeen Proving 
Grounds. 

Tony Grey, 153d Depot Brigade, U. S. A. 

Michael Fallon, 347th Regiment, 78th Division, U. S. A 

Antonio Lesman, Ist Gas Regiment, ep ae, es 


Stationer’s s Navy Experiences. 


Heeding the call of his country, Chas. L. Helwig gave 
up his stationery business in Portland, Ore., in September, 
1918, and entered the merchant marine service. 

He ieft Portland for the training station at West Seat- 
tle, October 1, and after eight days of hard training was 
ordered aboard the U. S. S. Roosevelt, sailing from Seattle 
on October 15, bound for the North. It took three long 
months to make a trip which with good weather should 
have been made in eight weeks. From the very day the 
boat left Seattle bad storms and gales were encountered 
which made it almost impossible to navigate. Forty-five 
days were spent aboard the ship before the crew set foot 
on land. The VU. S. S. Roosevelt was formerly com- 
manded by Commodore Perry when he made his dash to 
the North Pole. Mr. Helwig says he sure was glad to 
get back to dear old Portland and hopes he will never 
see the ocean again. 

On his return from the Navy, Mr. Helwig organized the 
Helwig & Conrad Company, doing a general stationery 
business, and specializing on typewriter ribbons and car- 
bon papers. 

The company is temporarily located in the Buchanan 
3uilding and expects very soon to move into new quarters 


Enemy Trading Lists Withdrawn. 

Effective April 29 all War Trading Lists issued by the 
War Trade Board were withdrawn by that body. All 
disabilities heretofore attached to trade and communica- 
tion with persons included in such lists ceased to operate, 
and all persons in the United States are authorized, sub 
ject to the other rules and regulations of the War Trade 
Board and except as hereinafter provided, to trade and 
communicate with all persons outside of the United States 
with whom trade and communication is prohibited by the 
Trading with the Enemy Act. 

The foregoing action does not modify or affect in any 
respect the present restrictions against trade and com- 
munication between the United States and Germany or 
Hungary, nor does this action authorize trade with respect 
to any property which heretofore, pursuant to the pro- 
visions of the Trading with the Enemy Act as amended, 
has been reported to the Alien Property Custodian or 
should have been so reported to him, or any property 
which heretofore, pursuant to the provisions of said Act, 
the Alien Property Custodian has seized or has required 
to be conveyed, transferred, assigned, delivered or paid 
over to him. 

The .associated governments, in taking the foregoing 
action, have reserved the right to reissue the Enemy 
Trading List and to revive the disabilities hereinabove 
mentioned, should such action become necessary. 
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WELDON ROBERTS 


- RUBBER _ ERASERS - 


- antag | To Get The Facts 


If you are not already familiar 
with the superb quality of WELDON 
ROBERTS erasers, write us for a free 
set of samples. Turn these over to 
customer-users of other makes. Be 
guided by their reports. WELDON 
ROBERTS erasers will be your pref- 
A BOON TO erence thereafter. World’s quality 
TYPISTS standard. 88 styles. 














Extremely 
Popular 
With 
Office 
Furniture 
Dealers 


Made as fine as 
the best kiln- 
dried hardwoods 
and skilled work- 
manship canmake 
them. 





Write for 
Catalog New Dornette Typewriter Desks 


THE J. DORNETTE & BRO. CO., Cincinnati, Ohio 




















176 OFFICE APPLIANCES May, 191 











THE CLIMAX LINE DATER and pl Ss ee A SERIES of CLIMAXES 
NAME PLATE DATER can also be fur- The Greatest TIME SAVERS on the MARKET 


oo : The » £ ¢ P : These Machines are ALL METAL (with the ex- 
nished with Wheels for all languages. zaeee ere ace Sie, eee ee we 
THE TRAUT & HINE M’F’G CO. also type and figures, giving neat, clear-cut impres- 
make thumb tacks, pencil clips and the 


sions. They are self-inking, dust and rust 
proof, absolutely accurate, compact, neat and 
well-known “Kon Kave Kut” Pencil 


of exceptional appearance. The Climax ma- 
chines do identically the same work and in 
just as satisfactory a manner as the highest 
priced Our guarantee is given with every 


Sharpener. machine. Prompt deliveries 


CLIM#K LINE DATER 
an | NUMBERING MACHINE Patented. other Patents Pending 


. other Patents Pending 








Six Wheels Our proposition for 
1 to 999,999 dealers and agents in 
Three all countries of the 
Movements: world is an attractive 


Consecutive, ANSWERED — onc. Write for cor 


Repeat, 
Duplicate. JUL 15°20 illustrated catalog. 


=— Facsimile of Lmprint 


“CunaxS 


THE TRAUT & HINE M’F’G. CO. 


1 UNION SQUARE, NEW YORK CITY, U.S. A. , 
12 34 56 FACTORY, NEW BRITAN, CONN., U.S. A. JUL 45°20 


Export Department for Europe and the British Empire, 9 and 10 Cheapside, London, E. C. 





Facsimile of Imprint 
Facsimile of Imprint 
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Typewriter Men 


can add substantially to their 
profits by selling 


AZORA AIR CUSHIONS 


TYPEWRITER SUP- 
PLY AND REPAIR 
MEN, in their calls 
upon the trade or 
waiting upon custom- 
ers have many oppor- 
tunities of showing 
these cushions to 
men who are real PAT. DECEMBER 21, 1915 
prospects. 

You can attach Azoras in a few seconds, while 
asking the customer whether he has ever used 
them. The beneficial effect is so immediately evi- 
dent that the rest is simple. 

Azora Air Cushions are built on the same success- 
ful principle as the automobile tire, a combination 
of air chamber and rubber—of the greatest 
resiliency. 

Azora Air Cushions would work in with your busi- 
ness excellently. We'll be glad to tell you more 
about their sales possibilities—their nerve-saving, 
typewriter-saving, sanitary features. 


Let Us Hear from You 
Metal Office Furniture Co. 
AZORA RUBBER COMPANY 
1945 South 54th Ave. CICERO, ILL. a a 









The most 
profitable 
waste basket 
YOU can handle 
A fireproof basket, attractive in 
design and finish, that has been ap- 


proved and used in the best 
equipped offices everywhere. 











If you will sell waste baskets the 
Victor will substantially increase 
your profits. We are ready to 
prove it. 









Remember—only the Victor 
waste basket has the 
rubber corners. 
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Jerome A. Smith. 
A. Smith, a veteran of the Civil War, died at 
in Evanston, Ill., April 26, at the age of eighty- 
six. He had been associated with the Childs stationery 
store for over fifty years, and was vice-president at the 
time of his death. Mr. Smith was born at Burlington, Vt., 


Jerome 
his home 


and moved West at the age of ten, living with an uncle 
at Michigan City, Ind. He worked in his uncle’s general 
store for some years, and also sailed on the Great Lakes 


in schooners which his uncle owned. In 1859 Jerome A. 
Smith came to Chicago and went to work at the Child’s 
store. Upon the opening of the Civil War he enlisted and 
served four years, spending most of the war period in 
the quartermaster’s department at Nashville, Tenn. A 
year after the close of the war Mr. Smith re-entered the 
Child’s employ, and later purchased an interest. When 
the business was incorporated Mr. Smith became presi- 
dent and was continued actively in the conduct of the 
establishment. About five years ago he gave up active 
work at the store, although he continued to carry some of 
the work. At the time of his retirement Mr. Smith relin 


quished the presidency, which was conferred on A. H. 
Childs. Mr. Smith became vice-president. 

Jerome A. Smith was a life member of Lincoln Park 
Lodge No. 611, A. F. & A. M., and an elder of the First 
Presbyterian Church of Evanston. He was one of the 
first aldermen at the time that Evanston became an in 
corporated city. 

Surviving Mr. Smith are the widow and two children— 
Mrs. Herbert Pope, and F. W. Smith, of the Chicago 


Loose Leaf Manufacturing Company. 
Sigurd Mathiesen. 
Sigurd Mathiesen, for nine years with the office equip- 


ment house of Th. Bjerke Griiner of Christiania, Norway, 
died last March of influenza. Mr. Mathiesen was thirty- 














SIGURD MATHIESEN 


THE LATE 
old, and was well known in the Skandinavian 
countries. He was a man of fine and upright character. 
His widow and one child survive him. 

In 1904 Mr. Mathiesen was world’s 


six years 


champion skater. 


His brother, Oskar Mathiesen, is present world’s skating 
champion 
Robert Gurney. 
In the death of Robert Gurney, who passed away at 
St. Louis recently, there closed the career of one of the 


pioneers of the ribbon and carbon business in that city. 
He was born at London in 1835, and came to this coun- 
try with his brother a small boy. His youth was spent 


as 
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Morden Swivel Rings 


Are Made ea Scientific Principles 


The Rings Are 
Perfect 


The only book rings 
made with a swivel - joint. 
This construction is scien- 
tific as the rings do sot 
open in the direction of 
the pull exerted by the 
contents, or by the o 
ing of the book. e 
they open easily, they 
never exasperatin: open 
unexpectedly. They have 
no enlarged, clumsy joints 
to mar furniture, nor 


sharp projections to mu- 
tilate sheets. 


Morden Swivei Rings Bring Re-Orders 


Used for student note books, stenographers’ note books, 
eyeletted covers, metre reader books, band books, 
catalogs, swatch books, every conceivable variety of loose 
leaf books; and all loose sheets, charts, drawings, blue 
prints, maps, fashion plates, clippings, pictures, 
cards, fabrics, in fact, amy matter needing to be classified or held 
in loose leaf form. 


Loose leaf sheets need not be held in expensive binders. 
Heavy manilla, or other material, cut to proper size te 
form outside protection covers, with Morden Swivel Rings 
inserted through such covers and sheets, make a fiat- 
opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book, 


% in. to 2 in. Price $65 up per 
Samples free. Cuts 


Supplied in ten sizes: 
box. Liberal discount to the trade. 
for catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 


WATERBURY, CONNECTICUT 















Manufacturers, merchants, 
fessional men, you can pees 

20 to 1000 copies of any hand 
written, M hpaw pone or ruled 
form, quickly SPE witha 


ROTOSP DUPLI ED 


_ Prints on any size, > wean 


XN or kind of 
x5 inch ru — 1X 
to a 84 x 16 in. sheet. 


Sent on free trial with 


Sei 






Bulletins 
Price Lists 
Illustrated 
Notices 












One Model : = 
Low Factory Price ™:2ss* 


642 W. 5th 8t., Dayton, Ohio 
To Dealers 


Advertisements like this and much larger appear in 
the national magazines right along—they bring thou- 
sands of inquiries to us from all over the country. 


You can fill the orders 


in your territory, with profit, and have continuous 
profitable business on supplies—Easy to handle—Noth- 
ing complicated—Write for terms and exclusive terri- 
tory proposition. Do it now. 


The Rotospeed Co. 


642 W. 5th Street DAYTON, OHIO 


Foreign Correspondence Invited 
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Rebuilt Typewriters 
All Standard Makes 


at as low prices as consistent with 


Honest Work and Good Quality 


All machines guaranteed against defect. 
Courteous and Prompt attention 
to inquiries. 

Price list on application 





THE HARRY A. SMITH 
TYPEWRITER CO. 
Wholesale—Export 
218 N. Wells St. CHICAGO, ILL. 
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Soluble Ink 


in tablet or powder form was orig- 
inated by us. The convenience of 
our product has led to its use and 
recommendation by the United 
States Government, as well as by 
large industrial concerns. 





Black Tablet or 
pg oe PREST-()-INK pee er 
For Inkwell or Fountain Pen 
Prest-O-Ink makes a permanent, = 


non-corrosive record ink. 


Write for prices and descriptive 
matter. Sent free on request. 


Preston Chemical Company, Inc. 


182 Fourth Ave., Brooklyn, N. Y. 
The Originators of Ink Tablets 


AAUULUENUNETONNOLENG INE 


ML 








in Buffalo, N. Y. Upon his entry into business life he 
moved to Chicago to enter the employ of the Price Bak- 
ing Powder Company. About 1856 Mr. Gurney was trans- 
ferred to St. Louis as city salesman for the Price concern 

It was about 1880 that Robert Gurney entered the rib 
bon and carbon business as agent for the Non-Smut Car- 
bon Company. This connection continued until the time 
of his death, when he was still an energetic man. Late 
one afternoon Mr. Gurney laid down for a brief rest. A 
little later he died. 

Mr. Gurney left a widow and two children of a first 
marriage, and a son and step-daughter by his second 
wife. 


John J. Charter. 


On Sunday, March 30, John J. Charter, manager of the 
St. Louis, Mo., office of the L. C. Smith & Bros. Type- 
writer Company, passed away as a result of attacks of 
influenza and spinal meningitis. Mr. Charter was an able 
and conscientious man and was esteemed by a wide circle 
of friends. 

He was born and raised in Little Rock, Ark., where 
after finishing his schooling, he worked for the Smith- 
Premier Typewriter Company and later for the same com- 
pany in St. Louis. He continued this business connec- 
tion when he went to Atlanta in 1905. There he was 
married to Miss Minnie Flory of St. Louis, to which city 
he and Mrs. Charter returned in 1907. Here he worked 
for a time in the repair shop of the L. C. Smith & Bros. 
Typewriter Company, but soon afterward was promoted 
to the post of manager, which position he held until his 
death 

Mr. Charter is survived by his wife and his sister, Mrs 
George W. Dodge. He was a member of Itaska Lodge 
No. 420, A. F. & A. M., and Alhambra Grotto No. 47. 


Adolph Castle lost his life in North Tonawanda, N. Y., 
being struck by a railroad locomotive. He had been 
a salesman for three years with the Whiting Paper Com- 
pany. Mr. Castle’s home was at Buffalo. His widow and 
two children survive. 





Charles F. Basset. 
Charles F. Basset died at Buffalo at the age of 83. He 
was known as a manufacturer of gold pens. 
Ernst Lewis Beck. 
Ernst Lewis Beck died in New York March 27. He 
was president of the Beck Duplicator Company. 
W. M. Hall. 
_ William M. Hall passed away at his home, Hartford, 
Conn., April 11. He had been one of the Eastern repre- 
sentatives of Brown, Lent & Company, Inc., New York. 
His widow survives. 


Joseph S. Christy. 

Joseph Stephen Christy passed away at his home, Phil- 
adelphia, Penna.; March 26, at the age of 63. Two chil- 
dren survive him. He was a son of William B. Christy, 
wholesale stationer, and was associated with his father in 
business. 


Charles Bishoff. 

Charles Bishoff, a well-known business man of St. Jo 
seph, Mo., passed away in March after an illness of thirty 
days. He had operated a rubber stamp and stencil shop 
for over half a century. He is survived by the widow 
and two sons, one of whom is on his way home fron 
service in France. 


Albert M. Eyer. 

Despondency over an incurable illness led Albert M 
Eyer, Dayton, Ohio, to seek oblivion in the waters of the 
Miami River, Dayton, Ohio. He was 66 years old, and is 
survived by the widow, a daughter and a son. He was 
tor many years the senior member of Sullivan & Eyer, 
stationers and booksellers. The business was wiped out 
by the flood of 1913, since which time Mr. Eyer had been 
connected with Everybody’s Book Store, Dayton 
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PAINNESAGO PRODUCTS 

put the win into a success- 
ful office furniture business. 
They put money in the bank 
and add to your stock of cus- 
tomers’ good will. 


Winnebago Desks and Tables 


We make 
them of carefully selected material 
look 


Winnebago price list and catalog guide 


are of reliable construction. 


they businesslike. Let the 


you in selecting models for your 


display floor. 
Winnebago 
Furniture Manufacturing Co. 
Fond du Lac, Wis., U.S. A. 























A Handful 








Prompt deliveries 

freight allow- 
ance shipments of 
$100.00 or more, 
west of the Miss- 
tssippi on Indexall 
line only. 


45 John Street 








of Real Service 


OUR customers seek effi- 
ciency, in their office and 
in their purchasing. When 
they buy they must feel assured 
that they are getting no more 
covered back numbers of the 
early ages but the last word in 
clean cut time saving office 
accessories. 
There are no dust gathering 
numbers n 


INDEXALL 
Filing Cabinet Supplies 


INDEXALL WILL NOT BUCKLE OR BULGE 


The Hoge Manufacturing Company 


New York City 
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—takes many months to make 


—takes no time to sell 





17 true degrees 


JOSEPH DIXON CRUCIBLE CO. 


Established 1827 
Jersey City, N. J. 








WE, deliver high 

values and as- 
sured utility with 
every Bentley-Gerwig 
Desk. 


Our quality is 
dependable and 
uniform. 








Bentley-Gerwig Desks Win on Price and Quality 


EALERS find 
D Bentley-Gerwig 
Desks good sellers 
and quick “re 
peaters.”’ Write for 
particulars about 
the entire line. 





BENTLEY & GERWIG FURNITURE CO., Parkersburg, W. Va. 
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eeecessease = 
Sor the of the MEILICKE 
sececesees . Says Errors 
7 Maniwiactirer., = lem once iply Th 
i@ m O ceé 
Selved Cor. Multiply Themselves 
¥ rect ly, is : 
ren oe When repeat work is fig- 
Repetition of ured anew each time. 
the Process é ‘ ° 
used in Ar Standardized figures avoid 
iving at an 
Answer ait the chances of error, and 
Wastec =i- e . 
Athens, Greece. fort ‘cave time. Pay day is rob- 
Consul General Alexander W. Weddell, of Athens, has bed of its tiresome and ex- 





sent to the Bureau of Foreign and Domestic Commerce 
a list of Greek firms desiring to form connections with 
\merican concerns. The list can be obtained by request- 
ing File No. 112,813. 

Birmingham, Ala. 

The Office Specialty Company wishes to receive from 
manutacturers catalogues and price lists of office appli- 
ances and supplies. 

Caldas de Malavella, Gerona, Spain. 

R. Pequeno, typewriters and supplies division, Villa 
Rosario, Daldas de Malavella, province of Gerona, Spain, 
wishes to represent American manufacturers of office 
equipment and office supplies. He has sold an American 


acting detail by the 


Meilicke. 
Pay Roll Calculator 


It answers the require- 
ments of every business— 
answers all pay roll prob- 
lems. The index tabs are 
constantly in sight. Long 








































make of typewriters for ten years. He desires to get in ‘ 
touch with manufacturers of standard and portable type- wear is assured by mount- 
writers. : EMAKE ing the cards on linen and 
Cape Town, South Africa. Dictaforms, nae 
a Ma a eh or Pay Roll De- hinging them. 
[The Office Appliance & Stationery Stores, 132 St. vices— includ- 
< —- 2 2 > aes | ssirec avencies ’ 2ri- ing a New 44- — P P ° 
George street, P. O. Box 1337, desires agencies of \ meri <9 Pigg a Write for detailed information. 
can manufactures. Wish to handle typewriter paper, car- Calculator, 
bons, ribbons, rebuilt typewriters—such as Underwood, | Price Check- “43: ke. 
L. C. Smith No. 8 and Corona—as well as good office ora. Phone Meilic 
specialties. Goods Calcu- res " l re 
P ? lators, and 
: : Harrisburg, Penna. att ene” ane alculator Company 
Bids will be opened May 31 by the Board of Commis- Time ase Dept. O5 350 N. Clark St. 
sioners of Public Grounds and Juildings for paper, en- Office ADplie Chicago, Ill. : 
velopes, twine, typewriters, adding, addressing and dupli- ances 
cating machines, filing and card cabinets, desks, tables and : 
miscellaneous supplies for the use of the departments of | , 


the State Government. 
London England. 

Arnold W. Hutton, general agent, 11 Riseldine road, 
Honor Oak Park, S. E. 23, desires agencies for American 
products. Anything relating to office appliances and spe- 
cialties will be given consideration. Mr. Hutton is con- 
nected with an old-established company, which is well- 
organized and has branch offices throughout the United 
Kingdom. 





London, England. 

J. E. McLachlan, formerly for over eleven years adver- 
tising manager of the Oliver Typewriter Co., Ltd., of 
London, has become a director of the exporting and im- 
porting firm of John Lofthouse & Co., 252, 253 and 254 


3c k . ed eTS 329 ig 4 y 2 ee. an rn a ” . . 
a ( — er a .. —— re, weary eae | The name of “CROWN”, as applied to T ter 
pie ae Paige ia Po peaches " F ge Peed o> cancel Ribbons and Carbon Papers, stands for the best and 
een: turers of : ice g <a desiring to establis highest grade o. goods made. 
1e1rF > “ oT Ss t re . ~ + 4 
caetr ERSS OS Ce ee os The material used in their manufacture is the finest 
Madras, India. obtainable; the colors strong and brilliant; both ribbons 

R. K. Samy is a newly established wholesale and retail and carbon paper are non-drying and non-fading, and 
dealer in stationery and typewriters at 268 Linghi Chetty capable of sharp, cl lean work from beginning to end. 
street, Madras. He wishes to correspond with firms desir- ROWN” ribbons and carbon papers are made in a completely 
. . . as . - equipped and up-to-date factory, by men whose experience cover- 
ing a representative. in India. ing many years ensures a product of perfect and uniform quality, 

Mexico, D. F., Mexico. Neat and attractive boxes and packing assist in the ready sale of 

; ‘ , ; , Crown goods by the dealer. 

[he Compania Papelera Internacional, S. A., an old nn MPLETE as - Typewmttr Seees and Cohn Se 
sata Ba Sad RPC ERP apres: er: am . ian oe ‘ah ne that is COM and of trreproachable quality are invi to 
estann hed “or and see tg mouse oF en ages. x nee write for samples, prices and terms. Correspondence and catalogues 
to receive offers of novelties as well as staple stationery in English. Soanish. French and Portuguese. 
goods with a view to extending their line. Their address a 
is Avenida Isabel la Catolica No. 14. CROWN RIBBON & CARBON MFG. co. 


782-790 ST. PAUL STREET ROCHESTER, N. Y., U.S. A, 
Portland, Ore. 

The Helwig & Conrad Company, Buchanan Building, 
has recently been established to conduct a general station- 
ery business. Typewriter supplies are a specialty. The 
company wishes to receive catalogues and prices from 
manufacturers of office supplies and specialties, as well as 
of all lines pertaining to the stationery trade. 

Shanghai, China. 

John E. Wood. general import merchant and commis- 
sion agent, 445 Hardoon Road, Shanghai, desires to re- 
ceive samples and export prices, discounts for jobbers, 
etc., from American manufacturers of first class self-filling 
fountain pens, pencils, circular typewriter erasers, ink and 
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ZELLERS-STEVENS 


INCORPORATED 
52 Broadway, New York, U. S.A. 
Cable Address: Zellsteven, New York 
Depository: Atlantic National Bank 


Foreign Trade Representatives for Manufac- 
turers of Office Equipment and Supplies 


EXPORTERS OF 


Adding Machines Inks, Writing and 
Addressing Machines Printing Ink Tablets 
Carbon Papers Metal Office Furniture 


Card Index Systems . 

Desks and Chairs — Pye eae 

Duplicating Machines 

Duplicator Supplies 

Filing Cabinets 

Filing Envelopes and 
Supplies 


Time Recorders 

Typewriters (new and 
rebuilt) 

Typewriter Ribbons 

Writing and Printing Papers 


Quotations cheerfully furnished on 
any goods obtainable 


Also act as Purchasing Agents for 
Dealers Abroad. 


CORRESPONDENCE INVITED. 








The Artistic Taste finds complete satis- 
faction in the beautiful, attractive 
pieces of office furniture which make up 


STOW-DAVIS 
Matched Suites 





Each suite has a full complement of pieces: 
desks, tables, chairs, costumer, basket, stand 
etc. The furniture is attractively orna- 
mented and finished, The Stow-Davis method 
of following a style throughout a complete 
furniture equipment produces in an office 
that very desirable first impression of har- 
mony and strength An exclusive feature 
is in the directors’ room furniture, where 
directors’ tables and chairs are really dis- 
tinctive in style and carving, yet matching 
perfectly. 


Our catalog will give vou a good idea of 
the line. We'll send it by return mail if 
you are interested 


Stow & Davis Furniture Company 
80 Front Avenue Grand Rapids, Michigan 


Salesroom: 4th floor, Blodgett Building 
Open the year around 
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pencil erasers, typewriter ribbons, dating stamps, wire 
waste paper baskets, wire letter trays, ““Adamantine” pins 
for fastening papers, “Gem” and “Bull Dog” paper clips, 
paper fasteners, penci! sharpeners, chalk crayons and 
steel pens. 


Opportunities for Foreign Trade. 

The business tips which follow are collected from all 
points where the United States has commercial attaches 
and consular offices. If the reader wishes to follow any 
of the prospects, he can obtain the name and address by 
requesting the information from the Department of Com- 
merce, Washington, D. C., mentioning the number which 
identifies each paragraph: 

29052.—A man in Italy desires to secure an agency for 
the sale of electric lamps, electrical machinery, and type- 
writers. Reference. 

29207.—A firm in France desires to secure an agency for 
the sale of electric registers. Correspondence should be 
in French. Reference. 

28872.—A company in India wishes to purchase ma- 
chines for the manufacture of carbon paper and typewriter 
ribbon. Correspondence may be in English. Reference 

29192.—A company in India desires to purchase button- 
making machinery and a machine for opening envelopes. 
Prices and catalogues are requested. References. 

28953.—A commercial agent in France desires to secure 
an agency for the sale of office supplies and stationery. 
Correspendence should be in French. Reference. 

28935.—A man in France wishes to secure an agency for 
the sale of perfumery, office supplies, and stationery. Cor- 
respondence should be in French. Reference. 

28618.—A man in Italy desires to secure a general 
agency for the sale of hardware, cutlery, novelties and 
stationery. Correspondence may be in English. Refer- 
ences. 

28992—_-A commercial agent in France desires to secure 
an agency for the sale of office supplies, stationery, type 
writers, inks, etc. Correspondence should be in French. 
Reference. 

29137.—A firm in Spain desires to purchase sewing ma- 
chines, tvpewriters, wall clocks and oleographs. Quota- 
tions should be given f. o. b. New York. Terms, cash 
against documents, payable in New York. Reference. 

29152.—A company in China desires to purchase wood- 
working machinery for pencil making, such as planing 
machine, grooving machine, polishing machine, and double 
cutting off machines. Catalogues with full descriptions 
and prices are requested. 

29067.—A firm in Switzerland desires to purchase and 
to secure an agency for the sale of automatic numbering 
machines, stamp pads, stamps and automatic adding ma- 
chines. Quotations should be given f. o. b. American port. 
Correspondence may be in English. References. 

29078.—A man in France desires to purchase and secure 
an agency for the sale of typewriters, carbon papers, copy- 
ing machines of the same type as the German machine 
“Victoria” and cash recisters. He desires to deal directly 
with manufacturers only. Correspondence should be in 
French. Reference. 

28991.—A company in Norway desires to secure agencies 
for the sale of textiles, dry goods, leather, office supplies, 
beverages, tobacco, building supplies, painting and dec 
orating supplies, iron, steel, metals, heavy hardware, 
machinery, rubber, rubber goods, wool and _ cotton. 
Reference. 

29015.—A man in Italy desires to secure an agency for 
the sale of aniline colors, heavy chemicals, oils for soap 
making, paraffin, stearic acid, shoes, shoe laces, dressings, 
polish, rubber heels, metal polish, hardware. padlocks, 
novelty goods, stationery articles, fountain pens, carbon 
paper, and lead pencils. Freight rates to Genoa should 
accompany quotations. Cash will be paid. References. 

29188.—The representative of a firm in France who is in 
this country for a short time desires to secure an agency 
from manufacturers for the sale in France and Morocco 
of paper, electrical appliances, buttons, wearing apparel, 
railroad cars, oil, asphalts, paints, office furniture, den- 
tists and druggists’ supplies, food products, phonographs, 
low-priced automobiles and motorcycles, motion-picture 
apparatus and patented articles. Reference. 

28976.—A company in Italy wishes to be placed in com- 
munication with firms for the purpose of securing agencies 
for the sale of cotton, woolen and other textiles, coal, cot- 
ton, wool, corn. frozen meat, cheese, preserved and canned 
foods. chemical manures and fertilizers. hides, lumber, 
machinery, iron and steel goods and hardware, hotel fur- 
nishings, scientific instruments, paper and stationery. boots 
and shoes, etc. Correspondence may be in English 
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from Whom Do You Get Real Service? 


Ask The Dealer Who 
Buys From Wabash 


Whether it be Index Cards, Guides, Alphabets, Folders, Wood Filing Cabinets or specials 
made to order, you save days in delivery; you command experience that insures the sup- 
plies ordered without question. You do not have to pay for expensive experience—we have 
been long enough in the file game to know it thoroughly —and we make everything essen- 
tial to the proper indexing of records. 


Our references are the Dealers who buy supplies from Wabash—Ask them. 


r “asta and foreign . The Wabash Cabinet Ce. Manufacturers of highest 


quality Wood Filing Cabi- 


ries in which we ¥ Main Salesrooms, Executi‘e Offices nets, Systems and Supplies 
xclusive sale of our goods and Factories: ih re 

sible dealers 4 ’ : for Filing Cabinets. 

a lates Established 1883 WABASH, IND. 


iA) rr, 





Paper Fasteners and Punches 
We illustrate leading styles, which are recognized as the most practicable types of office devices. 
They save labor and do good work. 
The Ajax The Samson No. 1 Samson 
Eyelet Fastener Eyelet Tool Hand Punch 


For binding all cor- 
espondence, legal 








Will take inter- 
ehangeable 
punches and dies 
in sizes from 1/16 


locuments, et It 
punches a clean, ac- 
curate hole and 





aa ened cm POOR in. to % in, diam- 
. eter. Furnished 
with 3/16 punch 
Special and die unless 
Samson otherwise speci- 
Advantages fied 
The new automatic eyeletting device 
which binds pone r, cle mood or leather, The patented 
ind has a thousand time-saving uses a 
1 office and tac tory. Reta eae . Useful in any office 
Aine Eyelets—Actual Size prevents the 


evelet sli p- 


ii ti =i, ng out of position The gauge fixes The No. 1 Samson Hand Punch is made of 
the / , drop forged steel, attractively nickel plated. 


margin exactly as desired 





# “> . “a SIZES OF HOLE 
n edium a : 
l Long M Short Use Samson Zine Eyelets for Samson 
Packed in Boxes of 500 Eyelet Tools. Rust-proof, made espe- ie * ® * ®@ E 
With on stroke of the lever, the Ajax cially for the Samson evelet tool— 
punches the hole, inserts and clinches packed 500 to box (ten boxes to car- € 
the eyelet The Ajax Fastener takes = is lone end. det: Game 
the three sizes of Ajax rust-proof eye- on a - SEG SOT. « a aie 2 aye 
ts shown without any adjustment son” Eyelets th the Samson Eyelet smrent, 1% aoe deep. Cone, Se ae 
Remember, Mr. Dealer, every machine Teck, aapuve hast veasia~ eel nae aoe % inch will punch sheet iron and soft 
sold creates constant demand for Ajax 1 be used steel up to 20 gauge, and paper, cardboard, 
Eyelets. eyelet can be uses eather, ete., up to % inch in thickness. 


Write for printed matter. 


Machine Appliance Corporation, 351 Jay Street, Brooklyn, N. Y. 


Canadian Representatives: Menzies & Co., Ltd. 439 King Street, West, Toronto, Canada. 
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No. 2060 





ry MEN seeking office efficiency often ignore details, and 


seek only results. To such you can assure not only all the 
elements of office efficiency but a per- 
manence of good appearance inherent in WRIGHT DESKS 


Wright Desk Company se Rockford, Ill. 




















Mr. Typewriter Dealer— Let Us Co-operate 


@ This is the Rush Season! 
@ You have the sales organization! 
@ You have the customers! 
@ You can sell!! 


AA Al Rebuilt 
UNDERWOOD TYPEWRITERS 


@ We have the Underwoods! 
@ We have ‘“‘The greatest’ Rebuilding factory! 
@ We have the best skilled mechanics! 
@ We can ship “‘today”’!! 


Bottom Prices—Top Quality 
Let Us Serve You 


Rebuilt General Typewriter Exchange, Inc. 
“Like New”’ 35 York Street Brooklyn, N. Y. 
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RIBBONS & CARBONS 





Buffalo, N. Y. 

The Buffalo Ribbon & Carbon Company has incor- 
porated with capital of $20,000. Typewriter ribbons, car- 
bon papers, etc., will be manufactured. The signers of the 
incorporation papers are Anthony P. Cahn, John Lilley 
and Edward C. Rough. 

New York, N. Y. 

Samue! Rosen has returned to the Royal Ribbon & Car- 
bon Company after eleven months of active service in 
France. He enlisted in the Army in 1917 and served in 
the heavy artillery. A Croix de Guerre earned in the 
conflict shows that he was in the thick of the fighting 

Portland, Ore. 

George P. Keyes, of the Scrivener Company, has been 
in San Francisco, introducing the company’s ink, mucilage 
and carbon products 


St. Louis, Mo. 

The William W. Phillips Supply Company has taken 
over the typewriter ribbon and carbon paper business of 
the late R. Gurney, a pioneer in the business, who died 
recently at the advanced age of eighty-five. 


Service Sales Bring Best Profits. 


Salesmanship may be divided into two classes: One, 
the kind that sells an article as an article, which holds 
that pigs is pigs—just pigs. The other and more ad- 
vanced method sells the use of the article. That is, it 
sells service. It sells what the article does, rather than 
the article as a piece of merchandise. 

When you sell an article, you get the narrow margin 
of profit that competition allows. When you sell service, 
you get a profit commensurate with the value of the arti- 
cle to the buyer. 

\ salesman came into my office not long ago to sell me 
an office appliance. I did not want the thing and would 
not consider it. The salesman requested the privilege of 
going through the office and studying the system. With- 
in the week he returned and placed before me figures 
showing just what the machine would do, the results it 
would bring in a year’s time. While I hadn’t wanted the 
machine, I did want the results, so I bought the appliance 
on the strength of what it would do. I was the loser if 
I didn’t buy. 

Creative salesmanship is the thing. Creative salesman- 
ship studies conditions and creates business. Our success- 
ful men are those who have had the ability to sense the 
trend of the times.—Charles F. Abbott, in Price Current 
Magazine. 


Gordon Brown, Inc., Sold. 

The business of Gordon Brown, Inc., Jersey City, N. J., 
has been bought by the American Crayon Company, of 
Sandusky, Ohio; and New York. The manufacture of 
“G B” Perfect paper pencils will be continued by the 
American Crayon Company, and it is intended to con- 
tinue the offices and factory at 66-70 York street, Jersey 
City, for the present. The American Crayon Company 
has spent years in the manufacture of crayons for paper 
pencils, and will continue the production of paper pencils 
of the high standard established by Gordon Brown, Inc. 
Present prices are guaranteed for the remainder of 1919. 

As soon as practicable the Jersey City plant will be 
moved to Sandusky, where it will be housed in a new 
building, which wil! be especially constructed for the 
manufacture of “G B” pencils. Stocks will be carried at 
both New York and Sandusky. Gordon Brown and his 
associate, B. C. Flowerdew, will continue with the Amer- 
ican Crayon Company. 


Business to Be Normal in a Year. 

Thomas E. Wilson, the Chicago packer, was interviewed 
in New York on the business outlook. Among other 
things, he said: “From my personal observation I am 
convinced that business conditions in the coming year 
will be satisfactory and approach the normal, even though 
we are emerging from a great war, and the consequent 
uncertainty of the period of reconstruction.” 








The Eveready Fastener Is: 
ALWAYS AT YOUR SERVICE. 
SAVES TIME AND MONEY. 
RAPID AND POSITIVE IN ACTION. 
CANNOT CLOG. 





Makes its own staples instantly and securely 
fastens your papers together in a_ single 
operation. 

No frequent loadings of staples. 

Pay envelopes sealed with the Eveready “are 
a protection to employer and employee.” 

The Eveready Fastener is an automatic ma- 
chine tool, made from high grade steel. Finished 
in nickel plate and japan. Fitted with rubber 
feet. Designed and built for a long period of 
service. One roll of Eveready Staple Tape 
which makes 5,000 staples furnished with each 
machine. Write for circulars and quotations. 


Eveready Mfg. Company ofjBoston 
80 Boylston St., Boston,] Mass. 
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Improved 

Office 

Accessories 
Made Good for 


Uncle Sam 


Over 200,000 “UNIQ” Im- 
proved Shannon Files are 
in use in the U. 8S, Army. 
They were chosen as 
standard because of their, 
extreme durability and 
positive lock construc- 
tion which keeps the 
arches and posts in line. 
“UNIQ” Vulcanized Fi- 
bre Waste Baskets are 
made according to U. 
S. Navy standard spec- 
ifications, and are 
fitted with solid wood 
bottoms to prevent them tipping 
over easily as do baskets with 
fibre bottoms 
We have supplied the Navy with 
over 35,000 “UNIQ” fibre waste 
baskets this year The Navy is 
a most particular customer—al- 
ways insists on having the BEST. 
Try out our office accessories and 
learn why the Government has 
made them standard 

AGENTS AND DEALERS: 
Our enormous output enables us 
to quote bottom prices Ask for 
particulars 


The C. Spiro Mfg. Co. 


68-70-72 East 13ist St , N.Y. City, U.S.A. 
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Brand New! 


Waste Basket 


T’S “taking”’ 





new 30-inch 


addition 


seller. 
prices quick, 





983 Old Colony Building 
CHICAGO 





The ‘ Regular’ 
No. 3 NEMCO 
and the new 
“Desk High” 
Ticker 











A Desk High ‘‘NEMCO’’ 


like hot cakes—this 
“desk high” 
“*Ticker’’ basket—which is the latest 
to the NEMCO line of 
| Expanded Metal Waste Baskets? 


Admittedly the best thing of its 
kind ever put out for busy offices, 
where a handsome, strong, big ca- 
pacity basket is needed. A “sure’’ 
Write for circular 


and 


North Western Expanded Metal Co. 
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Important Item in 
the Total of Your Success 


The ideal file for attorneys, 
estate offices. The 


safes, vaults and shelves. Handy, 


insurance men and real 
perfect pigeon-hole for desks, 
light, ample in size. 


METAL END FILING BOXES 


Made ot red enameled pressboard and provided with ring 


pulls and removable labels. 


The kind of instantly dem- 


onstrated seller that establishes a permanent bond be- 


tween buyer and dealer. 


Write for Our Booklet Coventus 
Every Item in This Profit-Line 


JOHN F. DIEMER COMPANY 


107-109 Lafayette St., New York 








STATIONERY 





Boston, Mass. 
_The Federal Stationery Company, operated by Reynold 
Gylling, has been succeeded by Gylling & Schmid. 
Buffalo, N. Y. 

The C. R. Smith Press, Inc., has been 
Claude R. Smith, Wm. C. S. Steck and L. C. Van 
to operate a stationery and printing business. 

*x* *« * 


organized by 


Buskirk 


The Adams & White Company, 94 Pearl street, has pur 
chased the stock and good will of Bleyer & Fisher Com- 
pany, which has been in business for fifteen years at 204 


Pearl street. 
Camden, N. Y. 
The Home of Handall has been incorporated with cap- 


ital of $50,000, to conduct a stationery business. The 
sponsors are E. M. McFarland and J. Vernon Plimm 
Camden, and E. R. Hansell, Philadelphia. 


Hastings-On-Hudson, N. Y. 

Thomas J. Goodwin, a stationer of this place, is one 
of the candidates for wardenship at Sing Sing prison. He 
is president of this village 

Cedar Rapids, Ia. 

Walton A. Keller & Company is the name of the new 
concern which has opened an up-to-date stationery and 
office supply business with excellent prospects of big suc 
cess. Mr. Keller is well known in the office supply field, 
having formerly been connected with several Chicago 
houses and the past three years with one of the largest 
office furniture houses in Cedar Rapids. The company will 
specialize in filing appliances and desks, having taken on 
several well-known and leading lines. 

Chicago, IIl. 

A fire. April 30, started by safe blowers in the building 
of the Eugene Dietzgen Co., 156 West Monroe street, 
caused a loss between $50,000 and $75,000. 

Los Angeles, Calif. 

The Huling Company, stationers, have opened a store 
at 621 South Grand avenue. The lines include office 
equipment and supplies, desks, filing cabinets, cameras 
leather goods, picture framing, engraving and fine station- 
ery. John E. Huling the president, was manager for four 
years for the Duncan-Vail Company. The other officers 
Franklyn O. Rhodes, vice-president, and Herman F. Grant 
secretary—were associated with other Los Angeles sta 
tionery firms in the past. 

Manchester, N. H. 

J. A. Williams has purchased the 
stationery business of John Schilka. 

Minneapolis, Minn. 

The Northwestern School Supply Company has located 
its warehouse in the Minneapolis Industrial District, ad- 
joining the joint freight station. It affords service from 
nine railroads. The office will be continued at the old 
location for the present. 

New Brunswick, N. J. 

Harry Strauss has opened a new stationery store at 
310 George street. He is a brother of Milton Strauss, of 
Houghton & Strauss, and recently returned from military 
service. 


printing plant and 


New Haven, Penna. 

Robert Teel, stationer, expects to move into new 

ters at 408-10 Main street during the early summer. 
Newport, R. I. 

P. J. McShara has purchased the stationery and novelty 
business of C. R. Dudley. The Dudley business is over 
twenty-five vears old. 

New York, N. Y. 

Sidney S. Pinns, export manager of the Elsinore Paper 
Company, New York, was married April 12, and spent his 
honeymoon at Atlantic City. 

x > 


quar- 


* 


Owing to advanced years, John S. Hulin has sold out 
his stock and retired. For many vears he has conducted 
a stationery business at 75 Franklin street. 

* * + 


H. P. McArdle, A. M. Martin and Emily Dupuis, 347 
Madison avenue, have incorporated the McArdle Press. 
The compary will conduct a stationery, bookselling and 
printing business, and is capitalized at $30,000. 
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Chair 
Comfort 


Cook “Quality” Spring 
Back Typewriter Chairs 
are made to give the 
highest degree of com- 
fort. The seat is care- 


THUAN 


CTT 


TLE 





fully shaped and the back 
is adjustable to a posi- 
tion so as to properly 


HUUVPAVALAL AACA AED A ALDARA 


UULLADALN LULL 


HMMM 
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support the back of the 
user. They are not espe- 
cially adapted to loung- 
ing, but are especially 
suited for those who 
have work to do and 
want it done quickly. 


SOUTNUETNLA NEAT NA 


These chairs are used 
throughout the country 
and in the numerous 
cities abroad. Thereason 
for their wide sale is 
found in their merit. 
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Handle this line and 
watch your profit grow. 
A Catalog will be mailed 
upon request. 


TT 


TUUNT ATTN TT 


C. A. COOK CO. 
MANUFACTURERS 
16-28 Osborne Street 
Cambridge, Mass. 
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TYPEWRITER 


TYPE 


The Typewriter Industry has 
been waiting for just this thing. 


1—A complete stock for all ma- 
chines, under one roof! 


2—Perfect Type, accurate in 
motion, stems and slots! 


3—Fair prices based on quan- 
tity by a sliding scale! 


4—An extensive illustrated type 
catalog showing all regulars 
and specials! 


We have taken over the entire 
sale of the product of the New 
York Stencil Works, the larg- 
est manufacturers of type- 
writer type in the world, who 
were pioneers in the industry. 
This means an investment of 
approximately $15,000. 


We ask the Typewriter Dealer 
to support us in this under- 
taking. 


THOR? & Marniy 


aR" site 2 c 





BOSTON 
Maes., U. 8. A. 


7 Queen &t., 
LONDON, E. ©. 








“CLIMAX”? 


Square-Top 

PAPER CLIPS 
| / Are you using “CLI- 
\/ MAX” Square-Top 
Paper Clips? If not 
\ —let us send you sam- 
Pat. Dec.12,,16 ples. They will con- 
vince you that the “CLIMAX” 
Square-Top is by far the best 
all-purpose paper clip. 





Prices below will satisfy you 
that besides being the Best, 
they are also the Most Eco- 
nomical. 


Send us your next order. It 
will receive our prompt and 
careful attention. 

Prices F. O. B. Buffalo 


Packed 10,000 to the Box 


C*  Aeerarre 15¢ per 1,000 
BOON s ccs cee. 10c per 1,000 
ns» TERE EEE 8c per 1,000 
OTS 7c per 1,000 
$,000, 600. oc cocvix 6%c per 1,000 
Packed 1,000 to the Box 
Ce eee 17c per 1,600 
DR oc os chan 12c per 1,000 
SOc 2 0 64anes 10c per 1,000 
BOOS Os sccvcecs 9c per 1,900 
erry Te 8%c per 1,000 


Buffalo Automatic Mfg. Co. 


457 Washington St. BUFFALO, N. Y. 

















THIS TRADE MARK 


....18 Our guarantee 


of 100% utility value 


....1s the dealer's 
insurance that we will 
co-operate with him 
to the fullest extent 


....1S am assurance 
of honest merchan- 
dising—foreign deal- 
ers receive the same 
careful attention as 
our local trade 


-...1s a surety of the 
increased purchasing 
power of the dollar— 
MORE. impressions 
from the sheet of 
CARBON PAPER; 
LONGER service 
from the TYPE- 
WRITER RIBBON. 


Columbia Ribbon & 
Carbon Mfg. Co. 


(DIXON, HOLMES & DIXON) 
Executive Office and Factory 
69-71 Wooster Street 
New York City 





Branches 
Philadelphia—Chicago 
Detroit — Minneapolis 

212-213 Upper Thames Street, London, E. C. 
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MORE AGENTS WANTED 
TO SELL 


The Lightning Letter Opener 








THERE IS STILL SOME DESIRABLE TERRITORY OPEN 


| 

| If you are now selling office labor-saving devices 
| and wish to add materially to your profits, without 
| investing any money, investigate this opportunity. 
| 
| 


THE BIRCHER CO., Inc. ROCHESTER, N. Y. 











Motor Driven LIGHTNING LETTER OPENER 


Opens letters forty times faster than can be done by hand. 
Hand driven models for lighter mails. 








FALCON CLIP BOARDS WILL INCREASE YOUR SALES 


SMALL _ ILLUSTRA- 
dae Ge waloo _ Made of alternate light and dark 
CLIP ATTACHMENT ; strips of wood in note, letter, and 
cap sizes, fitted with regular or stay- 
open clip attachments. Write for 
prices and sample. 








a eee, 
Re a Se 


**Falcon’’ wooden clip boards are still 

the most desirable. You will render 

our customers a valuable  wervice 

y always recommending them. 
Manufacturers also of striped wood 
and oak arm rests, new vertical desk 

file, and school and office rulers. 


Write for NEW catalog 


and price list 


AMERICAN MANUFACTURING CONCERN 


SHOWING’ Ce ; SF - “a. Falconer (near Jamestown), N.Y., U.S.A. 
‘ STAYOPEN es: ie ‘qe ‘ 
> . > Sa ae Over 100 years same location 


L 
ATTACHMENT 








COUNTERSUNK ROTARY COVER FLUSH WITH 
TOP SURFACE OF THE INKSTAND 


Entirely New Idea 


Swings Easily to One Side to 
Open Dip Cup. 


ae Has All Other Features of the 
ooo aenem Popular GEM Line. 


3x3x1} in.—No. 5 


CUSHMAN & DENISON MFG. CO. : 240-242 West 23rd St.,.NEW YORK 
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Bolletino Della Sera, Inc., has been incorporated with 
capital of $30,000, to conduct a stationery, printing, en- 
graving and publishing business. Sponsors are: Vincent 
Giordano, Frank Giordano and F. Pellegatti, 11 Hemlock 
place, New Rochelle, N. Y 


* * * 
Schranz & Bieber Company, importers, Jersey City, 
N. J., and jobbers of stationery, toys and dolls, have 
opened a New York salesroom at 857 Broadway. Com 


plete lines will be on display. The local office is an 

adjunct to the offices and warehouses in Jersey City 
* * * 

j & Company, manufacturers of index and 

guide cards, etc., will enter into larger quarters at 124 

White street, May. The new loft will afford about 

3,500 square feet of space, where they will produce metal 

tip guides, folders and special index 
standard index and guide cards. 

San Francisco, Calif. 

[he National Papeterie Company has 

resented by R. B. Crowley, Jr., western travele 


J J Flannery 


cards, as well as 


been recently 


Chas. J. F. Ritter, W. C. Horn Bro. & Company, rep 
resentative, is in San Francisco at the present time 
‘ + + 
\. Treadway, well-known Stockton stationer, visited 
San Francisco during the middle of the month. 
* * a 
Walter F. Lane, representing the Hampshire Paper 


Company and other lines, called recently on the local trade 
x * * 

Frank E. Granger, store manager of Payot, Stratford 
& Kerr, is just recovering from an attack of influenza. 
He was ill about three weeks. 

* * x 

W. H. Grandtrand, traveling representative for the San 
born-Vail Company, recently returned from a very suc- 
cessful trip through the southern part of the state 

* 
~ 

Jos. H. Dorety called on the trade in this vicinity in 
the interests of W. C. Blodgett & Company, the Inter- 
national Art Publishing Company, and other eastern lines. 

* * * 


On account of the observance of Good Friday, the reg- 
ular meeting of the local Stationers’ Association, sched- 
uled for the 18th of April, was postponed until the follow- 
ing Friday. 


x * * 
Frederick Post, of the Frederick Post Company, is 
spending the spring months on‘his ranch in Tulare county. 


On his way to Tulare from Chicago he visited the local 
branch of the company. 
* 

Ed Flood has taken on the work of purchasing station- 
ery and office appliances for Sherman, Clay & Company, 
a large musical supply house. He was formerly with A 
Carlisle & Company. 

* * * 

\l. Jones, of the Bert M. Morris Company, returned a 
short time ago from an extended northwestern trip. The 
volume of business secured in that section of the country 
was most satisfactory, Mr. Jones remarked. 

* * * 
present Spring 
The molding 
exceptional 


& Company report their 
yusiness to be far in advance of last year 
factory is extremely busy, turning out an 
amount of orders, considering the time of year. 


Sanborn, Vail 


W. F. Block, of A. Carlisle & Company, is in charge 
rf recently established specialty department, handling 
various office specialty lines. The present list consists of 
the Proudfit, Rivetlock, Kardex, machine bookkeeping 
equipment, Schapirograph, envelope sealers, stamp affixers 
and similar devices. J. S. Kennedy, formerly associated 
with the Neuner Company of Los Angeles and the Irwin 
Hodson Company of Portland, is now connected with the 
local force of A. Carlisle & Company 
ome 

The local branch of the Keuffel & Esser Company re 
ceived a visit from Carl M. Bernegau, president of the 
concern, the first of the month, accompanied by Mrs. 
Bernegau. They left several days ago for the southern 
part of the state, stopping in Los Angeles and San Diego 
on their way home. Walter E. Holcomb, district manager 
for the company, returned recently from the south. P. A. 
Christiance is a newly acquired member of the Keuffel & 
Esser force, representing the organization in the bay 
district 

(Continued on Page 193.) 
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You'll Say So 
Yourself — 


Perhaps you aren’t satisfied with 
the typewriter ribbons and carbon 
paper you're handling—good, but 
you think there ought to be some- 
thing better. Well, just send for our 
proposition. We have been devel- 
oping manufacturing methods for 
fifteen years and our product now 
meets a high standard. We believe 
you'll like to handle our goods. We 
won't say here that we have the 
best quality and the best service, 
but we will gladly send you sam- 
ples and prices—and we have faith 
that you’ll say so yourself. 


TVUUVLVDUTAAUTA AU GAS 





The Mercury Manufacturing Co. 


Manufacturers of Carbon Papers 
and Typewriter Ribbons 


ROCHESTER, N. Y. 


HU oe 








The Handiest Filing Cabinet Ever Made and All That Its 


Name Implies- 






















OMPANION 


Most complete and compact de- 
vice ever made for office and de- 
partment managers, attorneys, 
bankers and others. 

25% lower cost than any section- 
al cabinet of equal 
grade and capacity. 

Try One 30 Days 
FREE 


Catalog showing all 
kiads of filing de- 
vices, de sks, special- 
ties and supplies sent 
on request. 


The Automatic 
File & Index Co. 
143-159 Pearl Street 


GREEN BAY, WIS. 
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STOCK CERTIFICATES 
MORTGAGE NOTES, DIPLOMAS, 
BONDS 


STOCK CERTIFICATE BINDERS 


PERFECT ATTENDANCE CERTS. 
INSURANCE POLICIES 
CERTIFICATES OF AWARD 


mere 
BOUND AND LOOSE-LEAF 
CORPORATION RECORD BOOKS 
QUALITY ART BLOTTERS 


CALENDAR CARDS 
MAILING CARDS 











Handling Money— 


The physical labor of handling coin—counting 
and storing money—at the close of the day 1s 
a dreaded task. 


Bemis Coin Bags 
for Handling Coin in Quantity 


save the counting, for they are made to hold 
an exact, predetermined amount in the differ- 
ent denominations. Used by merchants, banks, 
manufacturers, street railway companies, res- 
taurants, moving picture shows, etc., to save 
labor. The bags are stout and secure. 


Write for price schedule, catalog 
and special information to dealers. 


BEMIS BRO. BAG CO. 


Cupples Station St. Louis, Mo. 




















Boston, Mass. 

Joseph Patterson, a well-known typewriter man who 
was tormerly associated with another large typewriter 
company, joined the sales staff of the Underwood Type 
writer Company in March, taking a local territory partly 
in Boston and partly in Cambridge. 

= Columbia, N. C. 

Che R. L. Bryan Company recently celebrated the sev- 
enty-fifth anniversary of the establishment of the 
business. 

Easton, Penna. 

H. L. Heymann has opened a store at 202 Ferry street, 
where he is local agent for the L. C. Smith & Bros. Type 
writer Co. He handles also desks and filing devices, rib- 
bons and carbon papers, rebuilt typewriters, etc. 

58 _ Evansville, Ind. 

C. S. Weaver, of the Remington Typewriter Company, 
has been transferred to Evansville, from Newport, Vt. 

Oakland, Calif. 

Emerson & Walsh Typewriter Service & Repair Com- 
pany have removed from 438 Fifteenth street to 1756 
Broadway street. 

Poughkeepsie, N. Y. 

Luckey, Platt & Company observed the fiftieth anniver- 
sary of the business in March. 

San Francisco, Calif. 


Leo and Michael Alexander, the L. & M. Alexander 
Company, are visiting Eastern cities on business. 
* * 


Bob Hutchinson, of the Typewriter Shop of Los An 
geles, is back at his work after service with Uncle Sam’s 
army. 

x * * 

James D. Hoey, special representative for the Royal 
Typewriter Company, recently paid a visit to the San 
Francisco trade, arriving here from the southern part of 
the state. 

~ * * 

It is understood that Frank Smith, who has been asso 
ciated with the local sales department of the Noiseless 
Typewriter Company, has left for Los Angeles, where he 
is to assume management of the Southern office. 

* * * 


The employees of the local headquarters of the Oliver 
Typewriter Company are giving their annual informal 
dance on the 17th of May at the Young Men’s Institute 
Hall. The gathering will be attended by the entire force 
with their families and friends. 

* * * 

Frank O’Brien, who received honorable discharge from 
the United States navy during the early part of the month, 
is back in San Francisco and in charge of the outside ter- 
ritory of the Hammond Typewriter Company. 

; * x 


Ralph Brown, formerly connected with the Wholesale 
Typewriter Company of San Francisco and Los Angeles, 
has opened his own business establishment at 625 South 
Spring street, Los Angeles, Calif., handling rebuilt 
machines. 

x * * 

Richard E. Revalk, who has had many years’ experience 
in the typewriter business on the Pacific Coast, has opened 
an office on Bush street, near Montgomery, where he 
sells second-hand typewriters and supplies and conducts 
an inspection business. 

a“ * 5 

L. B. Kerr, the representative of the Hammond Type- 
writer Company in Honolulu, recently spent some time 
in San Francisco on a vacation trip. Mr. Kerr remarked 
that conditions in the Islands were picking up somewhat, 
now that tourist travel has started once more. 


Harold Jacobs, of the Typewritorium, is leaving shortly 
for a business trip to the East, where he will visit all the 
purchasing centers. L. Secor, formerly with this firm, 
recently secured his release from the merchant marine 
and has assumed his old position as chief inspector. 

* 

The San Francisco office of the L. C. Smith Typewriter 

Company is now in charge of H. O. Harvey, formerly 
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DVERTISE yourself 
A with every sale. If 
you will supply your cus- 
tomers typewriter ribbon 
and carbon paper demand 
by furnishing high class 
your own 


goods under 
name and brand, you will 
find that sale of 
these goods is a distinct 
your business. 
will have 
effect on 


Your cus- 


every 


boost for 
This, of course, 
an excellent 
your profit. 
tomers will come back be- 
cause your name on the 
container will show them 
where more goods of the 
same style and quality can 
be secured. 

Send for samples of our 
ribbons and 
carbon paper. Try them 
out thoroughly. Put them 
to the most difficult tests. § 
You will decide that they 
are the kind you would be § 
glad to have associated 
with your name. 


typewriter 


Write today for samples 


| USE 


Co., 


Sansom & pa Sts.. 
Philadelphia, Pa. 
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A Full 100% 
Expansion 


Every screwand 
every sleeve is 
full length of 
post, thus assur- 
ing 100 per cent 
expansion. No 
others like them. 





A trial order 
will prove the 
superiority of 
Barrett Posts 
and Sleeves. Ac- 
curately made 
from our own ex- 
clusive designs. 


BARRETT 
POSTS AND SCREWS 


are packed together, 100 to a box. 
Sleeves are packed separately, 100 
to a box. Write for prices and 
discounts to the trade. 








BARRETT BINDERY CO. 


726 Federal St. ~ Chicago 
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POCKET NOTARY 
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BIO 


SEALS 


CORPORATE 





RUBBER STAMPS STEEL STAMPS 








We 
Manufacture 


SEALS, 
STENCILS, 
BADGES, 


aoe Rubber» Steel 
@ STAMPS, 


METH CHECKS , 
\ PRET COINS fi 
BRASS SIGNS 








KEY CHECKS 











BADGES STENCILS - 
FOR SALE | 

‘MEYER & WENTHE. 

108 x. Se | | 





MEYER & WENTHE 
STORE: 108M, DEARBORN ST. PLHIP AO 


FACTORY: 24 to 30 S. JEFFERSON ST. 















fl VUL-COT 


fi} 
’ 
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Make a first- 
time customer an 
all-time customer by 
selling him a basket f 
that will stretch his in- } 
vestment over a long 
period of years. j 

, 






Waste 
Baskets are guaranteed 
to give top-notch ser- 
vice for five vears— | 
they easily make good F 
for twice that length e 
. 
i 
E id 


of time. 


\VUL-COT ‘As 


‘Guaranteed 5 Years 


, are everything that an 
| office basket should be. 
They are strong to 
| stand the gaff of office 





use. They’re light and 
easily emptied. They & 
won't litter the floor [& 
and are mighty attrac- be 
tive. ' 
i 
Are you selling “the & 
utmost” in baskets? ie 


8 
Write us today. 


: American Vulcanized Fibre Co. ~ 


525 Equitable Bldg. 
WILMINGTON DELAWARE | > 
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THEY SELL THEMSELVES 


PEERLESS RUBBER TYPEWRITER KEYS 


ePVvvoneueoococe @ 
roew Re Rae ey eur: woe-y:) 
A] Sy OF FERS Rr RoeK ely ee) 


| 
| : 

| Typewriter dealers, repairmen, stationers, etc., will find in 

| Peerless Keys the most wonderful, easiest and most profitable 

| sellers imaginable. 

| Are so well known, so extensively used, so well liked and in t to Coy our 
| 





such big demand by typists that they sell themselves when 
displayed by dealers. 

2 ae ie “ . Made in green, white or black for all 

Let us tell you about our liberal dealer proposition. You will machines. Characters of heavily inlaid 

be interested rubber. Slip over regular keys; anyone 

¢ . can put them on. They increase speed, 

I accuracy and efficiency, prevent slipping 

and caliousing of fingers, and by re- 

Peerless Ke y Co., nc. moving the mirror-like, eye-straining re- 

flection of the glass shiny nickel rim 


174-176 Fulton Street NEW YORK CITY keytops save the typist’s eyes 








Quality Tells 


We know how to 
make Quality stand 
out in furniture— 
that is why you 
can always tell a 
“Tell” Desk. 


Selected kiln dried 


Mr. Dealer, you ought lumber and skilled 
to have our catalog— workmanship set a 


May we send it to you? quality standard in 
Tell City Desks. 


Tell City Desk Co. 


Tell City, Indiana 














| = THE STANDARD ENVELOPE SEALER 
: Try it 10 DAYS Free 


The Standard Envelope Sealers are the most widely distributed 
sealing machines yet manufactured. They are simple in con- 
struction, automatic, noiseless, and built to last a lifetime. 
MODEL F.—(hand-operated) — 

Capacity 100-150 per minute...... $35 


MODEL H.—(hand-operated)shown at left 50 
Capacity 200 per minute......... $ 
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THE STANDARD MS 

STAMP AFFIXER Reviste 
egister 


This is the lightest, speed- 
jest and most efficient 
stamping device on the 
market. It protects you 
against loss and imperfect 
adhesion of stamps. 


You can save help and increase your mailing efficiency by watng, these monenes, 10 Days’ Free Trial 
very U. S. yernmen 
They have been selected as the most efficient by almost every U. FOV A sequent on your business 


$20 





Department, Bell Telephone System, Standard Oil Co., General Electric Co., 
Goodyear Tire Co. and Thousands of others. stationery will bring the 
A few more competent general agents wanted machine desired for 10 


STANDARD ENVELOPE SEALER MFG. CO. days’ Free Trial without 


Somerville, Mass., U, S. A. any obligation to purchase. 
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identified with the business in the Northwest, where he 
managed the entire territory of Oregon, Washington, 
British Columbia and Alaska. Harry Seddon, former head 
of the local office, has returned to the East, where it is 
understood that he is engaged in the rebuilt typewriter 
business. 

* * 

Several members of the sales force and repair depart- 
ment of the Wholesale Tynewriter Company, who offered 
their services to the Government, are now discharged from 
service and back at their old positions. Lewis D. Smith, 
recently released from the Navy, is again associated with 
the selling force, while the repair department welcomed 
back Allen B. Jones and Henry Wind, both !ately dis- 
charged from the Army. 

* * a 

The office of the Corona Typewriter Company is a 
cheerful place these days, due to the fact that the March 
business for the San Francisco territory beat all preceding 


records for any single month. G. P. Pelton, division 
manager, is expected shortly on a flying visit to the local 
office. J. M. Fowler, on the sales force of the Corona 


organization, is away at present on a vacation trip, motor 
ing with his family through the northern part of the state. 
ok cK * 


J. M. Lund, manager of the Remington headquarters in 
San Francisco, has been in the East for the past two 
weeks. On his return trip to the Coast Mr. Lund attended 
the convention of the Western managers of the Reming- 
ton organization, which was held in Denver, Colo., on the 
15th and 16th of April—E. W. Cannon, who was con- 
nected with the auditing department of the local office 
prior to his enlistment in the United States Army, has 
returned from overseas duty and is back at his desk once 
more 

eee 


The Victory Loan claimed the attention of San Fran- 
ciscans, and those connected with the actual carrying 
out of the campaign exerted every effort to see this 
last phase of the war brought to a victorious end. Frank 
\ust, manager of the Underwood Company in San Fran- 
cisco, received the appointment of colonel in his district. 
Among others to give competent service to the cause are 
R. L. and R. A. Stone, of the Stone Typewriter & Ribbon 
Company, who were captains in their section of the field. 

(STATIONERY—Continued from Page 189.) 

The Rand Company, manufacturers of the Rand Visible 
Index system, has established a branch in Seattle, Wash., 
with the stationery firm of Trick & Murray. The firm’s 
buyer, Ernest S. Bernet, has assumed charge of the new 
line and he states that the number of orders already placed 
point toward a most extensive business for his company. 
Mr. Bernet, O. D. Trick, president of Trick & Murray, 
and Mrs. Trick were in San Francisco during the middle 
of April on their way to Southern California, where they 
anticipate remaining several weeks 

Springfield, Ill. 

\ soc iety Stationery shop has been opened by Homer 
E. Foster, of the Hartwell Company, adjoining the Hart- 
well store 

West Palm Beach, Fla. 

\. Eugene Smith, who conducts the Gene Smith sta- 
tionery and book shop, has purchased a site for a two- 
story, fireprooi store at 333 Clematis avenue 


Many War Risk Checks Unclaimed. 

[The Treasury Department has announced that about 
500,000 checks sent out by the War Risk Bureau have 
been returned, as the dependents of American soldiers 
and sailors have not been found. The Red Cross is en- 
deavoring to locate the beneficiaries 


Honduras Parcel Post May Be Heavier. 
weight limit of parcel post packages of twenty-two 
pounds has been agreed between the republic of Hon- 
duras and the United States Post Office Department. The 
previous limit was eleven pounds. The rate continues 
as before—twelve cents a pound. 


\ 





Inland Adds Stationery and Furniture. 

The Inland Printing & Stationery Company, Spring- 
field, Mo., is preparing to carry a full line of stationery 
and office furniture \ three-story building is being pre- 
pared, which will be ready for occupancy about June 1. 
W. E. Patrick will be in charge of the stationery and 
furniture departments. He was formerly with the Geo. 
D. Barnard Stationery Company, St. Louis, Mo. 
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National Binding Straps 








Non-Slipping! Adjustable! 
Tight Gripping! 


“National” Binding Straps are made 
of a very fine, closely woven linen 
webbing. The Metal Catch is heav- 
ily Nickel Plated. 

There are no teeth on the buckles 
and the webbing gets little wear so 
that the straps are practically inde- 
structible. 


FiberstoK Expanding Envelopes, 
Files and Partition Wallets may be 
equipped with these straps instead 
of tape. 


Send for price list and samples 


National FiberstoK Envelope Co. 
429-447 Moyer St. Philadelphia, Pa. 

















If your requirements are 


Speed 


Quality 
Convenience 






and 
Economy 


Whether in form letter work, imprinting lit- 
erature, printing letter heads, envelopes, office 
forms, leaflets, etc.— 


If you are interested in properly equipping 
yourself for such work—investigate— 


The Multicolor Press 


The most practical office printing device on 
the market. 
Lisenby Manufacturing Company 
Factory: Fresno, Cal. 


Address all correspondence to General Sales Department 


298 Broadway - - New York 
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THESE “WISE MEN” 
HAVE SEEN THE LIGHT 


Dexter’s Star Manifold Linen has strength and 
life and ‘s of tissue weight without tissue flimsi- 
ness. The writing surface is smooth and even, 
with just enough gloss to take excellent imprints 
from type. Make as many carbon copies at once 
as the typewriter will hold. 
Neat, businesslike letter files result when Star 
Manifold is used, as it will stand upright in the 
vertical files. 

Let us send you samples, and a 

list of sizes, weights and prices 


C. H. DEXTER & SONS, Inc. 
WINDSOR LOCKS, CONNECTICUT 
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Why It Sells 


Underwood’s_ Everlast- 
ing Ink is—like fire pro- 
tection—just one of the 
necessities of modern 
business. Records and 
documents that are 
worth making are worth 
preserving in ink which 
lasts forever. 


Business men are real- 
izing that there is a 
great and vital difference 
in inks. And therein lies 
the sales building possi- 
bilities of Underwood’s. 
May we give you some 
worth-while information 
about this ink? 


pws Underwood & Co. 


62 Park Place, New York 


BRANCHES 
Boston Toronto London Paris 














ADDING MACHINES 





Altoona, Pa. 

J. R. Ramsey, district manager for the Monroe Calcu- 
lating Machine Company for the Philadelphia territory, 
has opened a branch office at Altoona. The new office has 
its headquarters in the Goldschmid building and is in 
charge of C. D. Staples. 

Buffalo, N. Y. 

Leon B. Barnard and Milton Shrigley have joined the 

Barrett department of Eaton Brothers Company. 


Chicago, II. 

Finding a check for $15,049.48 on the street was the 
gladsome experience of Stanley Weideman, 15 years old, 
an employee of Felt & Tarrant. He turned it in promptly 
to the payee, and had visions of a timely reward that 
might be invested in War Savings Stamps. In due sea- 
son he received his reward—one dollar. Perhaps a larger 
reward would have been his under private ownership, for 
the payee was a railroad. 

Cleveland, Ohio. 

The Cleveland office of the Monroe Adding Machine 
Company has been moved to the Sloan building. The 
floor space in the new office is double that of the old. 

ok ok * 

L. H. Forbes, division manager for the Monroe Calcu- 
lating Machine Company in the territory of which Roches- 
ter, N. Y., is the center, has been appointed manager of 


that company’s Cleveland office, which, on March 14, was. 


moved to new quarters in the Sloan building on Prospect 


avenue. 
Detroit, Mich. 

H. E. Blankenship, who was in the aviation service, has 
joined the sales department of the Burroughs Adding 
Machine Company. 

Erie, Penna. 

F. J. Edwards has opened an office at 119 West 11th 
street for the Monroe Calculating Machine Company. He 
is working as a part of the Buffalo district. 

Evansville, Ind. 


George F. Boehne, local manager of the Burroughs 


Adding Machine Company, was recently married. On the 

honeymoon trip he stopped over in Detroit long enough 

to attend the convention of Burroughs agency managers. 
Kansas City, Mo. 

A March baby girl competes with the Wales adding 
machine in the thoughts of James John Burke, of the local 
office of the Wales Adding Machine Company. 

Mercersburg, Penna. 

J. D. West, assistant sales manager of the Monroe 
Calculating Machine Company, New York, N. Y., was 
married April 24 to Miss Hart Devine, of this city. Several 
of the ushers were naval aviators, who were associated 
with Mr. West in the service. 

Mexico City, Mexico. 

Messrs. Camphuis, Rives & Gordon, Monroe representa- 
tives in Mexico City, have appointed the following agents 
for different districts: W. E. Butcher, San Luis Potosi; 
William Slater, Saltillo, Coahuila; Julio Garza, Monterey, 
Nuevo Leon; Orvananos y Zuniga, Torreon, Coahuila, 
and Charles P. Doerr, Aguas Calientes, Ags., Mexico. 

New York, N. Y. 

W. R. Cummings, foreign sales manager of the Monroe 
Calculating Machine Company, sailed the latter part of 
April for England. Later he will go to the Scandinavian 
countries and thence to France, by way of Holland and 
Belgium. He will visit Spain and Portugal before contin 
uing eastward to the Orient, stopping in Switzerland, 
Italy and Greece. 

Portland, Maine. 

C. L. Beecher has established an office for the Monroe 

Calculating Machine Company at 410 Fidelity building 
San Francisco, Calif. 

W. W. Cooley, district advertising manager of the Bur- 
roughs Adding Machine Company, is in Los Angeles at 
present, making the trip for the purpose of addressing a 

(Continued on Page 201.) 
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Dealers: 





MULTIPOST COMPANY, Rochester, N. Y. 


OFFICE APPLIANCES 


You take NO RISK! 


If you could sell the oldest, most Popular and 
most Efficient Stamp Affixer on the market in a 
way that required no investment, but gave you 
sound advertising co-operation, would you be in- 
ne Then write at once for the Dealer Plan 
or 


The MULTIPOST 


Stamp Affixer and Recorder 


Get the facts. Read our proposition. The 
Multipost, already in over 35,000 offices, is a 
most needed device wherever stamps are used. 
It is Nationally Advertised. It is the unques- 
tioned Leader in its field, in every sense. 


You can handle it without tying up a cent. 
Every dollar of profit is practically clear for you. 
But—write for the facts. 
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Write for our catalogue and mention No. 16 


PREMIER BED COMPANY 


Mishawaka 


Every Feature of This Table 
Is a Real Selling Point 


Here is an all steel table so simple in con- 
struction, so obviously useful and practical 
that it is quickly recognized wherever dis- 
played, as a genuinely good buy. 
its startling features is its low price. 


Folds Quickly or Stands Rigid 


Combines absolute rigidity, when in use, 
with a quick “fold-up” feature which makes 
this table one of the handiest and most in- 
dispensable pieces of furniture in an office. 





























SIGN 
PRINTING 
OUTFITS 





For printing signs, 
show cards, price 
tickets, etc. 


HANS H. HELLESOE 


2444 Ainslie Street 
CHICAGO ILLINOIS 
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YES! IT’S THE LEVER 


And what means the snap of the little lever? 
It means:your big lever to big sales of the 


“SALBRO” LEVER SELF-FILLER 


+ — A ome or as it sells— 
snap 
Made of quality rubber, hand turned. has 14-karat sclid ea nib, tipped with selected iridium. Unleakable, and guaranteed for service. 
Easy to fill—easy to sell wherever good pens are sold. 
The SALBRO is a worthy pocket companion to the SALZ STA-SHARP PENCIL. Both will write profits on your ledger. 
Order now from your jobber or direct. Catalogue on request. 


SALZ BROS. rountsinPensvand Pencits 71 West 35th Street, New York City 




















- just) pins! 



















Perfect pins that 
perform as they 
should—bank pins, 
cushion pins, pyr- 
amid pins—and a 
service behind them 
such as only good 
intent can make 
possible. 


Never in the Way 


Yet within Easy Reach when wanted 


The Sperry Standard telephone bracket 
holds the telephone in just the position you 
want it. 

It is constructed of high grade materials. 
It will not sag. It is guaranteed for five years 
and will last a lifetime. 

A slight push places it clear of ink wells, 
papers, etc., and out of the way, but in easy 
reach for the next call. 

Every desk telephone in town is your 
prospect. 

For detail and prices write 


Exclusive General Distributors DETROIT, MICHIGAN 
CHICAGO, ILL. 











KELLOGG SWITCHBOARD & SuPPLY co. |(Crescent Brass& Pin Company 














a 
THE EUREKA OTTER BATH and THE EUREKA SANITARY COPYING C LOTH 


‘constitute a oye sanitary Loe of letter 
press copies. e impregna’ stone composi- 
tion bath affords an absolutely even distribu- 
tion of moisture to the cloth, at the same time 
precluding bad odor, mustiness or mildew. The 
wire net in the composition makes the bath 
practically unbreakable. They are furnished in 
all sizes from correspondence to waybill. 

The patent chemical surface cloth which we 
furnish with non-raveling edge, insures clean 
cut copies. 


There are more Eureka baths in use than 
all others combined. 


Sold Exclusively Through Dealers 
Write for the Eureka Booklet 


iL THE SUREIA | BLOTTER BATH COMPANY, 6215-17-19 Wentworth Ave. CHICAGO, ILL., U. S. A. 
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PENS AND PENCILS 





Buffalo, N. Y. 

Beser’s, Inc., were robbed of $1,500 worth of fountain pens 

recently. They were covered by insurance. 
Chicago, IIl. 

The Acidproof Ink Company, D. M. Smith, sales man- 
ager, has opened an office at Room 1002, 202 South State 
street. The company specializes on acidproof ink, but is 
considering taking on a few other desirable related lines. 

Hoboken, N. J. 

A recent fire in one of the plants of the American Pencil 
Company thoroughly justified the time devoted to the fire 
drill. A fire alarm was sounded on the third floor of the 
building on Grand street, between Fifth and Sixth. The 
employees reached the street by the fire escapes and stair- 
ways as provided by the drill. By the time the fire com- 
panies arrived the employees had the fire under control. 
The loss, largely by water, amounted to from $3,000 to 
$5.000. 

Los Angeles, Calif. 

Geo. C. Hatch, Pacific Coast sales manager of the 
Thaddeus Davids Ink Company, New York, has recently 
completed an extensive trip through Oregon and Wash- 
ington. He met a cordial reception from the trade. Mr. 
Hatch has located his office at Room 705 Ferguson build- 
ing, Los Angeles, to which the trade may address matters 
of immediate importance. 

New York, N. Y. 

Irving P. Favor, American manager for L. & C. Hardt- 

muth Company, is in Europe on business. 


E. M. Alexander, formerly in charge of the advertising 
of the Conklin Pen Company, Toledo, Ohio, is now adver- 
tising manager of the New York Tribune. 

x ok Ox 

The Globe Ink & Mucilage Company has taken two 
additional lofts in the building at 127 Duane street, to 
accommodate the demands of growing business. 

x * * 

James Holland, son of the famous fountain pen manu- 
facturer, was a recent visitor in New York. He hails from 
Florida now, and is operating a big orange grove. 

* x 

The Eagle Pen Company has organized with capital of 
$500,000. Pens of all kinds will be manufactured. The 
incorporators are A. W. Britton, S. N. Howard and Paul 
S. Smith. 

* * * 

Harry M. Graves, who was formerly connected with the 
sales department of the L. E. Waterman Company, has 
been appointed advertising manager of Logeman Brothers 
Company, engineers, Milwaukee, Wis 

a of ok 

Thomas H. Pancoast, director of sales of the Thaddeus 
Davids Ink Company, Inc., is back at his desk after a 
three weeks’ illness. His friends will be gratified to learn 
that he has fully recovered and again taken up the reins. 

Philadelphia, Penna. 

\n office has been opened at 2532 Oxford street by E. 
H. Strohn, representing the Thaddeus Davids Ink Com- 
pany, New York, N. Y. Mr. Strohn covers Philadelphia, 
Camden, Chester, Wilmington and Baltimore. 

San Francisco, Calif. 

On the first of April E. B. Reed resigned as Pacific 

Coast manager of the W. A. Sheaffer Pen Company. 
°K * * 

The new addition to the lines carried by William H. 
Brown, manufacturers’ representative, with offices in the 
Claus Spreckles building, is that of the Pencil Exchange 
Jersey City, N. J 

* * cae 

F. A. Kenny, representing the L. E. Waterman Com- 
pany in San Francisco, after his first trip over the Pacific 
Coast territory, reported that the stationers throughout 
the cities which he visited all agreed that the new year 
has been very successful so far. 

* ok * 

The Eversharp pencil and the Tempoint fountain pen, 

allied products of the Wahl Manufacturing Company, are 
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QUALITY 


Price is a strong point for Elsinore 
Typewriter Papers, but it is the Qual- 
ity that finally sells them. 


Elsinore Papers are carefully selected 
for their taking qualities of high-grade 
Printing and neat Typewriting. 


C. TALOGVE A AND DISCOVNTS ON REQVEST 
PaPeR COMPANY, Inc. 


————==s MANVFACTVRERS 


131 West 24 StreeT NEwYor«,NY. 
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Direct Mail Advertising 
Brings the Business 


All successful advertisers supplement other sales 
efforts with direct mail campaigns. They use 
envelope sealers to handle this vast volume of 
work. 





List the big advertisers in your territory and 
interest them in the 


Sealggraph 


It assures perfect, secure sealing at top speed. 
Made for hand drive, electric drive or automatic 
feed electric drive. Send for printed matter and 
dealers’ terms. 


Sealograph Company 


1700 Brooklyn Avenue Kansas City, Mo. 
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The Economo 
Time Stamp 


Made for continuous duty— 
stands hard usage—nothing 
delicate to get out of order, 
or wear out. 

Used in offices to stamp 
mail, telegrams, invoices, 
showing the hour of receipt. 
Useful in shops to show the 
starting and finishing 
time on jobs. 


A perfect impression 
is assured at all times, 
as the die is mounted 
on a thick rubber 
cushion, and a flexi- 
ble connection be- 










Practical 
Durable 
Reliable 


Pat.4>- 
plied for 


tween handle and die assures a square impression. 
Low in cost, so that every department and every 


Sample Impression of ECONOMO 
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foreman can use 
them. Can’t get out 
of order. Price with 
No. 42 dates, die like 
sample, $4.00. 


Louis Melind Co. 


Designers and 
Manufacturers 
183 West Madison St. 
CHICAGO, ILL. 

We carry in stock com- 
plete line of Numbering 
Machines and Hand 
Stamps. 

















RIBBONS 


Do you use them? If 
not, write us and we 
will give you proof 
that you should. 


DU-RA-BUL CARBON & RIBBON CO. 


Douglas Street and Third Avenue 


BROOKLYN - 


NEW YORK 
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now carried in a complete assortment of styles by Dixon, 
Fish & Vo. 
aK * * 

It is reported that the Scribbler’s Ink Company oi 
Seattle, Wash., manufacturers of inks, paste and carbon 
papers, is to open a San Francisco office in the near future, 
for the further convenience of the local trade. The com- 
pany is represented in this vicinity by Geo. P. Keyes. 

* on 

John Wahl, of the Wahl Manufacturing Company, was 
in San Francisco the early part of April on a combined 
business and pleasure trip. While here he installed a ser 
vice station in the Bert M. Morris Company headquarters 
with complete equipment for the repair of Eversharp 
pencils and Tempoint fountain pens. 

> = <s 

“Angy” Thomas, manager of the Pacific Coast territory 
for Eberhard Faber, returned to San Francisco during 
the early part of the month after a trip through the terri- 
tory. His associate. Wallace T. Wetherby, is on the last 
stretch of his travels, which have kept him on the road 
since the first of the year, and is due in San Francisco 
some time this month, being in the southern part of the 
state at present. 

* * * 

“Doc” Hanly, genial fountain pen surgeon with Payot, 
Stratfer & Kerr, is once again heeding the “lure of little 
voices” of the Spring, for every other Saturday from now 
on through the entire Summer, finds him ready with blan 
ket, knapsack, bacon and beans, to hit the trail into the 
Alameda County hills, along with his two kiddies, who 
rival their father in enthusiasm for the fortnightly hikes. 
“Doc” thinks there is more good medicine in a long tramp 
with a night spent under the stars than in all the drug 
stores of San Francisco put together. 


Make “Let’s Go” an Americanism. 

The National Prosperity League is a voluntary organi- 
zation of business men in many industries, with head- 
quarters in the Hotel Commodore, New York. Its object 
is to put in effect a “carry on” movement, which will pull 
business out of the doldrums and help employee and 
employer alike in putting trade on a secure footing. Ad- 
vertising space is being used to hammer home the prin- 
ciples of the league, which may be summarized in a few 
words. 

That high prices are, as Irving Fisher, professor of 
ecenomics at Yale, expresses it, “a stubborn reality,” and 
that prices are not coming down. 

That it is to the interest of the employer to pay high 
wages for efficient labor, because the higher the pur- 
chasing power of the wage-earners as a group, the better 
not only for the country as a whole, but for his own par- 
ticular business as weil. 

That we are all simultaneously buyers and sellers, and 
that any attempt to take unfair advantage of either the 
buyer or the seller eventually reacts to the hurt of all 
business. 

That there is little distinction between the man who 
refuses to sell at a fair price and the man who refuses to 
buy at a fair price—either one can turn the whole country 
topsy-turvy. 

That all the world is clamoring for food, shelter, cloth 
ing, machinery, ships, railways, capital and credit; that 
we have all these things and can have them in still great 
er abundance if we work together in production. 

That no person, no business, no nation ever got any- 
where by waiting on someone else, and that the wise 
thing, the business-like thing, the prosperous thing for 
American business today is to “carry on.” 


Huber Led Victory Loan Sales. 


E. H. Huber, of Eberhard Faber, was chairman of the 
committee from the stationery and specialties lines in the 
Second Federal Reserve District campaigning for the fifth 
loan. He had previously held that position, and selected 
as his assistants the same committee which served during 
the Fourth Liberty Loan. 


Food Prices Up Two Per Cent in March. 


The Department of Labor, bureau of food statistics, 
reports that retail prices of twenty-two articles of food 
averaged showed an increase of two per cent over Feb- 
ruary prices. 
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BRASS CUSPIDORS 


OF EVERY DESCRIPTION 
BACKED BY 


FIFTY YEARS OF 
KNOWING HOW 


ADDRESS 


ALDRICH MFG. CO., Inc. 
BUFFALO, N. Y. 

















Cutters 


For cutting Paper, Card 
Board, Veneer, Cloth, 
Rubber and Thin Leather 
etc., to a thickness up to 
3 inches. Witha 


Golding Cutter 
—Zip it is done in an in- 
stant and the edge is 
clean and straight. 


Crane Ladies Stationery 
Sold by all Stationers and Booksellers 


These goods are suited to the tastes of the 
most select trade. Their merits are known 
the world over, and they yield a profit to 
the dealer. Once tried, the purchaser be- 
comes a regular customer. 


Presented in the following Styles and Qualities: 


SUPERFINE QUALITY. In Light Blue Boxes, 
containing } ream of Note paper each, and in separate 
boxes } thcusand r/nvelopes corresponding. The Pear! Cutter 
EXTRA SUPERFINE QUALITY. In Lavender Made of iron with steel knives. Very durable— 
Colored Boxes, containing } ream of Extra Fine easy to operate. izes 
Paper each: in like Boxes are Envelopes to match. are varied, 13 in. up to 
42 inches. 

These cutters in large 
use by printers, multi- 
graph users, bankers 
and offices of all kinds. 





Our papers are supplied in 
Bordered Goods and other spe- 
cialties by EATON, CRANE 
& PIKE CO., Pittsfield, Mass., 
and 225 Fifth Ave., New York, 
whose boxes bear the word 
“CRANE’S” containing our 


We make also a line of 
Power Cutters, Small Table 
Card Cutters, Printing 





&g . This Trade Mark Presses, Tableting Presses 
every box and Printers’ Tools. 
ALL THIS STATIONERY CAN BE RELIED ON Dealers Wanted 


AS REPRESENTED. MANUFA(CTURED BY 





di Le. 
Z. & W. M. CRANE BA: a 


The Golding Cutter 























The Filing Folder Corporation 


NIAGARA FALLS, N. Y. 
Specialists in the Manufacture of Filing Folders 


We manufacture nothing but Folders and Guides and Sell to 
Jobbers and Dealers only 


OUR QUALITY + OUR SERVICE = YOUR SATISFACTION 


Write for Price List and Samples 
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“PELOUZE” POSTAL SCALES 


are scientifically made. They show 
exact weight in ounces, also cost in 
cents on all classes of mail matter. 


PA 4 lbs. Mail and Exp.. 16 wl 
Union bs* 


ale @ allie i 2 rages 
Columbian ....:.. ee. Stenderd........ 2 ie 
Bdkcs'sabees oon I lb. Standard........ 4 lbs 
eae 1 bb. Parcel Post Scales 


Banks and business houses use ‘“Pelouze” 
Scales because of their accuracy, reliability 
and durability. 

ASK FOR A “PELOUZE” SCALE 
PELOUZE MANUFACTURING em F 





232-242 East Ohio Street Chicago, Hlinois 


‘ 
ee) ee) ee eee ee) eee ee SHS) ele eee ee ee lee ele ee ele alee jleae leila jle\ejlsi= 


>a m>ulm>uim alm ulm mmm mlm mm mm mmm a mm me) el mlm ml mal mal mama palm palm pala pula )>ulm>ulmpulmpmlmapulmapumpulmpulm\m 














New Watermarks 











FIDELITY ONION SKIN RIBBONS AND CARBONS 
(basis 17x22-9, white only) 
‘Symbols of Quality’’ 


and The kind of quality that demonstrates itself 
in immediately increasing distribution is in 
E M ¥ O O N I O N S K I N these products, as proved by the continued 
: : and immense stimulus to their sales. We if 
(basis 17%22-10, colors and white) have more dealers today than ever before,and | 
by our larger and better facilities are able to T 

. care for them more adequately. Careful pro- 

are being waterma rked. ductive methods assure satisfaction at all 
stages of the transaction. il 
The call for BUCKI Ribbons t 
and Carbons is unending. In ii 

a majority of heavy- 
buying territories 1 
all over America if 
today our dealers it 
are profiting by if 
this demand. Write ii 
us now for the op- if 
portunity in your ' 

field. 









The design of the water- 
marks will be reproduced 
in our advertisement 
next month. 




















=~ The Buckeye 
ESLEECK MFG. Co. Mics tee. |i 
TURNERS FALLS, MASS. Manufacturers \ 

1466-68 E. 55th St., Cleveland, Ohie | 














15% DISCOUNT 


FROM SEPTEMBER, 1918, PRICE LIST ON 


BRASS CUSPIDORS 


No Change in Steel Prices. Immediate Shipment Guaranteed. 


JRELAND & MATTHEWS, DETROIT 
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OTHER MACHINES 





Dayton, Ohio. 

C. E. Steffey, general sales manager of the National 
Cash Register Company, has returned to his desk after a 
prolonged rest for recuperation. 

Rochester, N. Y. 

Burgess Smith, formerly with the United States Bureau 
of Printing and Engraving, Washington, D. C., has joined 
the Todd Protectograph Company. He will have charge 
of the production of Protod checks. 

x * * 


F. L. Boner, a former Protectograph salesman, has 
written friends with the Todd Protectograph Company 
of his experiences in Idaho farming. Hog raising and 
selling have taken place of distributing protection for 
bank checks 

San Francisco, Calif. 

R. W. Ely is now handling the sales of the Belknap 
Addressing Machine, represented by W. W. Erskine, 
Crossley building, San Francisca. 

x * * 


The offices of the International Money Machine Com- 
pany are now located in the Commercial building, in Mar- 
ket street, between Fourth and Fifth streets. 

s 2S SS 


F. F. Wright, district manager of the Elliott-Fisher 
Company, left the middle of the month for a two weeks’ 
Eastern trip. Mr. Wright expects to visit in New York, 
Chicago and other centers. 

x * * 


Horace Rice, recently discharged from the United 
States Army, has taken his old position in the San Fran- 
cisco office of the Dalton Adding Machine Company. In 
order to take care of the growing business of this com- 
pany, W. W. Erskine is putting on two additional men to 
cover the San Joaquin Valley territory. 


(ADDING MACHINES—Continued from Page 194.) 
convention in the southern city, at which he has been 
invited to speak on various advertising methods. While 
there he will visit the Southern branch of the company. 

* * a 


J. P. Warren, manager of the Felt & Tarrant Manufac- 
turing Company in San Francisco, recently returned from 
a successful trip through the San Joaquin Valley. Mr. 
Warren said that general conditions in the interior of the 
State were prosperous. 

Seattle, Wash. 

The local office of the Monroe Calculating Machine 
Company is now in charge of A. M. Brown, who was for 
some time at the San Francisco office of the same 
company. 

Syracuse, N. Y. 

S. G. Sherwood succeeds G. J. Schmucki as head of the 
Syracuse office of the Monroe Calculating Machine Com- 
pany Mr. Schmucki has taken a city district at the 
Cleveland office. 

Wilkes-Barre, Penna. 

Robert Renshaw, in charge of the raw stock depart- 
nent of the Wales Adding Machine Company, has been 
receiving congratulations on the arrival of Robert, Jr. 

* * ae 

\n epidemic, traced to Dan Cupid, has broken out in 
the office force of the Wales Adding Machine Company. 
J. Harry Mannear is one of the latest beneficiaries of 
Cupid’s ministrations. The office force expressed its con- 
gratulations in a set of silver. 

* * * 

[he name of the Adder Machine Company has been 
changed to the Wales Adding Machine Company, where- 
by the name of the company now conforms to the name 
of the product and its inventor. Some confusion resulted 
from the old name, hence the adoption of the new. 








“BUMP” 


If one machine does 
the work, why two? 


The New Stand 
Model Bump 
Paper Fastener 
and Punch isa 
paper fastener 
at one end—a 
punch at the 
other, taking a 


i in. binder. 


Service — Eff- 


ciency —Econ- 


omy. Can you Write Now Then there’s 


wae me the Hand 


Model “BUMP”’ 


that dealers call “Old 
Reliable.” 


A paper fastener 
that'll never cause 
you a moment’s worry. A steady producer for 
trade. Display these models. They will do 
the rest. 


BUMP PAPER FASTENER COMPANY 
La Crosse, Wis. 


SEYMOUR CONOVER, Eastern tative 
350 Broadway, New Y 














GLEICH’S 
INK 


Gives the Service 
Demanded by 
Modern Efficiency 





Made in Six Colors 


Catalog sent at your request 


Manufactured by 


THE COMMERCIAL PASTE CO. 


COLUMBUS, OHIO, U.S. A. 
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or a flying finish 


on a busy day, run the mail through 
an. Acorn-Thexton Sealer. It does the 
work quickly and neatly. It’s a 
form of postal insurance 
that requires no red 
tape, and assures the 
secure sealing of every 
envelope., 


Acorn 

















Four Models 
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460 S. Clinton Street ~Motor Driven: $75.00 
Chicago, Ill. Price $75.00 $90.00 
* “4 





PEBREL 


“MASTERGAUSE” 


The Dominant Carbon Paper 


Farsightedness and careful analysis 
are factors which bring customers to 
us regularly as the need for good 
carbon paper is realized. 


They know the reputation of our 
product — the best procurable with a 
view to lasting satisfaction and pres- 
ent economy. 


MASTERGAUSE. carbon embraces 
the above facts. 


Peerless Carbon & Ribbon Mfg. Co. 


UNITED STATES: 113 West Broadway, New York, N. Y. 
EUROPE CANADA, Toronto 
39-40 Shoe Lane 176 Richmond St., West 
London, England 








e Your Show Windows Pay Sor 
Many Sales are made on the Sidewalk 
Window Display Fixtures 
A AWWondertul set of Patented Interchangeable Window Display Fixtures 


for displaying Books. St nery. Office —— and Sundries. Set will give 10 
RES FOR Years Good Service ing wittdow trims 


500 


pre: zie 


» | Ea S 








ctive trade pull 





y a very few of the designs that can be 
eds of standard fixtures can be set up. 


The Fixtures you see abeve are 
set up with the full set, besides hus 
Made of Oak, cithe 

in a Hardwood H 
ou use ti 


jolden, Antique or Weathered Finish. Set is put up 
a t ps > r nfs Chest, 2 good place to keep the extra 
ds of sets in daily use 
Set has 89 Interchangeable Younits Fo or “a Store Windows, 330.25 
For Small Store Windows, $18.15 


No. 20 
No. 20% Set has 50 Interchangeable Younits 
Send for catalog. Established 39 Years. Order direct or thru your Jobber. 


The Oscar Onken Co. 2450 Fourth Street Cincinnati, Ohio, U. S. A. 
Fixtures set up without the aid of a tool. 
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LOOSE LEAF 





Atlantic City, N. J. 

One of the speakers at the annual convention of the 
National Federation of Paper Box Manufacturers’ Asso 
ciation, held here May 7 and 8, was William E. Koch, of 
the Irving-Pitt Manufacturing Company. He spoke on 
uniform cost accounting. 

Chicago, Ill. 

C. E. Burroughs has resigned his position with the Wil- 
son-Jones Loose Leaf Company. He had been handling 
the advertising for nine months. 

o* * 

D. S. Hanson, who was with the Commercial Stationery 
& Loose Leaf Company, has resigned. He will take 
charge of the commercial department of Carlson Brothers 
Moline, Ill. 

Kansas City, Mo. 
Employees of the Irving-Pitt Manufacturing Company 


enjoyed a dance and entertainment at Ararat Temple, 
April 26. 
Minneapolis, Minn. 
Archie L. Johnson has returned to Jeffrey & McPher 


son Company, 523-31 Second avenue, South. Four years 
ago he left to take charge of the loose leaf department of 
Hilton, Hart & Garrett, Detroit. Later he had charge of 
the stationery department of George Brothers, Lincoln, 


Nebr. 
New York, N. Y. 
The Wilson-Jones Loose Leaf Company, Chicago, has 
leased space on the eighth floor of 304 Hudson street. 
~ x< ox 


Stanley H. Beebe, of the general office of the Irving-Pitt 


Manufacturing Company, has been transferred to the New 
York office. 
* * x 
Harry H. Spurlock is now traveling this territory for 


the Sam’l C. Tatum Company. He was formerly with the 
Wilson- Jones Loose Leaf Company. 
San Francisco, Calif. 
Hamlin, representing the McMillan Loose 
is calling on the trade in this vicinity. 
* * ok 


Guy Leaf 


Company, 


Hart Palmer has been touring the Southwest with the 
Boorum & Pease Company line. His trip extended into 
Texas. 

«x * “x 

Mr. Baxter was a recent San Francisco visitor, booking 
orders for the National Blank Book Company and the 
Defiance Manufacturing Company. 

* * OK 


Mr. Davidson, of the Wilson-Jones Loose Leaf Com- 
pany, is back at headquarters from a two months’ trip, in 
which he covered the entire western territory. 

ok ~*~ Ok 

Frank ©. Geimer. of the Accounting Devices Company, 
Chicago, has established headquarters here. He will han- 
dle the Pacific Coast business of the comnany. Mr. Gei 
mer has been with the company since it was organized. 

Seattle, Wash. 

E. C. McDowell has associated himself with the Ranier 
Printing Company, 719% Third avenue. He had been in 
Alaska for the last five vears, installing loose leaf systems, 
etc. Prior to leaving the West Coast, he had been with 


the Pacific Stationery & Printing Company, , Portland, 
Ore., and the Thompson Stationery Company, Vancou 
ver, B. C 
H. C. Hoskins Advanced. 
H. C. Hoskins, secretary of the Standard Envelope 
Sealer Manufacturing Company, Somerville, Mass., has 


had the work of sales manager added to his duties. He 
has been connected with the company since its inception, 
and thoroughly understands the problem of an intensive 
development of sales. Mr. Hoskins is working on a 
broad and comprehensive line toward the increased dis- 
tribution of the Standard product. 

A recent addition to the membership of the Merchants’ 
Association is the A. P. W. Paper Company, 549 Green- 
wich street, New York, N. Y., manufacturers of toilet 


paper and paper towels. 
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SLR Complete Line 
VWQSS 33 pe van of Wire Baskets 


be AS a 


Waste paper baskets, wire 
or tin bottom. Space bas- 
kets, 1-2-3-4-5-6 spaces. 
Mail and envelope baskets. 
Special baskets made to 
order. Prompt attention on 
all orders. 

ERLESS SAMITARY | Write for catalog and price 
list O. 


PEERLESS WIRE GOODS CO. 


20 East Jackson Blvd. CHICAGO, ILL. 











That. 
Magic Tip 
Goodline “Metal 
Tip” Guides outlast 
any other Press Board 
Guides on the mar- 
ket. The Metal Ti 
reinforces the 
immediately below 
the printed tabs. All 
liability to crack and 
tear is removed, 
Nothing like it! 


Prices and full information on request. 
A set of 25 on approval to responsible parties 


Goodline Manufacturing Company 


368 BROADWAY, NEW YORK 

















KIPCO BRAND 


DUPLICATOR INK 
FOR ROTARY STENCIL MACHINES 


The quality of this ink is 
guaranteed by nearly half 
a century of practical ink 
manufacturing experience. 








Write for samples and prices; also our agency proposition. 


KRUSE PRINTING INK COMPANY 
437 Pearl Street, - - - NEW YORK 











Adding Machine Rolls 


for Immediate Delivery 


A LARGE STOCK ALWAYS ON HAND 
ALL WIDTHS ALL GRADES 


E SPECIALIZE in all kinds of paper rolls 

for all kinds of automatic machines. 

Also Gummed Tape and Tape Moisteners. 
Write for prices and samples. 


THE HYPON COMPANY, Inc. 
681 6lst Street, Brooklyn, N. Y. 























Cleth Covered Cabinets 


L. HOFFMAN Ni York,. N.Y. 


Desk Pads 











‘Write 
4 
Catalogue 
No. 
y ihe 





Letter and Legal Cabinets 


Decument Cabinets 











Dependable Typewriters 


You can depend on “UTECO” re- 
builts because they are guaranteed 
“REBUILT.” 

Our “‘select rough” machines can be 
put in saleable condition with just a 
little adjusting ee save you the cost 
of “rebuilding.” hese same machines 
can be used “AS is" for RENTALS. 
We also make a specialty of Recovering Platens, send 
them along and give us a trial. 

OUR motto:—He profits most who serves best. 

Send for price list 


United Typewriter Exchange Co. 


WHOLESALERS 
31 Hartford St. and 137 High Street BOSTON, MASS. 




















The Stenographer’s 
Friend 








““Doc’’ Hanson’s PLATN PEP, an entirely new prepa- 
ration, guaranteed to stop immediately all paper feed 
trouble. IT IS NOT A LIQUID. No matter how 
bad the platen is, “PLATN PEP”’ will make the 
paper feed just as good as when the platen was new. 
If vou are a live wire, send for sample and proposition. 


The Hanson Typewriter Service Company 


‘“The Typewriter Doctors”’ 
201-3-4-2-5-11 Columbia Bldg., Cleveland, Ohio 

















FOR EXPORT and JOBBING Trade ONLY 
Large Stock of Fountain Pens 


(ALL STYLE’) ALWAYS ON HAND 
For IMMEDIATE Delivery 
MONTHLY Capacity 
350,000 


Our Prices 
Are Lowest 











Orders for 
200,000 


MAGIC FOUNTAIN PENS 


(Which Write Without Ink) 
Were Received by Us Last Month 


Samples and Prices on Request 
Send for Illustrated List 


QUALITY GUARANTEED 


New York Fountain Pen. Company 
137-139 Grand Street NEW YORK, N.Y., U.S.A. 


We are open for Contract Work 






























Moore Push-Pins 


50 MILLION PEOPLE will see Moore Push- 
Pin Advertising during 1919. 
up your stock today. 


This Style L 
Cabinet of 


Moore . 

4 
Push-Pins 
sells twice as much with half 
the effort. Get one today from 

your Jobber or Direct. 
Cost - - = = $10 
Sells - «= = = $15 
Will more than double your sales. 


Moore Push-Pin Co. 


113 Berkley Street 
Philadelphia, Pa. 
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One The 
or a Daisy 


Wire Basket 


Daisy Wire Baskets—all the same—built for rough usage 
—good to look at—easy to use, as the flaring top makes 
a wide target that is hard to miss. 
Users like Daisy Baskets. They “dress” an office, keep 
it neat, and outlast most others. 

Write for prices 


The Massillon Wire Basket Co. 

















Dozen 


*. Massillon, Ohio 








ATTENTION! DEALERS 


IN |YPEWRITERS! 


Are you having difficulty in ob- 
taining rough and rebuilt type- 
writers? 

National signifies nation- 
wide—Rebuilt and Rough type- 
writers of all standard makes. 

This Month gs ped stock 
on Royals and L.C. Smiths unlimited. 

Prices -~ on request and all in- 
quiries will receive our courteous and 
prompt attention. Ask others! 





REGISTERED 
Wholesale and Export 


National Typewriter Exchange Co. 


A New Writing Instrument 













The B-B Self-Filling Stylo 

The Stylograph Modernized 

Capillary Ink Channel Send 

Modern Filling Device for Samples 

Sefety Screw Cap and Discounts 
Fully Guaranteed 


RETAIL PRICES: 
Self-Filler $2.00 Regular $1.50 


“We have put the Sle in Stylo” 


BIRD BILL PEN CO. 











110 Broad Street Boston, Mass. Dept. B 309 Broadway, New York 
DES KX. PADS eee fate, Ginche and Getere 


GOOD MERCHANDISE — FAIR PRICES 


SATISFACTION GUARANTEED 
ON ALL 


OMe) SPECIALTIES 


Leather and Brass Corner 
Desk Pads 
Flexible and Stiff—60 Styles 


Glass Desk Pads 
2 Styles—2 Sizes 


Cloth Covered Card index § 
Cabinets 
Standard Sizes 


L. SAINBERG, 65-7 W. Houston St., New York 





Engressing In 

Taurine Mucilage 

Photo Mounter Paste 

} ge Board and Library Muciiage 
as 


Liquid Paste 


Vegetable Glue, etc., ete. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Sup- 
plied to the Trade. Discounts and Trade Prices give 
profits. 
Consumers, emancipate yourselves from the use of 
corrosive and Ill-smelling inks and adhesives and 
——— adopt the Higgins’ Inks and Adhesives. They will 
fm be a revelation to you. 





adme 


We protect the trade by referring 
orders and inquiries thereto. 


CHAS. M. HIGGINS & CO., Q:igins'ors an¢ Maoutaccurers 
Maia Office and Factory, Brooklyn, N.Y.,U.S.A. New York-Chicage-Leades 














P CARBON oY 


\ 


qv : <\ 
‘. * PAPER 
Standard Carbon & Ribbon Co. 


Re fe, 
s TYPEWRITER “% 
2 RIBBONS ea 








Established 1875 Incorporated 1900 Still at it 1917 


We Make Covers 


For Typewritin 
fomouning ond a 
Other Kinds of Ma- 
chines Having Bright 
and Polished Sur- 
faces. 
OFFICER FURNITURE and 
everything with bright 
surface should be so 
rotected. We are 
manufacturers of 
these goods and believe 
we make the greatest 
quantity and variety. 
Send us Sample or diagram of your article and we will quote you 
prices and send sample of the materia 
Ne article too large or too small for us to make and figure upon. 


THE WILEY, BICKFORD, SWEET CO. 


The Wm. H. Wiley & Son Co. Division, 
HARTFORD . ~ . CONNECTICUT 


. 1 Py 4 R\ YER \ \\ \\ R 
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Bridgeport, Conn. 


Henry S. Thompson is in charge of the new office of 
the Yawman & Erbe Manufacturing Company, 871 Main 
street. 


Chicago, IIl. 

Irving Johnson, vice-president of Mead & Wheeler, has 

welcomed a charming baby daughter to his home. 
Cincinnati, Ohio. 

The Globe-Wernicke Company has made plans for the 
erection of a $200,000 addition to its factory, to be used 
in the manufacture of steel cabinets and filing safes. The 
new building will be three stories high, 75x350 feet. A 


one-story addition will also be built to the storage build- 
ing. 
Clarksburg, W. Va. 
Struve & Gile have opened an office equipment store 
on Pike street. Mr. Struve was formerly with the James 


& Lau Company, while Mr. Giles is a civil engineer by 


profession. 


Lincoln, Nebr. 
The Perkins-Huffman Company, 1112-1114 O street, is a 
new concern organized for the purpose of selling both 
office and household furniture. Safe-Cabinet, Shaw- 


well-known lines are carried. Be 
sides the furniture the company will handle some of the 
heavier office machines. The furniture business of the 
Huffman General Supply House has been taken over. The 
latter concern, however, is continuing the sale of sta 
tionery lines. The Perkins-Huffman Company is cap 
italized for $100,000. 
Los Angeles, Cal. 

An industrial exhibition was held in Los Angeles in 
April, one feature of which was a parade of*floats. The 
Los Angeles Desk Company float showed two half 
finished desks, with a cabinet maker at work. 

New York, N. Y. 

Clark & Gibbey, Inc., selling 
tional desks and Browne-Morse filing cabinets have 
their uptown store to 6 East Forty-third street. 

Omaha, Nebr. 

The G. A. Skans Company is the new 
company opening a store at 1903 Farnam street. Mr 
Skans has had years of experience in fine office furniture 
and is vice-president and general manager of the company, 
which will carry nothing but the best modern office 
furniture. 


Walker files and other 


representatives for Na- 
moved 


office furniture 


* * * 

J. C. Reed, the hustling office furniture house, has added 
still more space to his fast-growing business in filing 
devices and desks. He has decided to specialize in several 
lines, such as filing cabinets, desks, and of cupboards, 
costumes and typewriter stands. 

Port Ewen, N. Y. 

D., H. & J. Abramowitz, 962 Southern boulevard, New 
York, N. Y., have incorporated the Read Office Furniture 
Company, with capital of $10,000, to operate here. 

San Francisco, Calif. 

Louis Burgoyne, representing the interests of the Globe 
Wernicke Company on the Pacific Coast, is back at head 
quarters after a tour of Southern California and the 
Southwest. 

x * x 

J. C. McQuilkin became a grandfather in late March, 
his daughter giving birth to a boy. When not working at 
the grandfather trade, Mr. McQuilkin is salesman for the 
Allsteel products. 

* * * 
Ristenpart, sales manager of the Rucker- 
677 Mission street, left April 12 for 
an extended Eastern trip, during which he will visit the 
various manufacturers of office furniture. He expects to 
spend at least a month traveling in the interests of the 
firm. 


Chester H. 
Fuller Desk Company, 


* + * 

Miss Edna Davis, of the Erie Art Metal Company, has 
again reached the Coast. Miss Davis has just concluded 
her Northwestern business and is much elated over the 
volume of orders secured while in that territory. On the 
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Advertising 
Blotters 


“‘The Ad that Stays is the Ad that Pays.’ 

Heyden Blotters are the ever staying ‘‘keep- 
in-mind”’ medium of Direct Advertising. A medium that 
talks business every hour. New series just out—creates 
immediate attention. Full of life and color. Chock full of 
human interest. Your advertisement on one of these new 


blotters will get a hearty welcome—a long review. Thru’ 
repetition with this form of advertising—you rivet interest on your 
service or product. You increase your business. This new series can be 


used by any advertiser. Ready now. Write for free color 


Heyden Company, Inc., 416 S. Dearborn St., Chicago 








Get a Better Grip | 
on Your Business 


Offer your customer the clip that knows 
no slip —that holds like a vise so that 
G simply cannot slip, slide or slew 


Gra raffco Vise Clips 


have distinctive merits that win perma- 

nent favor. Customers ask for them 

again. Send for free samples. 

George B. Graff Co., 294 Washington St., Boston, Mass. 


Manufacturers of Vise Index Tabs and Vise Signals 








Double Quick! 


It takes only an instant for an operator to turn from 
clerical work on the unbroken surface of 


“2 in 1” CLEMCO 


to work on the typewriter separated by the Clemco Rall 

Bearing All Steel Mechanism in the pedestal. The ma- 

chine never interferes with the work on the desk and the 

desk top does not in any way interfere with the machine. 
Write now for complete information 


AS. The Clemetsen 
LIE MIGO Company 
‘ IDS SEM 


2608 Flournoy Street 
Chicago, III. 
Trade Mark 






















x 

> : ? 

= Aigner’s Patent Cut 
: Index Tabs 

2 Come in strips already cut to size. One-half 
= turn will separate the A from the B, a time 
b saving of 50% 


Send for the 1918 Catalogue, well #lustrated. 
We are headquarters of the following lines: 


Index Tabs of all kinds 

Index Shields for reinforcing 

Name and Number Labels “— Law Work 
Gold Stamping and Embossing 

Special Die Cutting 

Cloth for reinforcing Index Sheets 

Index Sheets with Tabs attached to Sheets 


G. J. AIGNER & CO. 


Sole Mfrs. of Patent Cut Index Tabs 
Dept. B, 552 W. Adams St., CHICAGO, ILL. 


‘ 








Pat’d Aug. 8, 1916: Mar. 27, 191 
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PEET’S 


samples and prices. 


PEET BROS. 
618-20 Cherry St. 


23d of April she left San Francisco for the South, stop 
ping off at various points in California on her way to 
Los Angeles. 


Patent Improved + * * 


TRIANGLE PAPER CLIP Bliss Rucker, late of the United States navy, has re 


turned to civilian life as assistant sales manager of the 


Rucker-Fuller organization. J. A. Payant, manager of the 
LA | Av? filing department, is ill at the Lane Hospital, San Fran 
Wry oF cisco, having undergone an operation for appendicitis. Mr 
€ Payant was formerly road man for the Shaw-Walke 
HOLDS PAPERS SECURELY Company. Two recent additions to the _filing-cabinet 
Patented May 22, 1917 force of the Rucker-Fuller Company are F. C. Havens 
Only after trying this new paper clip can you appreci- and Willis White. 
ate its superiority. It is so easy to slip on, and it holds “o's 
the papers, etc., absolutely firm. The patented crimp The Yawman & Erbe Manufacturing Company, 132 
does the work. It will be worth your while to send for Sutter street, is once more headquarters for the Marne 


division of the Government loan, with C. H. Victor, man 


If your stationer does not carry them, write us direct. ager of the Y. & E. organization, colonel for the Victory 


Loan forces of his section. Mr. Victor says that the 
Philadelphia, Pa. twenty-five captains and one hundred and twenty-five 





lieutenants of the Marne sector have announced their 


determination to raise at least 25 per cent of the San 





cost for supplies or repairs. 





Reynolds Envelope Sealer Co. 
111 N. Market Street, Chicago 





THE BEST ENVELOPE SEALER Francisco quota, as the district which they control rep- 


is the one that is most simple and will give the longest service without resents, in comparison with its area, more money than any 


other in the city. Mr. Victor only recently returned from 


sealers have been used in hun- several weeks’ stay in Los Angeles. He said that condi 
dreds of offices for five years or tions in the South were extremely good, the recent spurt 
» more without a cent of expense. in building activities influencing the general conditions i1 


Aah the a most favorable manner. 


epee Scranton, Penna. 
Deemer & Company, Wilkes-Barre, have opened a store 
PRICE here at 611 Spruce street. Paul E. Harbaugh is manager 
38 The store displays a complete stock of office furniture. 
$ Welfare Idea in Paying Wages. 
Size 7x8x14 Lever Brothers, Ltd., English soap makers, have worked 
. out a new idea in the payment of wages to employees 
Weight 21 Lord Leverholme, who controls the business, is a leader 
, among British employers in employee welfare work, made 
No ad- a suggestion to the stockholders regarding a new plan ot 


justments. paying the men. 





“As to payment of wages, we want to introduce a dif 





TRADE MARK 


Desk Memorandum 





No, 50 


Perfection bases made of Cast 


ferent method. Instead of our men crowding round the 
wage office and waiting their turn, each man should have 


a little private banking account in a bank near his own 
P E R Ee E C I { O N house—not the firm’s bank, but one of his own selection 


REG. U. S. PATENT OFFICE 


We would advise our bank to credit each man from the 
pay sheet with the amount of money he is entitled to 
Calendars receive for his wages. Under this system a man will draw 


out of his bank what he wants for his household expenses 


MEMO RECORD AND DATE COMBINATION and what he does not need will rest in the bank. The 


amount left as deposit with the bank will be supplemented 


by an addition from the firm—we are favorably consider 

Iron, Steel and Wood ing this—and this will give a man five per cent on his 
Order 1920 stock now money left in the bank; so that, instead of the money 
lying at home earning no interest, by adopting this system 

Write for C ita og showing complete line. it will earn interest. Further than that, the tendency will 
English or Spanish. be always to leave a little more each week in the bank 


and I feel confident that if we can get this system univer 


Hale Specialty Co., Inc. sally adopted it will not only raise the workingman’s posi 


tion but add to his dignity, because, instead of crowding 


3 designs of bases Sole Manufacturers round a little pay office, he will be led to become a saver 
7 Enishes 128 N. Jefferson St., Chicago, IIl. having money to invest in the business he is engaged 


or other businesses.” 








Refilling 
Composition 


THE HEYER ODUPLI- 
CATOR COMPANY, 
manufacturers of Hekto- 
phs, Gelatine Duplicators, Film Dup 





of all makes. 


rices. 


160 N. Fifth Avenue 








for use in filling Hektograph pans and Gelatine Duplicators 


They are also in ition to furnish the trade with Hektograph 
carton paper aan Hoktograph typewriter ribbons at lowest 


mestic and foreign inquiries given most prompt attention. 
Write for quotations and circulars on these mater: 


Pitman Typewriting Contest May 24. 





The next annual typewriting contest of Isaac Pitman 
Shorthand Writers’ Association will take place Saturday 
afternoon, May 24, at two o’clock. The committee has 
desided to arrange for the following classes: 

1. Day High School.—(a) Six months’ study; (b) one 
year study; (c) open to all day high school students. 

2. Evening High School. 


3. Day Commercial Schools.—(a) Six months’ study 





gra licetora ané su (b) open to all commercial students. 
ere supplying the stationery trade with etn See ponitien 4. Evening Commercial Schools. 
5. Parochial Schools.—(a) Classes to be arranged. 
6. Stenographers’ Contest. 
7. Professional Contest (open to professional demon- 
trators). 


THE HEYER DUPLICATOR COMPANY For further information, write to R. A. Kells, Chairma: 
of the Typewriting Contest, 2105 Seventh avenue, New 


York, N. Y. 


CHICAGO, ILL. 
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CIPHE. Not the usual kiad, but Are You Seeking an English Agent? 


more necessary now a 
: If so, we have the organization 


INSURANCE that the war is over. ready for doing justice to your 


° oe . goods, and will get them distrib- 
The Cipher Whiting Machine uted throughout the United King- 


Enciphers and deciphers under any one of many millions of 


combinations automatically, choose your own key. It insures dom. Thousands of accounts open 

orrespondence, business advices, formulas, ete., which lie : ~ ° 

a to -—4 heart of we trade getters—only those who with Stationers, wholesale and re- 

ave the right can translate these records. ; “ 

The U A. Government purchased several of these machines tail, Stores and Booksellers. We 

from us, Pershing called for two of them for the Expeditio + av - , ; 

mee — will think more ahaet dunes etter Saaen ; a have travellers covering the whole 

clared, and you will be the greatest losers if you fail to learn , r 

more about this twentieth-century invention. We can furnish territory. 

a limited quantity cf these machines upon short notice. H TT 

The International Cipherwriting Machine Co. , Watson &V iney, Ltd. 
CHICAGO, ILL. WASHINGTON, D. C. 52, Long Acre, London, W.C., 2, England 
































ais 


ISTELILITI 


SUPERIOR 
omen) 
PAPER CLIPS 


Write today for samples and prices. 





EXTRA QUALITY 


TYPEWRITER RIBBONS 


Manufactured in a Modern Factory devoted 
exclusively to Inked Ribbons 


Concentrated—Brilliant—Non-Drying—Inks 


combined with the finest of fabrics by our special 
process, produce the extra quality so much ia 
demand since the war, together with attractive 
boxes and packing should prompt you to write 
for our prices and samples. 


PHILLIPS RIBBON & CARBON CO. 


Rochester,{N. Y., U. S. A. 


Midiand Steel Products Company 
3132-36 South Canal Street, Chicago, Il. 














Time and Space Saved The “Handy” Portfolio 


is money earned. The time required by the typist for 
handling erasers, carbon paper, letter heads, second 
sheets and other stationery, is reduced to a minimum 


in the 
BYR is all business, 
and solid leather 


Typewriter Cabinet at that. There is 


a place for every- 















Let us send you 
full information 
about these nec- 
essaries. They 


Here is a desk which provides 


, thing the profes- 
within arm's reach B 


definite places for at sional or travel- 

least thirty different ing man wants to should be on dis- 
articles used by the carry, ueieisadnil play in every sta- 
ee ap ll book- to suit the aver- tioner’s stock. 

let telling what these age convenience 


thirty things are. 


Byron Typewriter 





Cabinet Co 

Occupies Smali : 
Floor Space. 33 Washington Ave. Th Cl | nd Le th G $s 26-28 Noble Court 
Mt. Clemens, Mich., U.S. A. e Vievela ather Good *9 Cleveland Ohio,U S.A. 











Tell Your Customers About 


the way they can stop idling, speed pro- 
Send duction, and get more profits from their 


ANALYSIS PAPER i i business by keeping tabs on it with 


— tte, THE AUTOMATIC 
Buff and White—Four Grades— ‘aa hoprored TIME STAMP 


4 to 28 columns wide, in variety i 
of styles, always carried in stock, 


os It tells indisputably when a 
cuees job is tesued, begun, completed, 
padded or loose. 


shipped, ete. Shows at all times 

just how the job stands. Makes loafers 

hustle—puts pep into “slow ones.” In- 

dicates best workers. Handsome, durable, 
absolutely accurate, dustproof. 

Send today for our attractive dealer- 
proposition and complete data. 


ye The Automatic Time Stamp Co. 


a, Se 159 Congress St. Boston, Mass. 
“Originators of the Art of Printing 
Time Automatically.” 


Send for price list and samples 


L. H. BIGLOW & COMPARY, Inc. 
62 BROAD STREET NEW YORK 
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HUNT'S No. 24 Ledger Pen 
Famous for its Round Point, its Large Ink-holding 
Capacity, its Durability, its Grace and Beauty, its 
i Fine Point and Easy Action. 








SOLE AGENCY FOR GREAT BRITAIN 


We are open to accept the sole dis- 
tributing agency for new, up-to-date 
Office Requisites or Accessories for 
Card Index or Vertical Filing. Weare 
actual manufacturers of Cabinets, 
Cards, Guides and Folders and supply 
all the principal stationers and office 
fitting concerns of Great Britain. 


FORDHAM & COY, Ltd. 
Tudor Works Hackney, London, Eng. 























Retails Retails 
25¢ 25¢ 
Each Each 





Price to dealers $1.20 per dozen—postage extra—weight two pounds 


The only brush that Ht, aT tS machines. Small end cleans type 
end cleans in between k socer eonrege, 0 the type rods and all hard-to- 
t places. Total length 1 inches. All bi 


Adopted by Business and Public Schools, Public Institutions, Hospitals, U 
Government and City Departments and the ae. be. >* 


OLEANALL TYPEWRITER BRUSH CO., Mfg. of Wire Twisted Brushes, 7 DOMINICK ST., NEW YORK 








ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to con- 
tain 250 linear feet. Edges free from lint or dust. 
Stock white wove, hard-sized Writing 18 pound 
folio basis. 

We make all size rolls. , 

Write for prices, giving detailed specifications. 











GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 








“always sells 
all ways” 








N ationally 

advertised 

to 28 Million 
Buyers 


HEAFFE 





SELF I 


FOU NTAIN ‘PEN 





W. A. SHEAFFER PEN COMPANY 
41 Sheaffer Building Fort Madison, Ia. 











TULNUUEUOOUED ALENT TTA TETEL 


Stationers’ 
Glassware 


Neat Designs 
Bright, Clear Glass 
Quick Sellers 


UT 
® 


1}in. No. 101 We make plain and cut 
glass Ink Wells, SpongeCups, 
Pen Trays, Ash Receivers and Novelties. 


Write for Catalog of Designs. 


The New Martinsville Glass Manufacturing Co. 
New Martinsville, W. Va. 





WONT Ht HT] OTT Hii HUH URE Ue ee CO 








Typewriter Ribbons and Carbon Paper 
For the Typewriter, Addi - g Machines, 
Time Clocks. Put up for the trade. 
Official and Empire Brands, or in plain boxes with imprint if desired 
SNELLING & SON M=-fggturers, uth Teminal 


Exclusive Territory Rights Not Entertained 


Fane Pens for Fountain Pens 


ve Repairs on Gold Pens and Fountain 


EXPORT TRADE SOLICITED 
Established 1884 


Manufacturers of Fine Gold Pens 








Pens Attended to Promptly. 
Acme Gold Pen Co., 17-27 Vandewater St., New York 














The ARGUS Moistener 


Is practical and cleanly and fills the bill. This moist- 
ener is neat, attractive and convenient. It does not 
smear up the fingers nor soil the stationery. 






THE UP-TO-DATE CLASPS, equipped with 
an interchangeable yearly calendar, are made 
in two sizes—for Pencil and Fountain Pen 

They are of spring bra33 with durable nickel finish. Retail for 10c each. 


ARGUS MANUFACTURING CO. Dept. B 


402-406 N. Paulina Street, Chicago, U. S. A. 


Patented $ Actual Size 




















UNT'SN 


515 


owl Pot 


( < ame Pov loha tc ver) Jay D | 
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C. Howard Hunt Pen Co. 


4 4D wee om 


~- 
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HOUSE ORGANS 


rOI9. 





The Webster Way, of the F. S. Webister Company, 
contains inspirational suggestions from great authors, sup- 
plemented by practical suggestions from men selling in 
the field. 

x * 
Garman Clausen, Bergen, 
attractive monogram of 


organ of S. 
with a neat, 


Avisen, the house 
has blossomed out 


the publisher’s initials, which is used in the text wherever 
reference is made to the institution. 
e- hs 
The Wales Visible, published by the Wales Adding Ma- 


chine Company, Wilkes-Barre, Penna., gives credit to 
factory employees for good production, as well as record- 


ing the achievements of the sales department. 
* 


According to an item in Pe Burroughs Bulletin, a num 
ber of agencies print bulletins or house organs. Recent 
additions to the ranks are The Javelin, of the San Antonio, 
Texas, agency, and Up Town, issued by the New York 
Uptown agency. 

x * x 

A recent issue of the Co-operator, published by the A. 
Pomerantz Company, Philadelphia, featured a constructive 
article on “Service.” It was written by Charles H. Harri- 
son, general manager of the stationery department, who 
has been with the house for twenty years. 

* * * 

The Boorum & Pease Company Standard recently 
printed a very practical article by James H. Collins on 
“A Thrifty Business Makes Thrifty Workers.” It sug- 
gested that teaching workers to be thrifty in their personal 
affairs leads them to thrift in the use of time in the 
business. 

x *« * 
issued by the Diebold Safe and Lock 
is a recent addition to the list of 


The Diebold News, 
Company, Canton, Ohio, 


house organs published in the office appliance field. It is 
handsomely printed and devotes space to the Diebold 
product. The May issue is No. 2 

x *« x 


The Security Salesman of the Steel Equipment Corpora- 
tion is the first of the house organs which come to this 
desk to use a specially-designed heading for the depart- 
ment recording the return of discharged men from the 
Army and Navy. The heading is “Welcome Home,” and 
shows a group of soldiers and sailors in the foreground. 

x *« x 

The Protectograph Bulletin of the Todd Protectograph 
Company recently reported conventions of “silent part- 
ners” as salesmen in various cities. The plan was to get 
the selling force, and its wives and sweethearts, together 
at the dinner table and interest the wives and prospectives 
in their husbands’ active participation in selling contests. 

* ok * 

The Wm. H. Hoskins Company, Philadelphia, Penna., 
issues the Hoskinsman monthly to remind customers that 
the stock of stationery and office appliances is complete. 
An April editorial on “Business Builders” gives credit to 
the “civil heroes” of the war, the office worker, artisan and 
business man, who didn’t get much out of the increased 
wages that were passed around to factory workers. 


In announcing a new salesmen’s contest, the N. C. R., 
printed a veritable catalogue of household necessities and 
luxuries, showing the prizes to be awarded. While there 
were some items for outdoor sports, the home was best 
represented. Contest managers have a cunning way otf 
hanging up prizes that appeal to the women, as the head 
of the household is a powerful influence in keying the 
salesman up to his best efforts. 

x * * 
of the Victory Loan” was the leading article 
in the April issue of The Burroughs Clearing House. It 
showed how in sixteen months the citizens of the United 
States had subscribed $18,818,323,000, with a maximum 
interest of 4%4 per cent. In four years Britons bought 
$15,549,616,342 of British bonds. with interest at 5% per 


“The ‘Why’ 


cent. The French bought $9,799,000000 of 5% per cent 
bonds of their government in four years. Italy sold 
$3,544,000,000. Canada sold $1,158,000,000 of 5 per cent 
bonds. , 
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MR. SALES MANAGER 


WO young men, brothers, that have’a record of 

success, and backed by substantial references, 
desire to represent in St. Louis and vicinity a Man- 
ufacturer of Quality Products. Representation will 
be of highest caliber and we will cover every Man- 
ufacturing and Commercial House worth while. The 
manufacturer will make a valuable connec- 
Correspondence will be confidential. 





right 
tion. 


Address DW-16 care Office Appliances: 
417 S. Dearborn Street Chicago, Hlinois 

















PAYS QUICK FOR ITSELF, 
“THERAPHONE” 






Get De- 

taits Scientific Receiver arptocs © can’t confuse. Absorbs 

Now the shocks. is ateoluteyy | time Sonenevens and 
IMPROVES THE HEARING. Fo 


r noisy Dal + 
vacy, busy, nervous and deal, pea 
livered—check or C.O.D. Fer foreign delivery. Pr 20¢. 
Cireular on application or with shipment. 

The EVOLUTION PHONE CO., Inc. 
48 Greenwich Avenue, New York, U. S. A 















This Typewriter Brush Sells Rapidly Because ¢ 
it is made right and the price is + | “The trjsties are now Soeebente The 





tapering end permits the brush to be inserted the emallest openings without > 
ceratening tbs enamel. Retail Price por es. 92.00 } 
oO | 

RTON’S Washable Bristle ‘ 





MO 
TYPEWRITER CLEANING BRUSH. 
Send 20c for sample postpatd and ask for dealer's terms. 


MORTON MANUFACTURING CO, _ Louisville, Kentucky | 





HEADQUARTERS FOR ALL STANDARD MAKES OF 


CHECK WRITERS AND 


CHECK PROTECTORS 
NEW AND REBUILT 


Catalogue and Discount Sent to the Trade 


CHECKWRITER MFRS. 


Suite 316 200 Broadway, New York, N. Y. 


























" PutYour Desk on aWar-Efficiency Basis 





with the Price, $6.00 


BRISTOW RADIAL DISTRIBUTOR 


An indispensable feature of every well-equipped office 


Dispatching papers quickly is great economy. Cléar your 
desk of the baskets and trays which litter it up, and in- 
stall a distributor which eliminates waste thought and 
motion. You can make the Distributor just as ada 
as you like; leave out partitions you do not need. It is 
all metal; will not wear out, is finely finished and looks 
well on the desk, 

Dealers will appreciate this universally useful product 
put up on the most liberal sales basis. It makes good, 
because it creates a demand at sight. 


Write for Our Circular describing various Models of Desk 
and Portable Distributors. 


FREDERICK BRISTOW 
45 Lawrence St. Newark, N. J. 
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TODD PROTECTOGRAPH CO. 


(ESTABLISHED 1899) 
Manufacturers of the 


Protectograph and 
Protectograph Check Writer 


PeerlessCheck Writer 


(Todd Patents) 


PROTOD Registered Checks 


World’s Largest Makers of 
Check Protecting Devices. 


1129 UNIVERSITY AVE. 
Rochester, N. Y. 


CUCEOUEOUAREQUGESEREOOGEGHORGOOOAGOCOROGTONCHOHOEDESOGROGOSEUOOAGNSHORGEQEORESROOOOODERONOEOONE 
TTALEOEESUGEODUQUGDASOOOOOOODEOOOREGEULOOUGUOGOGROSGGOOROGNORON0N0RGNRONQORGOOOQONOONOROORODOOROORORONNE 


“ 





TYPEWRITER RIBBONS and CARBON PAPER 


We have more than doubled our capacity in the last 60 
days in putting in additional equipment for making 
typewriter ribbons and Carbon Paper. 

Naturally we are looking for more accounts and will make mighty 


liberal proposition to dealers. 
Write us TODAY, for samples and prices. 


APTER BROS. MFG. CO., 552 W. Harrison St., CHICAGO 











The “Anco” Pen and Pencil Clip 





price. Made in one piece of spring steel, ball point, heavily 
we ae aka highly polished. : Write for prices 
The Ansonia Novelty Co., Ansonia, Conn 











D. W. Beaume!l @ Co., Inc. 


E.tablished 1884 
OFFICE AND FACTORY 


17-27 Vandewater St. 
NEW YORK, N. Y. 


Manufacturers of fountain 



















pens for the trade; We 
all modern styles make 
of fountain pen a spe- 
holders and cialty of im- 


print work and 
our line includes 

all thelatest designs 
in self-filling fountain 
pens and non-leakable 
screw cap holders. Our re- 
pair department is a promi- 
nent feature of our service. 


ESPECIAL ATTENTION 
GIVEN to FOREIGN TRADE 


fountain 
pens com- 
plete. 


























The Esleeck Manufacturing Company, Turners Falls, 
Mass., has announced that Fidelity and Emco onion skins 


are now watermarked. Samples are ready for the trade 
* * * 


Catalogue No. 24 of the National Blank Book Company, 
Holyoke, Mass., lists the company’s entire blank book line 
A new loose leaf price list has also been circulated among 
the retail trade. 

x » ” 

Belknap addressing machines are fully illustrated and 
described in a catalogue recently issued by the Rapid 
Addressing Machine Company, 32-46 West Twenty-third 
street, New York, N. Y 

*~ /* * 

The Bump Paper Fastener Company, La Crosse, Wis., 
has issued a neatly lithographed flyer descriptive of the 
Bump paper fasteners. They were arranged for dealer 
distribution. 

x * x 

The R. H. Thompson Company, Buffalo, N. Y., has cir- 
culated Stock and Price List No. 19, listing a wide variety 
of writing, printing and cover papers, as well as envelopes 
and miscellaneous supplies. 

* * * 


Price List No. R-129 has been issued by the Irving-Pitt 
Manufacturing Company, Kansas City, displacing other 
lists prior to April, 1919. The book is well classified, and 
provided with thumb index for convenient reference. 

* * * 


“Vertical Filing Down to Date” tells the Yawman and 
Erbe way ot arranging filing systems. It shows the vari 
ous styles and types of folders, guides, etc., furnished by 
the Yawman and Erbe Manufacturing Company, Roches- 
ter, N. Y. 

* * ” 

The new catalogue of Salz Brothers of New York ex- 
plains and illustrates the company’s comprehensive line 
of writing instruments and office specialties generally. It 
is of interest to those engaged in domestic business and 
also to those whose affiliations are with the trade board. 

x * x 


“Factory Facts and Phases” is the title of a book list 
issued by the St. Louis Public Library, listing the publica 
tions in the institution which bear on factory systems, 
efficiency, accounting, employment, training, hours of 
work, wage payment plans, benefits, hygiene safety plans, 
fire prevention and welfare work. While the circulation 
of the books catalogued is necessarily limited, the list is 
a valuable bibliography for anyone who wishes to build up a 
library on the subjects covered. The booklet was com 
piled by Gertrude May, first assistant, Carondelet branch 
of the St. Louis Public Library. 

* * * 


Training Bulletin No. 5 of the United States Training 
Service, Department of Labor, is entitled “Training Labor 
for Peace Time.” It shows how to bring manufacturing 
efficiency up to wage levels, by adequate training of the 
workers in factories. Some 200 American manufacturers 
are already conducting training schools for employees, 
in their own plants. Besides increasing output, such train- 
ing schools justify their operation by reducing the labor 
turnover. Under ordinary industrial practice, a man gets 
into a department in which there is a vacancy. He may 
not be suited to that particular job, and sooner or later 
finds employment elsewhere. The training school quickly 
shows the suitability of the student, and he can be trans- 
ferred to the work for which he is best adapted for, in- 
stead of demonstrating that he does not want the original 
job, and thus leaves for some other work. 


Novel Attraction in Adding Machine Display. 


The display window of the Sunstrand Adding Machine 
Company in the Westminster building, Chicago, recently 
stopped many passers-by. The adding machine was elec- 
trically operated, running paper off the roll, and striking 
the same figures in repetition. The spectacle of the mov- 
ing machine. and the paper unwinding slowly about the 
foreground, caught many eYes. 
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WANTED: An experi- 
enced, competent and reli- 


able man to manage and dispose 


of the output of a thoroughly 
equipped up-to-date plant, engaged in 
manufactur ngcarbon paper in Rochester, 


N.Y. The party must have an established and 
prosperous business of at least $75,000 per an- 
num, that he can turn over. To such a party a liberal 
salary will be paid and, if desired, advantageous arrange- 
ments can be made to secure a stock interest ia the Com- 


particulars can be mailed to 
42 East Ave., Rochester, N. Y. 


pany. References and 
Lyddon & Hanford Co., 


SIMONSON 














Folders, Card Indexes, 
Filing Systems, Follow-up, Check 
Files, Note Ticklers and all other 
purposes requiring an Adjustable, Tip. 
Slips easily oa and off 
but holds with firm grip. 
Has removable name 
slip, lasts indefinitely 
and does not mar card 
or folder. 
Liberal Quantity Terms to Dealers. 
Samples Free, 
Roger A. Simonson & Co. 
122 South Michigan Ave., CHICAGO 


for Cards, 











Either Agency or Price Protection Proposition 


KEYSTONE CARBONS 
AMITY RIBBONS 


For All Purposes. 


R.A. BECK, GENERAL SALES AGENT 
727 South Dearborn Street, CHICAGO 


New York, New Orleans, Los Angeles 














Every typist wants the 


NEVER-LOSE ERASER 


Because it does not get lost it will 
outlast half dozen of the other kind 
and at ten cents is the cheapest = 
eraser to buy. Most profitable 
eraser for the dealer. Give them a 


SHOW and they’ll sell themselves. 
You should order at once from 


PERSHING & CO., South Bend, Ind. 














ADJUSTABLE METAL TIP. 








ALSO MAKERS OF INKS 
FOR OFFICE DUPLICAT- 
ING AND PRINTING 
MACHINES. 


if WL PAY You To 


PRINTING & LITHOGRAPHIC INKS BUY DIRECT FROM US. 


NEWARK, N.J 


LAER 


The Standard Line 
as Ideal 





Watermans{Ideal)fountain Pen 


Self-Filling, Ri got Regular Types. 
L. E. Waterman Company, 191 Broadway, New York 


Boston Chicago San Francisco Montreal 











- THE BEST COIN TUBES. 


“Steel-Strong’ Tubular Coin Wrappers, 
lect kraft, show by machinetest greater strength than ever 
accurately made to At all 


made from se 
before used in comm wrappers 
forepes mr orelebehenbetcam ser: i hine s——new design prevents errors 
SAMPLES FREE To] om - ha a Vell icit—ae Galel. | ai. 
The C L Downey Co 121-23 E Eighth St 





; 
| 
Cincinnati, C nati, | -— ; 


De You Need Typewriters? 


We carry a complete stock of all 
makes and keep in close touch with 
the best sources of supply. 


Machines in the Rough Our Specialty 
Write for 


Morse’s Typewriter Exchange Co. 
407 eed YORK 








The manufacturer with an article to be exploited 
among the office equipment trade finds 


“OFFICE APPLIANCES” 


a publication which ‘brings satisfactory results. 
Advertising rates furnished upon request. 


THE OFFICE APPLIANCE COMPANY 
417 So. Dearborn Street, Chicago 
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THE ONLY CARD CASE THAT HOLDS 
CARDS PERFECTLY 


A sure seller when once 
it is shown a customer 
—because it is the only 
case that will hold any 
kind or number of cards 


HOLDS ONE 
CARD AS 
WELL AS 







—folded or detached— 
scoring or perforating 
unnecessary. Keeps 
ecards clean. 

The prices are right and 
the profits are right. 
Send for full particulars. 


STAUDER ENGRAVING CO. 
233 N. Wells Street 
CHICAGO, ILL, 





GOLD PENS~<au Shapes and Styles 


Imprint 
Work a 
Specialty 
All makes Gold, Fountain, Stylographic Pens. Pencil Cases see ad 
repaired and returned day received. tisfaction guaranteed. 
GAYDOUL GOLD PEN CO., Inc., 56 Joba 6t., New York 
















. Why Is the 
»PEERLESS the 
BEST moistener? 


Ask any user—Marshall Field & Co., 
John M. Smyth & Co. and thousands 
of others—and they will tell you that 
we have the BEST article of $1 
its kind on the market to-day. 
We anaes gise a lenge eT 
y, able for large offices an ng 
orrmre | Faas ie: 1948 rooms. Pride, $2.75 each. 


Simple, Useful and Economical 


Used for moistening stamps, envelopes, labels and fingers in handling 
currency. Foreign business given careful attention. Advertising matter 
ent in Spanish if desired. 


Write for particulars. Samples sent on approval. 


PEERLESS MOISTENER COMPANY 
826 S. Claremont Avenue Chicago, IH, 
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WANT ADVERTISEMENTS. 
(See also page 214.) 


AGENCIES WANTED. 


OUTH AFRICA. Office Appliances and Stationery Stores, 132 St. 
George's street, Capetown, P,. 0. Box 1337. Typewriter paper, car- 
bons, ribbons, rebuilt typewriters, Underwood, L. C. Smith No. 8, and 
Corona. Also good office specialities. 
ACIFIC COAST COKPORATION, selling exclusively to the consumer, 
is open to consider exclusive representation on commission basis, the 
following. lines: Sales books, envelopes and shipping tags. Address K 
26, care ice Appliances, Chicago. 
GENCIES WANTED—California 
gressive representation by experienced 
California, care Office Appliances, Chicago. 




















devices, ag- 
Address 


territory. Mechanical 
specialty salesmen, 


BUSINESS OPPORTUNITIES. ee. 

R SALE—Stationery store, staple stocks. Best factory agencies. 

New business, growing rapidly. Almost exclusive in city of 40,000. 

On Pacific coast. Or will sell interest to capable manager. Address B 
22, care Office Appliances, Chicago. 

YPEWRITER MEN with newspaper 

stenographers with literary abilities, 








‘connections or experience, 
wanted, to conduct Keyboard 


Code departments in _ periodicals. Machine-written shorthand, easily 
learned and perfectly produceable on all typewriters, linotypes, mono- 
types. Self-instructor, business details, 50c. Jscob Backes, 1402 Ave- 


nue A, New York. . Th oe. 
IR SALE—Established and successful stationery and office supply 
business located in a live city of 150,000 population. Most profit- 
able store of its kind in the city. Price—actual inventery value. 
Terms--$25,000 cash and balance on terms to suit. Address B. O. A., 
care Otlice Appliances, Chicago. 














Copies of any one of these patents can be obtained by 
sending 15 cents in stamps to E. G. Siggers, patent lawyer, 
Suite 33, N. U. Building, Washington, D. C., and mention- 
ing Office Appliances. 


1,283,944. Fountain Pen. 
ing, Mich. 

1,283,982. Perpetual Calendar. 
California. 

1,284,004. Typewriting Machine. Lester A. Wernery, 
Brooklyn, N. Y. Assigned to Underwood Typewriter 
Company, New York, N. Y. 

1,284,009. Pencil Sharpener. Albin Wicklund, Biwabik, 

Lee S. 


William A. Staffeldt, Read- 


Jere Turpin, San Diego, 


Minnesota. 


1,284,055. Typewriting Machine. Burridge, 


New York, N. Y. Assigned to Underwood Typewriter 
Company, New York, N. Y 
Canadian Patents. 

Canadian patents are given in full in the Canadian Pat- 
ent Office Record, published by the Commissioner of Pat- 
ents, Ottawa Ontario, Canada. The following patents 
were published in No. 12, which will be sent on receipt of 
twenty cents by the Commissioner: 

No. 187,777—Bill Payment Form. Henry F. Price, Riv- 
erside, Conr., assignee to the Budget Cheque Corporation, 
Chicago, III. 

No. 187,809—Envelopes, combining message sheet and 
envelope. Oscar Lowentbach and Hugh Lowentbach, 
Hartland, Wis. 

No. 187,860—Binder for Loose Leaves. Edward Fletch- 
er Hill, Winnetka, III. 

No. 187,934—Typewriter Desk. Julius Henry Heyward, 
Greenville, S. C. 

No. 188,029—Fountain Pen. Herber L. Carman, as- 
signee of Felix Riesenberg, both of New York, N. Y. 

No. 188,058—Cuspidor (paper). Claude Lane Elstone, 
North Vancouver, B. C., Canada. 





























1,906,191 








No. 1,299,408—Typewriting machine — improvement in paper 
guides, etc.; patented April 1, 1919, by Herman V. Fengler of 
West Philadeiphia, Pa., assignor to Underwood Typewriter 
Company of New York, N. Y. 

No. 1 iling appliance; patented April 1, 1919, by Ellis 
T. Silvius of indianapolis, ind., assignor by mesne assign- 
mene to the McCaskey Register Company, Inc., of Alliance, 


Ohio. 

No. 1,287,602—Fountain pen; patented March 18, 1919, by Joseph 
F. Siegienski of Thorp, Wis. 

No. 1,296 Fountain pen and the like; patented March 11, 

1919, by Harry Alphonse Widmer of London, England. 

No. 1,296,191—Shorthand machine; patented March 4, 1919, by 
Ward S. Ireland, assignor to National Shorthand Machine 
Company of St. Louis, Mo. 

















No. 1,295,212—Typewriting machine—improved typewriter es- 
capements; patented February 25, 1919, by John A. Ruffin of 
Middletown, Conn., assignor to the Noiseless Typewriter 
Company of the same place. 

No. 1,295,695—Ink-bottle; patented February 25, 1919, by Alek- 
gence Z. Cholewski and Stanisiaw Majewski of Pittsburgh, 

a. 

No. 1,298,326—Two-colored fountain pen—a pen with two ink 
chambers and two points; patented March 25, 1919, by Ed- 
mund Gessmann of Union Hill, N. J. 


No. 1,297,877—Inkstand; patented March 18, 1919, by Olaf N. 
Linde and Andrew Linder of Lindberg, Wash. 

No. by ery clip; patented March 25, 1919, by Benjamin 
L. Mink of Philadelphia, Pa. 
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HYGIENIC 
RUBBER 


FINGER 
PAD 





“I MUST HAVE GIVEN SOME- 
BODY TOO MUCH MONEY” 


You'll never say this if you 
wear Marsh Finger Pads 
because these pads only pick 
up one bill or piece of paper 
ata time. Abolish the filthy 
sponge cup. Don’t be wet- 
ting your fingers constantly 
and thumb mark your office 
records, letters, bills, filing rec- 
ords, etc. Wear Marsh Finger 
Pads. Just the thing for cash- 
iers, stenographers, bookkeep- 
ers, bill clerks, etc. 10c each 
or 3 for 25c. 

Davol 
Rubber 
Company 
Providence, R. |. 
If your station- 

0 t er or Gunmet 
, \C?7 n't supp 
: Yaliry sen: cou withitarse 


Finger Pade, 
order direct 


RUBBER GOODS] *= =. 





f 














Puts the “Race” 


in Eraser 


The QUSH-FRASER 


DE LUXE 
is the best ink and 


typewriter eraser 





Uncle Sam uses it in the Army 
and Navy and in other depart- 
ments at Washington, because 
‘t is the best 


You use it like 
a pencil—just 
stroke and the er- 
ror is. instantly 
and completely re- 
moved— just a 
stroke and _ 10,000 
tiny shavings curl 
off, for this flexi- 
ble diamond brush 
has over 10,000 dia- 


mond 


Sells at Sight! Made in 14-k 
gold plated. Sample pre- 50 
paid, insured for Cc 


RUSH-ERASER CO. 
8203 Rush Bidg. | SYRACUSE, N. Y. 


points. 





Norubber, 
Acid or 
Blades 
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Made tn three sizes—Pencil, Medium and Large 
Pen sizes. Mounted three dozen on a card in any 
assortment desired. 

eats in Ebony black, which is new and ex- 

y durable. Heavy bright nickel Electro 

gold pg -% For neatness practicability this 
clip has no equal. 


L. D. VAN VALKENBURG, Manufacturer 
HOLYOKE, MASS., U. S. A. 


“FAULTLESS” 
Pen and Pencil Clips 


GUARANTEED 


7 





Hotel 


Charlevoix 
Detroit, Mich. 


A 200 room hotel, 
completely furnished 
and equipped. 150 
rooms with private 
bath. An Ideal Loca- 
tion. Absolutely Fire 
Proof. 

Rates, $1 and $1.50 
without bath, $1.50 
up with bath. 


GRINNELL BROS., 
Props. 
Horton M. Kellogg, Mgr. 
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Trademarks and Copyrights 


Diem and rejected cases especially solic- 
ited. No misleading inducements made to 
secure business. Over 30 Aid ag active prac- 


tice. Ex mal, conscientious 
service. rite for terms. ee. Bock free. Address 
Spectalty:—Ty pewriting amd Adding Machines 


Address E. G. SIGGERS 


Suite 33 N. U. Bidg., Washington, D. C. 











LIBERTY 


POSTAL SCALES 





are an office necessity. 
Made in three sizes— 
1-lb., 2-lb., 4-Ib. capacity. 
All equipped with up-to- 
date charts, showing the 
amount of postage on all 
classes of mail matter. 


Order through your Jobber 
TRINER SCALE & MFG. CO. 


2714 W. 21st St. Chicago, Ill. 

















FEATHER WEIGHT EYESHADE 


The shade that takes your eye 

and keeps it in good health. 
Light Weight, Adjustable, Durable, Hygienic, 
Healthful. No metal or elastic band to press or 
bind the head. Opaque for artificial light. 
Transparent for natu- 
rallight. gg molly ne 
not in use, thus 
venting being crus! od 
out of shape by acci- 
dent; can be carried in 
hat or rolled up in a 
small package to carry 
in the pocket. Visor 
wider than other shades. 
We recommend the 
Opaque for those wear- 
ng glasses, 








The Featherweight 
Eyeshade Co. 
Merchantville, N. J. 

















WRITE US FOR PRICES 


On adding, listing and calculating ma- 
chines, typewriters, multigraphs, dicta- 
phones, checkwriters, duplicating ma- 
chines, mail-om-eters, time clocks, safes 
and steel lockers, new and second-hand 
office furniture, and all office devices. 


We are the largest dealers of the kind 
east of the Rocky Mountains and will 
save you half on your office needs. 


Everything first-class; nothing cheap 
but the price. 


Write Today and Save Money. 


Chicago Safe & Merchandise Co. 


73 and 75 West Lake Street, Chicago, Ill. 











A Century’s Progress 
in Business Cards 


Is Embodied in the 


Peerless 
Patent Book 
Form Card 


which is really the one great card 
improvement of the age. These cards, 
carried in book form, in an elegant 
seal leather case, are detached one 
at a time as used. All edges are 
absolutely smooth and without any 
indication of detachment. Every card 
can be used, because they are always 
flat, clean and unmarred. That means 
great card economy. They are al- 
ways together and, therefore, getat- 
able They carry a distinction you 
can convey in no other manner, and 
they mark the man who uses them as 
worth while. 

Send for a sample book today and 
detach the cards one by one and be 
amazed by their perfection, 
It is an unique 
sensation, 
Send 
Today. 








The John B. Wiggins Co. 


Engravers, Die Embossers, Plate Printers 
1104 So. Wabash Ave. 
705 Peoples Gas Bidg. CHICAGO 
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SELECT SOLID OAK TRANSFER CASES 











LIGHT GOLDEN FINISH 


The best combination of price and qual- 
ity ever offered in transfer cases. 


Each case is complete in itself with fin- 
ished top and sides. The shell is made 
of cabinet oak throughout, and is rein- 
forced with steel angle irons in the top 
at the front where the strain is greatest. 
Made in three sizes—letter, cap and in- 
voice. 

These cases can be bolted vertically to 
form a single stack, and the stacks or 
single cases can be bolted together hori- 
zontally thru the side framing. 


Catalog and prices supplied upon request. 


Imperial [Methods Co 


312 W. Madison Street CHICAGO 




















WANT ADVERTISEMENTS 


IVE WIRE city salesman wanted to handle all kinds of office equip 

ment, particularly loose leaf and miweographs. Must produce results 
Salary $40.00 to $50.00 per week and bonus. Address L 17, care Office 
Appliances, Chicago. 





(See also page 212.) 
SITUATIONS WANTED, 
YPEWRITERK MAN open for pcsition. Has thorough knowledge of 
typewriter business in every detail. Expert st ali makes, especially 
leading ones. Knows Wahl adders and Multigraph. Has experience in 
charge of large concern. State highest salary and particulars. Address 
D 23, Office Appliances, 508 Tribune Building, New York, N. Y. 
OSITION wanted as manager of first-class” stationery store. Would 
consider management of department if suitable opportunities are 























presented. Want to locate in North or East. At present in charge of * 


well-paying business. Address Q 24, care Office Appliances, Chicago. 


ALESMAN, tamiliar with office equipment and supply business, at 
present employe’, desires to make 4 change. Have a successful record 
as salesman and am familiar with markets, ete., sufficiently to handle 
purchases. Have excellent reasons for making a change. Give full 
particulars as to opportunity. Address F 24, «care Office Appliances, 
Chicago. 








HELP WANTED. 
XPERIENCED stationery man wanted by substantial firm located in 
one of the principal cities of the Mississippi valley. A good oppor- 

tunity for a man of ability who knows the business. Give full informa- 

tion. Address C 17, care Office Appliances, Chicago. 
ALESMEN WANTED. Anyone calling on the retail stationery trade 
can earn good money as a side line on a well advertised article. No 
samples—only one photograph to carry. Liberal commission, Write for 
particulars. The Oscar Onken Co., 24 West Fourth Street, Cincinnati, 
Ohio. 


UR COMMERCIAL stationery department, selling direct to consumers, 

advertises unusual help to customers desiring modern office equip- 
ment, filling methods, pen or mechanical accounting shortcuts, ete. For 
this department we desire a salesman who can maintain our standards. 
Unusual opportunity for the right man. H. Niedecken Company, Man- 
ufacturing stationers since 1847, Milwaukee. 

YPEWRITER REPAIRMAN for town of 18,000 inhabitants. Prefer 

young man who will work for a nominal guarantee and liberal share 
of the profits. The Lloyd Ad & Letter Co., Selma, Alabama. 

ANTED—tTypewriter and adding machine repairmen and mechanics 

for membership in the Typewriter & Adding Machine Mechanics’ 
Aid Association, lic. Sick benefits, free employment bureau. Purpose: 
Nation-wide organization. Address 8-12 Nevins street, Brooklyn, N. Y., 
at once for detailed information. This is your opportunity! Six hundred 
joined in ten months. 

ECHANICS AND REPAIRMEN on _ typewriters, adding machines, 

Dictaphones, Multigraphs, Multicolor presses or Addressographs: In 
order to co-operate in preparing a reliable list and to receive free litera- 
ture and information, should send name and home address, and state with 
what firm employed, to H. R. Langham, 2033 Gates avenue, Brooklyn, N. 
Y. Just say ‘Office Appliances’’ and receive the best consideration. 


ALESMEN—-Excepticnal opportunity for experienced salesmen to con- 

nect with high-grade specialty manufacturing company making an en- 
tirely new product that sells to both manufacturer and retailer. Only 
men with proven ability need apply. Liberal commission contract with 
weekly settlements, State experience and territory wanted. Write to- 
day. Sales Manager, The Fogarty Manufacturing Company, Dayton, Ohio. 






































of stationery department, and act as assistant manager of a well 
established printing, binding, lithographing, blank book and stationery 
establishment, in the middle west. Do not apply unless qualified and 
have best of references. Address W 15, care Office Appliances, Chicago. 

KAPTSMAN—Drattsman on hcnsehold electrical appliances and farm 

power and lighting outfits. Preferably with some practical shop 
experience. Salary $30 to $35 per week. Write, W. E. B., Room 2502, 
110 West 40th street, New York City. 











ALESMAN WANTED—For steel furniture. In large eastern city. 
Must know this line. Address 8S. F. 8., care Office Appliances, Chicago. 





ANTED good combination mechanic-salesman, single hustler with 
references. $125 to start. Small bond required. Address Divelbiss 
Typewriter Exchange. Columbus, Miss. 








ANTED—City salesmen and clerks for one of the most progressive 

stationery and printing houses in the country, located in Detroit 
Must be experienced, state salary and qualifications. Address H 25, care 
Office Appliances, Chicago. 

OL DESIGNER with abcut five years’ experience in punch and die, 

jig and fixture work. Salary $30 to $40 per week. Write, W. E. B. 
Room 2502, 110 West 40th street, New York C'ty. 

ANTED-—Salesman with executive ability, who has had practical 

experience in selling filing equipment and devices. To manage and 
handle sale of a patented fixture. State age, experience and aalary 
desired. Address J 21, care Office App'iances, Chicago. 











XPERIENCED carbon paper salesman, long established house Young 
man whe van swing large clientele. who will be willing to travel 
greater part of time, and whe has sales <.rganizing ideas. Address 


G 20, care Office Appliances, Chicago. 
WysnseD Competent outside salesmen thoroughly familiar with the 

commercial stationery and office equipment business. References 
required. State salary expected Apply to the Gustave Fischer Co., 
Hartford Conn. 

ESIGNER of mechsnical-electrical-apparatus, who is thoroughly fa 

miliar with design of small intricate mechanisms and their manu 
facture on a large scale. Must be technically trained and have had 
responsible design experience. Salary from $2,000 to $3,000 per annum 
Organization is long established and is expanding its normal activities 
after a period of war work. To receive consideration a full chronological 
statement of experience and training is required. Write, W. E. B., 
Room 2502, 110 West 40th street, New York City. 
ANTED—Expert typewriter mechanic, must be able to thoroughly 

overhaul all makes of machines, especially the Royals. Address P 
0. Pox 320, Charlotte, N. C. 

N EXPERIENCED ribbon and carbon salesman can make first-class 

connections with an established ribbon and carbon company. Must 
be a live wire and willing to travel. A person with these qualifications 
will find a position paying him big. Address IE 19, care Office Appliances, 
Chicago. 

OOD SALESMEN wented to represert well-known pencil company in 

territory north of the Ohio and east of the Mississippi, iicluding 
New England and Pennsylvania. For high-class salesmen there is an 
opportunity to make a good income on the salary-bonus basis. Men with 
knuwledge of stationery trade preferred. Acdress C 18, care Office Ap 
pliances, Chicago. 
Wass= -Bank supply agenta in each state to sell our canvas deposit 

bags to banks. Lowest prices, liberai commissions. This bag appeals 
to all bankers and is sold at sight. No applications considered unless 
acccmpanied by references. Address A. {°, Strayer & Co., New Brighton 
Pa 






























REPAIRMAN who thoroughly understands a!l standard 
25.000 


TYPEWRITER 

make machines. Good opening for trustworthy man in city of 
famous as health resort. Write Davis Typewriter Co., Colorado Springs 
Colo. 














~ FOR SALE - 


ULTIGRAPHS, Dictaphones, Edison dictating machines, Writerpress 
Mimeographs bought, sold and rebuilt like new. Multigraph and 
Multicolor ribbons, ink and platens. We save you money. Price, Inc. 


440 South Dearborn street, Chicago. 
DDRESSOGKAPHS, Multigraphs, felders, duplicators, sealers, bought 
and sold. Office Device Company, 222-B North Wabash avenue, 
Chicage 
Aouine MACHINE EMPORIUM, buys, sells, exchanges, repairs all 
makes of adding and calculating machines. Prompt and courteous 
attention. Consignments solicited. 908 South Hill street, Los Angele 
California. 
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The Controlled-key 


is a device (found only in the Comp- 
tometer) that automatically prevents 
a fumbled or partial keystroke from 
registering an error. 


Dependability! 


A machine is dependable when it de- 
livers the goods—not once in a while 
—hbut all the time, on any job. The 
Comptometer does that. It’s 


dependable. 








CONTROLLED-KEY 


ADDING AND CALCULATING MACHINE 














iNULLLUUUUUEL ALLOTMENT 





‘‘Better Methods of Accounting’”’ 
tells all about the Comptometer and 
its application to everyday accounting. 
Sent free on request. 

FELT & TARRANT MFG. CO. 
1713-35 N. Paulina St., Chicago 
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A Comparison Will Decide 


ap buying a typewriter, 
it is indeed wise to study the 

Oliver and compare it with 
any other machine. 


We are always willing to abide 
by a decision based on such a com- 
parison. We know that he who 
compares is convinced that The 
Oliver offers superiorities in qual- 
ity and work not obtainable else- 
where. 

There are Oliver enthusiasts all 
over the world—in fact, over 700,- 
000 Olivers have been sold. 





The Oliver is noted—as it has 
been from the beginning—for its 
many betterments in design. 


‘Today's model, The Oliver No. 
9, is our latest and best, bringing 
all that one can find in any other 
PLUS its own exclusive features. 


It is famed for its fine workman- 
ship, for its speed, for its durabil- 
ity, for its simplicity. 


It is built of the finest materials, 
and will last a lifetime, even under 
severe usage. 


Don’t buy without investigating 
The Oliver and making a careful 
comparison. Then you will agree 
that it is the finest typewriter in 
the world. 





THE OLIVER TYPEWRITER COMPANY 
1525 Oliver Typewriter Bldg., Chicago, IIl. 
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